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A WORD FROM MR. BOWSER. 


Especially to the Boys Working in the Smaller Towns. 


Gentlemen :—| feel that a good point was over- 
looked, or at least was not threshed out as it should 
have been. 

That is this: Where it is convenient for you to 
call on ‘“‘The Insurance Man”’ of the town in a casual 
way, inasmuch as our tank lessens the chances of a 
fire which undoubtedly would interest him, and as 
you “were passing by,’’ you just drop in and show 
it to him. I am of the opinion ordinarily you will 
get a most cordial reception; and it would not be a 
strange thing if he were carrying some insurance 
under protest, as it were, for a brother, or brother- 
in-law or a friend, where he wished the oil conditions 
were different. 

In this case, would not a fellow like this be a 


valuable help to you in getting an order from such a 
one? 


| am sure a shrewd salesman could handle this 
matter very much to his advantage. But if this 
fellow were not congenial, then drop him as soon as 
possible and get out of his office, but, as 1 have said, 


‘in the small places, say of from one to three or four 


‘housand inhabitants, my opinion is that in ninety- 
ne times out of a Ricard they will “go up” over 
pour model and give you a most cordial reception. 
ry it once. If it don’t work to suit you—drop it. 


* 


Another Point 


I wish to call your attention to is the question ans- 
wered by Mr. W. R. Hance as to the fellow going out 
of business. This is important, and should have re- 
ceived more than a passing notice. Mr. Hance says 
he never questions the fellow’s statement that he is 
going out of business, but at once interests himself in 
it as though that were what he was looking for. He 
looks about the store with the merchant, who feels 
sure he is not expected to buy, and he becomes some- 
what loose in his statements and reveals his interest 
in the tank. Then it is you can talk to him about 
cleaning up the rear part of his store and putting in 
a fine tank like this, which will help sell his store. 

Now suppose he has no intention of going out of 
business, which is often the case; what an excellent 
chance you are giving him to come off his perch and 
do business without any embarrassment whatever. 

Suppose he is going out of business, say to him: 
“An old farmer is not supposed to know anything 
about business, yet he has an old plug in the barn 
worth $10. He gets a chance to sell it and goes in 
to bring it out. He shakes the straw out of the 
horse’s tail, knocks the hay seed off his sides, straight- 
ens out his mane and foretop, gives him a good slap 
on the side with the palm of his hand, jerk the halter 
with a “‘hey there,’ and up goes the old plug’s head, 
price $15,00, sir. Five dollars raise in three minutes 
—and he gets it. The moral: Merchant buys a tank 
of me; fix up your store a little; add five hundred 
dollars to your price and do business.” 

In view of the above, it looks to me that a sales- 
man would do well to go a long way to see a fellow 
that is going out of business. However, I am sure 


the above is a most excellent and pleasant way of 
handling the hitherto “to most salesmen at least,” 
most uncomeatable cases. 


Yours very truly, 


Humpty Dumpty sat on the counter, 
Playing with matches and fire; 
One dropped in a can with Gasolene filled 
Now Humpty is playing much higher. 
G,: Agee 


OUR ORGANIZATION 


Home Office, Fort Wayne 


| S. F. Bowser, President. 

_ Allen A. Bowser, Vice President. 

_A. Z. Polhamus, General Manager. 

| C. A. Dunkelberg, Secretary and Treasurer. 


C. A. Carrel, Asst. Supt. Salesmen. 

C. F. Hatmaker, Manager Mail Order Department. 

H. B. Harper, Manager Advertising Department. 

E. D. Eggimann, Manager Collection Department. 
S. B. Bechtel, Asst. Gen’]. Manager, Western District. J. L. Mattoon, Manager Accounting Department. 

_W. G. Zahrt, Supt. Salesmen. L. E. Bowser, Supt. of Factory. 

| H. J. Grosvenor, Asst. Supt. and Purchasing Agent. 


Boston Office 


E. M. Savercool, Asst. Genl. Manager Eastern District. 
D. A. Corey, Manager. H. E. Anderson, Asst. Manager. 


Toronto Office 
W. R. Hance, Manager. 
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Indiana—J. D. Gumpper, O. B. Fitch, E. B. Beard, 
Rosser McClure. 


EASTERN DISTRICT SALESMEN 
| Maine—N. A. Ring, F. A. Wrisley. 


New Hampshire—P. F. Cashman. 

_ Vermont— 

_ Massachusetts—W. J. Fitzpatrick, H. Z. King, H. W. 
Stores. 

Rhode Island—G. W. Dennett. 

Connecticut—Lewis Smith. 

New York—G. W. Bigelow, C. R. Eggleston, C. E. 
Saunders. 

New York City—F. W. Meegan, W. H. Ladd, J. S. 
Ladd. 

Buffalo—J. N. Dietch. 

New Jersey—Thos. Mathers, J. C. Dunsmoor. 

Pennsylvania—J. W. Runyan, J. H. Medsker, L. D. 
Kamps, Geo. L. Roser, Ralph L. Koser. 

Philadelphia—Geo. R. Quarles. 

West Virginia—A. H. Collins. 

Maryland—A. H. Collins, E. B. Koser, M. T. Hole. 

Maryland—Delaware—A. H. Collins, E. B. Koser, M. 
Demiaole; Re=M.-Koser,-W. B: Lynham,. E: J: 
Crowley. 

Virginia—A. H. Collins, C. H. Hunt, A. Curry, R. E. 
Freeman, G. W. Holmes. 

N. Carolina—D. H. Shields, C. H. Kelly. 

S. Carolina—J. M. Sitton. 

Georgia—]. M. Sitton, C. E. Saunders. 

Florida—C. FE. Saunders. 

Dominion of Canada—Thos. Cragg, J. B. Bate, Nap. 
Rosconi. 

Railroads—W. T. Simpson. 


WESTERN DISTRICT 
Michigan—A. Laverty, G. E. Bowen, F. Nixon. 
Detroit—J]. N. Dietch. 


Ohio—F. W. Leslie, C. F. Shupp, A. A. Martin, J. A. 
Gilmore, W. E. Jenkinson. 


Kentucky—R. McClure, C. D. Austin. 
Tennessee—H. C. Carpenter, Jr., C. M. Comparet, 
S. L. Jordon. 

Alabama-Mississippi—H. T. Purdy, J. B. Purdy. 
Illinois—H. B. McCardel, M. S. Martin, C. E. Neff, 
O. E. Fleming, P. W. Vonderau, J. A. Walter. 
Chicago—]. N. Dietch, K. F. Hessenmueller, F. L. 

Hanks, M. M. Wood. 
Wisconsin—R. E. McIntosh, R. B. Lipes. 
Minnesota—Geo. Cornell, R. L. Duncan, Holmes. 
Iowa—G. W. Pask, A. N. Black. 
Missouri—C. P. Hannon, R. E. Snow, G. E. Prine. 
Arkansas—F. G. Howard, O. H. Wilson. 
Louisiana—J. P. Pressgrove. 
N. Dakota—A. B. Cornell. 
S. Dakota—Geo. R. Hance. 
Nebraska—E. Horton, E. P. Walker. 
Kansas—W. J. Faust, E. P. Hayes. 
Oklahoma Ter.—J. G. Rodman. 
Indian Ter.— 
Texas—J. G. Rodman, D. C. Traxler, F. M. King, 
Geo. Romer, F. M. Wilson, H. A. Woods. 
New Mexico— 
Arizona—E. E. Elliott. 
Colorado—G. L. Heusner. 
Utah—C. M. Harmen. 
Wyoming— 


. Idaho— 


Montana—A. B. Cornell. 
Washington—E. F. Klotz, W. C. Smith. 
Oregon—E. F. Klotz, S. D. Stoddard. 
California—E. F. Klotz, E. E. Elhott. 
Nevada— 

Mexico—J. L. Holmes. 

Railroads—W. T. Simpson. 


THE BOWSER 


BUSINESS BOOMER 


Published by 
S. F. BOWSER & CO., INc. 
FORT WAYNE, IND. 
On the Fifteenth of Each Month. 


H. B. HARPER, 
Editor. 


C. F. HATMAKER, 
Asso. Editor. 


W. G. ZAHRT, 
Asso. Editor. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication 


Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editors. 


Take a look at a Bowser outfit—note the com- 
ponent parts, valves, stuffing boxes, cylinders, etc., 
each with something to do and each dependent on 
the other for help in the performance of its assigned 
task. 


In the old days before oil storage had attained its 
present state of perfection, there were not so many 
parts, and the same careful attention to detail was 
not so necessary as it is now; but today every sepa- 
rate piece is designed so as to work with every other 
part of the mechanism and the result is the finest 
arrangement possible to devise for the handling and 
storing of oil. 


In the same way, the business force of S. F. 
Bowser & Co. is made up of a large number of work- 
ing parts—the officers, the department managers, the 
salesmen, the clerks and the shop employes, and the 
success of the company is largely due to the working 
together of all the force. Not that one man might 
be likened to a Stuffing Box, or another to a tank=— 


we assure you that is far removed from the intention 
of the comparison. 


Co-operation is becoming more necessary as we 
grow larger, and it is the endeavor of this company 
to facilitate the workings of the entire organization 


in every way possible. One of, the results of this 
effort on their part is the Bowser Business Boomer, 
of which this is the first issue, and successive numbers 
of which will be published on the fifteenth of each 
month. It will be used as a medium for placing us 


in closer touch with each other. 


* OK Ok 


In this paper there will be found from time to 
time, suggestions which will be made for the better- 
ment of conditions. They will, in many instances, 
Note will 


also be made of special orders or the placing of our 


be the actual experiences of the salesmen. 


outfits with prominent companies, or the securing of 
orders in the face of severe competition, for it 1s easier 
for you to approach a man if you can tell him of a 
recent sale under similar conditions to some one in 


the same line of business. 


* * OX 


Now, we do not want to have to run this paper 
all by ourselves. Up in the corner of this page you 
will find a list ot the editors. If we were to put in 
the names of all of those whom we expect to con- 
tribute, that list would include every employee of 
Bowser & Co. If you have something that you think 
will be of interest, send it in; if you have overcome 
certain peculiar difficulties, write us telling us about 
it, it may help some other fellow. If you have an 
amusing experience or run across someone else who 
had one, send it in. If you have run across a stiff 
proposition that you do not know just how to meet, 
send it in and we will publish it, for possibly another 
salesman has at some time past been up against the 
same thing. In other words, the editors of this paper 
include the entire force of Bowser & Co. 


* OK OX 


The columns of this paper will be used to acquaint 
you with everything new in oil storage, and a careful 


perusal of each copy will keep you abreast of the 
times. 


An oil can in the corner, 
Plus a match or cigarette, 
Equals trouble in the neighborhood, 
And that’s not all, you bet. 
C. A. W. 
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Well, the 1906 convention is over. We are sorry, 
too, for although it has meant days and nights of 
work, it is always a pleasure to shake hands with the 
boys in the field who have in the past so manfully 


‘ 


responded to the call for “orders.” The convention 
was a great success from every view point and it was 
characterized by the earnest desire of the men to 
learn more about the business. 

The business part of the program commenced 
Wednesday morning (January r3d), with a hearty 
address of welcome by our president, Mr. S. F. 
Bowser, followed by a happy response on behalf of 
the salesmen by Mr. A. H. Collins, of Washington, 
D. C. On Wednesday afternoon, General Manager, 
Mr. A. Z. Polhamus, in his usual thorough style, dis- 
cussed “Plans for 1906.” The gist of his talk was 
“A Million for 1906,’ which was heartily and en- 
The 
balance of the program, consisting of papers, was 
received with thoughtful attention by all of the sales- 
men. 


thusiastically cheered by the Bowser men. 


The papers were exceedingly thorough and 
contained many selling points of practical value. 
The management is indebted to Messrs. D. A. 
Corey, J. B. Bate, W. R. Hance, Rosser McClure, 
J. W. Runyan, H. T. Purdy and D. H. Shields and 
others for their willingness to serve the firm by pre- 
paring papers, and at the same time it desires to 
compliment them for the thoroughly capable manner 


in which they handled their various subjects. A 
humorous paper by the Secretary, Mr. C. A. Dunkel- 
berg, entitled ‘Hunting and Fishing vs. Orders’’ was 
Mra Payee Beatty, 
General Manager of the Kellogg Fruit Farm, Three 
Rivers, Mich., also entertained the boys with a 
humorous talk which was interspersed with serious 


received with much laughter. 


observations, arguments and plans for the selling of 
Bowser Self-Measuring Oil Outfits. The “Exchange 
Proposition”? was ably handled by Mr. E. M. Saver- 
cool, Assistant General Manager of the Eastern 
Division, and a practical talk on “ How Can I Increase 
My Sales”’ was given by Mr. S. B. Bechtel, Assistant 
General Manager Western Division. Many other 
practical arguments and suggestions were given by 
the salesmen, culled from their experience in the field 

A feeling of sociability pervaded all of the sessions, 
uniting the salesmen in bonds of fellowship. Old 
acquaintances were revived by the pioneer salesmen, 
and new men were cordially received and made to 
feel that they were welcome in the ranks of the selling 
organization. Such well-known after-dinner speakers 
as Chauncy Depew and Simeon Ford were eclipsed 
by several of the Bowser men. Messrs. Quarles and 
Snow were present with their usual fund of good 
humor. Mr. Fitzpatrick, ‘one of the wise men from 
the east,’’ was occasionally heard from. In addition 


to being able to deliver goods in the way of “orders,” 


Mr. M. M. Wood has many other accomplishments. 
He entertained the salesmen at the parlors of the 
New Aveline hotel with many mysterious sleight-of- 
hand performances, as well as showing many of the 
tricks of magic performed by Herman, Keller, etc. 
Mr. Wood was one of the popular men at the conven- 
tion. Of course the old stand-bys, Messrs. Bate, 
Craig, Dietch, Gumpper, Klotz, McClure, Mathers, 
Medsker, Pask, Walker, etc., were there, and the new 
men were much benefitted by the practical pointers 
received from these as well as from many of the other 


salesmen. 
* OK Ox 


The keynote of the convention was “A Million 
Dollars for 1906,” and most of the papers and talks 
made some reference to it. If possible this seemed to 
lend a more invigorating spirit to the entire conven- 
tion. While many conjectures were made, the con- 
census of opinion as expressed was that the mark 
would be reached. It was only a question as to 
whether Bechtel or Savercool would win. 

camer Ie 


All through the week Mr. Bowser seemed to be 
in a peculiarly happy frame of mind. The “Old 
Man”’ seemed proud of his family which is growing 
so rapidly. Every once in a while he would sort of 
bubble over with a hot shot for some salesman, or to 
wake Ed. Walker out of a nap. “Ed.” wasn’t sure 
whether he had been there four or fourteen years. 

3 ae 


Another fact which predominated and which 
attracted the attention of visitors especially was the 
large number of men who were minus the hair from 
the top of their head—in other words, bald. Some 
asserted it came from trying to sell tanks to the man 
who had gone out of business; others that it was due 
to their not having joined the Bowser crowd before. 

ee 


Everybody enjoyed Harry Medker’s speech. It 
came toward the last of the week and is one of the 
few speeches which we feel warranted in printing. 
Its start was the struggle to arise; the body of the 
speech consisted mainly, in fact wholly, of a grin, and 
it ended with his sitting down. It evoked consider- 
able enthusiasm. 

ea 

The session ended with an elaborate banquet 
Friday evening, January 5th, at the New Aveline 
hotel, with the following program: 


TOASTMASTER—S, F, Bowser 
Invocatione =] 8=) =i 9-0-2 eS = Se UB BS Aone 
Wanted—Men - - - - -, - - - - = A, Z. PorHamus 
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Solo—Thy Dear Eyes wet 3h = oe) Oo 


Men We Meet . <<). = -- .-. 2 025" =) S05) Beeeeeaworme 


In the Days of Long Ago =.= 05 2,.- .= 9= | BOMeSavercoom 


Solo—The Night Birds are Cooing - - - - - «= W.C. Smurrap 


Yarns BS 2 9S = Oe Seve = = =) = OCaASDumncioren ta 


How to Do It = = = = = = =- S&S = GromReOusnnrs 


One from the Washington Bunch 
* * 

If the Washington Bunch can create as much 
enthusiasm among prospective customers as they 
aroused by their singing “There'll be Something 
Doing in Maryland. Likewise our southern friend, 
Quarles.—While poetry and tanks are not generally 
considered in the same breath, nevertheless, a good 
tank salesman almost convinced us he had missed his 
calling. 

* * 

Mr. Polhamus wanted men,—not more salesmen, 
but men in the broadest meaning of the word; men 
of honor and integrity, whose being was a benefit to 
mankind. 

mee ame 

Mr. Kelsey urged the necessity of “Good Works”’ 
with good orders, and then Mr. Beatty was called 
“Just For Fun’’ and he responded right nobly. His 
dried apple story will keep Dunk going some. Mr. 
Griswold, as he depicted characters familiar to all 
present was greeted with enthusiasm. He was right 
in tune with the spirit of the meeting, and as he 
showed up the bright side of things which he said 
every place and character in life could present, many 
of us saw a better way in which to look at the annoy- 
ances of the salesman’s life. 

Se 3 

An event not on the program was the presenta- 
tion of a handsome silver service to Messrs. Bowser 
and Polhamus. Mr. J. B. Bate spoke in a happy 
vein and made the presentation on behalf of the sell- 
ing organization. The banquet came to a close by 
the officers and traveling men singing ‘“‘God Be With 
You Till We Meet Again.” 


THE SALESMAN’S LAMENT. 


My, but they’re certainly after us hard. 
Orders, more orders, and working by ecard; 
Riding and driving, reporting each day, 
Even ‘‘exchange”’ they tell us will pay. 


My way—the old way—I’m bound to confess, 
Often consists in working ‘‘by guess.” 

Now, since I’ve given the new way a test, 
Everyone sees just how much I’ve progressed. 
Yes, and my statements show which way is best. 


Kb 2Oe WHO 


TO THE TUNE OF “TAMMANY” HOW TO DO IT 


As sung by ‘‘The Washington Bunch” at the Banquet. As recited at the banquet. 
Once there was a famous hunter, who could shoot the chutes, We meet again in old Fort Wayne, 
He could always tell a whopper, you can bet your boots, The town made famous by Bowser name, 
He has told so many that he thinks they are true, From North to South, from East to West, 
And if he should lose his pipe, I don’t know hwat he’d do. To learn, if possible, which way is best 
CHonne: To sell the Bowser Tank. 


: Dunkelberg, Dunkelberg, he’s the man you’ve got to know, 
He’s the man who has the dough, 
Dunkelberg! Dunkelberg! On the level, you’re a devil, 


Says Mr. Bowser, *‘I know the way; 
Just listen to what I have to say: 
Get out and hustle from day to day, 


BENS goa Tell all its merits, be very frank, 
He is always telling us of business he has done, And youw’re sure to sell The Bowser Tank.” 
How the railroads simply send him orders by the ton; 
: But if you should want to touch him for a fifty spot, “Hold,” cries Poihamus, the wise old sage, 
He will say ‘‘Show me the biz,” or else I guess you'll not. ‘No business man in this great age can do without the Tank, 


CuHoRUSs. For it does away with all mistakes, 
Makes honest men oftimes of fakes; 
What else is needed, for goodness sakes?” 


AN ODE TO THE BOWSER 


“You are both dead wrong,” says Dunkleberg, 


While traveling last month on the Boston and Maine : “T have the floor and must be heard; 
An inspiration over me came; Take a piece of lead pipe to the darned old crank 
It says, ‘‘Old man, get out your blank And make him buy a Bowser Tank.” 


And write an ode to The Bowser Tank.” 

‘Come, let’s be patient,’”’ says Mr. Zahrt, 
**Salesmanship is a work or art, 

And if every man will do his part 

He’ll not only sell the Bowser Tank 

But will have big money in the bank.”’ 


Forthwith from sample case I drew 

A tablet and Catalog No. 2, 

And using it for secretaire, 

I penned these lines in the town of Ayer: 


The Bowser Tank 


It has a Crank. Bechtel says, ‘* Let’s take a flyer 

One Plunger and a Nozzle; And make the price a little hicher; 

Two brass Check Valves Bowser tanks can always be sold, 

That work themselves, For they are really worth their weight in gold; 
| Thru which the oil doth guzzle. To prove this just ask the buyer.” 


It beginneth at the bottom 
And bringeth to the top 
The heaviest oils and liquids 
And spilleth not one drop. 


Now, Savercool, of Boston town 

He makes them plank their money down, 
And says, ‘‘Down East they are glad to do it 
And not one case has cause to rue it.” 

It has a friend 


In the grocery-man— €4cG6t11 The boys on the road who sell tne tanks 


Handles oil just like a hero; Accept your suggestions with many thanks; 


And without its aid And here is a secret—just keep it dark— 
The money made This year we will reach the Million Mark. 
On oil would be a zero. —Gero. R. QuARLES. 


—Gnro. R. QUARLES. 


cc 
TO THE TUNE OF “EVERYBODY WORKS BUT A HINT IN REGARD TO CREDITS 


FATHER” 
: As sung by “The Washington Bunch” at the Banquet. McGinnis kept a saloon and lived with his family 
Every morning at 8 o’clock, the gang all come to work, upstairs. One day his bartender shouted to him: 
Everybody thinking of the things he is going to shirk. a ; i ’ . : 7; 
But when they see the orders there, staring them in the face, McGinnis, shall I trust Tim O Leary fora drink? 
They all begin to think they’d like to have a cinch on a Salesman’s place, A f : 
f “Has he had the drink?” called back McGinnis. 
HORUS. 


ce 9? 
Nobody works but Mr. Bowser, and he works hard all day, He has. 
Dunkle counts the money, Tet thrust him: 
Polhamus is always away. 
Zahrt looks over the orders, so does Lucy Ann, 
Nobody works at the office, but our “Old Man.” 


Savercool rides up and down along the Eastern shore, 


Bracing up the Yankee Boys to leave the West behind, SHE HADN’T ENOUGH 


We know we’ve got that Million cinched and that we’ve done our line, 
And when the next convention comes, you bet we will be there. A woman entered a photograph gallery. 
CHORUS. 


“Do you take pictures of children?’’ she asked. 
Nobody works but the Salesman, and he hustles around all day, 2 * 
For we are going to get that Million if we never hit the hay, Yes » Was the reply. 


You may not think we will do it but we will show you that we can, “How much are they please?”’ 
~ ? > 


And we will see ‘‘the smile that won’t come off” of Our Old Man.. 
“Three dollars a dozen.” 
Mary had a little tank, : F ’ 
"Twas filled with gasolene; “Well,” she replied with a sigh, “I shall have to 


A littl teh dear Mary struck 6 5 
Rte eeetele ben“ zine.” wait and come again. I have only eleven.” 


PERSONALS 


When you are making a sale and there is “out- 
side’ interference, tell Mr. Hessenmueller’s chicken 
story. 


A letter from Mr. Cornell states that his train was 
sixty-five hours late. 


Mr. Chas. P. Hannon says he expects to get his 
“han-on”’ a lot of business. 


Several new faces were numbered among “the 
wise men from the east.”” We certainly wish Messrs. 
Wrisley, Storrer and Smith every success in their 
work. 


Did you hear Mr. N. A. Ring join in the singing of 
“Tammany” at the banquetr 


Never mind, boys, we are going to have a new 
hotel in Fort Wayne some day. 


We were glad to have with us at the meeting the 
following new salesmen: Messrs. J. A. Gilmore, C. M. 
Harmen, Geo. Comell rab. Bearden saicamp, 
Eloyd  Nixonjsh2-M.~ Kine GaN ellevs Rew Eahree- 
mane. Weel ordan,, HeeZ. Kine, liens Waller M yes: 
Martin and C. R. Eggleston. They seemed to be in- 
terested in learning all they could about the business. 


Mr. J. L. Holmes left for Mexico on the 11th. 


Mr. W. C. Smith, of Columbus, Ohio, must have 
taken the fast train home, for an order came in from 
him a day after he left. 


The Railroad department, consisting of ““Dunk”’ 
and “Bill,” rounded up a_ twenty-five hundred 
($2500.00) dollar order this week. 


We missed our old stand-by, Mr. C. E. Saunders. 


Messrs. Pressgrove and Sitton were detained at 
home on account of sickness. . 


Mr. C. F. Shupp says business is promising in his 
territory. 


Let us make more “‘exchanges”’ this month. 


The Washington Bunch can take orders as well as 
sing. . 


Harry Purdy is still in Fort Wayne. Does any” 
body know what’s keeping him? He attended the 
Majestic theatre Wednesday night. Purdy has” 
pretty good taste. 


Mr. W. R. Hance leaves the factory for Toronto 
next week. 


Mr. Meegan, of New York, certainly presented an 
interesting paper. . 


When a customer tells you that he is going out of 
business, or that he does not handle enough oil, 
remember the valuable arguments presented by 
Messrs. Hance and Bate. 


Mr. Frank Leslie, the first salesman who sold goods 
for S. F. Bowser & Co., was at the meeting. He still 
represents the company in Ohio. 


Do not forget the resolutions for 1906:— 


To remember that my firm wants a million dollars’ 
worth of business and to do my part. 


Not to forget the old user of a Bowser Tank. Per- 
haps I can interest him in an exchange. 


To be cheerful, happy, resourceful, to follow the 
rules, and keep everlastingly at it. 


To remember that the secret of success is work. 
To work my territory closely. 

To strive for an order every day. 

To get the order I am striving for. 


To remember when | take an order for a Bowser 
Tank I please three—my customer, myself and my 
firm. 


RAILROAD DEPARTMENT 


DeAR Bitt:—We must get down and dig. 
Yours, DUNK. 


Overheard at the Convention: They were talk- 
ing about Mr. Holmes’ trip through Mexico. “By 
Corey, that was a Purdy good Run yan—I Vonderau 
he did it. Let’s Savercool Bird.’ 
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THE AUTOMOBILE SHOW AT THE MADISON 
| SQUARE GARDEN. 
| 
| 


Boston, Mass., Feb. 7, 1906. 
To the Editor of The Boomer, Fort Wayne, Ind. 
DeEAR SiR:—Complying with your request for an 
article on the Madison Square Automobile Show, 
which was held in New York January 13th to 20th. 
This show in genera! was a tremendous success, the 
number of exhibits being much larger than at anv 
_ previous show. All decorations were of uniform color, 
_ copying the stvle of the European shows, this making 
_a beautiful sight and creating a lasting impression on 
those in attendance. It will not be my aim to give 
you a resume of the show proper but rather from a 
Bowser business standpoint. 
Our space, while ample in size, was not in the best 
| of locations. The exhibit, however, was first-class, 
showing all styles of gasolene tanks and pumps, in- 
cluding the +s” and 3” tanks, in this manner educat- 
ing the public to purchase a higher class of gasolene 
storage tanks. We had determined at the shows that we 
quote only net prices, without discounts excepting the 
usual for cash; that we would quote on nothing ex- 
cepting 12 gauge tanks and make practically all quota- 
tions on the cut 41 pumps with Meters; in fact, to show 
and talk the highest class of goods which we manu- 
facture. That our determination was right was proved 
by all the boys who were in attendance at the show, 
not only to the demonstrators, but to the salesmen 
who called on us from time to time; it proved to be the 
night thing to do. 
Our demonstrators laid great stress on high-class 
goods and the fact that our prices were uniform 
Bp roughout the country; that discounts could not be 
allowed. In some instances we allowed intending 
purchasers to depart rather than to break this rule, 
thus protecting the salesmen on the various territories 
and by example showing to them that goods can be 
sold at one price only, and without discounts, thus 
treating the trade throughout the country fairly and 
showing favors to nobody. 


Our observation was that those in attendance at 
this show were of a higher class than ever before, and 
they were looking for better goods than at previous 
shows. We made but one sale of a Cut No. 48, al- 
though we had an outfit on exhibition. Practically 
all our sales were of the Cut 41 and 47, a large number 
of the pumps being equipped with Meters and besides 
we sold a number of Meters to be applied to pumps sold 
last year, showing that Meters should have been dem- 
onstrated more forcibly in the past. We also sold a 
number of Nozzle Filters. 


A fact of importance is that 19 out of 33 sales made 
were on prospects from the Boston Office, and made to 
people who had been quoted the old prices at various 
times. A large number of good inquiries were made, 
some of which will result in fine business for the sales- 
men. Although an alleged competitor had an exhibit 
very near, we did not have any other tank outfit 
mentioned to us during the show. This was remark- 
able, inasmuch as during previous shows we had heard 
something about cheaper tanks being made. The 
Wheel Tank was the center of attraction, its fame 
having spread throughout the building. It was in- 
spected by insurance men, engineers, and by the 
largest manufacturers and garage people in the Garden, 
all of whom pronounced it a distinct step forward and 
the one thing which made the Bowser outfit complete 
in every detail. From the interest shown in the Wheel 
Tank, if properly placed before the owners of large 
garages, it should have a good sale during 1906. Our 
general observation is that the automobile industry is 
in its infancy and that we may look for a large increase 
in our business along this line for years to come. In 
the Gasolene Tank line, as well as in our other lines, 
we are supreme. 

Those in attendance at the Madison Square Show 
besides the writer, were Mr. H. E. Anderson, who 
turned the handle of the demonstrating pump until it 
had to be oiled at frequent intervals. Mr. W. H. Ladd, 

of New York City, who talked of nothing but 2” tanks. 
Mr. J. S. Ladd, of Brooklyn, the “twin,” on account of. 
his facial resemblance, demonstrated that he could cop 


an order from W. H. Ladd without the customers 
knowing the difference. Mr. F. L. Hanks, our man 
from Chicago, who set out to sel! more tanks at the 
show than anybody else—and who nearly accomplished 
it. Mr. E. F. Klotz, of California, who was perfectly 
at home with the New York trade, having been form- 
erly located in New York for some years. Mr. Klotz 
made a compact with Mr. Hanks to sell more goods 
than Mr. Bechtel and Mr. Hatmaker. At last accounts, 
however, Mr. Bechtel and Mr. Hatmaker were slightly 
in the lead. The boys did finely, however, and all 
worked very hard, not only demonstrating for a week 
but mention should be made of the fact that they 
helped to unpack and pack the exhibits, which was no 
small job. 

| hope that Mr. Hanks and Mr. Hessenmueller, as 
well, may give the “Boomer” a note as to their ex- 
perience at the New York shows, as these gentlemen 
after coming to Boston stated that it had been dem- 
onstrated to them that high-grade goods could be sold 
in every case, and that on their return to Chicago 
they would put into operation the lessons learned at 
the New York shows. 

We were favored with frequent calls from Mr. A. Z. 
Polhamus, our General Manager, Mr. J. W. Runyan, 
of Philadelphia, Mr. Fred Knoche, from Fort Wayne, 
Mr. F. W. Meegan, of New York City, Mr. Lewis Smith, 
of Bridgeport, Conn., as well as by Mr. D. A. Corey, of 
the Boston office, who ran over to get pointers for the 
Boston show, also Mr. Thos. D. Mathers, of New Jersey. 
Ladies in attendance at the show were Mrs. S. B. 
Bechtel, Mrs. H. E. Anderson, Mrs. E. M. Savercool, 
Mrs. Thos. D. Mathers, Mrs. W. H. Ladd and Mrs. 
Lao badd: 

In conclusion; from every respect, the show was a 
success and although it cost the firm for these exhibits 
a large amount of money, much more than was realized 
from the actual sales made, we are sure that the firm 
and the salesmen derived much benefit from these 
Automobile Exhibitions. Those connnected with the 
Madison Square show would like to take this oppor- 
tunity to thank the firm for the splendid accommoda- 
tions furnished at the Prince George Hotel, one of New 
York’s latest and finest hotels. 

Yours very truly, 
E. M. SAVERCOOL. 
KEEP A-GOING 

Success comes to those who start for success. 
And starting—do not retrace their steps—or stop to 
loiter in by-paths. 

Success—with a capital S—-is a long ways off 
when most of us start. The mirage may fool our 
friends, but we know that hard grubbing is in store 
for us. 


THESE LETTERS SPEAK FOR THEMSELVES 


The Recollection of Quality Remains Long After Price 
is Forgotten 


| arrived at Rochester at midnight from Buffalo; 
next morning | could not find my socks. I looked 
under the furniture, in my grip and overcoat, but no 
socks. Now, the socks were from my wife—I mean\ 
she gave them to me for Christmas—and I knew | 
had them on when | left Buffalo. Now what could 
have become of them. 

I offered the porter 10 cents if he found them, but 
he failed to win the reward. | reported my loss at | 
the office—the clerk asked me if I was sure I went to 
bed sober—-that was all the satisfaction I received 
from that source. Finally | gave it up and invested 
in a new pair, | 

I could not do business that forenoon, grieving © 
over the loss of my Christmas stockings; could eat 
but little dinner. The porter told me he had found 
one, and sure enough it was mine. He said he found 
it in the next room where a colored man slept, but. 
he did not claim it, adding that he did not wear socks 
anyhow. I gave the porter 5 cents, telling him to 
keep the sock until he found its mate, as I would 
forget the loss of the other one sooner if I had not 
this one to remind me of the loss of the other one. 

I left the city the next day and | suppose the 
porter is still looking for it. Did any of the boys ever 
meet with such an experiencer This is the first thing 
I ever lost since traveling for Bowser. 

I guess the above is enough. 


J. N. Dieters 


Jan. 20, 1906. 
S. F. Bowser Co., Fort Wayne, Ind. 

DEAR Sir:—The chicken story was the means of 
my selling my hundred and forty-two. I tackled the 
sons first, got them interested, and they said they 
could do nothing without dad, so we had to send for 
dad. Dad came with nothing doing in his eye, but 
he soon saw where he was losing money on the Neil 
outfit, but said | would have to talk to the old woman, 
and the old woman—she was a corker—would not 
even look at the outfit, but I kept talking anti-drip 
nozzle, etc., to her, until she wilted. I guess the old 
man put her up to it, for he had failed to show up, 
so we had to send for the old man again—the daughter 
coming with him—so | had the whole family. I was 
trying to answer about 7 questions at once, when the 
old man said, “Well, mother, | think it would pay, 
don’t you think we had better have it?”’” I spoke up 
and said, “That puts me in mind (after the old woman 
had beefed for about ten minutes) of a story I heard 


at the convention,’ and | told the chicken story; 
well, she cracked her first smile, and the old man 
said, “‘I guess you had better send it.” 
(Signed) Geo. E. Bowen. 
WATERTOWN, N. Y., Jan. 25, 1906. 

DrEAR S1R:—Cards received tonight. Many thanks. 
Business is fair. Out of 93 grocerymen, there are 
now 46 Bowser Tanks and pumps, or will be as soon 
as my orders are filled. My two garage customers 
just returned from New York and | am in hopes to 
close both up within next week. 

The Bowser ‘“‘Boomer’”’ received and | am sure it 
will be a great help to all concerned. | had a funny 
experience yesterday, and on next page | will ask 
question which, if you care to publish, do so. By 
reading the question you can readily understand the 
position | was placed in. 

Talk about selling “‘Dagoes.”” When you call on 
an Italian merchant, open your sample case, place 
small model on the counter, and a dozen or more sons 
of Italy mistake your model for an infernal machine, 
and start to raise a free-for-all rough house, how are 
you going to sell an outfit? 

Sincerely yours, 


, 


C. R. EGGLESTON. 
TomMAHAwkK, WIs., Jan. 20, 1906. 
S. F. Bowser & Co., Fort Wayne, Ind. 

GENTLEMEN:—Your Boomer” at hand. I en- 
joyed it very much; cheers a fellow along after having 
wrestled snow that is from three to five feet deep. 

Extend my congratulations to the Editorial Staff. 

Yours: truly, KR. B. Lives. 


Ep. Nore:—We wonder if in the face of this the Boomer couldn’t claim 


-eredit for an order just received from Mr. Lipes for two fifteen-barrel Type C 


) 


tanks and two Long Distance Pumps, amounting to over $500.00, Mr. Lipes 
says that if it operates all right he will sell a duplicate equipment. 


A Mail Order Proposition 


That there is an amusing side to even the ordinary 
affairs of life is illustrated in the letter recently re- 
ceived and reading as follows: 


LAKE PLEASANT, Mass., Jan. 20, 1906. 
Mr. C. F. HATMAKER. 

DEAR Sir:—I wish to acknowledge the receipt of 
your mail matter, and thank you for your courtesy. 
| am not a prospective patron. Living quietly in 
the woods, | have found a good way to keep better 
acquainted with the outside world is to accept the 
advertised invitations to send for “booklets.” In 
the Summer time we have more people about (sum- 
mer boarders) and | can better keep the run of their 
talk, and sometimes have at hand—in a booklet — 
the very thing they want. 

It is plain to see that they are a good thing. 

Respectfully, 


An Unsolicited Testimonial 


New BricuTon, Pa. 
S. F. Bowser & Co. 

GENTLEMEN :—lhat elegant Chesterfieldian gentle- 
man, who by his personal magnetism hypnotized me 
into signing his order book, never once mentioned 
anything about a gallon pump. I feel quite sure 
there is an error on your part; it hardly seems reason- 
able that I would buy a 120-gallon tank and a one- 
half gallon pump. 

If you will please take the matter up with your 
representative who sold me, | am satisfied you will 
make the exchange without extra charge tome. One 
thing | would respectfully request that you do not 
send him back here, because without effort he might 
unload one-half of the state of Indiana on me. 

Yours respectfully, (Signed) JoHN S. Boots. 


Ep. Norn:—Our records show that Harry Medsker made this sale. 
S. F. Bowser & Co. 

GENTLEMEN :—lhe following, founded on fact, may 
point a moral: 

A Bowser salesman called on a grocer and sold him 
a 3 bbl. outfit, Cut 19. The tank was duly shipped 
and received and the buyer very pleased. A grocery 
salesman called on the tank owner later and in course 
of tconversaion the man who had bought our outfit 
said to the grocery salesman: “Say, you know that 
Mr. who sold me that tank.” “Well, he is a 
cracker jack. I believe he could sell a blind man a 
pair of eye glasses and persuade him he could see 
through ’em.” 


Yours truly, BATE. 


AND WILLIE FOUND OUT OIL RIGHT, OIL RIGHT 


Willie chased the poor old cat, 
Cap pistol in his hand; 

And pussy, knowing Willie’s ways, 
Skeedooed to beat the band. 


She jumped behind a great big tank— 
A novel place to hide; 

Will searched around for quite a while 
Before the tank he spied. 


“Aha!” thought Will, ‘Pll soon find out 
If pussy jumped in here; 

I'll fire a volley up the spout 
And make her jump with fear.” 


He fired, Ah! Tis a cruel world; 
They looked for him in vain, 
They found a foot in Idaho, 
And a finger up in Maine. 


See people. 
See the right people. 
Make some buy. 


Wis (SON NAS I=: 
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This year’s a snow ball 
Start it right ; 
And as you roll it, 
Keep it white. 
aes 

The manager of the Circulation Department re- 
ports that last month’s circulation reached a grand 
total considerably in excess of any previous issue. 
If you are not already a subscriber you had better 
send in your name before the price is doubled. We 
have endeavored to make this issue even better, pos- 
sibly without succeeding, but we feel entirely safe 
from contradiction in asserting that at the most, 
there’s been but one number that beat this one. 

a 

Did you enjoy the January Numberr Then why 
didn’t you say so and help make successive issues 
interesting? We meant it when we asked you to 
contribute. Every successful salesman has a fund 
of interesting facts at his disposal with which to regale 
prospective buyers. Just let loose of some of this, 
it will be a lot of help to the new men at least. 

oe 

Did your last month find you with enough orders 
to take care of your January quota, for every man 
must have his quota in the grand total of a Million 
for 1906. 
should set himself down in some remote corner of the 
hotel, sharpen his pencil and figure up his orders to 
date. If he finds he has sold more than he really 
needed—well and good, if less, then it’s a case of 


On the last day of every month every man 


hustle fro the next month. 


Then another thing—often when on the road, a 
salesman meets with a difficult proposition, the 
‘“Boomer’”’ will be glad to answer any questions put 
to it, for what the Editorial Staff don’t know it can 


find out. So do not be backward about coming for- 


ward, send in your contribution to the question box 
and the answers to all pertinent queries will be pub- 
lished. This paper is intended to be of an educa- 
tional nature, among other things, a sort of corre- 
pondence school in oil tank selling and it’s up to you 
to avail yourself of its services. 


NEW MEN WITH THE BOWSER GRIP 


Since the publication of the January number of 
the ““Boomer’’ the Bowser selling force has been in- 
creased, there having been added thereto several 
very capable men. 


Mr. Edward Stacey, who has been representing 
the Tokheim Mfg. Co., for an extended period, has taken 
up the line, being assigned to Northeastern Iowa. 
As Mr. Stacey has had experience in selling oil tanks, 
he certainly ought to make good, now that he has a 
good tank to sell. 


Mr. John Milliman has started out in Northwestern 
Pennsylvania, with headquarters at New Castle; Mr. 
Geo. Kuntz, in Southeastern Indiana; Mr. J. C. Crail 
in Northwestern Wisconsin; Mr. C. S. Hetrick in 
Northeastern Michigan. Mr. F. F. Davis has also 
been added to the men traveling out from Boston, 
and Mr. Malcolm McFarlin and J. E. Hale report to 
the Toronto office. 


Mr. C. M. Comparet, who has been selling Bowser 
dustpans for a good many years, has concluded to go 
higher, and has taken up the regular line. 


Mr. Frank Olds is also a new man, who starts out 


to work the factory trade exclusively under the Mail 
Order Department at Fort Wayne. 


This is a pen portrait of our friend, H. C. Car- 
penter, Jr., which an artist caught, just after he had 
lost an order when he thought it looked easy. He 
ought not to feel so bad, considering all the orders he 
did get. 


“IMPROVEMENTS.’’ 


Some of our salesmen are perhaps not aware that the matter 
of improvements in our tanks is having constant thought and 
attention ou the part of everyone connected with the factory. 
Some time ago a ‘Suggestion Box’ was established in the 
factory, and all employes invited to deposit therein written sug- 
gestions, which, in their opinion, would improve the appearance, 
durability, or utility of our outfits. Once every two weeks a 
meeting of all the heads of the factory and office departments is 
eld to discuss these proposed improvements, and take prompt 
action thereon. At these meetings we receive also the ideas of 
those connected with the business who come in contact with the 
users of our tanks, and consider suggestions which have been 
offered by our salesmen, 
Right here, we wish to say that we want all our salesmen to 
feel free to make suggestions concerning the construction of our 
tanks, which they consider will add to their practicability and 
salability. Tis has been done to some extent in the past, and 
has resulted in important and valuable improvements. We pro- 
pose to give this important subject the closest attention from all 

standpoints, to the end that our apparatus will always be high 
grade in material, workmanship and design, and embody the 
very best that skill and money can produce. Your ideas will be 
thankfully received and thoughtfully discussed by experts, in 
the spirit in which they are given, and you will be notified of the 
action taken by our comuiittee. 

In the article read by Mr. Grosvenor at the Annual Con- 
vention, the proceedings of which will soon be in print, will be 
found a summary of the improvements made during 1995. Be- 

low are given those which have been made during January in 
which our salesmen are particularly interested. 


OAK CABINETS: 


Oak cabinets wil! hereafter be given a handsome rubbed 
finish instead of the plain varnish finish as heretofore, which will 
add materially to their elegance. 


DRIP PAN STRAINER: 


Kerosene outfits will hereafter be equipped with a conical 
shaped strainer of fine mesh, located over the hole in the drip 
pan, to catch all dirt which may get into the same, and prevent 

itsentrance into the tank. Accumulations of dirt on this strainer 
may easily be removed from time to time 


STUFFING BOXES ON LUBRICATING OUTFITS: 

Lubricating outfits will hereafter be equipped with stuffing 
boxes around the plunger rod similar to that on Cut 21 outfit, 
_ to obviate tbe possibility of oil getting on the outside of the top 
of the tank through clinging to the rod and being brushed off on 
the down stroke of the plunver. 


DISCHARGE REGISTERS AND METERS: 

These attachments will hereafter be supplied with full 
nickeled bases on»black “enameled pumps, which will add. ma- 
terially to the appearance of the pumps. 


STICK GAUGES: 
Stick gauges which are supplied with ygasolene and other 
_-golorless liquids will hereafter be painted a dark wine color, and 
‘ a dull finish, so that the depth of the liquid in the tank will 
be more plainly marked upon the stick than it is possible to 
secure on an unfinished or light colored stick. 


LUBRICATING OIL OUTFITS: 

All outfits which are to handle lubricating oils, of any kind, 
will hereafter be equipped with one inch discharge pipes in place 
of three-quarter inch discharge pipes. Outfits which are to 
handle cylinder oil, black oil, and other lubricating oils which 


flow sluggishly, which are to be used in the South, will, in ad 
dition, be equipped with back gear mechanism, and will have a 
plunger fitted with double concave leathers, one facing up and 
the other facing down, to give greater leverave and to improve 
the suction qualities of the-pump. This is made necessary in 
the South from the fact that we have learned through experience 
that users of these oils there depend upon the warm temperature 
generally prevailing in that locality, and, therefore, no not pro- 
tect their oil tanks from occasional cold spells which may occur, 
Kut frequently have their tanks located outside-or in.a shed 
where they are exposed to the weather. On account of these 
conditions, salesmen in the South are advised to talk the quart 
and half-gallon outfits for these oils, as the cylinders of these 
outfits are considerably smaller in diameter than on the gallon 
punips, and require less power to operate. 
noted above, 


-T* ° 
The improvements 
however, will entirely prevent the difficulties 


which have been encountered in one or two cases in the past. 


FILLER PIPE HOLE: 

All cellar tanks will hereafter have a hole large enough to 
receive a 14-inch pipe which may be used for filling the tank 
from the outside of the building. The standard location of this 
hole will be in the center of the tank. If the merchant desires 
to have it located elsewhere, salesman will please indicate on the 
diagram on order blank where it is to be. When cellar tanks 
leave the factory, this hole will be closed by a galvanized iron 
cap, painted and grained the same as the tank proper, so that the 
opening may or may not be used, at the pleasure of the purchaser, 


F. M. King, who for years has been with Swift & 
Co., started with Bowser & Co. and met with us for 
the first time at the Convention. He has been very 
successful, sending in neariy a score of orders in the 
first 30 days. This was taken the day he arrived in 
Texas—it was raining hard, too hard for business, so 


that he only sold two orders, amounting to $150.00. 
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Then there is that man G. W. Dennett. His orders 
are coming in pretty regularly, but there is one thing 
noticeable——all the mail that comes to the office from 
Dennett is not addressed “S. F. Bowser & Co.”’ 

R. L. Duncan thinks he has a kick coming. He is 
up in Southeastern Minnesota, and he says all that 
he has run up against since the first of the year has 
been snow and Scandinavians. From the fact that 
“Dunk”’ has really done a nice business, we are dis- 
posed to wonder what would have happened if the 
weather had been better. 

O. E. Fleming is working Southeastern [Ilinois 
pretty hard. A peculiar thing about Fleming is he 
can take his breakfast in Egypt, his dinner in Paris 
and his supper in Palestine, and not be much better 
or worse for it. 

Possibly some of you marked the resemblance 
between the two Ladd boys, when they were here at 
the Annual Meeting. It is said that W. H. Ladd 
recently worked up a deal almost to the closing point, 
expecting to close the next morning, and then was 
sick. This did not make a bit of difference for the 
next morning J. S. Ladd went around and never said 
a word about the change, and closed the order. 

We are glad to report an unusually good month 
for J. B. Purdy, and unusual means a good deal, be- 
cause Purdy never is very far behind. If it is his 
quota that he is working for, he certainly has it in 
sight, and possibly stands a pretty good show of 
helping some one else on their quota. 

It has always seemed to us that it would take a 
good man to sell tanks to an Indian, but J. G. Rod- 
man seems to be selling tanks to the Indians, because 
he certainly has sold enough tanks in Oklahoma for 
every white man down there, and as his orders keep 
coming. in he must be working the Indian population. 


The first of the year, C. H. Hunt was assigned to 
a Virginia territory, but Hunt had so many prospects 
in Washington, D. C., that he has not as yet been 
able to go to Virginia at all. 

The Koser quartette evidently contemplate having 
a ‘““Kosier’’ time when they get old—that is, if they 
are laying by the money that they are making out 


of the tank business. Every week finds the family 
with their share of business. 

Isn’t it odd how some men sell more of one line 
while some stick close to another. Now W. J. Faust 
makes a specialty of Long Distance outfits and is very 
successful. It is a very profitable speciaity. 

Mr. W. E. Jenkinson sent in a very fine order fron 
Cleveland, calling for a complete garage equipment 
for the citv authorities. It not only specified a five 
barrel long distance outfit, but also included a three- 
compartment roll top cabinet and a fire proof cabinet. 
This but emphasizes the point which is often over- 
looked by some of the boys—that you are not always 
through with a man after you have sold him a gaso- 
lene equipment. 

Our old friend Cragg got on his feet in a hurry and 
sent in a $400 order for shipment into Manitoba. 

It is a question whether or not any of the old time 
men can give the new men pointers. Mr. Kelly, who 
came with us the first of the year sent in five orders 
one day last week, aggregating nearly $300. 

Lewis Smith corraled quite a bunch of good orders 
since taking up the line, among them being some long 
distance gasolene storage equipments. 

The congenial Bate, who seems to have everything 
in Toronto pretty well spotted, comes close to having 
every one else beaten for the first month of the year, 
having lined up several large orders and running it 
very close to four figures—but then Bate told us how 
he did it. 

In passing, we would mexe mention of an order 
for ten large shop outfits which R. E. Snow sold to 
the St. Joseph Lead Co., Bonne Terre, Mo. A point 
worth noticing about this particular order is that they 
were not all one-barrel outfits either, but the total 
capacity of the ten outfits is thirty-four barrels; an- 
other spike in the coffin of the old fallacy that it is 
impossible to sell shop outfits of larger capacity than 
65 gallon. 


J. W. Holmes was delayed in getting to work ong 


account of sickness, but will turn on a double head ot% 


steam when he gets started. 


M. M. Wood turned up at the office one morning 
with five orders from Sterling, Ill. 


Perhaps it is — 


hardly fair to him to even intimate that he had prac- | 


ticed any of the arts of magic on his customers, but 


| 
| 
| 
| 


| 


anyway he brought in the orders. Possibly an ex- 
planation of this might be found in the fact that 
Wood carries his model filled with cologne. 

Here is another new man who seems to need the 
money—Gilmore is to be congratulated on a mighty 
fine line of business for the first six weeks that he 

,was with us, and what’s more, it looks like it was just 
starter. 

You remember Prof. Eggleston, the celebrated 
piano player. He is evidently trying to prove that 
that is not his only accomplishment, judging from the 
orders we have received. One of his orders was for 
one of the largest gasolene storage equipments sold 
during the month. 

Wonder if Fitzpatrick has notified “Teddy”’ that 
he belongs to the Eastern district? 

Our friend Geo. Romer, in his new Texas field, has 
proven his versatility and the fact that territory “cuts 
nO ice.”’ 

E. P. Hayes was in an awful hurry to get back to his 
territory to close some “‘prospects.’”’ He landed his 
prize and incidentally some tank orders, and they’re 
gone to housekeeping in a nice little flat. Congratula- 
tions. : 


We feel sure that our “Arkansas Traveler’’, Frank 
G. Howard, will make his quota look like a “two spot.”’ 
When Frank looks a prospect in the eye he has simply 
got to give him the order. 

N. Rosconi, at Montreal, will make every effort in 
his territory to “boost” the Canadian quota. 


Reports from our friend Hafner in Virginia are 


encouraging for 1906. 


The boys at the Auto Show often noticed the ‘‘far 
away look’’ on the face of our friend Hanks.—He is 
still young and we have “been there”’ ourselves. He 
was wondering whether he would “‘fill the bill.’ We 
hope to be able to announce the happy day soon. We 
don’t know how he did it, but it shows he is a good 
salesman. 


) A. A. Martin knows a buyer when he sees him. 
Chicken or no chicken, he sends them in. 


There’s luck in odd numbers, and the number 13 
is no longer significant as a “hoodoo.” If you do 
not believe it, ask Tommy Mathers. He sold a 
thirteen barrel Long Distance Outfit at list price. 


We are also requested to announce that the factory 
will ship all thirteen barrel orders that are received. 


Geo. Hance is a man of regular habits, as witness 
the regularity of his shipping instructions. 

Heusner and Pressgrove could not attend the con- 
vention and are trying to prove they didn’t need to. 


There’s Storer, traveling out of Boston, who be- 
livees that it’s orders that the firm wants, and is there- 
fore sending them in. 

You remember that little point that Mr. Meegan 
brought out in his paper—well he must have bought 
a new currycomb while in Fort Wayne, for there were 
nine orders in a bunch entered almost immediately 
upon his return to New York after the Convention. 

Charley Saunders is still making a living selling 
tanks. . 


Stoddard certainly must regard Oregon as “easy 
meat,” if one can judge from the number of orders 
he has been sending in—pretty good orders, too. No. 
1 outfits at list prices. 

We are glad to welcome back our old friend, O. H. 
Wilson, and he is back with a vengeance, too. Wilson 
is one of those fellows who is not satisfied unless he 
can send in two or three orders every day. 


Nobody really knows which New York Show se- 
cured the most business, because you get two dif- 
ferent reports—all depending on whether you ask 
Mr. Bechtel or Mr. Savercool. 

Mr. F. M. Wilson, a new man, who hasn’t ever 
been within nine hundred miles of Fort Wayne, sent 
in four orders in one day—all good, clean orders. 
Comment is unnecessary unless it is in line to inquire 
what might he do if he had been at the factory fora _ 
while? 


Mr. E. E. Elliot, an old Marshall Field-man, who 
came with us about six months ago and has’a portion 
of Southern California, is sending in some good orders | 
for Long Distance Outfits. Mr. Elliot’s health 1s 
such as to make it necessary for him to stay in Cal- 
ifornia and it kept him from the convention. 

You have all heard of the slang expression “Nix.” 
Now then, if ‘“Nix” is a negative term then Nixon 
means not on, and don’t apply at all. Nixon is on, 
and he is trying to prove it good and proper. 
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DEAR Bi_t:—I have sent you a pair of new “ toe 
calks’’ by this mail. We will have to “dig” a little 
harder this month, as I notice the “old man’”’ has 
boostéd our quota. | think it surprised him to see 
how easy we-turned the trick last month. I like the 
looks of the prospects you are sending in—they are a 
fine lot. Keep a diggin’. Yours, DUNK. 


RECEIVED TOO LATE FOR CLASSIFICATION 


We regret that our Eastern Maine Kepresentative, 
Mr. N. A. Ring, is still unable to enter into active 
work. The illness which has kept him in his home 
most of the time for the past three or four months 
has made active work impossibie. 

It is evident that the inspiration of the annual 
meeting had its effect on our Mr. G. W. Bigelow, who 
has been sending in some fine business from his New 
York territory. 

Several new men have gone out from the Boston 
Office since the first of the year, among them being 
W. V. Scully in Vermont, P. H. Bowman in Con- 
necticut, and J. P. Connolly in Northeastern Massa- 
chusetts, the two latter gentlemen have been for 
some time stenographers in the Boston Office, but 
have concluded that they see a better field and 
greater opportunities in outside work. 

And still they come. Mr. Fred Spitznogel takes 
up the line in West Central Illinois, Mr. Ralph O. 
Watson in Minneapolis and St. Paul, Walter Gledhill 
in Connecticut, C. A. Gridley in New Jersey. These 
last two will represent us in the factory line only. 

HAVE YOU EVER HEARD THESE? 


Price too high, 
I wont buy. 
Trade too small, 
Wait ’till fall. 
Built new store, 
Can’t spend more. 
Come again, 
May buy then. 


Laverty is not as big as his orders would lead one 
to believe. 


What’s in a name, anyway—take M. T. Hole, 
sounds bad, don’t it; but this Hole seems brim full of 
salesmanshtp. 


Our good looking general representative for the — 
Washington district, is not only a first class salesman 
and a good fellow, but has a keen eye for beauty and — 
everything that will add to a man’s comfort and 
happiness in this world and prepare him for the next. 
We must say he kept the matter very quite but he did 
look a little ‘“‘chesty’’ when here at the meeting, and 
wore the smile that wont come off. He was married- 
to Miss Alice Eloise French, of Saint Louis, on FebX_ 
ruary 12th, and will be at home at “The Savoy,” 
Washington, D. C., after March Ist. ‘ He assures us 
this is the best deal he has closed since he has been 
with the company. We will not raise his “‘quota”’ 
just yet but expect to do so later. We congratulate 
the young couple and wish them every happiness. 
The writer will give Mrs. Collins a few pointers the 
next time he is in Washington, which will be of benefit 
to her and which she will appreciate in handling the 
blushing young bridegroom. He must be driven with 
a tight rein. 


REALLY AND TRULY 


The successful salesman is the one who succeeds | 
in making others think as well of our tanks as he | 
thinks himself. 

In ancient times the people multiplied on the face — 
of the earth; but now, they buy Bowser Self-Measuring 
Outfits, which have Computers. 

There is room for everybody in this big world. | 
It’s pleasing to note that the Bowser crowd all have 
front rooms. 


; 


} 


When a man tries to get some thing for nothing, 
the only thing he acquires is experience. 


To work, to work, 
Old man, don’t shirk, 
F It’s orders that we need. 
Get busy—then—keep busy, 
And see if you can’t lead. 


TOAST 


Here’s to the friends that we class as old, 
Here’s to the friends we have never met. 

The old ones are friends to whom tanks we have sold, 
The new ones are friends we haven’t seen yet. 


Here’s to the kind, the only kind, 
And they are the Bowser tanks ; 

And when you sell one you will always find, 
That the purchaser in return gives thanks. 


S.F. BOWSER & Co. INC. 
PUBLISHERS 
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EXPERIENCE IN MEXICO 


I will give you a few of the experiences of a green salesman 
ina Foreign Republic. 

T reached Mexico City Sept. 5, 1905. I was very anxious to 
secure an order and see my name on an order blank, so I hardly 
gave myself time to secure a room at the hotel before starting 
out to sell tanks. First I called on a small drug store, found 
them much interested in my model—asking me all sorts of ques- 
tions, etc. I thought a sale made and was preparing to write 
the order when I was informed that they did not handle enough 
oil to use tanks. Well, I finally got on the right road to people 
that did handle oil and commenced to make sales. 

Fred Knoche told me when I was first at the factory that 
“Bowser’’ could make pumps to measure any way, and I wrote 
orders accordingly. Pretty soon I heard from Mr. Zahrt in a 
jong letter in which he fully explained the adjustable pump. I 
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found I had made mistakes so had to go all over my trade again 
and square myself. I thought about Fred Knoche a great deal 
just then, and decided to challenge him, but the nearer I got to 
Fort Wayne the better humor I was in, and on looking him over 
I decided to wait until his health failed him. Mr. Zahrt’s ex- 
planations set me straight and I ventured to go to some of the 
other cities in the Republic. 


First, to Aquas Calientes, Capitol of State. Here I went to 
see Ben Johnson, the greatest Superintendent of Motive Power of 
the Railroads of Mexico. The questions he asked me were very 
hard to answer, and the more he asked me the less I found I 
knew of the business. I answered them, however, to the best 
of my ability, trusting the Lord would help me out. After more 
experience I found I gave Mr. Johnson very good answers. He 
recommended that the Bowser Tanks be ordered through the 
New York office, where their purchasing agent has headquarters. 

From Aquas Calientes, I went to San Louis Potosi (the in- 
terpretation of “San Louis Botosi’” in English is “Richest of 
Silver’) and started there by selling a few drug tanks. In the 
afternoon I called on a grocer that handled oils; after two hours 
work and proving that Bowser Tanks would save him $40.00 
(Mex.) per month, he condescended to buy three tanks. As I 
was closing up sample case and preparing to say ‘‘Adios,” a 
gentleman tapped me on the shoulder saying: ‘‘Amigo E! Gov- 
ernador desea habler con Ud,’’—meaning: “‘ Friend, the Governor 
wishes to speak to you.’’ With my most profound bow, I said 
“Certainly.” I was under the impression that the Governor 
wanted a gasolene outfit at least. 

When I arrived at the Palace, I found that the gentleman 
who had given me the meassage was a detective. 
asked me to show my model. 
was selling. 


The Governor 
I did so and explained what I 
He was much enthused over the outfit and said it 
was a shame to arrest a man selling as fine an article as the 
Bowser Outfits; in other words, so beneficial to the Republic. 
(I thought his head level there.) He explained he had received 
orders to arrest me for not complying with the Mexican laws in 
regard to stamping our outfits. 
apologies on my part he allowed me to depart for City of Mexico, 
under promise that I should comply more fully with laws of the 
Republic before selling tanks for retail purposes, and to see the 
Secretary of Weights and Measures as soon as I reaced Mexico 
City. An audience can only be had with this Secretary from 
12 noon to 2 P. M. I called during those hours, presented card 
and was escorted by four armed soldiers into the Secretary’s 
office. I began to think that in my sample case was a corpse 
instead of my model and that the Bowser business would be 
buried right there as far as Mexico was concerned, but decided 
to be a faithful mourner and that I would fight a hard fight before 
he should take my model. One hour passed before I could 
actually talk to him. I found him to be an old acquaintance 
and friend of mine. He was most courteous, explained to me 
that it was necessary for the Bowser firm to arrange with the 
Mexican Government to stamp tanks coming into the Republic 
for retail purposes; that in selling tanks to groceries and drug 
stores without Mexican stamp on them signifying their accuracy, 
was laying myself open to the law and liable to a fine of not over 
$1,009 nor under $500, and 30 days in jai!. It was a warm day, 
but waiting for an East Creighton car in front of the New Aveline 


After some explanations and 
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in January was a warm proposition compared with my feelings 
during this interview. My plea was ignorance of the law and 
this proved to be my salvation. I was allowed to depart from 
his presence with the promise that I would no more break the 
laws of Mexico, and, needless to say, I’ve kept my word. Now, 
the matter is arranged and the Government and I are working 
hand in hand, 

All tanks that have been received here have been very satis- 
factory and I find purchasers very glad to see me, some ordering 


more tanks, and I have no trouble getting gilt edged recom- 
mendations from them as to “Bowser Outfits.” But with all 
this, boys, I’ve many a headache over orders that I land and 
more that I pon’T land. 

Wishing you, the ‘‘Bowser Boys,’”’ a successful year, and 
hoping to hear from them through the ‘‘ Boomer”’, I am, 


Your Brother Salesman, 


(Signed) J. L. Ho_tmMEs 


END OF ROUND ONE 
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A SUMMARY OF THE FIRST TWO MONTHS 


EASTERN DIVISION 
January ---- 
_ February - - ; VA ae 
L otalgons «rip cchictarei iad obo ences ec 


The above covers orders shipped during January and February. 


--- $23,198.17 January .. 
-» $28,782 29 Fatty 
os $51, 980.46 Total . 


WESTERN DIVISION 
$19,032.80 
.. $39,096.75 
$58,129.55 


It shows shipments $12,360.01 above the quota. This 


looks good, but next month we may have a different story to tell. We will fall far short of the March quota unless the latter half . 


of the month shows a marked improvement over the first half. 


So get busy, everybody. 
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A LINE OR TWO FROM KING 


Messrs. S. F. Bowser & Co., Fort Wayne, Ind. 

Dear Sirs:—I think the ‘‘Boomer”’ splendid and wish to say 
so, Iam sure its inspiring influence will make itself felt in many 
ways. The Editorial Staff are certainly on to their job, and as 
they invite a word or so from us fellows on the outside, here’s an 
idea or two that a few might find helpful. 

It is wonderful what a convincing effect printed matter has 
upon many people, It often goes a long way further than any 
salesman’s talk. I make use of this in many ways and attribute 
to it many sales. 

To illustrate: My first move is to show and explain the 
model; then I take up our standing and responsibility for good 
goods and sound workmanship, showing them our line of Navy 
Tanks. The printed words—‘‘Navy Tanks” produce a big 
impression, and I talk of Uncle Sam giving us his business, Then 
I show the list of names on the back of the ‘‘ Facts” folder; then 
the clean and orderly arrangement as shown in the cut of the 
store of Irwin Paint & Glass Co., Dayton, Ohio, drawing a picture 
of the possible conditions if the twenty-five oils handled were 
dispensed from the barrels. Next, I talk of our growth in a 
chatty manner, showing how, as a result of going after high- 
grade trade we have had to grade up to secure it, and turning to 
page 32 of the Convention Proceedings of January, 1905, I read 
Mr. Bowser’s remarks on the pump of today. The last para- 
graph on the next page makes a big impression—‘‘I do not think 
you will live long enough to see any of the pumps put on the 
market at the present time turned in for a new pump.” Then 
I read Mr, Dunkelberg’s remarks on page 29, showing it to them 
as I read—‘‘ Always call and see a man after you sell him. We 
want to sell everybody an oil tank and after we sell them we want 
them to be our friends. If anything is wrong we will make it 
right, no matter what the cost is.”” I lay stress on the fact that 
this is not mere salesmen’s talk. it came up in the Convention 
and was said to us boys, consequently it was not intended for 
mere effect, I attribute many a sale to these two paragraphs, 
and even when I have failed to sell, I leave the man feeling cer- 
tain he will not buy elsewhere in the meantime. 

I leave economy and handiness to the last, price alone 
excluded. Referring to price, I want to say right here that so 
far as my experience goes, I have had no one remark that our 
prices were too high, by the time I get through with them. My 
aim has been to give such an impression of absolute superiority 
that when I finally add that our prices are dirt cheap and that 
25% higher could be charged without effecting our business, the 
prospective buyer has not a word to say, and usually agrees with 
me as to the reasonable price, even though he figures he can 
not buy. : 

To revert to the value of printed matter. I take up economy 
next, and turn to page 5 of the gasolene catalog and read and 
make him follow the remarks on evaporation. I tell him that 
kerosene and gasolene are derived from the same basic material— 
rude petroleum—and that while kerosene does not evaporate 
at the rate of 50%, vet we may be justified in urging at least 25%. 
Still, these arguments are so strong, even at such low figures, 
that suppose we say 10%-—1-5 of the gasolene, this appears 
reasonable to almost any buyer after the 50% gasolene state- 
ment seen in print, mind you, and he agrees with me. Then I 
give him Mr. Bate’s argument, only on 10% basis instead of 
5%, proving twice as much and even then not taking account 
of slop, over-measure, etc. 

Now, here is another idea. Kerosene costs the retailer 
here around 14c, selling at 20c—a profit of 43%. I call attention 


to the fact that in any general merchandise stores the stock falls 
into two great classes, groceries and such like goods, with quick 
turnovers and 8 or 10% profit; and hardware, dry goods, notions, 
drugs, etc., returning 30 or 40%. on a turnover of two, or at the 
best, three times a year. That kerosene alone pays the maximum 
profit on a turnover of fifty times a year, as a rule, and therefore, 
loss in that direction is harder to stand than in any other, and 
conversely, savings, if made, amount to more. That kerosene, 
therefore, properly handled, is the most paying stock he carries, 
handled right; and a tremendous source of leakage handled 
wrong. 

If you think these ideas worth passing along, do so. I hope 
the other boys will contribute also. I wish the ‘“‘Boomer’’ were 
a weekly; 30 days is a long time to wait.. I believe it will prove 
the most popular of the monthly magazines to our “ Bunch”’ 
before very long. Keep going. 

Yours faithfully, 
(Signed) F. M. Kinc 

Epitor’s NotE—While Mr. King’s connection with the 
business dates only from the Annual Meeting, he has proven 
himself to be a scientific salesman, and we attribute his success 


to the fact that he has been studious, methodical and energetic. 
His commissions for the first month amounted to nearly $500.00. 


CANDID CONDITIONS IN CANADA 


Mr. J. E. Hale is getting in line and doing very nicely for 
a new man at the tank business. He isa ‘‘ Hale’’ fellow well met. 

Talk about fishing. Why, the boys in the States should 
try a little of our “Bate” to land big fish. 

It does make us lonesome when we receive a letter from 
Thomas Cragg, describing the scenery he is finding in British 
Columbia; but don’t think for a minute that it is scenery alone 
he is finding, for there are quite-a number of orders mixed in 
with the scenery. 

Our ‘“‘Tommy”’ is not like the Rocky Mountain goat, jump- 
ing from crag to crag and jag to jag. 


Beneath this mound lies all we found 
Of little Johnny Green. 
He went one night by candle light 
To get some gasolene. 
—Judge. 


“DISCRETION” 


Discretion is a good thing, and Reilly, the tailor, had a 
heap of it. 

One morning Mrs. Murphy, a customer, came in and found 
him busy with pencil and paper, so she asked what he was doing. 
“O’im making a list of all the min on this block that I can lick.”’ 
“Hev yez got Mr. Murphy down?” ‘‘Mr. Murphy heads the 
list.”’ 

Home flew Mrs. Murphy and immediately she tells her man 
of Reilly’s list. Then Murphy visits Reilly. ‘“‘Me woman tells 
me that ve’re after making a memorial of all the min on this 
block that you can lick, and that you hey me name on the list, 
is that true?” “Sure and its true, and what of it?” “You ~ 
good for nothing little grasshopper, I could commit suicide on 
your little finger; I could wipe up the floor with you with my 
hands tied behind me back.” 

“Are you sure of that?” ‘‘O’im sure and more than sure 
about it.” ‘All right then,” said Reilly, “if you are sure of it, 
O’il scratch your name off the list.” 
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Don’t grunt—do your stunt. 
* OK Ox 
The man that stands still is soon overtaken. 


If you're satisfied to follow, ycu’ll never be first. 
mee 
In another column, attention is called to certain sales which 
have been made, by men selling the regular line, to retailers who, 
while classed as belonging to the regular line, are more or less 
overlooked. by many salesmen. We cannot emphasize too 
strongly the possibilities which exist for excellent business with 
this kind of trade. Hardware stores, drug stores, implement 
dealers and others can-be found in every section who handle 
anywhere from one to a dozen kinds of oil, and, as a rule, these 
same men are better fixed financially than the average grocer, 
are more interested in up-to-date methods and are more easily 
induced to order an adequate equipment. You are bound to 
lose something if, after you have visited the grocers in a town 
and no one else, you conclude that there is no further business. 
Find out just who is handling oil, make sure that you skip no 
one, for Bowser outfits are oil outfits, not grocery equipments, 
There are men traveling for Bowser today who can go right over 
their territory and make a good living without calling on the 
grocery line. 
S&S 
The man who covers his territory thoroughly is the man 
who is going to make the biggest commission. You cannot sit 
down and figure out when you visit a place just who you should 
see and who you should not see. You are apt to decide that this 
one is too old to buy; this one has not enough money, and this 
one has not been in business long enough; when, coming right 
down to a fine point, you do not know anything about it. The 
very man who you might possibly decide would never give you 
an order is apt to be the customer from whom you secure your 
largest order. That man is going to get the maximum of busi- 
ness out of his territory who knows the actual conditions as per- 
tains to every dealer of oil in his territory, and this man is the 
one who will not need half as much territory to make as big a 
commission as the fellow who hits only high places. 
oe 
Recently Mr. Vondereau had occasion to wait a couple of 
hours at a little way-station in Illinois. It was not much of a 
place; there did not seem to be any business, and no one would 
have blamed him if he had just stayed there in the caboose that 
answered for a station and waited for his train. Instead of 
doing this he trudged up to the top of the hill and found a little 
grocegipiand secured a very nice order, then got his train. An- 
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other man, new to the Bowser business, Mr. C. J. Crail, secured 
the best order that he has so far sent in from a little bit of a 
place away from the railroad, where, if any place in the State, 
one would have a right to say an cil tank was not needed, this 
would be the place. This brings home the importance of cover- 
ing every point in your territory, as well as every retailer in the 
town, and if it is not on the railroad, then drive Ifa man could 
tell ahead of time just where he was going to get business, then 
this would not be necessary; but under present conditions, where 
you first have to see the man, then educate him and then sell 
him, it is a pretty wise thing to miss nobody. 
* kk 


Scientific salesmen recognize the truth ofthestatement — 


that a man can easiest sell that which he actually believes his 
customer ought to have. That if he is thoroughly imbued with 
the idea that his outfits are a necessity to his customer and that 
price has nothing to do with it, he is going to sell more outfits 
and get better prices. Again, if he himself really considers the 
price of secondary importance he can make his customer think 
so. This is proven by the fact that some men sell nothing but 
the best outfits, of large capacity, at list price, while other men 
in the same territory sell barrel tanks with half-gallon pumps 
at 15 or 20% discount. 
2 3 
One man, since taking up the line, has sold more outfits 
with lead bottoms than he has without, simply because he thor- 
oughly believes in the lead bottom idea. Another man sells 
long distance outfits for both kerosene and gasolene. Another 
one seldom takes an order for less than a five-barrel outfit, and 
still another—a comparatively new man—who has sent in a 
lot of business, has in only one or two instances cut the list price, 
and then only 4 or 5%. While on the cther hand, we have in 
mind a certain territory where it is an unusual thing to get an 
order for a No. 1 outfit, or any kind of an order without a dis- 
count. Nor is it the territory, for conditions are not so very 
different in various parts of the United States, but it is the men; 
and not the men so much eaither, but the ideas they have. We 
venture to say that when you come right down to hard facts, 
there are very few instances where you would not ultimately 
get the order for a No. 1 outfit, at list price and for twice as 
great a capacity as the merchant said first that he needed. Sell 
the best you have, and your customer will benefit by it. Sell at 
list, for it’s worth it, and urge large capacity. 


GENERAL LETTERS IMPORTANT 


When a change in price, or change in policy, or anything of 
importance comes up which is of interest to the salesmen, then 
a general letter is mailed to each man, giving him that informa- 
tion. It is essential that every man should receive every general 
letter issued from the time he takes up the line, and more impor- 
tant that he should read and carefully note its contents. 

This is not being done in every case, as orders are being 
received and quotations being made in which certain specific 
instructions have been disregarded. Your attention is con- 
sequently called to the necessity of complying with the following 
requirements: 

Acknowledge promptly receipt of each letter by 
signing and returning the card that accompanies it. 

When you receive a new letter, glance at the num- 
ber—all general letters are numbered consecutively— 
and then see if you have received the number previous. 

If not, send for it. 

Make a memorandum of its contents. 


And be governed accordingly. 
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NEW MEN WITH THE BOWSER GRIP 


Since the February Number of the ‘‘ Boomer”’ went to press 
the following new men have been added to our selling force: 

C. S. Hyde, in North Central Texas; Geo. C. P. Murphy, 
Southeastern Texas; P. H. Somers, North Central Illinois; Ra!ph 
McKillip, Southeastern Indiana; C. W. Evans, East Central 
Indiana; J. W. Jaynes, Southeastern Illinois; C. W. Hoffritz, 
factory trade in Northwestern Pennsylvania ; Rollin Kent, South- 
western Iowa, and Jarmin Charles, in Southern Arkansas. 

These men have all been sized up by the boys around the 
office, and, candidly, they ‘“‘look good” to us. If every one of 
them does not make a successful salesman, then we will have to 
admit that we formed a wrong impression. 


FROM AN OLD FRIEND 


Those of us who were permitted to attend the Annual! 
Meeting a year ago will remember the talk on large storage by 
W. J. Morton, of the Standard Oil Co., at Allentown, Pa. From 
time to time Mr. Morton writes us, and is always interested in 
the work of the Bowser salesmen. In his last letter he asked to 
be remembered to all the boys, and expressed himself as much 
interested in the work that was being accomplished. 


A CHAUFFEUR’S A BC 


reads for ACHES and ACCIDENTS of cars; 
for Bumps and BREAKDOWNS coming from jars. 
stands for CurRSES and CUSSINGS we get; 
for DAMNATIONS from hayseeds we met. 
’s Excess of SPEED, the capital sin; 
shows us the FINEs for which we are in. 
is the GRUMBLING and making of fuss; 
ELL is what’s waiting for us. 

stands for IrcH1nG for speed on the road; 
for the JeHu we spilled with his load. 
spells for KICKING o’er KEROSENE smells; 
for the LAwyeErs to free you from cells. 

is for Motors which balk at wrong time; 
for the NUISANCE to find now a rhyme. 
means the OFFICER’S ORDER to stop 

the Pace at which we run from the cop. 
stands for QUAKING of QUADRUPEDS shy; 
shows the Racinc of RUBEN and SI. 

for SPRINTING, SKIDDING and SPEED we take; 
are the TANTRUMS that follow their wake. 
reads for UKASE ’gainst motor car USE; 
is for VENOM and VILEST abuse. 

’s WALKING when engine breaks down; 

a XANTIPP’ who gets oil on her gown. 


means YOKELS who make most the ado; 
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the Z1G-ZAGGING pedestrians do. 


MorTor Way. 


How many of the boys will agree with me that this New 


Daily Report is a dandy and that the Order Plank should be 
likewise small? Please answer, boys, and oblige, 
QUARLES. 


THIS IS THE KIND OF TANK YOU SELL 


LITTLE Rock, Ark., March 6, 1906. 
Mr. S. F. Bowser & Co., Fort Wayne, Ind. 

Dear Sirs:—We sent you the picture of one of your oil tanks 
after it had been through a big fire on October 28th, 1905. It 
had sixty gallons of oil in it. The wood burned off on all four 
sides, but it works just fine now, as it did before the fire. You 
will notice in the picture the man drawing oil out of the tank 
just after it had been removed from the ruins. 
prove that these tanks are fire proof. 
are still using it. 


This goes to 
We had it repaired and 
Yours respectfully, 

W. L. GRooms. 
1500 Commerce, LITTLE Rock, ARK. 


HUGHESVILLE, PA., Feb. 2, 1906. 
Mr. H. B. Harper, Fort Wayne, Ind. 

To Our Dear Editor:—I just received the Business Boomer 
and I want to say that I have two objections: It is not large 
enough and is too far between publications. I read it over before 
I laid it down. Many good points are brought out and had 
ought to be of big value to each of my fellow salesmen. 

Wishing each and every man a good business, I beg to re- 
main 

Yours very truly, L. D. Kamp. 

WILLIAMSPORT, Pa., Box 176. 


SALEM, SouTH DaxoTa, Feb. 2,4 1906. 
THE BOWSER BUSINESS BoomErR, Fort Wayne, Ind. 

My Dear Editor:—Your first Boomer was received by me 
yesterday and it gave me great pleasure to read the reports from 
some of the G. A. B., and through the Boomer extend my best 
wishes and regards to them. 

I am pleased to hear of the success of the new members of 
the S. F. Bowser Co. Keep on boys, and you will soon be able 
to buy you a farm as others have before you. 

As for me, I am rustling out in South Dakota, where the 
land is dark and rick; and one of my competitors is the Tokheim, 
and I am putting it in the ditch. 

Yours truly, GEo. R. HANCE. 


NEw York City, Feb. 19, 1906. 
To Eprror oF BOWSER BooMER. 

Dear Sir:—Your second edition of the ‘‘Boomer” at hand 
and will say that if the improvements in the editions keep up 
pro rata, we will have to send some of our New York editors on 
to see how you do it. 

Well, I received the ‘‘Boomer” this morning before starting 
out, and just had to go back to the house and read it through, 
then went out and sold a man a two-barrel, 2-inch tank for 
$190.00. I just had to do it to keep up appearances and not bea 
‘““dead one.” Yours truly, 

W. H. Lapp: 


Virooua, Wis., Feb. 18, 1906. 
S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—I have found the man that gets the gray horse 
and not the chicken. His wife wanted a tank and was giving 
me the order when he came in and said: ‘‘No, we won’t buy 
now.” And that went. She got mad and all that but it was 
no good—he said ‘‘no” and it was no. SEND THE HORSE. 

Yours respectfully, R. E. McInTosu, 
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SANTA CLAUS GUMPPER 


There is a story told about Jake Gumpper, which goes to 
prove that he has a heart in proportion to the size of the man 
himself. 

Jake has been over to Dayton, Ohio, attending the Pure 
Food Show there for a couple of weeks, and Saturday, March 10th, 
was known as Children’s Day, when the children were allowed 
to enter the show for 5 cents. Naturally, there were a good 
many youngsters attended, and in the crowd that passed the 
Bowser booth was a pair who were evidently brother and sister. 
They were poorly clad, and in various ways evidenced the fact 
that.their parents were not blessed with any too great portion 
of this world’s goods. They examined the Bowser Outfits and 
passed judgment on them and then walked directly across the 
aisle to a popcorn stand. ‘This they eyed greedily and hungrily 
for several seconds. The boy would stand first with one foot 
on the other and then the reverse, tweedling his thumbs in the 
meantime. 

Mr. Gumpper happened to look across, and seeing them 
turned to Klotz with the remark—‘“‘I’ll bet those kids never had 
a nickel’s worth of popcorn in their lives,’’ and he walked across 
the aisle and bought each of them a sack. 

Now, these youngsters regard Gumpper as a veritable Santa 
Claus, for it seems that in some packages were little slips entitling 
the purchaser to certain prizes, and it so happened that in the 
package that the little girl got was a slip calling for the biggest 
doll of the bunch, and the boy won a ship. 

These kids did not have a particle of use for anything else 
else at the show; and with the doll in the girl’s arm and the boat 
in the boy’s, they simply dug for the entrance, for fear someone 
would take the things away from them. 


A NEW DEPARTMENT AT BOSTON 


The increased number of inquiries and interest displayed 
in the factory lines has become so great that it has been neces- 
sary to provide a fully equipped drafting room at the office in 
Boston, and there is already a large amount of work on hand 
planning oil storage equipments for some of the best known 
manufacturing establishments in the Eastern territory. In fact, 
the increased work has made it necessary to add to the force in 
the Eastern office and appearances indicate that the end is not yet 


WHAT IS A GENTLEMAN? 


The question always comes up: What is a gentleman? 
Some say he is a man with a silk hat, and others a man with a 
smooth tongue. But men connected with the newspaper trade 
have a canon of their own. ‘Mr. Editor,” said a patron one 
day, ‘‘how is it you never call on me to pay for your paper?’’ 
“Oh,” said the man of types, ‘‘WE never ask a gentleman for 
money.” ‘Indeed!’ the patron replied. ‘‘How do you manage 
to get along when they don’t pay?”’ “Why,” said Mr. Editor, 
“after a certain time we conclude he is not a gentleman, and we 
ask him.”’—LOoNDON MAI. 


As an illustration of the Japanese advance in the art of 
advertising can anything be more complete than this? ‘Our 
wrapping paper is as strong as the hide of an elephant. Goods 
forwarded with the speed of a cannon ball. Our silks and satins 
are as soft as the cheeks of a pretty woman, as beautiful as a 
rainbow. Our parcels are packed with as much care as a young 
married woman takes of her husband.’”’—Nrw York TRIBUNE 


{OPPORTUNITY 


He was a yokel, freckled and tanned, 

Who stood with a rope in his horny hand 
And tried to inveigle a fractious goat 
To give him a chance to encircle his throat 

With the rope. 

It was the goat, contrary-impelled, 

That laughed at the yokel and rope he held, 
And wouldn’t admit for a moment that he 
Was foolish as t’other had thought him to be, 

He should hope! 


Then raced the two all over the field— 
The man wouldn’t stop, the goat wouldn’t yield, 
Till, what with the steps they had run and retraced, 
They found that the flight and pursuit had embraced 
Quite a scope. 
Tired of battle, the goat turned round 
And brushed with his whiskers the racing ground, 
Then lowered his head, and proceeded to dash 
*Twixt the yokel’s legs, in a fractional flash, 
Slick as soap! 
Now there was his chance! Had the yokel grabbed 
The fugitive’s horns, he’d have had him nabbed— 
But he didn’t, and then with a hopeless wai! 
He caught at the brief, inexpressible tail 
On the lope. 
Now you know, of course, or hear it from me, 
A goat’s tail’s not long as a tail ought to be, 
And so, when he grabbed the tail wasn’t there, 
And the goat was exciting the yielding air 
Up a slope. 
Now here is the moral: You needn’t try 
To catch opportunity that’s gone by; 
His tail is the briefest that ever was— 
Don’t hang near as long as a goat’s tail does. 
If you’re after old Oppor., you're certain to find 
That you can’t head nim off by getting behind. 


At the recent successful annual banquet of the Philadelphia 
Hardwaremen, one of the speakers was placing the blame for 
his appearance upon Mr, T. J. Fernly, a gentleman whom he 
regarded as a dear friend. 

“This eminent secretary-treasurer,” remarked the speaker, 
“has a well developed habit of getting other people into trouble. 
I am reminded of an incident that occurred in his parental home 
many years ago, showing that he began in this line in his tender 
years. 

“One day his mother leaned over the banister and said to 
the cook, ‘ Bridget, has little Thomas James returned from school? 

“ “Yes mum.’ 

“ “Where is he?’ 

““T don’t know, mum. I haven’t seen him.’ 

“ “Well, Bridget, if you haven’t seen him, how do you know 
he has come home?’ 

“ “Because, mum, the cat’s a-hiding under the refrigerator!’”’ 


NEW MEN IN BOSTON TERRITORY 


James S. Snow is working in Southeastern New York; 
S, J. Hunter in Central Eastern New York. 


This is what Mr. Bowser will say to the first man who doesn’t 
make his full quota: Srsxda fgnlt grxtz zmnh frgtk, 
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O. B. Fitch fits in Indiana. 

C. E. Saunders sold some more tanks last month. 

P. F. Cashman is feeling better, thank you, and is securing 
some nice business. 

Judging from the looks of several orders which Mr. John 
F. Connolly has turned in, it would seem as if a stenographic 
' education was a good thing for a salesman, 

Wrank Lesiie, the erandaddy of all the salesmen, stayed 

with a man until two o clock in the morning, and got his order 
| then. Ifa man as old as Leslie can stay up this late some men 
| ought never to go to hed. 
J. B. Bate seems to have a grudge against everything that 
‘is not a Bowser. In the February Issue we were able to report 
| some fine orders, and we doubt if Bate has ever done more busi- 
ness than he has in the month just finished. 

One is never too old to buy a Bowser Tank. Mr. O. H. 
Wilson entered an order for one to be shipped to a store where 
the proprietress was a woman 85 years old. Of. course, this 
took a lot of work on the part of O. H., but then everybody 
knows that she did not really have much of a chance. 

Ed. F. Klotz might well be calied the “Show Mun,” for so 
far he has taken in the New York, Chicago and Cleveland shows, 
and at the present time is in attendance at the Pure Food Show 
at Dayton, Ohio, At these shows, Klotz has sold every kind 
of trade, and came pretty near making a sale to a competitor. 

The other day we received an order from C. J. Crail for a 
_ten-barrel cellar outfit to be shipped to a point in his territory, 
_and it took us some hours to locate the town onthe map. Finally 
_we found it to be a little bit of a town, forty miles from nowhere, 
without any railroad connection; but it certainly paid Crail to 
look it up. 

Stoddard has had splendid success with the regular line in 
Oregon. This is new territory for him, and yet he has made 
more sales than at any previous time in the samie period. A 
noticeable fact is that almost every order has been taken within 
a radius of twenty miles of Portland, outside of the city of Port- 
land, and off the railroad lines. 


At the Convention it was brought out that a man could 
come pretty near selling just whatever he made up his mind to 
sell. ‘To illustrate the truth of this, take D. C. Traxler. He is 
under the impression that every tank should have a lead bottom 
and it is a fact that 50% of all his orders are for tanks with a 
lead bottom, and the lead bottoms are not being thrown in 
either, but customers are paying for them. 


Just to emphasize the possibilities for big business in hitherto 
practically unknown lines, we want to call your attention to a 
$325 order that F. M. Wilson secured from a drug store; a five 
barrel Jong distance outfit Mr. C. J. Crail sold to a hardware 
store; a battery of heavy oil tanks that O. B. Fitch sold to an 
implement house; a ten-barrel long distance gasolene outfit that 
Mr. Hatmmaker sold to a grocery store. Now, these were all 
outfits sold to that class of trade known as the regular line, and 
demonstrates the fact that the regular line does not confine itself 
to grocery stores, and that when a sale is made to the grocery 
it need not necessarily be limited to kerosene oil outfits. 
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Still we Vonderau he does it. 
F. W. Meegan has a New Curry Comb. 


What did we tell you2—Edward Stacy in Iowa means more 
Bowser there, too. He has turned in some good orders. 


We are pleased to note the evidence of increasing prosperity 
for Brother Lewis Smith. Some of his gasolene orders ‘look 
good to us.” 

J. N. Dietch sold the H. M. Hooker Co. of Chicago twenty 
two-barrel Cut 15 outfits at list price. Let’s everybody con- 
gratulate him. 


The boys at the Chicago Auto. Show were very glad to have 
Mr. H. B. McCardel call and assist them for the few days that 
he was able to do so. 

If we were running a Real Estate Column, we would of 
necessity mention Holmes in Mexico. The Mexicans seem very 
much pleased with J. L. and his tanks. 

Jordan’s in Tennessee, even if the map doesn’t say so, and 
to prove that Tennessee is not a heathen country, he is selling 
one or more tanks in every town he visits. 


W. J. Fitzpatrick seems to be partial to 10-bbl. tanks, and 
is giving an opportunity to a good many of them to see what a 
fine part of the world Massachusetts really is. 

Kampland King, in Pennsylvania and Texas, are running 
a race. Both are new men who took up the line after the Meet- 
ing, and so far neither has the advantage over the other. Each 
has sent in nearly forty orders. 

J. C. Dunsmore is picking up some good orders out of 
Southern New Jersey, while Tommie Mathers is pressing him 
hard at the other end of the State. One of Mather’s orders is 
for a $450 gasolene equipment for Jersey City, and it did not 
come easy, either. 


One day last week J. B. Purdy sent in 14 orders, and then 
just to show there were no hard feelings, Harry sent in 15— 
29 orders in one day is pretty good business even for the Purdy 
bovs.. We doubt whether the entire Editorial Staff of this paper 
could do as well. 

Texas is yielding a good crop of orders this year. Perhaps 
it’s because it is Texas, but we are inclined to believe the men 
down there have something to do with it. D.C. Traxler, F. M. 
King, J. G. Rodman, F. M. Wilson, Murphy and Hyde are the 
sextette that are doing nice business in that part of the country. 


The Toronto contingent has enjoyed a very fine run of 
business, as the result of a lot of hard work. Rosconi sent in 
a big garage order. Bate landed half a dozen large orders, in- 
cluding one for nearly $1,000 for a large Furniture Co. Manager 
Hance spared enough time from the office to close a $700 order. 
Thos Cragg has even surprised himself with several, and it takes 
a lot to surprise Cragg, while the two new men and J. E. Hale 
has started in like an old timer. 


Here’s a funny thing. At the Chicago Show a young 
chauffeur visited the booth and talked to Mr. Hessenmueller a 
while, and then left, promising to have his employer send in an 
order for a Cut 54 for $220. Mr. Hessenmueller turned around 
and commented on it to Mr. Bechtel, and during the discussion 
wagered a dollar that the order would come in. A little later 
this same chauffeur came in again and was introduced to Mr. 
Bechtel by Mr. Hessenmueller. Mr. Hessenmueller told him of 
the skepticism of Mr. Bechtel and the young fellow immediately 
turned around and said: ‘‘Well, have you any more of that 
good money?” and thereupon Mr. Bechtel bet this fellow another 
dollar that he would not bring in the order. The order came in 
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Dear Bill:—I am very sorry that your foot slipped and that 
you “fell down” last month. I don’t think I had my fingers 
crossed when I was braggin’ on you to the ‘old man.” Our 
quota is beginning to look sick and you will have to dig faster 
and deeper. You have some rattling good prospects, but re- 
member that we can only collect money on shipments—I would 
also like to write that to some of the other boys but just now 
I am especially interested that the Railroad Department makes 
good, and away down in the bottom of my heart I know we will. 
I am glad to say we have been successful in getting one of the 
leading roads to change from the common way station tank to 
the steel tank with adjustable pump. 

Keep a diggin’—we must have the biz. 


Yours, DUNK. 


C. D. Austin just started on his calling list, and now we 
expect to see him take a fall out of his quota. 


If F W. Meegan cannot get a big order he will take a little 
one. He has just persuaded a firm on the Bowery to clean up 
their store by means of an $800 equipment. 


Even away out in California they know all about the Bowser. 
This fact, combined with hard work, has enabled Mr. E. E. 
Elliott to send in some good big orders in the last few weeks. 


Mention should be made of the satisfaction with which a 
$400 garage order which H. Z. King sent in was received here 
at the office. This man King is working in a territory where a 
man has to work for all he gets. 


J. P. Pressgrove seems to have a good eye for territory. 
He has just started down in Louisiana, and is lining up a lot of 
business. Pressgrove, however, could probably sell oil tanks 
if he went with Wellman on his trip to the North Pole. 


Some how or other P. H. Bowman has found a lot of people 
in Connecticut who are not satisfied with their present methods 
for handling gasolene, and are very much interested in the 
“Standard Garage Equipment for Gasolene Storage.” He 
seems to know how to overcome all! their troubles, as evidenced 
by the number of long distance orders he is sending in. 


We thought at the Convention that we had a pretty good 
bunch of salesmen, but evidently it was deemed necessary to 
raise the general tone, and so a minister has been induced to 
take up the line. Mr. C. W. Evans is a regular ordained preacher 
of the Gospel, a good old-fashioned Methodist kind of a preacher. 
True to his principles, when he decided that he had something 
good, he went and got his friend. Ralph McKillip is an old 
friend of Evan’s and starts out with him. 


If you want to try a man out thoroughly, take him to a 
show. If he is not of the right sort he will fall down flat; if he 
makes good and lasts the week out, then you can depend upon 
it, ‘he is there with the goods.” As this paper goes to press 
the Dayton Pure Food Show is on at Dayton, Ohio, probably 
the hardest show of the year, and no one has been doing more 
efficient work than C. F. Shupp. Undoubtedly, the experience 
he is gaining will prove valuable to him, and we look for all kinds 
of business after the Show. 


It is quite a jump from dust pans to oil tanks, and possibly 
not fair to make comparison, but C. M. Comparet has had a 
chance to compare it, and he says, tanks for him, We really 
must compliment Mr. Comparet on the work that he is doing. 
He has sent in as clean a looking lot of orders as any salesman. 
They are all for No. 1 outfits on regular terms, except one, and 
the discount on his total business is a little less than 2%. If 
we were in favor of using slang we would make some remark 
about ‘‘watching his smoke.” 


This argument was successfully used by a Bowser man to 
answer the “‘too high priced”? man. Maybe there are others who 
will find this same line of talk valuable. 

You say, Mr. Jones, that we are charging too much for our 
tanks! 

I’m frank to say to you, Mr. Jones, that you have no proof 
of your statement, except your own opinion. If we were charg- 
ing too much for our tanks, Mr. Jones, how is it that more than 
200,000 of the best and most experienced purchasers and finan- 
ciers—managers of the largest factories and mercantile con- 
cerns—are today using numbers of our outfits at the same price 
I am asking you for this one? It is safe to say, Mr. Jones, that 
the users of our outfits are not all fools, nor unwise purchasers» 
but are successful business men, owners and managers of the 
largest concerns of our country today. 

If our goods were not worth the money we are asking for 
them, how is it that our factory has grown in twenty years to 
be the largest thing of its kind in the world today? If our goods 
were not right, Mr. Jones, both in price and quality, conservative 
purchasers for larger factories, as well as the up-to-date merchant 
who is anxious to stop the leaks, waste of time, lessen the danger 
of fire, oily floors, oily hands, oily groceries, and loss by evapora- 
tion and over measurement, would not be purchasing our tanks 
in large numbers. There are some of the largest and most 
successful firms in the United States using as many as forty-one 
of our outfits for different. kinds of oil. 

This is, it seems to me, Mr. Jones, proof enough that our 
tanks are worth every cent we are asking for them. Remember, 
you are not taking my word alone for this, but you have the 
hearty recommendation from almost a half million people who 
are users of our tanks, and they will tell you one by one that they 
have never made a better investment than when they purchased 
a Bowser self-measuring cil tank. JI am going to prove to you, 
Mr. Jones, by a little demonstration of a few figures that this 
tank is dirt cheap at the price I have made you. In the first 
place, the statistics of handling oil by means of common tanks 
and measures, such as you are using, show that the evaporation 
and over measurement will average one cent loss per gallon. You 
say, Mr. Jones, that you handle about 50 barrels of oil per year; 
that would be 2550 gallons of oil at a loss of one cent on the 
gallon, making a loss of $25.50 on the year’s oil business. We 
will multiply this by twenty, which is the average life of our 
tank. Multiplying $25.50 by 20 is $510.00, the amount that 
you have lost in 20 years, or about 9} times the cost of one of 
our self-measuring tanks. Say for instance you go to your 
banker and place $55.00 there on interest. He will pay you 4%, 
which in 20 years will amount to just even $44.00. If you invest 
that $55.00 in this oil tank, in 20 years you will have saved by 
so doing just $510.00, less the cost of the tank, ($55.00) leaving 
$455.00, or a gain over your bank investment of $411.00, besides 
the convenience and time saved in handling your oil. 

Don’t you think, Mr. Jones, that this is sufficient proof 
that you should purchase this tank at once and stop the leaks 
and loss of time and money this very moment? 


Che BOWSER. 


S.F. BOWSER & Co. INC. 
PUBLISHERS 


VOL. 1 APR 1 Get 9-06 No. 4 


OUR THANKS 


While we fell short of our quota on shipments for March nearly $12,000, on business received we 
were short only $7,000, so that we made our quota the last half of the month. 

We therefore desire to thank our boys for rising to the occasion when advised that we were behind 
$8,000 the first half of the month, and in the face of unusual and adverse conditions not only made 
the quota for the latter half of the month, but regained $1,000 of the amount lost on the first half. 

We now have better weather and the months are here during which, in past years, the results 
have been the greatest of the year. We are confident that during April, May and June, while the 
quotas are away up, we will more than reach them. This means a strong, hard pull from every man. 
So, boys, hustle—every one hustle. Sincerely yours, 

Sas BOWSER & COs be 
A. Z. PoLHAmus, Gen’l. Mgr. 


A SUMMARY OF BUSINESS FOR THE FIRST THREE MONTHS 


EASTERN DIVISION WESTERN DIVISION 
ee ase £23,108 oir pai ac mn eee et 2 Pree. $19,032.80 
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RETIN we Fs Wea vs oe ee Aaa O MVP eee tere ae eae So 5G, a10 Pes Babee 40,458.95 
CER ae ee eg Fe: oo Gels VWOy ed re tack ee ene eer ee ey $98,588.50 


The above covers orders shipped the first quarter and shows a total of $665.14 above the quota. It 
likewise gives the Western Division a little the better of it, although the Eastern is ahead two out of three 
months. With what the East has up its sleeve the West will be left far behind in April unless something 


startling }happens. 
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~A BOWSER EQUIPMENT IN SCOTLAND 


The foregoing page, without any further explanation, tells a 
very interesting story, and the following brief synopsis will give 
some idea of the kind of work that may be expected from a 
Bowser equipment. 

To Mr. J. D. Gumpper is due the honor of having started the 
Singer Mfg. Co. on Bowser Equipments. In December of 1902, 
Mr. Gumpper sold them a five-barrel, Cut 9, first floor outfit, 
In April of 1903, on the strength of the very satisfactory service 
they had obtained from the one tank, Mr. Gumpper sold them 
nine large outfits, with a total capacity of 3200 gallons. In 
April of 1904 he sold them one more outfit at this point. 

Mr. Philip Sidney, who was then Works Manager at South 
Bend, was so well pleased with his equipment that he recom- 
mended it to his company,.and especially called it to the atten- 
tion of the late Mr. L. Pine, one of the active heads of the cor- 
“poration, who in turn recommended the outfit to Mr. F. A. Parks, 
works manager at Kilbowie, Scotland, and also wrote informing 
us of their plans to build a new plant, and asked that we take the 
matter up direct. This we did and received their blue prints, 
showing their plans and asking our recommendations. We 
planned the equipment and submitted it to them with our pro- 
posal, and on December 8th, 1904, they sent us their acceptance. 

After having given the outfit a very thorough trial, and finding 
it in every way satisfactory, they sent us their check for $17,209, 
and on March 27, 1906, they ordered by cablegram six more 
pumps for use in a part of the plant that was not ready when we 
made the original installation, although our engineers made pro- 
vision for these pumps at the time. 

The $7,000 check represents a part payment on the installa- 
tion which our engineers have just completed at St. Johns, Que. 
This St. Johns job, complete, makes four of the Singer factories 
in which are installed Bowser Outfits. First, the one at South 
Bend, for which Mr. Gumpper secured the order, then an order 
from Elizabethport, N. J., then the large order from Kilbowie, 
Scotland, and as a matter of course, the St. Johns, Que., order: 

Now then, just a word or two in regard to the equipment in 
Scotland, and it is worth while describing, because in that in- 
stallation, Bowser Outfits are used for handling all kinds of oils 
under severe conditions, and the equipment is installed in a 
foreign country, where it would not have been considered had 
not the purchasers been sure that it would be satisfactory, and 
that it would not get out of order. If Aimerican goods are to be 
sold in a foreign country, those goods must be of a nature that 
can be guaranteed not to get out of order, or else there must be 
a foreign branch where repair parts can be obtained. 

The principal part of this equipment is found in the new 
cabinet factory of the Singer plant. ‘This building is six stories 
high, and 800 feet long, and it is there that all of the cabinet 
work is done. On the first, second and third floors of this build- 
ing are located all the wood-working machinery, and for these 
machines large quantities of lubricating oils are used, and the 
Long Distance pumps, Cuts 41 and 44, which have been placed 
on these floors are for lubricating oils. 

The fourth, fifth and sixth floors are the finishing floors, and 
on the fourth floor—45 feet above the level of the tanks—are 
located pumps for handling varnishes, turpentine, paraffin oil, 
linseed oil, castor oil, lard oil, mentholated spirits and mineral oil. 


In addition to the pumps in this new building, there are three 
other buildings similarly equipped: the new machine shop, the 
old machine shop and the Japanning room. The two machine 
shops are four story buildings, with Bowser pumps on every 
floor, while the japanning room has Bowser pumps'on the first 
and second floors, for handling Japan and benzine, 

The complete equipment, therefore, calls for 55 special tanks 
and 59 Long Distance pumps, Cuts 41 and 44, and then adding to 
that the outfits ordered by cablegram, a total of 65 pumps. All of 
these pumps feed from a central oil house, in which the tanks are 
located. ‘The total capacity of the tanks is 52,150 gallons, and 
the plant consumes daily about forty barrels of the different kinds 
of oils. Notwithstanding this large consumption of oil, there is 
but one man required in the oil house, who sees that all of the 
oil tanks are kept well filled, and in addition has to look after 13 
pumps that are in the oil house, that are there for handling oils 
which are used only in small quantities in various parts of the 
factory, such as the blacksmith shop and similar places where 
the oil is used in limited amounts. It would require a force of 
six or eight men to distribute this oil and to care for it. under any 
other plan, 

This equipment was installed by Messrs. Allen A. Bowser, 
Thomas Devilbiss and John McLachlan, and was finished in 
June of last year, so that the first installation had been in use 
for nearly a year before the additional outfits were ordered. 

The Singer Manufactnring Company is one of the largest 
manufacturing companies in the world. They have almost 5,000 
branch stores, directly under the control of the company. Their 
Kilbowie plant, at the time our engineers were there, employed 
8,500 people. most of whom lived in Glasgow, eight miles from 
Kilbowie. The Kilbowie plant turns out on an average of 18,000 
sewing machines a week. It is entirely electrically equipped 
throughout, and everywhere is found the most modern of ma- 
chinery, a large portion of which was made in the United States. 
Some idea of the immensity of their business can be gained from 
the fact that they have three switch engines of their own con- 
tinually in use for switching cars around in their own yards. 

Here are the points that we would have you consider: First, 
that the purchaser of the Bowser outfits is one of the largest 
manufacturing companies in the world, with thoroughly up-to- 
date plants. That this particular installation was the third 
made for the same company. ‘That it is located in a foreign 
country, and that after being in use for nearly a year, we received 
a re-order for them. ‘That there is but one oil house, in which 
are stored all the oils used in this immense, factory, and that 
Bowser pumps are located all over the factory, some of them 45 
feet above the tanks, and nearly 500 feet away from the oil house. 
With these pumps are pumped all kinds of oil, including benzine 
and naptha, lubricating oils, varnishes and japans. 


‘Are you the ‘Answers to Correspondents’ man?” inquired 
the dyspeptic-looking caller. 

“T am,” replied the gentleman addressed, 
do for you?” 

“Firstly, what will dissolve a chunk of lead in the human 
stomach? Secondly, won’t you please refrain from publishing 
recipes for plum-pudding hereafter?” —PHILADELPHIA PRESS, 


“What can I 
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The advent of the automobile has proven itself a 
boon to the grocer, because of the consequent increase 
in the demand for gasolene, a commodity that he 
more than likely has to handle anyway. When you 
sold Mr. 
however, you could not interest him in gasolene be- 


Brown his kerosene tank some time ago, 


cause his sales were small. But you can now. Have 


you thought of it that way? Brown has an oil tank, 
now he needs one for gasolene. He recognized the 
need of an oil tank; it will be easy to sell him the 
other. 
some eee 

But you must do it now while the demand is on. 
The old adage—‘‘Strike while the iron is hot,’’ may 
well be read—‘‘Sell gasolene tanks in the automobile 
season.’ Some men can sell anything at any time, 
but for us we find it easier to sell a tank when the 
Call on 
every grocer in your territory, on every hardware 
store, on every retailer of oil, and pound away at 


gasolenc. 


man wants it and knows that he wants it. 


They may have kerosene tanks; if so, the 
gasolene orders will come that much easier; but they 
can be sold now—1in the fall it may be too late. 


* Kk 


Sell him Cut 42 first, for it is by far the most 
convenient, as well as the safest for him to use. 
Suggest he have a sign stuck up in front of his store, 
calling to the attention of the passing autoist the fact 
that gasolene can be obtained within. If you cannot 
sell the Long Distance, then the Cut 10 will answer. 


Tell him to place the outfit outside the store where 


nine orders from Holmes, 


the automobilist will see it. Say to him that we will 

paint on the tank without additional cost his name 

and the announcement that gasolene is sold there. 
eee 


Are 
Buildings are being 


This is also the season for paint oil trade. 
you making the most of it? 
erected, repairs made, houses repainted, walls re- 
decorated, fences fixed up, everybody is houseclean- 
ing, and everybody is using paints and paint oils. 
The retailer is consequently suffering most just at 
this time from the disagreeable features of his present 
equipment. When he is selling only a little oil he 
feels that to invest would be foolish, when business 
is best, not to invest would be worse. You can talk 
tanks to him now when he would not be interested 


later on—having forgotten his troubles. 


IMPORTANT 


On every order blank there is a space reserved 
for noting the business in which your customer is 
engaged. Please fill it in when you write out the 


order. 


April 12th, 1906. This mornings’ mail contains 
of Mexico, aggregating 
$1,179.00—all taken in one day. | 


Miller 
“Miss 
L.. wouldn’t consider any proposition from a strange 
travelling man.” 


Here’s another woman grocer. W. T. 
called on one over in Decatur and reports: 


We held up the press to mention seven orders 
taken by C. H. Kelley in one day, and against cheap 
competition, and six by P. W. Vonderau out of a 


“‘filled-up”’ territory. 


Taken verbatim from a Daily Report of R. B. 
ETpesunderes “Said she 
would sell out soon; had money enough to live with- 
out work; (splendid opportunity for a single man).”’ 
Lipes will furnish name and address to interested 
parties. 


Reasons for Not Buying:” 
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BOOMERANGS 


EpMontToN, ALTA., March 31, 1906. 
A. Z. PotHaAmus, Gen’l. Mgr., Fort Wayne, Ind. 


Dear Sir:—Your postal telegram of March 16th 
just came to hand, regarding half of March gone and 
still eight thousand dollars short. | feel thankful for 
the help that I have been able to put my shoulder to 
the wheel and help boost it along. Today being the 
last day of March, I left my overcoat at the hotel and 
went at the fight to win, and when the smoke had 
cleared away my orders showed my business for the 
day to be $327.00. That was quite a grand stand 
finish for Saturday. Now, as my last order for the 
day was made with the Strathcona Brewery, | don’t 
want you to think | went in there for a fresh supply of 
gas, but say, they had some very fine beer. I am 
in hopes the quota was safely reached. 

Yours very truly, 
THos. CRAGG. 


Mexico City, D. F., March 16, 1906: 
Mr. H. B. Harper, Care S. F. Bowser & Co. 


My Dear Mr. Harper:—The February “ Boomer”’ 
received and read with pleasure. The “‘Boomer” 
may not be self-measuring exactly but I notice it 
gives everybody his dues. [| don’t think anyone 
appreciates it more than I, away down here among 
the natives, where they do eyerything backwards, 
with the exception of digging wells. It’s a God send 
to have the ““Boomer’”’ and to read of the “ Bowser 


Boys” and note the success of all of them. “Long 
may it continue.” I wish it came oftener. 
With best regards, J. L. Hotmes. 


Tamanlipas, 6 A. Room 25. 


March 26, 1906. 


EpITor OF Boomer, S. F. Bowser & Co., Ft. Wayne 
Indiana. 


Dear Sir:—The Boomer is a “‘dandy,” and every 
number full of enthusiasm. Brother Quarles, you 
are sure right about the size of the new daily reports, 
and now we hope that the order blank may at some 
date, not far distant, be reduced in size accordingly. 

Say, boys, do you not think that Zahrt, in cut on 
page 2 of the March Boomer, looks somewhat shaky 
on his pins? Bechtel “‘looks good” to me. 

Two nights, in one week, all night on a freight 
train, stuck in snow drifts on the open prairies, with- 
out supper, 48 hours in one town of one store only, 


no hotel, three engines (dead) unable to lift the snow 
blockade, two towns in one week, are the actual 
conditions that confront one in North Dakota, 
March, 1906. But we hope that July will be milder; 
as it is, now and then a man will be found who will 
order a L. D. 10-bbl. gasolene or kerosene anyhow. 
We find hardware, drug and implement dealers often 
need our line and are overjoyed (nit) to see us enter 
their store with our model. Let every one of us 
overreach the alloted quota in 1906. 

What has “Dunk” done since Jan. Ist? Why, 
that is easy, he has been “prodding” Bill all the 
time for more business. 

A. B. CORNELL. 


WILLIAMSPORT, PA., March 21, 1906. 
Messrs. S. F. Bowser & Co., Ft. Wayne, Ind. 


My Dear Mr. Zahrt:—I had a very funny trip 
today. I made a 25-mile drive, and as we have a 
great deal of snow on the ground, and in many places 
the roads are drifted full, we got into one place where 
our horse got down and could not get up. One of 
us held him down and the other one ran for a shovel 
almost one-half a mile. It took us five hours to go 
twelve miles. Wish I could send you a snap shot of 
us in the snow. Yours truly, 

L. D. Kame. 


THUDS FROM THE PADDED CELL 
By MAvRICE SMILEY 


How much did Philadelphia Pa? 
Whose grass did K. C. Mo? 

How many eggs could New Orleans La? 
How much does Cleveland O? 

What was it made Chicago Ill? 
T’was Washington, D. C.? 


She would Tacoma, Wash, in spite 
Of a Baltimore Md. 

When Hartford and New Haven Conn, 
What reuben do they soak? 

Could Noah build a Little Rock Ark 
If he had no Guthrie Ok? 


We call Minneapolis Minn. 
Why not Annapolis Ann? 

If you can’t tell the reason why, 
Ill bet Topeka Kan. 

But now you speak of ladies, what 
A Butte Montana is. 


If I could borrow Memphis’ Tenn. 
I’d treat that Jackson Miss. 
Would Denver Colo cop because 
Ottumwa Ia dore, 
And, tho’ my Portland Me doth love, 
I threw my Portland Ore? 
—LIpPINcoT?’s MAGAZINE. 
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HOW GASOLENE IS OBTAINED 


PROCESSES THROUGH WHICH THE CRUDE PETROLEUM 
PASSES—REMOVAL OF IMPURITIES 


Most people know, in a general way, how gasolene and other 
petroleum products are obtained, But the exact processes 
through which the black, sticky mass which comes from the 
ground passes while being refined is, although extremely inter- 
esting, a matter of much less common knowledge. 

Beneath a large cylindrical tank containing from 500 to 1,000 
barrels of petroleum, a large fire is built. Petroleum, or crude 
oil, while cold, retains all its gases and vapors in a liquid state. 
When, however, they are heated, as in the case in point, the gases 
rise and enter a large funnel shaped hood at the top of the tank, 
From the small end of this funnel runs a coil of piping which is 
surrounded by water. The first vapor given off by the heated 
oil forms the highest test liquids—benzine, naptha, gasolene, etc. 
This vapor, when it reaches the coil kept cold by the water around 
it, is at once condensed, changes from a vapor to a liquid, and 
then flows into a second tank, technically known as a ‘‘mixer.”’ 

At this stage the newly made gasolene is full of impurities. 
To remove these and particularly to eliminate the carbon with 
which it is heavily laden, it is necessary to give the gasolene a 
bath, This is done in the mixer, the lower end of which is funnel 
shaped. A pipe filled with small holes is brought up through 
the bottom of the mixer and through the pipe cold air at high 
pressure is forced. A second pipe is brought into the mixer from 
the top; through this pipe a stream of sulphuric acid is let in to 
the gasolene in need of a bath. The acid, being very much 
heavier than the oil, promptly proceeds to the bottom of the 

‘tank; here it encounters the inrushing air, and is forthwith sent 
back to the surface of the tank. ‘This is repeated until the acid 
and the gasolene are thoroughly mixed. ‘The result is that every 
particle of carbon and other impurities is separated from the 
gasolene and absorbed by the acid. When this has been accom- 
plished the incoming air is shut off, whereupon the dirt laden 
acid at once falls to the bottom of the tank and is drawn off. 

The next move is to rinse the mixture and to remove what 
sulphuric acid remains. An alkali mixture is now poured into 
the tank of gasolene, and the air once more sent rushing through 
the mixture, The alkali is thereupon washed back and forth 
until every remaining portion of the sulphuric acid has been 
gathered up. When this has been accomplished, the air is once 
more shut off, and the alkali sinks to the bottom of the tank, 
just as the acid did, and is run off, leaving only pure gasolene in 
the tank, 

From the bottom of the tank leads another pipe equipped 
with a number of stopcocks. An expert opens a valve and allows 
the gasolene to flow through the pipe. As it passes out the gaso- 
lene is tested, and the various grades of it—76 degrees, 74 degrees, 
68 degrees, etc.—are all separated and conducted to the respective 
tanks, where each is stored— Motor World. 


NEW MACHINES IN THE FACTORY 


In order to properly take care of the increasing business it 
has been found necessary to very materially add to our factory 
equipment, The following is a list of the new machinery which 
has been purchased, and with one or two exceptions, is already 
installed: 

One Large Combination Punch for making drip pan holes, 
pump holes and holes for all connections on the ‘‘B” and ‘“C” 
tanks, and Boiler Iron Tanks as well. This machine weighs 


100,000 pounds, and will do the work of five or six men. Before 
this time,- these large holes have been made with a small punch 
and then trimmed out by hand. 

One Automatic Spacing and Punching machine for making 
rivet holes in heavy boiler plate. This machine weighs 50,000 
pounds, and will automatically space and punch two holes at 
one time, with a capacity of 120 holes a minute. The present 
machine for doing this requires spacing by hand, and then punch 
one hole at a time. It will require 25 horse power to operate 
the above machine. 

One 12-foot Multiple Punch, weighing 45,000 pounds, having a 
capacity of punching 144 rivet holes through steel used in types 
“B” and “C” tanks. This machine takes the place of one that 
punches only 30 at a time. 

Two additional cranes and hoists to facilitate handling the 
tanks. 

One twenty-five horse power electric motor, 

One fifteen horse power electric motor. 

One ten horse power electric motor. 

All of the foregoing, except two pieces, have been added to 
the boiler and tank department. 

In the machine shop there have been installed: 

Three single drill presses. 

Two tool room lathes. 

One automatic gear cutter. 

One wire screw machine. 

One two-spindle press. 

One Universal tool grinder. 

Two automatic screw machines. 

The total cost of the above listed machinery is about $22,000, 

Our aim is this: In the first place we want a thoroughly up- 
to-date factory, and for that reason we buy the most modern 
tools; then again, if we haven’t the most modern tools we cannot 
take care of the business that is coming to us, and take care of it 
properly. 

Your customer is in the same fix; if he handles oil in the old 
way he cannot handle it properly, he cannot take care of his 
customers. With a modern equipment-—i. e—A Bowser, he 
can take care of his oil trade. 


P. F. CASHMAN’S LOSS. 


It was with sadness that we learned of the recent bereave- 
ment of P. F. Cashman. Mr. Cashman’s seven-year-old boy was ~ 
drowned last month. The heartfelt sympathy of the entire 
G. A. B. goes out to him in this, his great sorrow. 


HEARTFELT SYMPATHY. 
We are very sorry, indeed, to report the recent death of Mrs. 
Geo. Romer, wife of our veteran salesman. Mr. Romer has the 
sympathy of all our men. 


We take pleasure in introducing to our readers, Mr. M. I. 
Miller, representing us in Eastern Indiana. ‘The ink had hardly 
dried on his contract before we received a fine order from him 
for a five-barrel linseed oil outfit. Miller is one of those positive 
chaps who knows no failure. Merchants in his territory will 
simply have to “‘show him” good cause for not buying. 


“Spitznagle” in eyery-day English means ‘‘sharp nail.’ 
F, J. is using his to prod ’em up in his territory, Fred used a 
Bowser in his business for years, and he is chuck full of faith, 
When a man gets in that condition he simply can’t help doing 
good to his fellow men. 
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C. M. Comparet’s experience down in Tennessee proves that 
unfavorable weather conditions may be turned to account. 
Charley has had a tough time of it in mud and rain, but found 
elegant orders at the bottom of it all. He won’t do a thing to 
now that spring has opened up. 


It’s Wilson—O. H., making that cloud of smoke coming up 
Indian Territory. There’s no grass growing under his feet. 
Remember, boys, ‘‘it’s not so much what you say as how you 
iti? 

R. E. McIntosh bears the distinction of being the first man 
whb has completely covered his territory on calling lists. Spring 
préspects will now command his attention, enough to keep him 
bugy for a while. Mac. will admit it’s easy when one has the 
conditions in his territory at his finger tips. 


“Persistency,’’ as well as “consistency,” is a jewel. C. H. 
Kelley has demonstrated this to his financial satisfaction. Lots 
of cheap” competition in his territory, but they can’t phase 


hi Kelley is a Bowser SALESMAN, through and through. 


When L. D., of Central Pennsylvania, enters a man’s store 
he }just simply Kamps until he gets an order. But then he 
“needs the money.” It’s a secret as yet—but we'll tell you 
later. Kamp’s orders are as regular as clock work. 


No use of the merchants in Northeast Ohio crying ‘‘too much 
-’ that don’t go with J. A. Gilmore. He’s on to their curves. 
_G. spells jag, but applies in this case to the orders he sends 


We all have our hobbies. Jake Gumpper’s hobby at this 
e of the year is Cut 10’s—where he can’t sell a Long Distance. 


G. W. Hafner says the peanut crop has failed in his territory, 
but you wouldn’t be able to tell it from the bunch of orders re- 
ceived from him at the time this is written. 


We have just recently finished carding W. J. Faust’s, E. P. 
s’ and C. P. Hannon’s territories. These gentlemen haven't 
had a particle of trouble doing business without the advantage 
of a calling list, but just watch our columns for report of their 
work under the new and tried method. 


P. W. Vonderau misplaced his calling list and got lost in his 
tertitory the other day. P. W. says “these lists are worth 
hundreds of dollars to me.”’ In the hands of a good man like 
Vonhderau it is almost possible to count the orders beforehand. 


A little thing like a coal strike isn’t going to stop Rosser 
McClure from doing business. Looking at his orders, one would 
pace the thing had been settled long ago. 

P, S.—Since writing the above Mr. McClure sent in a $700.00 

re from a coal company. 
Get the habit. Just had a letter from E. P. Walker out in 
Nebraska stating that money wouldn’t induce him to oive up 
wotk under a calling list. Walker has been on the firing line a 
long time and knows a good thing when he sees it. 

Geo. E. Bowen’s work shows the result of system and it is 
apparent that George has made up his mind to keep abreast of 
the times and supply a Bowser to every man in his territory. 
We miss a guess if he doesn’t take a fall out of his quota. 


F, L. Hanks is playing a farewell engagement for the heason 

at the Toronto Atito. Show. ; ij 

As we go to press, we hear-ofa mighty fine business done at 
the Toronto Auto, Show, and are advised that the exhibition 
will contiune another week. 

G. L. Heusner, of Colorado, is right in the thick of the push 
and is making a fine showing. 

Our new men, C. S. Hetrick and H. E. Merritt, are of the 
Hance-Laverty school of salesmen, and their success is assured. 

W. C. Banks has already started the ball rolling in hig field, 
several fine orders resulting from his maiden efforts. 

KH. R. Deming in Southern California, reveled in prospects 
even before his model reached him, and may be depended upon 
to produce results. 

The following new salesmen have been added since the March 
Boomer went to press: W. C. Banks, Southeastern Kentucky; 
FE. R. Deming, Southern California; N. Eason, East Texas; H. E. 
Merritt, Southwestern Minnesota ; F. G. Rodenbeck, Southeastern 
Wisconsin; C. S. Hetrick, Northeastern Michigan; J. S. Snow, 
Boston Office. 

R. L. Duncan, too, seems inclined not to let bad roads bother 
him very much and keeps on sending in orders as evidence that 
he intends to clean up his quota. 

D. C. Traxler sent in five orders in one day from down in 
Texas, and everybody knows what they say about Texas. | 

Frank Leslie sold a five-barrel, Cut 42, and then conyinced 
the man that he ought to have a gallon meter and a filter. Of 
course, Leslie was right, but then a lot of salesmen do not seem 
to think this way. 

George Romer is living up to his name. Last fall he was 
over in Virignia. After the convention he went down in Texas, 
and now he is in Ohio, and in every territory he gets his share of 
business. Romer is another man who can sell Long Distance 
Gasolene Outfits to grocers. 

R. B. Lipes, who secured some good orders in Michigan, for 
good and sufficient reasons was transferred over to Ohio, and we 
have noted some good orders right out of the city of Dayton, 
Ohio. 

Ohio seems to be a good state, for C. F. Shupp, since the last 
issue of this paper has sent in several good orders from that/state, 
notably one for about $275 from the city of Dayton, and another 
for a Cut 10 toa grocer in the same city. 

Harry Medsker’s month of March, like the other two months, 
was a big one. When Harry has a good week, he trots over to 
Fort Wayne to make sure that the tanks he sells are not shipped 
into some other salesman’s territory. He comes in four times a 
month. = 

P. H. Bowman, too, keeps well in line. We notice a 10-Bbl. 
Long Distance order with Bowman’s name affixed, which looks 
good to us. 

Among the larger orders which were received during the 
month might be mentioned two orders from F. W. Meegan,—one 
for $1,100 and the other for $1,700; two orders from J. N. Deitch, 
one for $574.00 and the other for $390.00; two from Thos. Cragg, 
one for $375.00 and the other for $250.00; one from J. B. Bate, 
for $413.00; one from J. L. Holmes in Mexico, for $1,076; one 
from Nap. Rosconi for $280.00. 

Prompted by the success of his friend, Mr. F. M. King, Mr. 
N. Eason, of Waelder, Texas, has joined our ranks in east Central 
Texas. We have as yet not had the pleasure of meeting Mr. 
Eason, but that he is a capable man and made of the right kind 
of “stuff” is evidenced by the “straight from the shoulder” 
letters he writes, 
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DeEAR Bri1,:—I am very glad to note the good work you have 
been doing this month, and there have been some nice railroad 
orders received. As you know, the quota for this month is much 
higher and we will have to keep a diggin’, and diggin’ mighty 


hard, to reach it—in fact Tam sending you a ladder by express — 


so that you can reach it. You need the exercise and we need 
the orders—keep a diggin’. 
The prospects are very bright and I feel sure we will get a 


number of fine orders before the end of the month. 


Our friend Savercool, who has absolutely nothing to do but 
manage the Eastern District, look pleasant, adjust all trouble 
the}boys stir up in that section, look after insurance matters, 
travel from Maine to Florida, look after the factory business, 
wash dishes, make the beds and take care of the children at home, 
took two very nice orders from one of the railroads in the East 
amounting to about $5,000. This he done on the side. If he 
can take a few more I think he will be eligible in a short time for 
a regular position on the railroad force. He is all right. Keep 
a diggin’. 

Yours, DUNK. 


SOME GOOD THINGS THEY SAY ABOUT US 


NASHVILLE, TENN., April 7, 1906. 
Tue S. F. Bowser Co., Inc., Fort Wayne, Ind. 

Gentlemen:—I take pleasure in attesting the great value of 
your oil tanks. This company has used them for illuminating 
oils and lubricating oils and has found them to be in every way 
entirely satisfactory, and just as represented. 

The saving in oil will go far towards paying for the tanks in 
a few years. Yours very truly, 

BON AIR COAL & IRON COMPANY, 
J. M. Overton, Gen’l. Mer. 
NASHVILLE, TENN., April 7, 1906. 
S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—We take this as an occasion of informing you 
as to the satisfactory results we are now obtaining from the 
Bowser Pumps and ‘Tanks purchased through your Mr. 
Carpenter. 

We felt a little hesitancy in placing an order, as we were not 
satisfied that the results obtained would benefit us materially; 
but as we have now had experience with them and thoroughly 
understand their working, labor and time saving and accurate 
measurement, we would not be without them for five times their 
original cost and will highly recommend them to any one who is 
in any way in need of tanks of their character. 

We now know that they will receive same results and satisfac- 
tion that we are now receiving. We cannot, under any circum- 
stances express to you the full satisfaction that they are now 
giving us. Yours truly, 

WARREN BROS. CO.,, 
Jos. M. WARREN, JR., Pres’t. 


Everybody ought to take off their hat to Lewis Smith over in 
the Boston territory for the very good line of business which he 
has secured in the last month; but then you expect that from a 
man by the name of Smith, 


C, W. Hoffritz, a new man in the factory line, who served his 
apprenticeship at the Dayton Pure Food Show, has made a nice 
beginning in his territory in Northwestern Pennsylvania. 

W. J. Fitzpatzick, who swears he isn’t a Dutchman, seems to 
get his name on a good many order blanks, even if the present 
blanks do look a little large to some of the men. Fitzpatrick has 
landed a large number of good orders this season. 

Perhaps this comes in under the Railroad Department; but 
anyway, F. M. Savercecol secured a good big order from the Sea- 
board Air Line, Portsmouth, Va., and two more from the Dela- 
ware & Hudson Railroad Co., at Albany. 

If every salesnian made as good a showing as Cashman has 
recently, there would not be a particle of doubt about a million 
for 1906. Cashman’s March business ran into big figures. 


Another man who should be mentioned for the large amount 
of business he closed in March is H. C. Carpenter, down in Ten- 
nessee. Carpenter’s business for the month of March runs up 
in a splendid total. 


Here’s a problem: A. B. Cornell sprained his ankle and was 
laid up for the most part of March. Notwithstanding this, he 
sent in more than his quota of business. Ifa man witha sprained 
ankle can do this amount of business, then how much should be 
expected from a man with two good ankles, or how much would 
Cornell have done without the sprain? Ifa sprained ankle had 
anything to do with it, then we all know of some men who would 
be willing to try that method. 


Over in California there’s a man who tries to rub it in as to 
how much better country he works in than some of we Hoosiers, 
and to emphasize this point we are very apt some morning when 
there are three or four feet of snow on the ground to get a bunch 
of flowers from J. B. Clifford. Now, we do not want yon to 
think that flowers are the only things he sends in, but this is 
simply an opportunity given us to acknowledge the flowers. 


F. G. Howard has been under the weather for some weeks, 
had to leave his territory and go home, where he underwent an 
operation. According to the latest reports, the operation was 
successful, and soon, we can assure you, the orders with Howard’s 
name affixed will again come rolling in. 


J. W. Runyan, familiarly known as “Jim Runyan from Penn- 
sylvania,” will for a time have his headquarters in Fort Wayne, 
because the firm needed a good man for expert work. 


J. M. Sitton’s there with the goods. He is doing a fine busi- 
ness, and there’s rarely a day that doesn’t include in its ship- 
ments something into his territory. One morning’s mail, for 
instance, contains six orders, an aggregate of over $400.00. 


D. H. Shields, because he is a very big man, is expected to 
close big orders, and make every month’a big month. If Laverty, 
for instance, should happen to do but little business some month, 
you might put it down to his size, but Laverty says size doesn’t 
count, and it looks as if he were right. Nor can it be said that, 


like dreams, business goes by contrary, for Shields has landed a : 
lot of good ones, and his quota is looking scared already in an- 


ticipation of the beating it is going to get. 

You've lately seen the name of F. B. Homsher attached to 
letters from the office of the Superintendent of Salesmen. “Frank” 
is no “‘spring chicken” at the selling game, having traveled with 
other lines for years, and employed salesmen in his own business. 
He felt a little restless confined in an office, and the daily aval- 
anche of orders has made him anxious, so we’ve given him a 
calling list, told him how it is done, and sent him out for a week 
to get his eye teeth cut in the tank business. He’ll tell you all 
about it when you come in, and you'll be glad you met him, 
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SUMMARY OF THE BUSINESS OF THE FIRST FOUR MONTHS OF 1906 
EASTERN DIVISION WESTERN DIVISION 
MER Oy Sie es i Wie got Ys $23,198.17 A UAVE ice SoA a eee Paes Lee Ay ert eRE i LOA NG pn tc 0 
NR Oi oe i ue cds 28,782.29 BGO ia Sp ens Cy So ban dae waite WAP As 39,096.75 
SES ee ie aa ee ae es 43,471.18 IVI SUe et er eS RS eg te et! oe 40,458.95 
te a 46,817.35 El era RA chee, he on EID Gin 41,979.42 
es SO ae oe oe $142,268.99 Heelel Oe. See ee a eee $140,567.92 


The above is not a record of the total orders received the first four months, but simply the orders shipped, and shows a 
total of $282,836.91. As predicted in last month’s issue, the Eastern Division passes the Western Division in actual shipments 
for the month. It, however, behooves the Eastern boys to keep a moving, else the Western end will regain its supremacy this 
month, ‘The last week of April was a record breaker—the largest in history. It registered a total of $37,578.41. 
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A MODERN GARAGE WITH A MODERN EQUIPMENT 


The largest gasolene and oil storage equipment ever installed 
in any garage in the world, is the one installed by Bowser & Co., 
for the garage of the Decauville Automobile Co., 56th Street and 
Broadway, New York City. 

Because it is the largest, a brief description of the equipment 
will be instructive at least, and to many it will be interesting. 
It is hardly to be supposed that every salesman would have an 
opportunity of figuring on a similar equipment, but if we can 
furnish the best equipment for a big installation and if the user 
of large quantities of gasolene and lubricating oils finds it good 
practice to install a Bowser, then surely the man who uses but 
little has an equally good reason for installing the same make of 
outfit. 

The Decauville people first purchased an outfit of another 
make because it could be secured for one-third of the price. 
They threw out this other equipment and put in the Bowser, 
although there was not one cent allowed them for the old outfit. 
It was a total loss which they had to stand, and yet they figured 
it was cheaper to lose the cost of the old outfit than to put up 
with it. 

The credit for securing this order is due to the joint efforts 
of Mr. W. H. Ladd and Mr. E. M. Savercool. 

By referring to the diagram it will be noted that this equip- 
ment consists of twelve five-barrel tanks, and eleven Long Dis- 
Six of these tanks are constructed of No. 12 steel 
These are for kerosene and lubricating oils 
and are located in a ventilated vault under the sidewalk. Then 
under that vault are buried six gasolene tanks. ‘These are the 
round, Type C tanks constructed of three-eighth inch steel. 
The New York insurance requirements specify three-eighth inch 
tanks and prohibit the installation of tanks of greater capacity 
than five barrels, and for that reason the above installation is 
composed of a battery of tanks with an aggregate capacity of 
30 barrels. These tanks are filled through a filler pipe extending 
to the sidewalk and terminating in a Bowser Patent Filler Box, 
so that none of the gasolene is brought into the building, except 
as it is used. 


tance Pumps. 
and built square. 


The lubricating and kerosene oil tanks in the vault are pro- 
vided with a barrel track directly over the manholes. The 
barrel of oil is rolled along the track to the proper tank, into 
which it is emptied by gravity through a Bowser Bung Faucet, 
so that no oil is lost. It is never exposed to the air, and no 
chance is offered for dirt entering. 


The pumps are all of the Long Distance type, Cuts 41 and 44— 
two of them in the vault and nine on the floor of the garage. One 
of the pumps in the basement vault has a capacity of five gallons 
at each stroke, the balance are of the gallon type. Each pump 
is equipped with a gallon meter, whith registers the total amount 
of oil or gasolene drawn and so serves as a check on 
employees. 


Another New York requirement is a vent pipe for each tank 
to height of top of nearest building. This is shown at left of 
diagram. 

In addition to the above outlined equipment, there is a 
Bowser Wheel Tank. Instead of taking the car to the gasolene, 
the wheel tank takes the gasolene to the car, even into the street. 
This outfit is a gasolene tank on wheels, built for convenience in 
filling a large number of cars. The tank holds one barrel of 
gasolene and is equipped with a gallon pump with hose connec- 
tion. The tank is wheeled alongside the car that needs replen- 
ishing, and by means of a special gasolene hose, gasolene is 
pumped and measured directly into the reservoir of the car. It 
is often a difficult matter to manipulate a car in a garage as to 
get it near enough to a stationary gasolene pump—especially is 
this true where four hundred to five hundred cars are attended 
to every twenty-four hours. Under such conditions, the advan- 
tages of a portable tank are obvious. 


At this garage, 400 cars a day are cared for, requiring any- 
where from 3,000 to 10,000 gallons of gasolene and lubricating 
oil. ‘This equipment is found in every way to answer all require- 
ments. It is a large installation, larger than most garages, but 
an outfit that will answer such vast requirements can be de- 
pended upon as being perfect for anything any smaller, 
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“PRICE TOO HIGH” 


OSSIBLY it may seem high 
to you, Mr. Blank, but I 
am sure when you get the outfit 
installed you will say the price is 
the only cheap thing about it. 
Really it is the old tank that is 
costing you the money. When 
it comes to price, Mr. Blank, we 
can manufacture a tank for any 
price, as far as that goes. Yes, 
it is true we used to make a 
two-barrel tank for $25.00, but 
it was a $25.00 tank. If we 
were to duplicate that outfit 
today, it would still cost you 
$25.00. The outfits are no higher in price, simply better goods. 
Our experience in the tank business has been that the trade 
demands the best outfits we can make. Just the pump alone 
in this outfit is nearly three times as heavy as the one we formerly 
built. 

An oil tank, Mr. Blank, is something you don’t buy every 
day, and I am sure you will agree with me it pays to have the 
best that money and skill can put together. The. outfit is made 
just as well as a $200.00 outfit, only smaller size, and after ten 
years’ use, with proper care, it will be working perfectly. And 
today, Mr. Blank, we are installing these goods with some of the 
best and largest houses in the world. It has always been the 
aim of the House to make the best goods possible at a reasonable 
price. Really, Mr. Blank, you are going to pay out the price 
of the tank whether you buy it or not. It is only a question 
whether you will put the money out at once, and have the outfit, 
or continue to pay something toward it every day and have 
nothing. It is not an expense at all, but an investment, and a 
paying one, even if it cost twice that amount it would be a 


H, T. PURDY 


paying investment. 

No doubt, Mr. Blank, you have made some good investments 
in years gone by, but Iam sure when you have this outfit installed 
you will say it is one of the best investments you have ever made 
since you have been in business. 

Let’s see, what did you say your initials were, Mr. Blank? 

lel, TL, Ie tuseops, 


Waconer, I. T., Apr. 20, ’06. 
MUST tell you about Mayer, 
Wolf & Co. He has a 50- 
foot front, 100 feet deep and 
thirty thousand stock. 

Iecalled at11 A. M. but he 
was busy; I came back at 1:30 
and found him not busy and 
five clerks were up in front of 
the door. I introduced myself. 
He said, ‘‘Mr: Wilson, I have 
corresponded with the House 
and they wrote.me some very 
nice letters, but it’s too much 
money; I don’t want any.” I 
said, ‘‘Mr. Mayer, I come fifteen 
hundred miles to see you, and I would like to show you the new 
pump.” ‘All right,” he said. I explained the steel tank, then 
I went at the indicator, then the-dial, then the computer, then 
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the pump; the durability, simplicity and perfection of mechanism 
in regard to pump. 

When I got through the five clerks were standing around me, 
and Mayer said: ‘Boys, Wilson is a salesman from the deepest 
water. Did you notice his earnestness? Did you notice 
that persuasive power he used? Now, if you boys will 
give a farmer a talk like that I will guarantee you to sell every 
one of them. It’s the best talk I ever heard.’’ I thought he 
was feeding me taffy, and after he complimented me on the sale 
I thought he would turn me down, but he said, ‘‘ Wilson, you 
have converted me, and send me a Bowser tank. 

I jotted the order down. ‘The boys all clapped their hands. 

O. H. WiLson. 


TORONTO, Apr. 27, 1906. 
HIS is probably one of the 
most trying arguments put 
up against a salesman, and there 
is but one way, so far as the 
writer knows, to meet it, and 
that is to prove to your prospect 
absolutely that it pays to buy a 
“Bowser” outfit. It can be ac- 
cepted as a fact that men today 
place their money out to gain 
money, whether it is in mines, 
lands, houses, stocks, shares, or 
Bowser Oil Tanks; therefore, you 
have to ‘“‘show them.” 

It can be proved by figures that a Bowser installation or 
outfit will, in dollars and cents, give a return on capital invested, 
of three or four times as much as bank rate on same amount— 
about twice as much as house rents—and under some conditions 
of location or extra danger, a saving of fifty per cent on cost of 
such outfit. To get down to these figures it must be remembered 
that the selling price of oils, and the measurements on which they 
are sold, vary in different parts of the States and Canada, so it 
is impossible to fix a series of percentages that will apply all 
around, so each salesman must work out for himself what he 
considers best applies to his district. Only here let me say that 
in my opinion it is prudent and safe to talk what is as near cor- 
rect as possible; it is safer in case you get a man who does know, 
and on truthful lines is quite good enough. 

Say for instance: Coal oil will easily lose by evaporation and 
handling, through jigger pumps, or gates, or faucets, using the 
gallon measure as the medium between barrel or oil company’s 
tank and customer’s can—3%, which at 20 cents a gallon equals 
60 cents. Saya man loses this each two weeks, or $1.20 a month, 
a total of over $14.a year. Such a man paying, say $100 for a 
Bowser Qutfit, will have 14% on his outlay at the start. In 
Canada we can show this somewhat better, as oil sells around 
25 cents an Imperial gallon. Illustrate further the saving of 
clerks’ wages, in the decreased time it takes to draw oil, decrease 
of fire risks, from safety of our system, goods always clean, no 
smell of oil around, better quality of oil, because the gas, the 
life-blood of oil, is retained in a ““ BOWSER,” while any other 
device allows some evaporation—put some money value on the 
clerks’ time, and goods not damaged that otherwise may be— 
and extra trade that may accrue to the user of Bowser Tanks 
from the extra quality of oil he puts out, and these points will 
easily increase the 14% to 20% or 25%. You can always touch 
on the fact that house property depreciates, and has always 
some liabilities in taxes and repairs, whereas, when once a Bowser 


J.B. BATE would not send his 
photo; said it was not as good 
looking as the original. 


4 THE BOWSER BUSINESS BOOMER 


tank is paid for, that is practically the end of expense, repairs 
being almost unknown, and depreciation practically next to 
nothing. , 

Vary the figures according to the cost of paint oils, varnishes, 
and lubricating oils, and the saving there is by using a machine 
that gives an exact gallon, and does not give oil away, and you 
have a fairly strong array of facts. Study as quickly as you 
can the disposition of your man, and his particular weakness. 
Some regard the absolute dollars and cents as most important, 
others cleanliness, others safety, some few, appearance of their 
store—so bear down hardest on what is most likely to impress 
them. 

Dividing our trade into classes, we find that we sell outfits to 
grocers, hardwares, factories and garages. My remarks so far 
apply best to the retailer of oils. “W hen it becomes a question 
of selling to factories and garages, a somewhat different line is 
taken, though economy of oil and labor is still brought prom- 
inently to the front, and impressed. Safety in Bowser Outfits 
for garage work is a strong point, and checking of sales by meter. 

The writer feels that in other papers, which he understands 
are being written, factory and garage work will be handled far 
better than he can, by men fof chow more about that part of 
a Bowser Outfit. 

Believe firmly yourself that ‘‘BOWSER”’ is the only way to 
handle oil, and your talk will carry the mark of sincerity and go 
far to win your hearer. 

If you fail to land, leave pleasantly, and try ina neat, gentle- 
manly way to show your prospect he has lost something by his 
refusal to buy. Ja Ba Bars: 


CoLtumBIA, S. C., May 7, 1906. 

O the Editor-—- Boom the 

“Boomer,” it isa good thing. 
I look forward to receiving it 
with pleasure. I have used the 
last number to good advantage 
in selling our product. When I 
some of the merchants 
down here the reproduction of 
check paid our firm by the Singer 
Mfg. Co. for eauipment for their 
Kilbowie Scotland factory, their 
eyes stick out like a pot leg, and 
they begin to wonder who this 
fellow Sitton is representing such 
a big manufacturing plant as S. F. Bowser & Co. Of course I 
then have gotten my prospective customer interested and it is 
up to me to get his signature for a ‘‘ Bowser’’ before I leave him. 

Nearly every salesman I meet down here has a model of some 
sort of self-measuring oil tank under his arm to sell some unsus- 
pecting dealer. I have never found any purchaser of these cheap 
makeshifts pleased. When they know the good points in a 
Bowser they regret having bought and I have been able to 
replace these cheap outfits with a Bowser. We have the only 
reliable up-to-date self-measuring oil tank made today. 

I find two of our tanks owned by H. Miller & Sons here in 
Columbia that they purchased eighteen years ago; they are as 
good today as they were when first purchased. H. Miller & Sons 
say they would not think of ever trying to do business without a 
Bowser tank and that their tanks have over-paid their purchase 
price every year since thev have owned them. 

Where can you find any store fixture that pays a dividend of 
100% and more per year? A Bowser tank will do it every time 
and what is more the tank remains as an asset for an unlimited 
number of years. 

I wish the “Boomer” a long life, much happiness and pros- 
perity, world without end. 

Yours faithfully, Joun M. Srrron. 


show 


JOHN M. SITTON 


ERSO 


We are continually noticing articles in the current 
magazines extolling the wonderful business develop- 
ment of Oklahoma. We feel it incumbent upon us to 


supplement these articles with the statement that, 


thanks to “Gerry” Rodman, S. F. Bowser & Co. are 
right up in the front ranks. 


Good “Old Virginia” is yielding up a fine Spring 
business for us, and among the gleaners, C. H. Hunt, 
A. Curry and R. E. Freeman are toiling like good 
fellows. 


R. E. Snow has just recently been supplied with his 
first calling list, the card system having been com- 
pleted on Missouri. Mr. Snow has succeeded in selling 
tanks in the old way and if the calling list affects his 
business as it has that of the rest of the boys—and it 
will—just remember “‘he is from Missouri.” 


Down in Louisiana they say “Cotton is King.” 
Well if that is the case, what position in the Royal 
Family does a Bowser Oil Tank hold. J. P. Pressgrove 
is doing a “‘rattling’”’ good business in Cotton Seed Oil 
Outfits. 


Geo. F. Bowen has lately been laid up with rheum- 
atism. He is now back in the game once more though, 
and putting forth an extra effort to make up for lost 
time. Bowen is one of those fellows who is always 
“in the running.” 


From all indications this is to be a remarkably busy 
season among the Automobilists out on the Coast, and 
just to keep up with the pace W. C. Smith is placing.a 
large number of Gasolene Outfits. They’re going like 
hot cakes. 


One might imagine that as F. M. Wilson is a Texan 
it would be necessary to “‘steer”’ 
orders. That this is not the case, however, is dem- 
onstrated by the regularity with which his orders are 
received at the office. 


On account of his father’s ill health, Mr, H. B. 
McCardel has not been able to devote his entire time 
to work in his territory. Notwithstanding this, how- 
ever, ‘“‘Mc’ has succeeded in closing a good bunch of 
gasolene orders this last month. 


Nothing but the best, and lots of it, “‘goes’’ down 
in the Quaker City. Geo. R. Quarles recently sent in 


him around after the ~ 
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an order from a private automobilist for three L. D. 
Outfits equipped with gallon meters. With each outfit 
was also sold a Fire Proof Cabinet. 


The splendid record established by F. M. King is 
being maintained by him. Aside from the fine lot of 
orders he is securing, he also finds time occasionally to 
land an additional good salesman into the Bowser 
ranks. 


Mr. E. F. Klotz is off on his journey to the Pacific 
Coast and we may now expect all his previous records 
to be broken. 


We had a plaesant call from Mr. C. D. Austin, of 
Kentucky, recently. He came to learn of his standing 
as regards his quota, and, having gotten his bearings, 
assures us that Kentucky will be on deck with her share 
of the million. 


After another most successful season in his Southern 
territory, Charlie Saunders has returned to New York 
State, where he is welcomed by the Boston force. 


A. H. Collins continues his onward march toward 
the goal for 1906 and we wonder if he hasn’t a chip 
from Teddy’s Big Stick, which he is using effectively. 


S. L. Jordan continues to have a good business and 
is bound that Eastern Tennessee will yield its full quota 
or he’ll know the reason why. 


Mr. Archie Laverty has recently given up his Mich- 
igan territory which he has held for two years and has 
shifted his seat of operation to Northern Nebraska. 


We regret to report the sad news of the death of 
Mr. Geo. Cornell’s little daughter. He has the pro- 
found sympathy of all the G. A. B. boys and the office 
force. 


O. B. Fitch in West Central Indiana is keeping the 
Hoosiers in that section of the state abreast of the 
times by supplying them with the only up-to-date 
method of handling their oils. 


Geo. L., Edw. B., and Robert L. Koser, of Pennsyl- 
vania, are doing a good business. They are all hustlers 
and bound to get their share of the million. 


H. E. Merritt, operating in a portion of Minnesota, 
although a new man with the line, has proven that 
persistence and enthusiasm are valuable assets in the 
tank business. 


Geo. R. Hance, in South Dakota, is certainly setting 
a good pace. Mr. Hance was laid up several weeks at 
home in Potterville, Mich., but he is going some now. 
By the way orders are showing up he will more than 


make up for lost time and have something for vacation 
period besides. 


S. D. Stoddard, of Portland, Ore., reports a nice 
country to work in and a nice class of people that know 
a good thing when they see it. S. D. stands for ‘‘Sell 
Daily” and Stoddard is trying to live up to this title. 


Edward Stacy, of Iowa, has settled down to a good 
steady business and we are receiving nice orders from 
him every few days. 


P. H. Somers, in Illinois, is proving that size does 
not make the salesman. Somers is small but mighty. 
For a new man he has certainly made a splendid 
showing. 


R. O. Watson can’t see why so many people go 
through life unhappy when they can secure happiness 
by buying a Bowser tank. R. O. is doing his share to 
make as many happy as he can. 


C. S. Hyde, down in the “Lone Star” state, does 
not mean to let any one in his territory miss a good 
thing. He is educating the people daily to see their 
needs. 


J. B. Purdy is demonstrating the fact that Bowser 
kerosene tanks are seasonable the year round, even in 
the Sunny South. 


DENVER, Coxo., April-30, 1906. 
Mr. H. B. Harprr, Editor the ‘‘ Boomer.”’ 

Dear Sir:—It is a pleasure to acknowledge receipt of the 
April number of the ‘‘Boomer.”’ It is chuck full of good things, 
notably the description of ‘“‘A Bowser Equipment in Scotland’’ 
and a facsimile of drafts and order from the Singer Manufacturing 
Co. When a prospective customer begins to make the objection 
of ‘high price’”’ I show him this page of the “‘ Boomer.” 

With best wishes, G. L. HEUSNER. 


April 15, 1906. 
S. F. Bowser & Co. 

Gentlemen:—I averaged 84 miles a day last week in my 
auto after orders, and do not know how I would be able to keep 
up without it now. Mr. Bowser probably told you how it is 
done, as he and I were hard after them during his recent trip to 
this windy city. 

Business is keeping up fine and both Hanks and I are getting 
more P. P. than we ever had before. I got to confine my calls 
now entirely to people who are “‘crazy to buy,” and a few good 
ones who “‘ought to buy.” 

Hoping you are getting the same results all along the line 
Yours truly, K. F. HESSENMUELLER. 


” 


I remain 


In last month’s report we mentioned the fact that Messrs. 
Allen A. Bowser, Thos. Devilbiss and John McLachlan went to 
Scotland to install the Singer equipment. It is said that on the 
trip over, Mr. Devilbiss, who was feeling fairly good about the 
third day out, approached Mr. Bowser and said to him: “By 
George, the sea certainly gives a fellow a great appetite.” “You 
are wrong,’ Mr. Bowser replied, with a gentle heave, “It is not 
a question of give, Tom, it is merely lending.” 
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The proof of the pudding is in the eating. The proof o* 
Bowser superiority is in the using. Perhaps some of your heavy 
oil customers are skeptical about the practicability of Bowser 
outfits, some people are. They are ’‘from Missouri” and you 
have got to “‘show them.” If you had the tank with you, you 
might set it up, fill it with linseed oil and await results. You 
would get the order in time, because he never would allow you 
to take it out; but look at the time you lose. Because of this, 
it isn’t possible for every merchant to prove for himself the 
efficiency, economy and satisfaction to be gained from every 
part of the store equipment. Nor is this necessary, excepting 
where the article is in the experimental stage. Ninety per cent 
of all merchandise sold is sold on reputation on the proof that 
some previous buyer offers. And the man who can approach a 
prospective customer with the backing of 250,000 satisfied cus- 
tomers and twenty years’ experience in tank building, ought 
to have an easy time convincing his costumers that he is not 
up against a ‘‘snide game.’’ That’s what a Bowser salesman 
has behind him. He can say to the unbeliever—‘‘ask any one 
who has used them.’”’ Could we get a letter like this if we did 
not ‘deliver the goods.” 


Borough of Brooklyn, N. Y., June 21, 1905. 
Messrs. S. F. Bowser & Co., Fort Wayne, Ind. 


Gentlemen :—It gives me pleasure to state that I have thirteen 
of your large, and several of your small self-measuring pumps 
and tanks, all of which have been in daily use for nearly two 
years, and have given me complete satisfaction. 

They do everything that you claim for them. They are 
great savers of time, space, labor and material; as there is no 
waste of oil, cleanliness is assured, and in this respect, as well 
as others, they have lessened my danger from fire. 

You may refer any one to me, as I have nothing but praise 
for the outfits you installed for me. 


OILS HANDLED 


Raw Linseed Wood Alcohol Neadsfoot 
Boiled Linseed Roof Oil T. J. Dryer 
Turpentine Floor Oil Damar Varnish 
ay Dryer Benzine Best Asphaltum 
No. 1 Varnish Crude Oil Hard Oil Finish 


Yours very truly, S. B. Kraus. 


Use Bowser reputation for all it’s worth. Is it reasonable 
to suppose that these thousands of successful merchants bought 
with their eyes shut. They are not that kind. They are good, 
solid business men, spending a dollar if it’ will return two, but 
throwing none away. Some of them have reasoned this way— 
‘Here I carry fifteen or twenty different kinds of oil—any kind 
of oil is inflammable. I’m a pretty good subject for a fire. If 
I have a fire it’s all off with me. It will hurt my business im- 
measurably. I ought to have a safe method for handling these 
oils. I ought to have the safest equipment I can get.” ‘Then 
he hustled around, asked his friends, experimented and then 
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Did he get safety? 


NEw York, Sept. 11, 1905. 
S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—We thank you heartily for your’ proffer of 
assistance in connection with the fire we have just suffered. We 
doubt if we shall require your services, as apparently the only 
articles in our store that were not practically destroyed are your 
pumps and tanks. 

It is a source of perfect wonder to us and to every one else 
that our outfits stood the severe test of this fire. We realize 
fully that if we had not had them, our building as well as our 
stock would have been destroyed. 

Strange to say, your benzine and crude oil outfits were sub- 
jected to the severest test, as the fire was hottest about them; 
they are badly blistered but otherwise seem to be all right. 

We doubt if it often happens that your outfits are subjected 
to a severe fire test within a week after they are installed, as it 
happened in this case. 

Just as soon as we get located, we may ask you to assist in 
reinstalling your outfits, and in this connection will state that 
we shall need several more, regarding which you will shortly 
hear from us. Very truly yours, 

BAUMOEHL & EMERMAN. 


bought a Bowser, Here is what he says: 


In the paint oil season, when the rush is on, time is money 
to every paint oil dealer. Show him where he can wait on three 
customers in less time than it takes to wait on one now, and he 
is interested. Show him where one clerk can do the work of 
three and do it better and he is as good assold. In other words— 
you have a regular “hip hold.”’ Right now, he is rushed and 
he knows just how very great the inconvenience of his present 
method is. You are selling him the most convenient arrange- 
ment possible to make for handling his oils. You have for him 
an outfit that will reduce the number of clerks, that will permit 
him to wait on customers in less time and that will please his 
customer just as much as it will please him, because they will 
not have to get dirty every time they buy a gallon of oil, 

The saving a Bowser will afford in time and labor exclusive 
of the saving in oil will in itself offer a larger percentage of the 
return on the investment than could possibly be gotten by putting 
the same money in the bank. F. W. Geiler has written us a. 
letter to that effect, which you can use right here. 


New York, April 10, 1905. 
S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—Your inquiry 8th inst. received. 

Although I expected a great deal, the 15 pumps and tanks 
you recently installed for me more than equal my expectations. 

The arrangement has doubled my tankage capacity and at 
the same time saved me considerable space over that formerly 
occupied. 

Aside from the absolute accuracy in measuring, which I now 
realize means a saving of one to four ounces of oil to every gallon 
drawn, there is not a waste of any oil in any way. 

The economy in labor is immense. One man can easily do 
the work of five, and with less manual effort. 

I appreciate the important fact that your tankage and draw- 
ing arrangements have minimized my danger from fire, with its 
relative effect on my insurance rates. 

My oil room is now clean and orderly; my men like the out- 
fits and like to work them, whereas formerly their distaste was 
expressed in waste of both oil and time. 

I am satisfied that the cost of my entire outfit will be saved 
to me every year. I would not dispose of them at any price if 
I could not replace them, 


Yours truly, F. W. GEILER. 


Then summing it all up, in selling the paint oil trade you are 
selling an outfit in which you have every right to have supreme 
confidence. Your customer will buy not an experiment, but an 
outfit on which the experimenting was all done years ago. - 
Instead of being one of the pioneer purchasers there will be 
many thousands ahead of him, and every one is a satisfied user. 
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BOOME RANGS 


ALLENTOWN, Pa., April 23, 1906. 
Messrs. S. F. BowSER & Co. 

Dear Sirs:—I am in receipt of the April number of the Bowser 
Business Boomer and have read its pages with much interest. 

It does me good to read of the success of the boys, especially 
those I have met. But there is one more thing I would like to 
see and if you will allow me, I will make a suggestion which, if 
adopted, I feel sure would be of great benefit to the boys and to 
the company, if entered into with the right spirit. I would like 
to see a page or two devoted to “‘ Personal Experiences” of the 
boys.’ If you have ever attended an old fashioned Methodist 
Class Meeting you will appreciate what I am getting at. Where 
each member in a few well directed words, tells what the ‘‘Lord”’ 
has done for him and what he has done for the ‘‘Lord”’ since last 
they met, and how each goes from the meeting filled with the 
spirit to go forth with renewed determination to work for the 
Master in the winning of men for the Kingdom of “Christ.” I 
speak as one with experience and I am sure that if a page or two 
were given over to the boys and they would enter into it with 
the same spirit displayed by the editor in his encouraging per- 
sonals—just telling in a half dozen lines what they have that 
day done for the cause, they will read each others experiences 
in the next issue of the ‘“‘ Boomer” and be so enthused that they 
will go out and make that $1,000,000 look silly. 

Pardon me for intruding personal views, but I count myself 
a member of the G. A. B. and-I can’t help taking an interest in 
the welfare of the organization. In the next issue of the Boomer 
please extend my hearty greetings to the boys. Tell them I 
read in the pages of the Boomer of their individual successes 
with great pleasure and I would also be pleased to read over 
their own names of their personalexperiences. Kindly remember 
me to all. 

Wishing every member of the company and everyone con- 
nected therewith the fullest measure of success, health and 
happiness, I beg to remain 

Truly yours, Wm. J. Morton. 
624 Chew Street. 

Ep. NoreE—Mr. Morton will be remembered as the good 
looking gentleman from Allentown, Pa., whom we met at the 
annual meeting a year ago. 


Mexico City, April 7, 1906. 
Mr. H. B. Harper, Editor. 

Dear Sir:—Wish to acknowledge receipt of the Boomer, and 
it was simply fine, especially my picture. My wife did not like 
it very much at first, but she slept with the Boomer under her 
head that night, for she was afraid some one in the city would 
see it. Ha! ha! 

Have just sent $1,179.00 orders taken in one day, so you 
see real estate is going up. 

I also wish the Boomer would please tell Mr. Bate, of Toronto, 
to please let up on Mr. Jones. He gave Mr. Jones a hard deal 
at the meeting and now he has commenced on him in the Boomer. 
If he cannot sell anyone but Jones to please let up. 

With kindest regards to your wife and self from wife and 


myself, I am your ami yos friends, 
J. L. Ho_MeEs. 


New BsErn, N.C., April 21, 1906. 
THE BowsSER BUSINESS BooMER, Fort Wayne, Ind. 

Gentlemen:—-The ‘‘Boomer”’ received last night and I dived 
into the contents, ‘‘devoured”’ it with relish. 

I find the Boomer a great help in many ways. 

The history of the equipment of the Singer Co. plants will be 
a good ‘“‘lever’”’ to pull on. 

“How Gasolene is Obtained” is very instructive. Would 
like to see articles on other grades of oil, as my knowledge in 
that line is very limited, and I have questions asked me every 
day that I cannot answer intelligently, and have to answer in 
offhanded manner. 

I find Mr. King’s suggestion as to printed matter. has good 
effect on some of the trade and I am using it to advantage. 

I would like to ask the editorial staff to work a little over- 
time and add 25 pages more to the paper. 

Eastern N. C. Yours truly, C. H. KEuiy, 


Ep. NorE—That’s what we want—suggestions for the im- 
provement of the Boomer. Send them in. 


WooDsvILLE, N. H., April 23, 1906. 
THe Boomer, Care S. F. Bowser & Co., Fort Wayne, Ind. 

Dear Sir:—What penalty do you put on a man that after he 
takes an order from a P. P. customer asks him for a check to 
send in with same. After the last general letter from ‘‘Pop”’ 
Polhamus, I thought he needed the money, so straight way I 
gave the amount of interest he would get for 365 days on bill 
allowing usual 2% and an extra 3% for cash. If I am wrong, 
I will stand for censure; if I am right—hip, hip, for the money to 
use to buy the stock to make the tanks. 

If I have good luck, I will make good and beat the month of 
March, as I promised. I got left on one big order I banked on, 
but am working overtime and Sundays to make good. 

The ‘“‘Boomer’’ I am looking for every month as an inspirer 
for good things. Long life to the sheet. I wish I could write 
something that looked good to print, but I can not, as the only 
thing that looks good to me is an order, and it is not my fault 
that you do not get ten per day, as my intentions are good; but 
never mind, I am trying to get one that will put the Singer 
Sewing Machine Co.—$17,209—in the shade. I want to say 
it’s up to the general manager now and I will drive another spike 
in it this week. Yours for the present, P. F, CASHMAN. 


“TWIN TROUBLES” 
New York City, April 26, 1906. 
Mr. H. B. Harper, Editor. 

Dear Sir:—TI will tell you of some of the troubles of being a 
twin, This week Mr. Meegan received a letter from one of my 
customers to call at 10 A. M. and see him about an outfit. Mr. 
Meegan wrote me at once about it, and by some mistake, sent 
my brother, J. S., the original letter from the customer. I 
called as per request and sold the man one 2-barrel 12-gauge 
with meter, 1 fire-proof cabinet, one cut 72 and a siphon, took 
my grip and beat it for the next store. 

About 12 M. the same day, J. S. calls at same place and” 
waits about two hours to see the man I had sold. My customer 
says to J.S.: ‘‘ Well, what can I do for you?” possibly thinking 
that I had come back to see if I couldn’t send the goods C. O. D, 
or something of that sort. J.S. says: ‘‘Why, Iam the Bowser 
representative, come in answer to your letter,’ showing him the 
letter at the same time. The man looked rather blank and then 
asked: ‘‘Have you a brother?” J. S. then knew I got there 
first and it was “‘all off.” 

Success to the ‘“‘ Boomer.” 


” 


W. H. Lapp. 


THE BOSTON BRANCH 


Referring to the photographs of the Boston offices shown in 
this issue of the Boomer, a brief description of them may be of 
interest to those who have not had the pleasure of visiting the 
offices. 

The offices are located on the fourth floor at No. 255 Atlantic 
Ave, and are the fourth quarters to be occupied by S. F. Bowser 
& Co., (Inc.) since they have been established in Boston, and, as 
might be expected, they are the largest, the increase having 
been a steady one as business demanded larger facilities for 
handling orders, stock, ete. They are approximately 30 feet 
by 45 feet. The Office is sub-divided into two smaller private 
offices, one being occupied by Mr. E. M. Savercool, Assistant 
General Manager; the other by Mr. D. A. Corey, the Eastern 
Manager. There is also a dictating room. The partitions be- 
tween these smaller offices are mostly of glass, admitting an 
abundance of light and enabling one to command an unob- 
structed view of the entire office. 


OFFICE AT BOSTON 


The outer, or main office, is occupied by a clerical force of 
sixteen, and presents an animated sight. In this office there are 
five full sized roll-top desks, seven typewriter desks, four clerks’ 
desks, and one large advertising table. There are also two large 
safes for the card index, records, etc., one large verticle file and 
two map cabinets. Notwithstanding the care and foresight 
taken in designing these offices, they are today hardly adequate 
for handling the amount of business that is daily transacted at 
this point; in fact, they are a very much crowded apartment, 
there being at the present time nineteen persons in the office. 

Situated on Atlantic Avenue, as before stated, the windows 
command an unobstructed view of Boston Harbor, and on a 
clear day it is possible, without the aid of glasses, to see Boston 
light ten miles distant. Shipping, both foreign and coastwise, 
entering and leaving Boston Harbor, is plainly to be seen and 
presents a most interesting and inspiring sight. 

Located in the rear of the office is a show and demonstrating 
room 12 feet by 30 feet, where the different styles of outfits may 
be seen set up and in working order. At the left of this show- 
room is a large stationery and advertising stock room from which 
hundreds of pieces of advertising matter are sent out daily. 

The shop and stock-room on the fourth floor has an area of 
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about 8000 square feet. It is equipped with planers, circular 
saws and the necessary machinery for the manufacture of wood- 
cased tanks. This shop is under the personal supervision of 
Mr. J. L. Rhoads, who has four assistants. On the second floor 


FACTORY AT BOSTON 


of this building is a stock-room of approximately 4000 square 
feet and a drafting room 17 feet by 15 feet, this department 
recently being necessitated by the increased factory and railroad 
business now being handled by the Boston office. 

Store rooms on the two floors are reached by a large freight 
elevator capable of handling as large as 10-barrel tanks. How- 
ever, larger kerosene tanks have been lowered from the fourth 
floor by roping the same to bottom of elevator. 


DISPLAY ROOM AT BOSTON 


The territory under the jurisdiction of the Boston office com- 
prises Maine, New Hampshire, Vermont, Massachusetts, Rhode 
Island, Connecticut, New York and New Jersey, and in com- 
parison is about one-half the area of the State of Texas. S. F. 
Bowser & Co., (Inc.) are represented in this territory by twenty- 
four salesmen traveling from the Boston office. 
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Jyowser’s Boston Boys 


Mr. C. A. Gridley surprised the management of the Boston 
office by sending in the first order received at Boston for a 
Power Pump. 


Mr. E. J. Connolly can certainly sell Bowser Tanks, as he 
went to Lowell, the home of the Eastern Tank, a week ago and 
received three orders for kerosene outfits within two days. Mr. 
Connolly is doing an excellent business in Essex County. 


Mr. H. W. M. Storer, who is working in Western Massachu- 
setts, sent in a nice order for a 10-barrel Cut No. 41 outfit with 
Meter, trading out a National self-measuring outfit, which was 
recently sold in his territory. 


Mr. P. H. Bowman has been recently transferred from the 
Eastern part of Connecticut to Vermont, and has sent in a 
number of good sized orders from his new territory. The stimu- 
lating Green Mountain air seems to agree with Percy, and he 
certainly knows how to sell Bowser Tanks in Vermont. 


We are pleased to hear from our old Maine friend, N. A. 
Ring, as recent mails have brought. several good sized orders 
from him. It looks as though Mr. Ring had obtained a mastery 
of his physical self and was once more in his old time form. 


We have been pleased to receive during the past month a 
number of large orders from Mr. S. J. Hunter, who is traveling 
Central New York State. Mr. Hunter’s work is especially com- 
mendatory as he had but a brief apprenticeship at the Boston 
offices before beginning work on his territory. 


Mr. Walter Gledhill is lining up a nice lot of factory business 
in the state of Connecticut. 


Mr. Wm. Bryld recently entered our employ, traveling in the 
Central part of New York State. He was formerly in the employ 
of the Dodge Computing Scale Co., of Yonkers, N. Y., and those 
people who have been favored with meeting him are convinced 
beyond the shadow of a doubt that he has the ability to sell 
B wser Tanks. We are expecting daily to receive a shower of 
orders from that section of the country. 


The clerical force of the Boston office were recently in receipt 
of a large box of fresh boiled lobsters, and on the same morning 
there was received from Portsmouth, N. H., a large order bearing 
the familiar signature of P. F. Cashman, and there was no ques- 
tion in the minds of the employees of the Boston office but that 
the lobsters came from*the same source. Needless to add the 
crustaceans were greatly appreciated and their rapid disappear- 
ance was not surprising. 


During the past month the Boston office has been favored 
with a visit from the General Manager, Mr. A. Z. Polhamus, and 
the Superintendent of Construction Department, Mr. Fred 
Knoche. 


Mr. Chas. Saunders and Mr. H. C. Carpenter, Jr., who have 
been working in the South, are now traveling from the Boston 
office. Mr. Saunders is in the Northern part of New York State 
and Mr. Carpenter is handling the heavy oil and drug trade in 
Boston. Mr. Carpenter has had unprecedented success with 
this trade already, receiving several large orders, one of them 
from the Eastern Drug Co. for 23 large sized Drug Tanks. 


“A WORD OF EXPLANATION” is necessary at the start- 
off. Be it known throughout the land that I am not a tank 
salesman nor the son of a tank salesman, yet I wouldn’t miss a 
chance to sell “A BOWSER” if I had the opportunity. 


Recently a friend of mine purchased a large automobile and 
most naturally I was on his trail as soon as the news reached me. 
When it came to the subject of buying a gasolene tank I found 
he was not as approachable as I had formerly thought him to be. 
However, I informed him that I had “PROOF POSITIVE” 
ABOUT” and that I had ‘‘SOME FACTS” in my possession to 
prove that “SAFETY, ECONOMY AND SATISFACTION” 
were the “THREE PRIME ESSENTIALS” in the handling of 
gasolene. His answer was the usual one—‘‘ WILL IT PAY>” 
His reply from me was “HOW DO YOU HANDLE YOUR 
GASOLENE” at the present time? “DO YOU KNOW,” said 
he, I have always considered a barrel good enough for my use, 
but your ‘““TERSE TANK TALK” has put a “NEW THOUGHT 
in my head that perhaps I have been mistaken and that “THE 
NEW WAY’”—the Bowser way—may be the better after all. 


It was evident to me at this time that he was favorably 
impressed and I proceeded to tell him ‘““‘WHAT OTHERS SAY 
ABOUT” our outfits, advised him that “THERE’S A WORLD 
OF MEANING” in the word ‘‘ BOWSER” when talking on the 
subject of tanks. “Il WILL, PAY YOU,” I said, to “j.UST 
REMEMBER THAT” our method is today the only way, not 
only “FROM THE STANDPOINT OF ECONOMY”. and 
“ACCURATE OIL MEASURE” but the combined standpoint 
of “RCONOMY, CONVENIENCE AND DURABILITY.” 


He said that our No. 41 was evidently ‘““A BUSY PUMP FOR 
BUSY MEN” and that he really ought to have one in his garage. 
My statements are all “FACTS,” sail I, and I am giving you 
“PRACTICAL POINTERS” that will benefit you if you give 
due consideration to “A TIMELY.TOPIC”. that vitally con- 
cerns your comfort and safety. He said that it would seem to 
be “A FAIR EXCHANGE” if I were to ship him an outfit at 
once and he was to send us his cheque—to which statement I 
heartily agreed. 

“THEY SAY” there is “SATISFACTION” -in Closing a 
deal for a good outfit with any ‘‘MR. AUTOIST,” the truth of 
which statement I have since realized, and when ‘’ THE SAVING 
BEGINS” and the ‘QUALITY OF OIL” is retained, as my 
friend will shortly find to be the case since he put in his Bowser 
outfit, he will appreciate ‘““‘THE SAFETY OF A BOWSER” 
and allow us to inscribe his name on our “ROLL OF HONOR.” 

Boston, Mass., April 28, 1906 SS PORz: 


This is a story that is printed for the first time and has been 
held back until now out of consideration for the hero of the tale: 


When J. B. Bate was in Fort Wayne at the Convention, he 
stopped at the Aveline. Now the proprietor of the Aveline has 
a great deal of admiration for an Englishman, and showed him 
attentions which he was not disposed to give to the other Bowser 
men. One of these attentions took the form of having a music 
box in the bath room, and when Mr. Bate, on Saturday night, 
went to take a bath, the music box was started. About an hour 
later, Mr. Bate was seen walking through the corridor and Mr. 
Stevens asked him what he thought of the bath room. Bate 
replied: ‘‘ Beautiful, beautiful.” “ Well,” said Stevens, ‘‘How do 
you like my music box?” ‘Bah! that music box; the thing 
played ‘God save the King’ and I had to stand up the whole time 
I was trying to bathe.” 
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TORONTO SECTION OF THE “BOOMER” 


Well, the Toronto Automobile Show is all over and all of us 
are pretty tired, but it certainly was a success in every way and 
the results are all that could be asked for, considering the fact 
that it was the first Canadian show and the additional fact that 
the use of automobiles in Canada is much more limited than in 
the States. 

There were lots of exhibits, both of cars and accessories. Of 
course the automobile manufacturers and dealers made a greater 
spread than Bowser & Co., but there was not an accessory ex- 
hibit that could show Bowser & Co. anything in the way of 
attractive display, space, etc. Our exhibit included all the 
principle and the outfits themselves talked more than all the 
men combined. They seemed to ‘‘speak right out in meeting,” 
and then add to this the fact that we had extra fine salesmen 
and you may know why we did such a good business. 

The show was held in two adjacent rinks on Church Street, 
the Granite Rink and the Curling Rink. In the Curling Rink 
were the complete machines, and in the Granite Rink the acces- 
sories. Our exhibit had one of the best locations in the Granite 
Rink, so situated that you could not get into the Curling Rink 
to see the automobiles without passing our booth. It is said 
that the interest created by Messrs. Bate and Hanks on this 
prominent corner was something wonderful. 

The total amount of the sales compared very favorably with 
the sales made at the different shows in the States, and in addi- 
tion to this will undoubtedly prove a most excellent advertise- 
ment and result in considerable business which otherwise would 
not be obtained. 

F. L. Hanks, the well known and illustrious salesman from 
Chicago, and Mr. J. B. Bate, than whom there is no better, 
rendered very valuable services in connection with the show 
and turned ina large number of orders. We very much regretted 
that Mr. Napoleon Rosconi was out of the city when sent for 
and we were, therefore, deprived of his services. Mr. J. E. Hale 
came out of the woods long enough to favor us with a visit but 
could not stay for any extended period, because he had to get 
back to close up some more business—this he did in short order 
maybe it was the good influence of the show, perhaps it was not, 
but any way Mr. Hale has sent in some very nice orders since 
then and we like to give the show the credit. 

It was rather singular that the decorations at the Automobile 
Show were red, white and blue; a very encouraging thing for 
the boys from the States. 

Yours very truly, W. R. HANcE. 


MR. HANCE FROM TORONTO WRITES AS FOLLOWS: 


“We had the pleasure of receiving the following piece of 
news this morning, and it seems to us the most valuable that 
we have received in some time. It reads as follows, and comes 
in the shape of a telegram: 


coe 


Everything arranged for new building. Will be up next 
week. S. F. Bowser.’ ”’ 
The above means that the conditions at Toronto are going 
to be very much improved, and that Mr. Hance is no longer 
going to be handicapped with the crowded conditions that have 
prevailed. Mr. Bowser in now in Toronto completing negotia- 
tions for the purchase of the land and the erection of an office 
and factory building, which will do justice to the splendidly 
increasing business that is coming through the Canadian branch. 
Since the first of the year there has been a very large number 


of good orders received from the Toronto office, and Mr. Hance 
is to be congratulated on having such hard workers as J. B. Bate, 
Napoleon Rosconi, Tom Cragg and J. E. Hale. Judging from 
the business, they must be a hard combination to beat. 


VERMILLION, ALTA., April 5, 1906. 
Mr. W. R. Hance, Toronto, Ont. 

’ Dear Sir:—Please find enclosed some daily reports and 
orders Nos. 721, 722, 724, 725, 726, which you will kindly attend 
to. Mr. Hance, the writer is having a pretty tough time this 
week, ‘This is a new branch of the C. P. R. from Edmonton to 
Battleford that was finished last Fall. ‘The accommodation is » 
very limited. Two nights last week I had to pay 50 cents for 
the privilege of sitting up in a chair all night in order to get out 
of the nights’ chilly winds, as bed room was out of the question. 
However, I will soon reach a better part of the road where they 
will have some hotel accommodations. 

It will be something over a week yet before I reach Prince 
Albert, so if you have anything in the way of daily reports to 
send me, send them to me at Prince Albert, Sask. 

Hoping our good business keeps up, I am, 

Yours very truly, THos. Cracc. 


AN UP-TO-DATE GARAGE EQUIPMENT 


Salesmen are often asked what might be considered an 
up-to-date equipment for either the private or public garage. 
Circumstances, of course, have a great deal to do with this, but 
the above picture of Mr. Bowser’s own equipment covers what 
he considers the proper installation. 

Messrs. 5. F. and A. A. Bowser each have a White steamer, 
1906 model. In the garage they have two Long Distance, Cut 
41 Pumps, with a five-barrel No. 12 gauge tanks for gasolene 
and a two-barrel No. 12 gauge tank for kerosene, buried under 
ground away from the building. For lubricating oil there is a 
Cut 54 two-compartment glass front cabinet, each compartment 
having a capacity of one barrel. This equipment takes care of 
their requirements. 


During the month of March sixty tons of galvanized steel 
were used in the production of Bowser tanks at Fort Wayne. 
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How They Looked On Saturday Night—at the Close of the $37,578 Week 


W. D. Inslee, the man who is responsible for all of your trials, COPY OF LETTER JUST RECEIVED 
ag Gide and joys in connection with eee ee DENVER, Co1o., April 28, 1906. 
ystem, surely S$ across some curious names as he digs an S. F. Bowser & Co., Fort Wayne, Ind. 
delves through the records. : . 
: ; : Gentlemen:—We have recently installed four of your Bowser 
Mr. Inslee has just handed us the following, which he attests ; : 5 < 
: : . : Tanks in our retail departinent; one five-barrel tank for linseed 
is but a specimen of what he might hand in almost any time. : : ‘ 
Hej di ide searh 5 ; oil, one two-barrel tank for turpentine, one one-barrel tank for 
te gee ee OUP Reta tates: wood alcohol and one two-barrel tank for benzine, which we have 
Sing Willie. had buried three feet under ground in the alley. 
We have been using these tanks for a short time only, but 


Walle, Danz. already have found them a great benefit. The principle points 


U. R. Gassing, in their favor being: The cleanliness with which we can transact 

this part of our business, the saving of time and the doing away 

Sea & Noe. almost entirely-of funnels and measures, besides the satisfaction 
7 a 1] c j T 

id Chie. of knowing that our customers get accurate measure. We are 


satisfied that we will save the price of these tanks in at least a 
Black & Brown. year’s time, and cheerfully recommend them to any concern as 
both practical and economical in every way. 
(Signed) Yours truly, THe HumpHreEy JONES PAINT Co., 
Berry & Onion, H. H. Mann, Mgr. 


I. T. Breedlove. 


12 TALE 


DEAR BiL__L:—You certainly have been “‘diggin’ to 
beat the band”’ this month and | want to congratulate 
you on the fine orders you have sent in. I wish you 
would tell me what particular line of conversation you 
used that enabled you to turn the trick—I would like 
to pass it on to the boys working the factory trade— 
they need it. We still have a hard hill to climb this 
and next month to reach our quota, and | want you 
to dig hard and deep. Remember that we also have 
three conventions to attend before July Ist, and we 
must keep busy in order to get in the orders to meet our 
quota for the first six months. I will join you at the 
convention in St. Louis on the morning of May 8th.— 
Have the red paint ready. 

Yours, DUNK. 


“ALWAYS SHOW HIS WIFE FIRST” 


My ‘‘Dago” man will buy the tank, 
His pencil’s ready to sign; 

A gentle voice, so firm, so frank, 
Comes in from there behind, 

“Now, Tony, don’t you buy that tank, 
We need the money in the bank.” 

Oh, woman, thou art but a flower, 
So beauteous, bright and frail; 

But when in this, my closing hour 
You break in on a sale, 

If you could but take wings and soar 
And not be listening ’round the store. 

This happened to me twice in a week at Dallas, Texas, and 
should be given to the boys of the Bowser grip so that they may 
profit by my example. Don't forget the ladies. 

Cie: ELYDE: 


We are indebted to the National Cash Register for the fol- 
lowing, which one of their salesmen uses most effectively as a 
closing argument when a merchant, in need of a cash register, 
is on the fence. He says he makes a written comparison on a 
black board or a piece of paper, as follows: 

OuR SYSTEM 
Creates carefulness, ; 
Carefulness creates efficiency, 
Efficiency makes satisfied customers, 
Satisfied customers mean profit. 

YOUR SYSTEM 
Creates carelessness, 
Carelessness creates inefficiency, 
Inefficiency makes dissatisfied customers, 
Dissatisfied customers mean loss. 

The above applies so very well to the installation of oil tanks, 
that we believe we are justified in taking it bodily. 
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HIS OLD WEAKNESS 


“Ah,” said Mrs. Oldcastle, “I had your husband 
hors du combat last night.’ fi. 

‘Did your” replied Mrs. Packenham. “He told 
me that he was goin’ to the automobile show, but 
Josiah always did have a soft spot for horses. You 
know he got his start in life runnin’ a dray.’”’—CuHIcAGo 
RK ECORD-HERALD. 

The Lady Interviewer—‘‘And you brought that 
lovely parrot from the ill-fated shipr What a beauty; 
does it talk at all?” 

The Sailor Man (embarrassed)—“‘H’h, Er—yes, 
quite a bit, mum, but not for publercation.’”—Ex- 
CHANGE. 


Happiness is a habit—contract it. 

“Now” turned around spells victory. 

Aspiration plus prespiration equals success. 

Have a good time—but don’t make it your business. 
He who burns his money never enlightens the world. 
Many light-weight men are built on a large scale. 


A chronic critic soon develops into a constant 
knocker. 


The only sure things are those that have already 
happened. 


Many a man’s reputation would not know his char- 
acter if they met on the street. 


Ten words make one epigram, ten epigrams make 
one wit, ten wits make one tired. 


The facts we get out of work have glue on them, 
but the facts we get out of books are greased. 


Talk for five minutes about a trifling annoyance 
and it will assume the proportions of a catastrophe. 


The less you require looking after, the more able 
you are to stand alone and complete your tasks—the 
greater your reward. 


What have you done? Those resolutions of three, 
five or ten years ago. Where are they? You can’t 
live your life again. Time is fleeting by. Nearly time 
to get about and do things if you intend to throw a 
stake for wealth, independence or happiness. 


Finish every day and be done with it.” You have 
done what you could; some blunders and absurdities 
crept in; forget them as soon as you can. Tomorrow 
is a new day: you shall begin it well and serenely and 
with too high a spirit to be encumbered with your old 
nonsense. 


S.F. BOWSER & Co. INC. 
PUBLISHERS 


VOL. 1 JUN ED 15751.9:06 No. 6 


YELP 3 (WISH BILL 

Wipe 
Y LPL Kl WERE HERE 
LJ # : EL a 


TO HELP DIG 


RK 
SS 


“ff 


<a 
=a K 


OTE 5 Ni \Y ~ 
énpllddtat ! 
Metta UA 
Py Ny pe 
rie mY 
Sat y 

HY fi 


Ml 
TTY 


i} pn 


As shown in our last issue, the game of See-Saw ended disastrously for the Western division, so that a 
tug of war was proposed, the avordupois balance being in favor of the Western division. It is safe to predict 
that this exercise is too strenuous for Bechtel and that the see-saw will again be resorted to as a means for 


getting Savercool up in the air. 


A BI-MONTHLY BOOMER 


To comply with the insistent demand of our salesmen will issue the Boomer twice a month instead of 
once. The regular dates of publication will be the Ist and 15th of each month. 
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BOOM! BOOM! BOOM! 


THE BIGGEST FIVE MONTHS IN OUR HISTORY 
Total orders 1906 to date Pee ey ene ee ae en Ee ih ROOD OOD Ce OOO Uo ma oe 0s $4 | 2018) 7 


Total orders 1905, same period....... TiS edae esis ee eeomtwe de ere esa: 20 io a oa 237,200.47 


The above covers orders received, not shipments made—the million mark cover shipments only. 
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Are You Going to Let Him Have It? 


J. N. Dietch has the habit—he is ahead of his quota—has sent in so many orders that the suspicion 
is gaining ground that he wants the whole factory. J. N. is one of the hardest workers of the G. A. B., and - 
deserves all he gets. 
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June Must Be the Banner Month 


Five months of the year are gone and we are behind on our quota. Not 
very far behind, but far enough to lose out in the end unless it’s made up in the 
next few weeks. 


To do a million in a year means a half-million in six months and there’s 
just this month left of the half year. The shortage can be made up easily if 
every man in both divisions lives up to our expectations. 


Every man has his quota; you know what your figure is. Have you come 
up to it? If you have not, then you will in part be responsible if we do not 
come up to the seven figure total. 


This month must be the Banner month, and it’s up to you 
to make it. 


It must be the biggest month in our history. You know what that means. 
It spells hard work, harder work even than you have been doing, and some 
of you have been plugging along good and hard. We must not disappoint the 
“old man,” he expects a million and we believe he has has a right to. You 
can leave it to him to make good the promise in his letter on page 2. If you 
do not fail him you can bank on having the finest time time next January that 
you ever dreamt of. 


But what we want to caution you against is about waiting too long. We 
know you are good finishers, but it is a whole lot better to make sure of your 
quota early. Your territory may be visited by an earthquake later on. 


Get Busy, Make Your Quota Every Day 


BOWSER. 


NESS BOO 
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As predicted, the tug of war was abandoned for the see-saw, with the above result. We have been criticized 
for putting the loser higher up than the winner. But it’s the man on the ground who gets the business. 
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A LARGE EQUIPMENT FOR PAINT OILS 

In previous issues we have briefly described the largest garage 
and factory equipments thus far installed by S. F. Bowser & Co. 
This article dwells on the largest paint store equipment of oil 
tanks ever installed. 

Messrs. H. Behlen & Bros., 37 Pearl St., New York City, 
had, in common with every other dealer in oil who handles it 
in the same way, to put up with more dirt, danger and losses 
than good business sense pronounced wise. Mr. Meegan showed 
them how to get rid of every disagreeable feature of handling oil 
and in December of last year sold the equipment herein described. 

The equipment consists of: 

9 One-Barrel Outfits. 
31 Two-Barrel Outfits. 
12 Three-Barrel Outfits. 

1 Five-Barrel Outfit. 

A total of 53 outfits with a capacity for 53 kinds of oil. The 
names of the oils will be found under the illystration of plan of 
the equipment. (One additional outfit was ordered later on— 
making the 53). 

All of the volatile oils are stored in tanks buried under the 
vault, which in turn is under the sidewalk. ‘These are Type B 


tanks; seven of them: have Cut 15 pumps directly above them, 
six have Cut 41 Long Distance pumps located in the main sales- 
room and one is complete with two pumps—a Cut 15 pump in 
the vault and a Cut 41 pump in the basement. Then in the 
basement will be found 38, one, two and three barrel Type B 
tanks, with Cut 15 pumps in the salesroom, above on the opposite 
side of the room from the Cut 41 pumps and one Cut 9 tank and 
pump. 

The tanks in the vault can be filled either from the sidewalk 
or from barrels in the vault. Each tank is provided with a 
separate vent pipe which extends to and is connected with a 
large vent pipe that runs to the top of the building. Fifteen of 
the tanks are provided with Bowser Patent Agitators to keep 
the liquids well mixed and to prevent settling. Over the tanks 
in the basement isa barrel track. The barrels are raised on this 
track with the aid of the barrel hoist, also furnished by us. The 
barrel is then rolled over its respective tank and emptied by 
gravity through a bung faucet. Where desired, any of these 
tanks can be filled from the floor above. 

The Cut 41 pump in the basement is so arranged that the 
contents of tank No. 14 can be drawn at the pump or forced 
into any one of four shellac cuttars in the cellar. 


All Lanna invauit. to be 
filled tnro Dulkeye in 
%  sidewalkor IN vault 
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OILS USED WITH THE ABOVE EQUIPMENT 


(TANKS IN VAULT) 


No. 1 Tank for Rubber Cement...... » (capacity 65 Gals. 
INO: 2a JMO EMCEE KE a co Aaa oe 120 
INORG a aa VIetAlaCitone Aa arr aan ee Nae ae IOs 
No. 4 Sede eA CULONCcen eau eae Glee are Ree y Aes. 1g 
ING aD ae oo oebamatian lic tid apy ene nee 2 G5 ° 
IN Ota OMeny comes aie OL hee a CUUeiagee eee te Se (pr 
ING seal on a ISCO es RE A rare eects ss sax0) 
No. 8 Coa s Vate Remover emmceietan ae 655 
NO Oa es eames CUT Chen C1 eam en aig eee ee Wy WAXO) = 7° 
Nos lO Ss  Bernzine, Bre a Mee ey Se st 17 Ole 
Nomis , Columbian Spr ait rey oe 2 Oa 
Womwl2s t+ ‘* Naphtha.. Br ees ae i 1? Ones 
INios digie ay “Wood cohol 97. Bek OS Ae AE o 2, One 
INGE en = mE VVIOOG Alcon O10 5 nar nee ve 280m 
INOS Dae ee 2 bardsOn MNO Soititt, seer s 12045 


(TANKS IN BASEMENT) 


NoOwiG Danke tore Sint orice . capacity 170 Gals. 


No. 07 i Rawal nsec diate coe eern arian 170 

INOATS Sy 64 Botledelinseed ae. eee a iO) 2 
INOMLOP Semel inpemtiness Mere aden 1708 
Nov20)> SS Etireka Poll Oi. Ree ss PXO 9 
Nov 21 Se Excelsior Oilnauu sae cs 120i 
Now22"* i  PeapalNow2e eect ere - 120s 
INOS 23) Shoe <S Blacks Viaii tiis cs 12 Oe 
ING, Bes RG oovnnNes WERNTUIEIM. Va Go oe * L20 aa 
NO 257) see OPCCe ice ach ich nae + 120 
NOw-260) He oo RosewoodlCole annis lias s 12055 
ING) 24 onthe Vets yee s 120. aks 
INOWZS a of Sslehohe API, WNBA = 3 aa ac a 1205 
Noy 29r > Ouick Hinishvattiichiaat os 1200see 


Blagk@Aspiiailitteenng eee a 1205s 


THE 


No. 31 Tank for Turp. Asphalt.............capacity 120 Gals. 
Noma venient Os, PiniSh en saaiye Micke ng if 120s 
OMG Gemee Sie ecu IC IITCs FA Dagicn oa ehols ctecig oe, 1 
INO RGD Meicone  MEBLOW NM: ADAM tonne tae oa a rs LZ Owe 
INGA come aan nse aN xa Ly Glee Et imi Shs. S08 os uy 120 
Nov 36) 4" ie A ache shicnotce ® Ap Mere AG. a eee Peyo 
No.37 ~ Some Vid CHITIOM OUI ose tee. llacurte mes exe a 
No. 38 ee mete Al: arid rata CKt hes. ne tos 120 ae 
NOOO Samir Al i Sandrarack oo 4 6..2. ; ss 120m. 
Non Ones Gr Al Sp, Copal. « ” “ 120s 
NO.4A = = Gr. Al. French Watnisie) Zz 1200. 


A FEW ITEMS 
We have discovered a new market for drug tanks, having 
recently received an order from a firm of lobster packers, Halifax, 
N. S., for one Cut 500 outfit which they are using to put a half 
ounce of salt water into the lobster can just previous to being 
sealed. They report it to be just the thing. 

Mr. Napoleon Rosconi favored us with a big order for a 
garage in Quebec City, Quebec. amounting to $359.00, and not 
long since sold the Canadian Rubber Co., of Montreal a 20-barrel 
Cut 41 outfit. He has also sent in several orders for 5-gallon 
pumps. 

We have recently added to our traveling force Mr. C. J. 
Bowes, a gentlemanly looking fellow who has been connected 
with the Pennsylvania Railway Company in Kentucky, acting 
as claims agent. He is a native of Canada originally, and it is 
partly to be near his parents, who reside in Brantford, Ontario, 
that he returns to Canada. We bespeak for Mr. Bowes a very 
bright future with our line. He has been assigned the territory 


_ in Southwestern part of Ontario. 


From the way in which Mr. J. E. Hale sends in orders for 


Type B tanks he evidently considers them the very best we 


manufacture. We have had the pleasure of receiving a number 


of orders for 5-barrel Type B outfits from Mr. Hale recently. 


We just received an order from Mr. Thomas Cragg, given to 


him by the city of Brandon, Manitoba, for Cut 53, with nickel 


plated pumps. Such orders make our quota look smaller. 

Mr. J. B. Bate recently sold Nicholl Bros., of Toronto, a 15- 
parrel Cut 41 outfit for their gasolene launch at Barrie, Ontario. 
The installation is to be quite unique from the fact that the 
pump is to be placed in the light house. No light can be too 
strong for Bowser Equipments. 

Talk about first-class installations, some of Bowser’s old- 


_ time installers should see the work done by our Mr. Oren Cooley, 
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No. 42 Tank for Brown French Varnish..... capacity 65 Gals. 
No. 43. “ =“. Col. Sp. Orange Shellac: ;.. - Ones 
No. 44 “ “® Col. Sp. Shellac (white)..... ut 65 
No. 45 ‘ ~ Gr, Al, Orange Shellac,..... Gout 
NOP Omi wne me Vbite Shellace .5 t.- aoe ef 65 
No.47 “ “ W. Al. Orange Shellac No. 1 : 170 
Nose eS Soe \WewAT Shellac Nos?) 2 a5. MAO 
No. 49 ‘“ “ W. Al; Shellac No. 1 white.. TO 
No.50 “ “ W. Al. Shellac No. 2 white.. doy 
No. 51 a SG Al RE ear iishee seen, HON See 
N One eee GTA Alconolepe eine ee 120-5 


FROM TORONTO 


in installing a large equipment which we recently sold to the 
Canadian Furniture Manufacturers for their plant at Waterloo, 
Ontario. The oil house is 80 feet from the factory. It is a 
pleasure to see how the pipes are run from the oil house to where 
they enter the factory. 

OTTAwa, CANADA, May 20, 1906. 
THE Eprtor “Boomer,” Fort Wayne, Ind. 

Dear Editor:—Current number of ‘“‘Boomer” at hand—it’s 
all right. You certainly got off that chestnut about the King 
and the bath in good shape; only one thing you did not know, 
and that is “that apart from the respect I have for him as a 
Monarch and a man, I was kidding up to him some just then 
because he has a splendid garage at Buckingham Palace, London, 
and I am now daily looking for a Royal command to go over 
and explain the advantages of Cuts 44 and 41—which will have 
to have gold fixings where possible. 

You may tell Mr. Holmes, the man from Mexico, that the 
reason Jones is a favorite of mine is that he has a particularly 
bright and clever wife who is a brilliant talker, and I rather 
enjoy meeting this kind of woman. Also tell him that an old 
song, if altered a bit, fits him (Holmes) thusly: 


Be he never so humble, there’s no man like Holmes.”’ 

‘“Holmes, Holmes, sweet, sweet Holmes, 

At least in his own home and Mexico. 

Today an experience came to me of the value of keeping on 
calling. A certain concern I have been talking to at times for 
about three years until I was pretty nearly tired. They were 
always saying, ‘‘When we can get our factory altered we may 
take it up,” and I began to regard this asa bluff. My last visit 
was only two weeks ago, but having to be up at Ottawa again 
today, I passed their factory and argued the matter over with 
myself for a few seconds as to 
whether I would, or would not, 
call. 

Thoseof the Gz A. B. 
know me best know that I am 


who 


nervous, and retiring, and sensi- 
tive; (I could not send my photo 
but don’t mind sending my 
character) so I had to force 
myself to go in and tell them 

e ‘“‘old, old story,” and to my 
surprise they seemed more dis- 
posed to listen, got interested in 
Cut 605, said that was about 
what they would need for nine 
outfits; that before September 
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they hoped to send blue prints of their oil house, position, 
etc., and it looks like coming to me. 

What was more useful still, they took me across to some 
gasolene launch people, who are putting in a new boat house on 
one of the river points, and put me in the way of a 5-barrel 
Cut 44—\ that if I had not called ‘just once again” on the Ottawa 
Car Co. I should probably have missed, as it is a new concern 
just opening up. 


Tell Dunk that next month he will have to get two “ Bills,” 
and they will have to be large ones, too, on his end of the teeter ; 
else, when our end goes down the Angel Gabriel will see him 
soaring Heavenwards, and I can fancy hearing Gabriel say, 
“Why, for the land sakes! here comes Dunkelberg. Well, I 
never expected to see him here. What ever has happened down 
id ete 


Goodbye Mr. Editor, and good luck. —- Yours truly, BATE. 


THE NEWS FROM BOSTON 
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Let every salesman hustle hard, 
GET BUSY. 

A Million’s what we want, old pard, 
GET BUSY. 

Don’t stand around and wonder why 

Your orders don’t mount to the sky, 

But just take hold and make ’em fly 
GH Busive 


The automobiles hoot and scoot, 
GET BUSY. 
If a man won’t buy don’t stop to shoot, 
GET BUSY. 
There are others waiting for a Bowser Tank; 
Just double your sales and take higher rank, 
Then you'll have yourself and Bowser to thank. 
GET BUSY. 


By the orders received during the past month from Mr. G. W. 
Bigelow it is very evident that he is still in his old time form. 
In length of service and experience Mr. Bigelow is entitled to 

_the rank of ‘“‘Dean”’ of the Boston salesmen, he having been 
attached to the New England office continually since its estab- 
lishment. At the present time Mr. Bigelow is working in the 
territory bordering on Lake Ontario, New York. 

Experience certainly counts. We are pleased to note the 
large increase in business received from Mr. Wm. Bryld during 
this month. One order received from him amounted to $568.00, 


The season is short—the mark is high, 
GET BUSY. 
Don’t let any prospects pass you by, 
GET BUSY. 
If you’re up against it and somewhat in doubt 
Fort Wayne or Boston will help you out. 
Just drop them a line and be up and about. 
GET BUSY. 


S. F. is working both nights and days. 
GET BUSY. 
A. %, is the author of the phrase 
GEL BUSY.’ 
E. M. is after °em good and hot, 
He’s always the Johnny on the spot 
And you can be one as well as not—if you'll only 


GET BUSY. Pop. 


and his total business amounted to about ten times that of the 
previous month, and we expect to see still greater results from 
Mr. Bryld’s work. 

The factory trade in Boston and vicinity has received during 
the past month extra good attention at the hands of Mr. F. F. 
Davis. By the large number of orders received during the month 
and also by his reports, we look for a much larger business from 
him during the coming month. 

We are glad to note the continuation of orders from Mr. 
Dunsmore during the month. Sandy soil is not always the most 
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fertile field but the crop seems to be good where it is properly 
worked and harvested, and Mr. Dunsmore seems to understand 
how to work that kind of soil. 

The handwriting of Mr. C. R. Eggleston has become quite 
familiar to our order clerk, there being fifteen orders received 
from him during May. His territory adjoins that of Mr. G. W. 
Bigelow and we certainly feel confident that Northern New York 
State is in the care of capable salesmen. Although Mr. Eggleston 
sends in a large number of orders yet they are mtteh smaller in 
size than the others and we hope he will try to raise the capacity 
of the tanks he is selling. 

Mr. W. J. Fitzpatrick is now working territory in Southeastern 
Massachusetts, commonly termed the ‘‘Cape,’’ where he is con- 
ducting an active and vigorous tank campaign. This particular 
section of ““Yankeedom”’ needs hard and consistent work on the 
part of the salesman and Mr, Fitzpatrick is without doubt the 
right man for the territory. 

“Tommy” Mathers, having enlisted his brother’s services 
in the Grand Army of Bowser, the Northern part of New Jersey 
is assured from any possible invasion by the enemy, The 
Brothers Mathers, T. D. and W. F., are a fine specialty team. 
The first day that Mr. W. F. Mathers carried a Bowser grip it 
rained hard but he returned that evening with a nice order for 
a 5-barrel, Cut No. 41 outfit. He says he doesn’t care how hard 
it rains as long as he can get the business. 

Mr. C. A. Gridley, who has been selling the factory trade in 
New Jersey, has accepted a position with a large importing 
steel house, and his son, C. W. Gridley, now takes up the same 
territory. Mr. Gridley, Jr., has had several years’ experience 
with large steel houses and has every evidence of making a 
successful factory salesman. 

To THE EpriTor of THE BOOMER: 

With your kind permission I 
want to relate a little experience 
of mine which happened in 
Southern Georgia a few years 
ago. It will demonstrate to the 
“Boys” that the Bowser has 
other merits than any I have 
seen expatiated on from time to 
time in the “ Boomer.” In Henry 
Washburn’s general store at 
Rochelle, Ga., a negro burglar 
was caught and shot to death in 
a Bowser 2-barrel F. F. tank in 
the following way: Some boys 
returning from coon hunting 
about midnight saw a dim light in the Washburn store, and 
thinking it unusual proceeded to investigate. They were re- 
warded by seeing a blood-thirsty negro counting pennies and 
eating crackers and cheese, and while one watched the store the 
others hurried away for the proprietor and village marshal. The 
negro, evidently growing suspicious, blew out the light and dis- 
appeared. Upon the return of Mr. Washburn with the store 
keys, and the worthy defender of the peace with his arsenal of 
guns, “the marshal,” an investigation followed, even looking 
behind the tank which set in the corner perhaps a foot from the 
wall. Supposing he had gotten out by some unknown exit they 
were about to withdraw when a slight cough was heard in the 
direction of the tank. This giving them the cue they removed 
the drip pan and found their man submerged in 70 gallons of 
kerosene, with nothing exposed but his black head. Three bullet 


C. E, SAUNDERS 


holes of 44 caliber are yet in evidence in that tank to complete 
the story, but unfortunately so near the top that I could not 
prevail on him to buy a new one. As our F. F. Cut 19 is not 
made of Armor plate he paid the penalty with his life, but from 
the fact of catching him adds another to the many virtues of the 
“Bowser.” This is none of Dunk’s fish stories, but a fact. In 
defense of Mr. Washburn I want to add that the negro was a 
bad one, having escaped the same day from the county chain 
gang. C. E. SAUNDERS. 


Orono, ME., May 7, 1906. 
S. F. Bowser & Co., Fort Wayne, Ind. 

Dear Sirs:—Enclosed find map of Maine and markings on 
same showing where my order No. 458—$559.00—Henry Young 
& Co., Matinicus, was sold. This is as I consider a very remark- 
able sale and can’t be beat or has not been beat by any salesman . 
working for the firm of S. F. Bowser & Co. 

Matinicus is a small island 20 miles out in the Atlantic Ocean, 
containing 800 acres of land, population 78, estates valued at 


,. © Here is where we have installed| 
— _a%559 outfit 


$23,333. The firm of Henry Young & Co. is well rated, make 
all of their money on the island and as the boys said, we had to 
make as we could not spend any money; only work and sleep here. 

I think when the Bowser firm is sending outfits 20 miles out 
to sea and an order as large as $559.00, being two outfits, one a 
20-barrel, Cut 46 and one a 10-barrel Cut 1, that it need not 
surprise the boys any to run up against large orders anywhere. 

Very truly yours, N. A. Rina, 


SAME SOUND, MEANING DIFFERENT 
“T beg your pardon, waiter,” said the tourist in the railway 
restaurant, ‘‘did you say that I had twenty minutes to wait or 
that it was twenty minutes to eight?” ‘I said nayther,”’ 
answered the Hibernian attendant. ‘I said yez had twinty 
minutes to ate, an’ that’s all ye had. Yer thrain’s gone now,’’— 
CLEVELAND LEADER. 
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From time to timie as a Bowser man goes up and down his 
territory he runs across a certain form of opposition which he is 
apt to call competition. A grocer in this town says he has been 
offered a tank just as good for half as much, and another in the 
next block has sent in his order for this cheaper outfit. In the 
next town he finds the other fellow has been there too. And for 
the moment he feels bad about it, sees visions of lost business 
and a possible hunt for a new job. 

But here now—let us look the issue squarely in the face. 
Should he be disheartened? What is competition, anyway? 
Can an inferior article be said to compete with one of high grade? 
In any line of business where two articles of equal merit are 
striving for the same order then you have true competition, Then 
price counts, for that man is foolish who for his own use, with 
only himself to please, buys the high priced article when the 
cheaper one is in every way as good. 

Then the high priced man has cause to worry—he has com- 
petition. But the efforts of the man selling an inferior oil tank 
while aggravating, is not competition. That is—it is not com- 
petition unless you so regard and fear it. 

You have seen a horse shy at a shadow—not from any harm 
the shadow had ever done him but because he was not acquainted 
with that shadow and regarded it as a thing to be feared. 

Precisely in the same manner do some men shy when another 
oil tank is mentioned. They haven’t enough confidence in their 
own goods and so fear the cheaper tank. The horse because he 
is afraid runs away and is hurt; the man for a somewhat similar 
reason allows his feelings to hurt his chances. He has competi- 
tion for his own feelings brings his tank down to the level of the 
other mans.’ 


But take that man, that good salesman if you please, who 
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knows his line, knows he is selling the best tank made—knows 
wherein it is best—and see how he acts. As the steady, well- 
trained horse steps over the shadow without noticing it, so this 
salesman goes his way serene in the faith that he has the goods 
and that even at a high price his tank is cheaper than the others, 
And the result is he sells more tanks because of the efforts of the 
other fellow, for he sells the merchant that the other fellow 
helped to interest and would have sold had he a good article. 

This does not mean that the other fellow will not sell some 
tanks—he doubtless will—hbut price does all the talking then. His 
being in your territory will, however, stimulate the oil tank 
business and help you sell the man who wants the best tank. 

Then just one more thought. Where a Bowser salesman 
covers his territory thoroughly and at frequent intervals, the 
other fellow hasn’t much of a chance. 


IT’S UP TO HESS 


A couple of weeks ago a news item in one of the Chicago 
papers read as follows: 


“Tate last night Officer Ryan stopped an automobile on 
Michigan Avenue, because the lights were not burning. He 
then noticed that in the car there was a full equipment of strange 
appearing tools; he immediately juniped to the conclusion that 
the two men in the car were burglars and arrested them as sus- 
picious characters. In the morning they were able to show 
their innocence by proving that they were installing a gasolene 
storage tank and were then allowed to go after being warned.” 


The above item excited our suspicion, because there is only 
one man we know of who rides around in an automobile when 
he installs gasolene outfits and so we took the trouble to investi- 
gate and found the following facts to report. 

Mr. Knoche went to Chicago to assist Mr. Hessenmueller in 
installing a Long Distance Gasolene Outfit. They worked until 
quite late and then got into Mr. Hessenmueller’s car and pro- 
ceeded to the hotel at which Mr. Knoche was stopping. It is 
a suspicious fact that Mr. Hessenmueller did not turn on the 
lights and, naturally, one of the wide awake sleuths of the Windy 
City stopped them; though pretty well frightened, they hastened 
to comply with instructions to light up. During the operation, 
the policeman who apparently had every right to be suspicious, 
took the opportunity to investigate, and finding the tools which 
they had just been using and then looking at the men, decided 
that it would be a breach of duty if*he did not arrest them. A 
little persuasion on his part and they saw the force of his argu- 
ment and Mr. Hessenmueller had the pleasure of driving his own 
car to the police station for the purpose of delivering himself up 
to the sergeant. Mr. Hessenmueller tried to treat it as a joke 
but the sergeant refused to and insisted that he show cause why 
he should not be locked 
up. Hessenmueler 
mentioned several men 
who could speak for 
him. The sergeant call- 

Ah nt: ed each of them up and 

fre not one of them—while 
they all knew him— 

knew enoughabout him 


to vouch for him, or— 
knowing about him, 
deemed it advisable to 
guarantee his conduct. 

We make mention of 
the above because it is 
the first instance we 
have of Bowser men 
being arrested. 


PHe.VBOWSE R iBUSINESS) BOOMER 7 


BOOME RANGS 


CHATTANOOGA, TENN., May 25, 1906. 
Messrs. S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—I ami sending you my No. 50 enclosed herewith. 
This was the hardest order I have closed for the Bowser firm. 
I stayed with this party until my tongue tied and his ear drums 
got sore, but he bought the Bowser Tank and says that the con- 
fidence I put in the tank makes him believe it the best fixture on 
earth and that he is satisfied with it before he gets it. 

This statement of his and my experience with him convinces 
me that staying with a prospective buyer until you get his 
order beats looking for another, and I expect to practice this 
Yours truly, 5. L. JoRDAN. 


more than I have. 


CHaADWwIcK, Mo., May 20, 1906. 
S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—I am going to try a drive from here. 1 sold 
twelve tanks in three days; think it is pretty good picking in 
here. I don’t want Dunk up in the air, the Western Division 
must pull him down, we wil! let Savercool try it up there and 
see how he likes it. Dunk is too good a man to stay in that 
position and Savercool is grinning like a cheshire cat over it. 
Dunk, we will help you out (it may not be true). 

Yours truly, O. H. WILSON, 
Mountain Grove, Mo. 

Ep. Nots. In the four menths ending May 20th Mr. Wilson 

sent in 152 orders—That’s going some. 


CLIFTON ForGE, Va., June 4, 1906. 
Mr. H. B. Harper, Fort Wayne, Ind. 
Dear Sir:—The following lines were tacked up in a grocery 
store, where I had to talk as I never did before for three hours 
and twenty minutes for a two-barrel order. 


“A man may fret 
And a man may sweat, 
And a man may puff and blow; 
But you can’t get trade 
If you sit in the shade 
And wait for the business to grow.” 


After the merchant signed the order he told me to “‘get out 
and don’t come back here any more.’”’ I asked him to give me 
time to copy the above and then I would leave him for the timie. 
I want to tell you he made me sweat for that little two-barrel 
order. Yours truly, W. B. Lynnam. 


May 22, 1906. 


S. F. Bowser & Co., Fort Wayne, Ind. 

Gentlemen:—Enclosed find my order &6, 1-3-C Lead Bottom. 
This was a hard one, and took the combined efforts of his wife 
and myself. I take off my hat to the ladies, God bless them. 

Yours respectfully, R. E. McINTOosH. 


SEATTLE, WasH., May 52, 1906. 
Mr. H. B. Harper, Editor ‘“ Boomer.” 

Dear Sir:—I received the ‘‘Boomer”’ yesterday noon and read 
it through before going to lunch, although it made mie late and 
made my eyes ache to beat the band. 

This is more reading than I have done at one time since 
teceiving the April number of the “‘Boomer.” I carry two or 
three copies with me and make good use of them almost daily 
in backing up some of my statements, and find it very effective 
argument, Truly yours, W. C. SMITH. 


THE MAN WHO SELLS THINGS IS 
ENTITEED TO -A’ DEGREE 


Speech delivered by Mr. Geo, A. Post before Pittsburg Railway Club, October 
Meeting. Published in February ‘‘Railway Master Mechanic.’’ 


These are prosperous days in business circles 
Printeries and binderies are busy making order books 
wherein can be entered the tremenduous demands for 
materia‘s of all kinds flowing into the factories of our 
country. 

What does this prosperity mean in its generic 
sense? What causes railroads to buy cars by the 
thousands and locomotives by the hundreds? It 
means and it is because there have been sales made 
of all kinds of material entering into the consumption 
of busy mankind in all quarters of the country. 

Sales necessitate transportation, transportation 
calls for power and vehicles, and so the results of sales 
ramify into every nook and cranny of civilization. 

Sales light the furnace fires, blacken the sky with 
smoke,.set ponderous machinery in motion, quicken 
the demands for labor, and spread the smile of plenty 
over the land. 

He who sells things is the apostle of happiness, 
the bulwark of prosperity. 

Who fills the hote's, crowds the trains, and loads 
the freight cars with tonnager The man who sells 
things. 

Of what commercial value is the most useful and 
wonderful device that was ever invented, unless it is 
exploited by the man who knows how to sell it? 

Oh, you who pride yourself upon the possession of 
inventive genius, cudgel your brains, burn the mid- 
night oil, wallow in problems of skyhigh mathematics, 
produce, if you can, something for which you think a 
waiting world is languishing, and when it is done, 
unless you get next to the man who can make people 
believe they need it and sell it to them, your trousers 
will be frayed at the edges, and your stomach will 
know the pangs of hunger. 

The best friend of everybody is the man who sells 
things. 

He who would sell things must be patient, tactful, 
broad-gauged, generous, good-natured, and tireless. 
For him no whistle blows to sound the end of his daily 
toil. For him there are but few peaceful evenings at 
his home fireside. For him it is hustle, hustle, hustle. 

In his travels up and down the highway he seeks 
audience with and tells his tales to men of varying 
titles. In the railway trade he goes to presidents, 
general managers, superintendents of motive power, 
civil engineers, mechanical engineers, electrical en- 
gineers, sanitary engineers, engineers of tests, and in 
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fact runs the gamut of every conceivable degree of 
titled importance, and, besides, he is ever and always 
up against that august personality, the office boy, 
and to all of these the man who sells things comes 
under the general characterization of “‘Drummer”’ of 
a “Supply Man,” terms that are not intended to 
dignify and are more or less terms of opprobrium. 

Now, | think that after a man has a record of 
service in selling things, has attended the severest of 
all schools, namely, contact with the world; after he 
has been chilled to the marrow by refrigerated recep- 
tions; after he has been tried out in the crucible of 
competition; after he has overcome the mountains of 
obstacles that beset his path, and “‘made good,” I 
think he should have a degree conferred upon him. 

Our universities are turning loose Doctors, Masters 
and Bachelors of this and that and the other thing, 
and Engineers of all kinds and descriptions, to gain 
which degree the recipients have undergone not one 
tithe of the hard work and self-sacrifice of the man 
who sells things, and have not learned half as much 
in the same period of time. 

Fit up the most luxurious offices, take a whole 
floor in the most conspicuous block in Pittsburg, go 
out and buy broad acres, and erect magnificent works, 
fit them up with all the most modern machinery and 
you would never pay the laboring man one cent, the 
landlord would evict you for the non-payment of the 
rent of your luxurious offices, if the fellow with the 
carpet bag, away from home, plunging through mid- 
night blackness, putting up with all sorts of discom- 
forts was not sending in his orders so that the wheels 
might go round and so that a cross-grained auditor 
might earn his salary by finding fault with the ex- 
pense account. 

Let’s give the man who sells things, so that the 
other fellows with degrees may receive their salaries 
promptly—a degree. 

What shall it ber I confess I am fond of the 
“Engineer” style. Now, if I remember the definition 
of an “‘Engineer’’ as recorded in the dictionary, it is 
not confined to those*who have to do only with 
technical work, but it also calls it “engineering,” 
where one carries through by skill and contrivance a 
business deal. 

What’s the matter with calling him a “‘Commercial 
Engineer’’? 

If there is anybody who knows more than the man 
who sells things about wheels within wheels, slipping 
a cog, eccentrics, joints, bulldozers, lost motion, 
making connections, laying pipe, pumping, plugging, 
and working under pressure, just trot him out 
and we will give him a degree that will fit him. 


All honor, I say, to the man who sells things. 
When he is not abroad in the land there is ‘“‘nothing 
doing.”’ So sure as the rising sun foretells the coming 
of day, so does the appearance of the man who sells 
things foretell commercial activity, and just in pro- 
portion as he succeeds the tide of prosperity ebbs or 
flows. The man who brusquely turns him down, or 
who affects to be bored by his presence, or who bars 
him from his office, does an injustice to the interests 
confided to his care, and also robs himself of a large 
amount of information that he needs in his business. 


OUR FRIEND THE INSURANCE MAN 


You will readily call to mind the timely suggestion of Mr. 
Bowser’s, contained in his letter on the first page of the first 
issue of the ‘‘ Boomer,” in regard to working hand in hand with 
the insurance authorities. This particular paragraph read as 
follows: 

“That is this: Where it is convenient for you 
to call on ‘‘The Insurance Man” of the town in a 
casual way, inasmuch as our tank lessens the 
chances of a fire, which undoubtedly would interest 
him, and as you were ‘‘passing by,” you just drop 
in and show it to him. Iam of the opinion ordin- 
arily you will get a most cordial reception; and it 
would not be a strange thing if he were carrying 
some insurance under protest, as it were, for a 
brother, or brother-in-law or a friend, where he 
wished the oil conditions were different.” 


The timeliness of this suggestion and the practical value of 
it is fully demonstrated in a letter which we have received from 
the secretary of one of the well known insurance companies, 
which letter reads as follows: 


May 22, 1906. 
S. F. Bowser & Co., Inc., Fort Wayne, Ind. 
Dear Sit ' —‘‘ While looking through the program 


of the State Grocers’ Association I noticed your ad, ° 
which I cut out and herewith enclose you for 
reference. As the handling of gasolene is attended 
with so much danger, and particularly in grocery 
stores, we thought it might not be a bad idea to 
suggest to you if you would have, say two or three 
thousand of these advertisements printed about the 
size of the enclosed, and furnish them to us, we 
should be glad to mail them with each mercantile 
policy mailed from our office. 

We think it would also be to your advantage 
to have them placed in the hands of our local re- 
cording agents over the state. 

If you have a tank that lives up to the descrip- 
tion of the enclosed, it would certainly be appre- 
ciated by and readily sold to any store handling 
gasolene. 

By making the circular about the size of the 
enclosed, we could mail one with each of our policies 
without additional postage. 

Kindly let us hear from you, and oblige.” 

The above proves conclusively that the insurance authorities 
are interested in an equipment which will diminish the fire 
hazard and will assist you if you give them the opportunity. 

We are not at liberty to publish the name but will furnish a 
verbatim copy to any salesman upon request. 
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It’s an odd fact that similar 
circumstances will effect differ- 
ent men in totally opposite ways. 
Take competition for instance; 
some men wilt and fade away 
when another so called tank 
salesman drops irto his territory, 
while a good salesman sees in it 
a chance to do more business. 

Here’s the picture of a sales- 
man—Mr. J. D. Gumpper—who 
has had a little competition 
lately and has used it as a lever 
to sell Bowser Tanks. Jake has 
soli 32 tanks allin one city ina 
little over two weeks, every order taken in direct competition 
with and in spite of the low price of the other tank. 

Two men working the same territory for oil tanks—even 
different makes of tanks—cannot help but agitate the oil storage 
proposition more than just one man. It sets the merchants to 
thinking and then the man with the best tank makes the sale; 
anyway, that’s how Gumpper argues it, and proves his theory, 
for the greater portion of these tanks could not have been sold 
at this time had it not been for the competition. 


J. D. GUMPPER 


THE EXCHANGE PROPOSITION 


To do this work and make a 
success for the firm, as well as 
for the salesman, the salesman 
must thoroughly understand his 
goods; (even to every valve and 
set screw—what they are there 
for and the reason why. The 
next thing for him to know is the 
different styles of outfits the 
firm has placed on the market, 
and about how long each style 
has been in use and the various 
changes that have taken place 
in the making of the goods since 
that particular style has been in use by the merchant.) This 
information not only applies to the Bowser Outfits, but to all 
other self-measuring goods that there are on the market. Get 
a cut of each tank that is manufactured, or has been manu- 
factured, study their weak points and get pvosted on them. 
When you have a thorough knowledge of these goods, your 
hattle is half won, for our goods will out-class the goods of any 
other make or even the old-style Bowser. 

In no case condemn the other nian’s goods or the old-style 
Bowser for the merchant may be friend!y to the other fellow. 

Now to illustrate: 

In calling on Mr. Kellogg, of Blankville, N. Y., I found that 
he had a three-barrel, First Floor, half-gallon, old style Bowser 
Tank, bought about eight vearsago. It wasin fair shape. Mr. 
Kellogg has a very large store and as everybody was busy, it 
gave nie'a chance to see what he had before I approached him, 
At last there came a lull, and I told him who I was representing. 
He knew the goods at once. Mr. Kellogg told me his present 
tank was 0. K.—and that he did not need any more. I said, 
“T see that you are busy now, Mr. Kellogg, but Mr. Bowser has 
requested every salesman to show the new gallon stroke machine 
to everyone who has an old style outfit, so that if your old style 
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gives out you may be posted in regard to what there it in the 
market, should vou be obliged to buy another tank. 

After dinner, I called on Mr. Kellogg, and after waiting for 
some time, he said, ‘‘There is no use in taking any of your time.” 
I told him that I was not going to try to sell him anything, but 
that I would like five minutes of his undivided attention, so that 
he might be familiar with our new style outfit, for I felt that he, 
as a progressive business man, would want to know the new things 
on the market. JT commenced by showing him the Type Bm 
outfit, and Type “A” with lead bottom. These he seemed to 
take as his own idea of a tank. Then I showed him the difference 
in the new style gallon outfit, and explained the improvements 
the House had made, going from the bottom of the pump to the 
Anti-drip Nozzle. I explained the brass unions, the double 
brass valves valves, the double plunger and the iron plate on the 
tank for bracket, and the idea embodied in this pump to enable 
it to be removed from the tank. Gy this time he was a real tank 
maker, and thoroughly understood the improvements in our 
goods over the old style. When I was through, he asked the 
price of the new goods, for of course the gallon stroke caught his 
attention. Howeverx, I did not hear him, but instead I argued 
that whenever, he got ready to buy he should have a five-barrel 
in place of a three-barrel, and that he should have a type ‘“B” 
or a type “A” with lead bottom, This time he asked how he 
might exchange the goods. I told him that Bowser & Co. did 
not care to exchange, as long as his present outfit was in good 
shape, and that my object in showing him the goods was that 


- when his present outfit gave out he would know about our new 


style. When he asked the price again, I told him that his old 
tank was of value to him, while it was really no value to us, and 
any allowance we might make would be like throwing good 
money away. I. however, again reverted to the gallon stroke, 
the new style tank, etc., and the other points which had seemed 
to appeal to him when I was making the denionstration, By 
this time he thoroughly liked the outfit, and was ready to talk 
business. I then said, ‘Now, Mr. Kellogg, 
in to sell you, but just dropped in because you were a friend of 
the Bowser, and to show you our new style outfit. Asa matter 
of fact, were I to allow vou something for the tank I would be 
making a special concession, whereas, you know your old tank 
is really of no value to us. As you know, we do not deal in 
second-hand tanks. 

I then placed a No. 1 price list before him so that he might 
see the prices of the goods. He thought the price was high, but 
comparing his old outfit with our latest improved outfit, he could 
see its many features, and thought, himself, that the difference 
in price was certainly justified by the improvements. I then 
showed him that the price of a five-barrel, Type ““B” tank was 
$98.00. ‘Well, what can you do for me in the way of exchange?” 
he said. ‘‘ Well, Pll tel! you, Mr. Kellogg, frankly, your old tank 
is not worth a cent to Bowser & Co., and I ought not really 
allow anything. However, I will allow you $18.00 for it on the 
five-barrel tank, subject, of course, to acceptance at the main 
office. I will write a letter explaining your friendship with the 
Company, that you have a nice store, and that it would really 
pay us to make a special concession to have one of our latest 
improved tanks in your store. I am inclined to think that the 
House will confirm the proposition and if they do, you certainly 
will have no cause to regret the deal.” 

By this time I had thoroughly convinced him that I was 
doing him a special favor, which was really a fact. In working 
an exchange of any kind of goods, always see what the customer 
has, and show him the economical features of our latest im- 
proved tank over his present goods. In doing so, put quality 
in front, while price follows as a natural sequence. 

G. E. BiGELow. 


I really did not come 


10 THE! BOWSER BUSINESS? BOOMER 


Fea 15 TN 5 ] i 


— 


DID YOU EVER HEAR THEM SAY THIS? 


A NOVEL MACHINE FOR HANDLING GASOLENE 


George D. Thorndike, of the Mianus Motor Works, Portland 
Pier, has one of the greatest labor saving devices in the line of 
handling gasolene with speed and accuracy that is to be found 
in the Country. In fact it is the only successful machine of its 
kind in existence. The machine is manufactured by S. F, 
Bowser & Co., and by the simple turning of a crank will measure 
out accurately one gallon, one-half gallon, one quart, and one 
pint. By a simple setting of the machine at the quantity de- 
sired the amount of gasolene which a man desires can be pumped 
directly into his boat in the dock, the work being done in about 
one-twentieth the time it would take to do by hand. Mr. Thorn- 
dike said today that he could put five gallons into a boat in 32 
seconds and that he had put 50 gallons into a boat in seven 
minutes. To do this by the ordinary way would require the 
services of two men and would take half an hour at the least. 
So far Mr. Thorndike has sold in the past week 1,650 gallons of 
gasolene and when he figured up he found that he was only half 
a gallon short. This shows how accurate the machine is. This 
shortage was undoubtedly due to evaporation and was against 
Mr. Thorndike and not in favor of him. The machine costs $200 
and selling the tremendous amount of gasolene which he does 
Mr. Thorndike feels sure that the machine will more than pay 
for itself in the time of men, not to say anything about the 


pleasure it gives his customers to receive their supply in such 
record time. Mr. Thorndike’s business has greatly increased as 
a result of the quick service he is giving his patrons. 


The above newspaper clipping was taken from the May lst 
edition of the Portland, Me., Evening Express. The outfit re- 
ferred to isa 5-barrel, Cut No. 41, sold this spring at the Boston 
Automobile Show. 


THE SALESMAN’S CREED 


“T believe in the goods I am selling, in the firm I am working 
for and in my ability to get ‘results.’ I believe that honest 
goods can be sold to honest men by honest methods. I believe 
in working not waiting, in laughing not weeping, in boosting 
not knocking and in the pleasure of selling goods. I believe that 
a man gets what he goes after, that one order today is worth two 
orders tomorrow and that no man is down-and-out until he has 
lost faith in himself. I believe in today and the work I am 
doing, in tomorrow and the work I hope to do and in the sure 
reward which the future holds. I believe in courtesy, in kind- 
ness, in generosity, in good cheer, in friendship and honest com- 
petition. I believe there is an order somewhere for every man 
ready to take one. I believe I’m ready—right now! 

—EDWIN OsGoop GROVER. 
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Mr. F. J. Spitznagle, after a protracted illness, is again able 
to be in his territory. He has evidently been studying the Tank 
Proposition during his confinement, as we have received a num- 


_ ber of splendid orders from him asa starter for the second round. 


i 


| severe illness to travel, 


We had the pleasure of a”call from Mr. Frank G. Howard a 
few days ago, who has sufficiently recovered from his recent 
Frank intends to make the fur fly as 
soon as he is able to carry his grip. 

£Messrs. Lipes, Bowen, Somers and Vonderau have been doing 
special work under the direct supervision of the Fort Wayne 
office, and each has established a new record for himself. 
*’ Mr. Rosser McClure enjoyed an unusually large business 
during May, and assures us that June will be as good, or better. 
E@iMr. R. E. McIntosh has had splendid success in closing pros- 
pects developed on his first trip over his territory under the 


| Card System. » 


* W Hanks, the “show man,” keeps taking a hunk out of the 
Chicago business every once in a while. 

BS"). A. Gilmore is another one of the men who is turning the 
efforts of a competing tank to his own account. He is having 
an excellent business. *' 

SE. P. Walker is working his territory very thoroughly under 


\the Card System, and when he gets through it will be a Bowser 
territory in every sense of the word and proof against all cheap 


tanks. 


L. D. Kamp has just bought a horse and buggy and will 
henceforth drive his territory. He says he now expects to stay 


with each merchant until he buys. 


4% A. A. Martin is still working industriously in his Southern 
Ohio field. Mr. Martin believes in sowing the seed on the first 
trip over a county and then going back in a few weeks to reap 


the harvest, 


Messrs. Hayes and Hannon, in their Kansas and Missouri 


_territories, continue to live up to the standard set by their in- 


structor, Mr. J. G. Rodman. 
F. G. Rodenbeck’s business in the City of Milwaukee con- 


_tinues to show steady improvement. 


NEW MEN WITH THE BOWSER GRIP. 


The following new men have started out to sell Bowser ‘Tanks. 
Here’s wishing them all kinds ef success: 
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C, W. GRIDLEY 
Perini GiussoNeeees 
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ST. FRANCIS, MAINE, May 1, 1906. 
MISTER S. F. BOWSER AND COMPANEE. 
number 255 Atlantic avenue. 
Boston, Mass. 
dear sir—i recev de oil tank witch I by from mister Wring 
alrite, but for why dont you send me no flote gage what is de 
use of de oil tank when she dont have no flote gage. iam loose 
to me my kustomer for oil sure ting by no having de float gage 
and dats not very pleasure for Me. Wat is de matter mit you 
mister Bowser and companee is not my moneys so good like 
anoder mans, you loose to me my trade and I tells to you dat 
you are a big fools and no good mister S. F. Bowser and com- 
panee. I send to you back at once your oil tank tomorrow for 
sure bekawse you am such a dam foolishness peoples, yours 
respectfullee, J. D. St. DEvts. 
p. s. since I write dis letter i find de flote gage in de tank, 
excuse me. 
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Dear Bitu:—We are always onthe winning side. We know 
no Fastand West. Weare helping Savercool now. | Congratula- 
tions for that $8,100.00 order just received. We certainly did 
dig some there. Bechtel would sure win if it. wasn’t for us. 
Maybe we will help him later if there is anything in it for us. 
I'll let you know in time. Meanwhile Pve gotten a shovel and 
gone to Atlantic City to dig. When you come bring your step- 
ladder.. Yours, DUNK. 


BUSINESS BOOMER 


A NEW BREED 

A curious case is reported from Pittsburg. A number of 
chickens belonging to residents near the asbestos works have 
been in the habit of feeding on the siftings of the fiber of asbestos: 
thrown out in the yard for some time, and the feed seems to be 
an incentive to make the fowls lay, but the peculiar fact in the 
case is that the eggs can not be cooked. They are like the asbes- 
tos—not in the least affected by fire. It is impossible to boil or 
fry the hen fruit laid by the chickens that feed on the siftings. 
and they can be placed in the hottest fire for a day at a time 
without effect. It is thought, however, that the eggs will hatch 
and a genius of an experimenting turn of mind has secured an 
option on all such eggs and he will purchase an incubator in the 
hope of securing a lot of fire-proof feathers. 


Our Card System has recently been expanded to include 
North Dakota, and our friend A. B. Cornell will now be in a 
position to sell more Long Distance Outfits than ever. 


Our pioneer salesman, Mr. F. W. Leslie, knows a Long Dis- 
tance prospect when he sees it, and has recently sent in a number 
of nice orders for these outfits for grocery stores. 
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Hurrah for Us 


The gfeat ganié is On—at the end of the filth inning the East was walloping the socks off the West. 
_ Home Run Savercool and his old timers have played a good consistent game and each inning but one has 
! found them one more to the good. Bechtel’s pets, however, are relying on their finishing powers and claim 


the seventh as their lucky inning. The contest will bear watching. 


| 
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Hot Shots at the Guces 


Looks bad for the quota, doesn’t it. But there’s more left of it than the picture would indicate --its 
crippled but not knocked out. We fell a little short of the figures designated for the quota for the six 
months ending June 30th. 


But you made a grand rally. June was the biggest month in the history of Bowser 
& Co. The figures are all in and point to grand total of 


Shipments for June, 1906 - - - - - - - - - $111,740.88 
Total shipments first six months,1906 - - - - 494,953.65 


Against these figures compare those for similar periods of 1905 which were: 


Shipments for June, 1905-7 =." "2 20a ne ee GE eT 39b 4h 
Total shipments first six months, 1905 - - - - - - - - © 29407447 


The total business shows a gain of 68 5/10 % over the same period last year. 


Now for the latter half. What will you do to your quota? 
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Now for the Home Stretch 


HE business for the first six months was a record- 
breaker—records of all kinds were smashed—each 
month broke a record of scme kind and the result 

was a grand total far in excess of any previous six months. 

We did more business between January Ist, 1906, and 
June 30th, 1906, than in any previous full year with the 
single exception of 1905. Now that’s behind you and a 
new goal is ahead. How much larger will the second six 
months’ business be. It’s for you to say. If every man 
bends his effort to beating his own record then 1906 will 
close with a whirl and the total year’s business will be 
something to shout about. 

But a lot of the men never got started even—did you? 

They turned in some business now and then, an order 
here and there, but then did not turn in the business that we 
had a night to expect from the territory and the men. 
Look over your record—see if it satisfies you—see if it 
impresses you as being the maximum that the territory 
would yield. Then get out and dig. 

You never had a better chance to do a big business 
than the next six months will afford. 

Bowser tanks are well known, each month finds them 
more widely used and praised, the times are good, merchants 
are prosperous and everything is working for your greatest 
success. 

The million for 1906 is sure if you work for it. 
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WHAT KEEPS THE FACTORY HERE .- 


In our issue of June Ist, we had occasion to depict the efforts of one of our salesmen to divert the 
product of the factory to a certain section of the country--—his territory. 
The above illustrates why no one part of the country can lay claim to any advantage. As long as 


every salesman is placing in his ternitory all the tanks he possibly’can, the factory will take care of itself. 


There are a lot of men besides those shown who have ropes on the factory and are 
pulling hard, 


but we are handicapped in our efforts to do justice to all by a lack of photographs. Send the Boomer a 


photo so our gallery may be complete. 
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It’s the same old game—only June 30th found the West $3,466.64 ahead of the East for the month and 
$420.74 ahead for the six months. And what a rousing big month it was, too. 


THE SUMMARY IS 


EASTERN DIVISION WESTERN DIVISION 
Bete isttere( 1906). ch. fo us. 2... Rs, ¢ 95,451.64 ihe he QU WE Rl Reis” ee a a $ 98,588.50 
ER te. Si a ee MACE Sion rS Wh cn PAD IL pean ete aa te Ed oe ce Sone os 41,979 42 
UT OLS an <e .... 48,890.53 Mi apeei ae Are 8 Ns, Asatte a Awe ds 47,545.70 
June ere eee ee es eo FC 54,252.87 June ee AA are iar ee rs at ite ara eo LOR OU 
en ee 6245-41990!" :- Total is.) epee € 1 gp ieee ae ae $245,833 13 
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We notice that several of the salesmen travelling from the 
Boston office have anticipated their vacations as the business 
received from them during the past month has been much larger 
than usual. Mr. Geo. W. Bigelow is one of that number. 


Mr. P. F. Cashman is one of the ‘‘high men’‘ travelling from 
the Boston office, his business during the past month having 
reached the usual high notch. P. F. likes to fish but realizes 
that there is more money in digging up prospects than in cutting 
bait. 


Another ex-stenographer who received his early business 
preparation in the office at Boston, Mr. J. F. Connolly, has met 
with the usual measure of success attendant on strict applica- 
tion to business. Of late we have noticed that “Jack” has 


been unusually solemn in his demeanor when at the office, and 
investigation on our part results in a confession from him that 
the blissful state of matrimony is just now uppermost in his 
mind. ‘This goes to prove the old saying that “In the Spring 
the young man’s fancy lightly turns,” etc., and Mr. Connolly 
would seem to be no exception to an old established and mighty 
good rule. 


Mr. P. C. Bowman is meeting with a goodly measure of 
success in taking care of the trade in the Green Mountain State, 
his sales for the month of June being very gratifying, both to 
himself and to the firm. His is a typical instance of thorough 
preparation in the Boston office for work in the field and it is 
no surpirse to the Boston office that he is ‘“‘making good”’ in 
his chosen vocation. 


Mr. George Dennett is at the present time looking after the 
trade in Sagadahoc County, Maine. We have received several 
good orders from him during the short period that he has been 
there and he apparently appreciates the fact that success in 
any line of business lies in close application to the work in hand, 
a close touch with the office and a determination to. secure all 
the business in sight and to dig down and unearth that which 
may be under the surface. Success is measured by hard and 


I want to personally thank every salesman of S. F. Bowser & Co. for the hearty 


co-operation they have given us in the six months just completed. You have 


made us feel that our interests were your interests and that we made no mistake 
when we set the mark at $1,000,000 for 1906. 
The business for the six months was highly gratifying—by far the biggest six 


months this company ever had. The month of June alone showed shipments 


amounting to almost one-eighth of a million dollars, and marks a new era in Bowser 


prosperity. 


This is the vacation season,—most of you are taking a well-earned rest. 


We 


hope you are having the finest kind of a time—you deserve it—you need it. Then 


when you get back to your territory, remember that the year is not ended until 


midnight of December 3st, and that it is going to mean a lot more good hard work 


to reach the hoped for and expected total—so make the most of your vacation and 


then buckle down to the same kind of work that you have been doing. The second 


six months must show a larger total than the first six months, and it will if you 


keep busy. 


Sincerely yours, 


SO Cae 


General Manager, 
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WOULDN'T THEY 
SORT OF MAKE 
YOu WEARY 2 


We have here a sad example of the resuit of over-confidence. 


GO ON, HELP 
Hitt SOME MORE 


It would not be fair to even estimate anything 


but we cannot blame the East if they should recall the Old Testament story of Jonah. 


conscientious work and we expect Mr. Dennett will do a good 
business in Maine. 

Business in Southern New Jersey requires good hard digging 
to turn it up, and our Mr. J. C. Dunsmoor is equal to the occa- 
sion. Reports and orders received from him during June go 
to show that he is one of the hard workers enlisted in the ranks 
of the G: A. B. 

Mr. Walter Gledhill is doing a good business with the factory 
trade in the State of Connecticut. Among the several orders 
received during the past month from him we might mention 
the Show Hardware Co., at Waterbury. This order is the 
result of hard work on his part and is the forerunner of many 
similar orders that we expect to receive from him in Connecticut. 


The Ladd boys in New York City would seem to be having 
their usual success among the trade there. The Tank business 
in New York City and vicinity has never been the easiest to 
bring out and it takes a couple of Yankee hustlers like the Ladd 
Twins to show how it is done. From the first their work has 
been marked by close application to business and an evident 
determination to triumph over all obstacles. ‘“‘ Discourage- 
ment?”’—They don’t know the meaning of the word and would 
have no use for it if they did. 

We are pleased to note the large business received from Mr, 
F. W. Meegan during the past month. We are gratified to be 


able to report that Mr. Meegan has quite recovered from his 
recent illness and is again able to attend to the details of busi- 
ness. 


Mr. F. A. Wrisley is demonstrating that there is more money 
in selling on commission than there is on salary, his sales for 
the month just past showing a decided gain over those of pre- 
vious months, this being his first month selling Tanks on a com- 
mission basis. 


Mr. H. W. M. Storer is hitting up the gasolene trade in 
Boston and vicinity in good style, his business for the past month 
having been very large, the result of hard work and persistancy 
on his part. 


The popular cashier of the Boston office, Mr. G. C. Larcom, 
is another of the ‘“‘good men and true” who has been stung by 
Cupid’s arrows during this mild Spring weather. We have yet 
to learn that he made any resistance but certainly his capitula- 
tion is complete. How do we know? Guy says so ‘himself, 
Right here let us state that Cupid has been paying considerable 
attention to the office force at Boston this Spring and one of 
the young ladies in the stenographic department is receiving 
the congratulations of her many friends on the occasion of her 
recent engagement. Who’s next? Don’t all speak ‘at once. 
The Boomer congratulates both Miss Gilbert and Mr. Larcom 
and we wish them every happiness for the future. 


ce 
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Did you ever go fishing?—so did the editor, and while doing 
it he had plenty of time to think. If you don’t catch any more 
fish than the editor did you will have some thinking time, too. 

There’s a similarity in angling for the finny tribe and fishing 
for orders. You get out early in the morning and you hie away 
to a likely spot and start in; your bait is all prepared and your 
efforts are spent in tempting Mr. Bass to jump at the chance. 
Dinner time comes and night follows fast and no fish to your 
credit. Then back to the hotel you wend your weary way, 
tired and disgusted. If, however, you are a true sport, next 
day finds you at it again and that fish which refused to bite 
yesterday is the first to come to you. Had you let one day’s 
discouragements keep you from trying the next, how many 
fish would, at the end of your vacation, be counted to your 
credit ? 

Start out each day with a new 
determination and orders, like fish, 
will come your way. 

Two men sat in their respective 
boats within thirty feet of each other; 
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one caught a nice string of fish, the editor caught none, so he 
stopped trying and watched to learn how it was done, and this is 
what he noticed. When the other fellow got a bite he didn’t 
jerk away but he nursed it along gently—lead it around the end 
of the boat and when it was firmly hooked, brought it in. 

Many an order is lost because the salesman is in a hurry to 
close. Take plenty of time, but don’t let the man nibble away 
until your bait is gone—you can be too gentle with men as well 
as fish, 

When fishing with live bait, be sure it is fresh. One morning 
we went. out with a pail of minnows left over from the day 
before. The fish showed no liking for them, and we rowed back 
to shore. The dock man explained the need of fresh bait and 
kindly sold us a supply. Back we went and our luck was better. 

Freshen up your_arguments once,in a while; get new ones; 
cater to the wants of your customers. A bare hook or a hook 
with a dead worm catches very little. 

On the train coming home there was a young fellow with an 
“eighteen pound pike.” te had a crowd of open-mouthed 
admirers around him and was regaling them 
with stories of the tussle he had to land the 
fish. In the next car was another fellow 
entertaining just as large a crowd with the 
story of the easy mark who had paid him 
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five dollars for a ‘‘fourteen pound pike” 


—same man, satne pike., When the 
two crowds came together it was 
amusing to watch the pseudo fisher- 
man disappear. 

Haven't you seen men who, when they got back to the hotel, 
spend an hour or two in loudly declaiming the size of the order 
received, and what a ‘“‘hard nut”’ Jones and Brown proved to 
Don’t talk too much—Jones may hear about it. 


FEB. 
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As each month comes to an end, Mr. Bowser’s smile grows broader and still broader. 
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PRICE TOO HIGH 


The question of price is one 
that almost invariably has to 
be met, and the objections on 
this score overcome before an 
order is secured. The same 
conditions would prevail to a 
great extent were the prices one- 
half what they are. It is the 
natural outgrowth of the desire 
on the part of the merchant to 
buy as cheap as possible. 

We will do weli to begin by appreciating this quality in the 
man we are endeavoring to sell, for the man who looks carefully 
into the price of an article as well as into its merits is usually a 
very desirable customer, and once he is thoroughly convinced 
you are offering him something by which he will be greatly 
benefited, the question of price, which is almost sure to arise, 

is easily disposed of. 


T. D. MATHERS 


the best, and that is precisely what you are 
offering him in a Bowser outfit, 
The man who proves a real stumbling 
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block along this line is the one who / 
has in some manner learned the price 
before being convinced of the econom- 
ical value of the outfit, and as a con- 
sequence is unable to look beyond the 
price and see the great benefits to be derived from its use, cr 
else he is perfectly satisfied to conduct his business along the 
lines of long ago and simply uses the question of price to parry 


the real issue. In either case the salesman must secure his 


how great his capacity is. 


He has decided you 
have just what he needs; of course he wants 
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closest attention and endeavor to induce him by showing him 
the many good things to be found in the Bowser method, to 
exhibit some genuine interest in the goods before allowing the 
price to again come to the front. If this can be accomplished 
he will invariably admit that, aside from the price, a Bowser 
Outfit is something really to be desired. After leading him up 
to this point it is the proper time to go after the ‘‘ bugaboo” 
price and knock the fur off it. The smaller he can make it look 
the more certain he will be to get the order. 

If he succeeds in making it assume the proportion of Bro. 
Bate’s photo in the Boomer of May 15th, he will not be allowed 
to leave witohut it, and if I may disgress for a moment I will 
say that in my humble opinion there is no better way to accom- 
plish this than along the line of argument submitted by Bro. 
Bate in that issue. 

Mr. Merchant, thej; foundation upon, which the enormous 
business of S. F. Bowser & Co, has been built is honesty—honest 
goods and honest prices. You may rest assured that they will 
never lower their high standard of quality or make the price 
too high. They could no more afford to do either than you can 
afford to handle oil by your present method. 

When you consider, Mr. Merchant, that we are placing in 
your store an outfit made of the best material procurable, built 
in the best possible manner, that it has more than twenty years’ 


‘experience and close study of oil handling conditions built into 


it, that it will last practically a lifetime and return its cost many 
times over, that it is guaranteed to do all claimed for it, and in 
truth will do more, you will agree with me that not only is the 
price extremely reasonable, but that it is a proposition which 
no man who handles oil and is keenly alive to the best interests 
of his business can possibly afford to 
ignore 

Yes sir, we can make shipment very 
promptly—sign on this line please 
Thank you. TI, Di M 
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Can he keep it up for six months longer? Try him and see. 
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THE PRODUCTION AND PROPERTIES OF GASOLENE 
By T. H. REARDON. 
(By courtesy of the publishers of ‘‘The Horseless Age.’’) 


In the long list of natural products that are important factors 
in our modern civilization, whether regarded as a necessity, a 
general utility or a luxury, there is no one article that is entitled 
to higher rank than the petroleum distillate known as petroleum 
ether, comprising cymogene, rhigolene and gasolene. ‘The only 
essential difference in these three products is the volatility and 
density as shown by the Baumé hydrometer. Cymogene has a 
Baumé density of 108°, a specific gravity of .590 and boils at 52° 
Fahr. Rhigolene has a Baumé density of 94—92°, a specific 
gravity of .625—.631, and boils at 65° Fahr. Both products 
are so volatile that pressure and cooling are generally employed 
in bringing about their condensation; both are principally used 
in surgery as local anesthetics, and, as their treatment is not 
strictly pertinent to the subject, they will not be dealt with 
extensively. 

Gasolene is comprised between 74°—90°, Baumé scale, and 
specific gravities of .6889—.6363, the graduation between the 
different products being arbitrary to a certain extent, their 
separation being effected by a commercial process known as 
fractional distillation. 

EARLY HISTORY OF GASOLENE. 

The refining of crude petroleum first attained commercial 
importance about 1855, when the differences in volatility, 
density and other properties were noted and observed in a 
scientific way. Methods for separating the volatile from the 
less volatile constituents were devised and tested, the whole aim 
being to expel the lighter products (without any regard for the 
value of such products) and to obtain a good quality of illuminat- 
ing oil free from such volatile products as would tend toward 
the production of an explosive vapor in lamps. The residue left 
in the stills after the kerosene was driven off was considered of 
but little value; in fact, the crude petroleum was worked solely 
for the kerosene it would yield—the light products and the 
heavier products being something that went to the ‘‘dump” 
by the shortest natural route. 

The first shipment of kerosene arrived in New York in 1857; 
the oil had a dark brown color and an offensive odor; the lamp 
wicks crusted and the light was very poor; in spite of these 
objections, on account of scarcity, kerosene oil commanded $2 
per gallon. About the year 1885, gasolene, which up to this 
time had been regarded as a by product of little value, com- 
menced to attract the attention of refiners; from that time its 
use has steadily increased and it has gradually won popular favor 
until today all other products of petroleum sink into insignifi- 
cance when compared with gasolene. 

DISTILLATION PROCESSES. 

A certain quantity of the crude oil, as it comes from the well, 
is pumped into a large iron still, not unlike a large steam boiler, 
the fires in the furnaces are lighted and the distillation is com- 
menced. ‘The different products will distill over in the order 
of volatility, the lightest passing over first 

Different refiners have different methods, but it is considered 
good practice to continue the distillation until all gasolene has 
passed over, and then to redistill for the separation of the highlv 
\clatile products, and for the different grades of gasolene. By 
pursuing this course the gradation between a certain product 
and the next product of a higher density is more sharply defined, 
as there is always more or less tendency on the part of a heavy 
product to pass over with the light product. The Baumé 


density of the condensed distillate is frequently observed, and 
when a certain density is reached the delivery pipe is shifted to 
a certein receiving tank, the heat is increased and the further 
distillation of the crude oil is conducted for the production of 
illuminating oil. 

PURIFICATION OF GASOLENE. 

The purification at present generally takes place before the 
final distillations for the separation of particular grades. The 
process in brief is as follows: About 4 pounds sulphuric acid of 
66° Baumé density are added for each barrel of gasolene under- 
going treatment; the whole volume is agitated by means of an 
air blast for fifteen minutes, and allowed to settle for an hour. 
The acid and impurities settle to the bottom as sludge and are 
drawn off; the gasolene next receives a caustic soda treatment 
carried out in exactly the same manner as the acid treatment. 
This removes impurities of a different character, and removes 
any acidity that has resulted from the first treatment. 

DISTILLATION FOR SPECIFIC PRODUCTS. 

After the gasolene has been freed from impurities it is sub- 
jected to redistillation in a still for the separation of grades that 
do not differ more than two degrees in density and volatility. - 
Steam heat is used in this process and, owing to the even tem- 


perature that can be maintained, and also to the excellence of 
_ the condensing apparatus, very close fractionation is possible. 


USES OF GASOLENE. 

At present gasolene is probably more important as a source 
of power in gasolene engines than on account of any other single 
application. Users of power are keenly on the alert for the 
appearance of a prime mover that can convert the thermal 
energy in fuel into mechanical power, and minimize, if not wholly 
eliminate, the thermo-dynamic waste that is inseparable from 
the steam engine. In addition to the high operative efficiency, 
the gasolene engine has one other very desirable feature, viz., 
immediate availability. For instance, power is wanted for an 
hour for some particular purpose; the engine can be started ina 
minute, fuel is consumed only while the engine is actually doing 
work, and as soon as the engine is stopped expense ceases. With 
steam at least half an hour and a lot of fuel are wasted getting 
ready, and when power is no longer needed a hot fire is still 
burning, which represents still further waste. 

Where power is used in moderate amount and intermittently, 
the gasolene engine will be found highly efficient. In regard 
to the advantage of the gasolene engine over the steam engine 
in automobile service, a number of motorists were interviewed, 
and it seems to be the general consensus of opinion that where 
the gasolene is used as fuel to generate steam about twice the 
quantity must be used for a given amount of mechanical effect, 

USE OF GASOLENE FOR HEATING, 

Gasolene has a very extensive use in the household as a fuel 
in gasolene stoves; it is at present more used in rural than in 
thickly populated districts, the city gas service being miore con- 
venient and not any more expensive where such service exists. 
It is also used in brazing and also in plumbing work. It yields 
a very intense heat and is really indispensable in certain classes 
ot work in which portability is the most important requirement. 

GASOLENE AS A CLEANSING AGENT. 

Gasolene is so generally used for this purpose and its merits 
ate so universally known that it needs but brief mention. It 
has no active chemical properties, but it is an ideal solvent for 
oils and greases, and when applied to a fabric or a light colored 
kid glove containing such spots the oil or grease is at once dis- 
solved, and may be completely washed out by the gasolene. As 
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it is colorless and leaves no residue on evaporation it may be 
used in nearly every instance for such work. As it is highly 
inflammable it should never be used in proximity to an open 
flame or near a fire. Many articles of clothing and attire that 
would be ruined by any laundry process can be washed in gaso- 
lene without undergoing discoloration or shrinkage. 

AS AN ILLUMINATING AGENT. 

Gasolene is used extensively for producing a gas that is used 
for illuminating purposes. The gas is formed by pumping air 
into a vessel containing gasolene, the proper pressure for the 
character of service desired is obtained in this way, and the gas 
is a simple mixture of gaSolene vapor and air. The air not being 
present in sufficient quantity for combustion, the gas derives 
the additional oxygen necessary for combustion from the atmos- 
phere in burning, the same as other gases do. ‘The gas produced 
in this way is sometimes used in the ordinary open flame jet; 
frequently it is used, and to better advantage, in connection 
with Welshbac mantles, and used in this way it gives the incan- 
descent gas light. 

There are special apparatuses on the market for the produc- 
tion of gas of this kind, the apparatus being automatically regu- 
lated so that the proper pressure is always maintained in the 
generator. A supply of gasolene, sufficient for, say, six months 


era year, being placed in the generator, and the small automatic 


air pump for maintaining the proper pressure being set in opera- 
tion, the apparatus needs no further attention until the supply 
of gasolene is exhausted. A plant of this kind is generally 
placed in a location exterior to buildings as a matter of con- 
venience, but also to eliminate the fire risk, which is paramount 
to every other consideration in the use of gasolene. 

USE IN THE LABORATORY. 


In the chemical laboratory the application of heat isa matter’ 


of greatest importance. Every precipitate obtained in gravi- 
metric analysis must be subjected to heat of a certain degree, 
cooled in a desiccator and weighed on the balance, as final opera- 
tions in executing a quantitative analysis. The heat required 
varies with the nature of the substance undergoing treatment ; 
in certain cases drying to constant weight at 212° Fahr. is the 
correct thing; in other cases the heat of the Bunsen flame is 
necessary, while in the determination of calcium as oxide and 
magnesium as pyro-phosphate a stiff, white heat is necessary 
as long as this treatment will cause the precipitate to descreae 
in weight. 

Ordinary illuminating gas is largely used, on account of its 
general convenience, but there are many instances where no gas 
is available in a laboratory. In the analysis of compounds for 
the estimation of sulphur present it is much better to use gaso- 
lene as a source of heat, as coal gas frequently contains sulphur, 
and if the precipitate in the crucible absorbs sulphur from the 
coal gas used for heating, a fictitious value will be given to the 
results of the analysis. 

Gasolene will give any degree of heat that is required in 
regular laboratory work; it can be employed many miles away 
from the city and gas plant, and while everything is in its favor, 
a single objection to its use cannot be presented. The solvent 
action of gasolene on fats and oils, so commonly made use of in 
cleansing operations, is utilized in a far more elaborate way in 
the laboratory. An example will best illustrate its use, In the 
the analysis of butter a weighed sample is heated at 212° Fahr. 
as long as it decreases in weight; the loss in weight represents 
water driven off by evaporation; the residue in the dish is now 
digested with gasolene and filtered; every trace of fat will be 
dissolved and will pass through the filter, while the curd, casein’ 


‘possible they are blocking the game. 
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salt and mineral salts, being insoluble in gasolene, remain on 
the filter. 

It is now only necessary to evaporate the gasolene, distill it 
off, at moderate temperature, and the fat, separated from every 
thing else, will be left as a residue in a convenient form to be 
weighed. 

ENERGY IN GASOLENE. 

The composition of gasolene as shown by its formula C,H,, 
is carbon$%, or 83.71%; hydrogen 4%, or 16.28°,. Taking the 
thermal value of carbon at 14,500 heat units per pound and the 
corresponding value of hydrogen at 6,250 heat units per pound, 
calculation gives for 1 pound of gasolene: 14500 x 1831 x 
.1628 — 22313 heat units. 

Converting pounds (74° Baum¢) to gallons, 22313 x 5.72 
— 127630 heat units; multiplying heat units to obtain equivalent 


in foot pounds thus: 127630 x 778-99296140 foot pounds. 
Reducing foot pounds to horse power hours thugs? os 40 89 
§ * 1980000 


horse power hours as the energy in one gallon of gasolene, and 
which would be obtained if we had a gas engine of 100 per cent. 
efficiency. 

Of course, 100 per cent. efficiency in anything is only an idle 
dream, but the gas engine is doing good work, but will in the 
near future do better work. It will not drive the steam engine 
to the wall, nor relegate it to the scrap heap, but it will continue 
to be what it is already—a very formidable rival. 


CORON TO 


Verily the vicissitudes of the wicked are many. Here we 
were patting ourselves on the back and congratulating each 
other that the new factory in Toronto would be well under way 
before the July issue of the Boomer, and instead of that, com- 
plication has stumbled head over heels after complication to 
prevent Mr. Bowser from saying the word “go.”’ Why, with 
the new factory to give us a chance, we really don’t see where 
the Western Division stands a show of winning. Can it be 
Perish the thought; it 
was inspired by our anxiety to get under way. Here’s hoping 
that before the next issue we can send the good news that work 
has begun. 

The versatile Bate, speech maker, letter writer and tank 
salesman, does not believe in limiting his sales too closely, If 
variety of tanks sold counts for anything, Bate takes the pre- 
mium. The Province of Ontario seems to have a place for 
everything in the catalog, and some things that are not. 


Napoleon Rosconi sold a fifteen-barrel, Cut 41, with 12-gauge 
tank, 2 1-2 gallon pump and gallon meter to a general store. 
Can the States beat that? He likewise landed a hardware 
dealer for a twenty-barrel, Cut 41. Now beat it. 


Tom Cragg and W. R. Hance journeyed to Fort Wayne the first 
week in July and received enough inspiration and good news to 
last them through the hot season. Conditions at the factory 
indicate an unprecedented era of prosperity for the tank sales- 
men, 

The factory received five orders in one day from J. E. Hale, 
and three of them were for five barrel cellar outfits. That is 
one of the reasons Toronto has doubled last years’ business. 


CARTIER, ONT., June 26, 1906. 
Messrs. S. F. Bowser & Co., Inc., Toronto, Ontario. 
“Dear Sits:—Please find enclosed my daily call reports, and 
orders No, 765 and 766° which you will kindly hurry forward, 
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I had a very narrow escape of being badly hurt or killed. I was 
in a very bad railway wreck on the C. P. R. In order to get 
over the road a little faster, I got a permit from Superintendent 
to ride from White River to Chapleau on what is called a coach 
train of empty passenger cars coming east. There were eighteen 
coaches on the train, I being the only passenger I had my pick 
out of the eighteen coaches, and of course picked the cleanest 
looking car, I tell you my choice was a very lucky one; I just 
missed it by one coach. The entire seven coaches ahead of the 
car I was in were smashed to kindling wood. At the time being 
all alone, I was reading my June Bowser Boomer, and had just 
got to where Saunders had the coon in the Bowser Tank, After 
the shock came I was standing on my head with the Boomer 
stillin my hand. I really had to laugh at myself after the crash 
was over, and when I got to my feet again I did some sprinting 
to get out of my car, and when I saw the wreck I was quite 
thankful that I was not badly hurt. My shoulder struck one 
of the seats as I was coming down, and is quite sore today, but 
Lam able to carry my grip. This makes my second bad railroad 
wreck I have been in since New Years, and hope that it will be 


the last. It gives one a horror all the time you are in the cars 


for several days after. 
Yours very truly, THOMAS CRAGG. 


A QUESTION COLUMN 


Each month one column will be reserved for questions. 
Questions that come up will be inserted and every reader is 
invited to answer them. The best answers will be published in 


the succeeding issue. 

If you have questions that have a direct bearing 
on the sale of Bowser Tanks, send them in. This is 
your column—we want you to use it. 

Start it going by answering these that have been 
asked: 

1, What shall I give as my reason for refusing to 
sell a Cut 41 pump without the tank, the customer 
claiming he can furnish his own tank? 

2. A frequent objection raised in my territory is: 
The cost would consume all my profit in oil for sev- 
eral years to come. What is the best line of argu- 
ment to meet that? 


NEW MEN WITH THE BOWSER GRIP 
The following is a list of the men who have taken 
up the line since June 15th: 


BeeMs SMA GTT fe 5 eee, SR ee See conan Illinois 
WMV IME ORD Pot oe ohn iete Ree ree neticic eaee een oe Illinois 
JigD DIBBAL SOM! Saya herice tien weet toe Illinois 
Wile SBRINTNAT ap hes oecwetea elit) Seinen aes etre tte Michigan 
COS VjAN GOREN tite Lennie net crate) ah Rican nn ae Illinois 


TH GASKING Pe ai ier oe Ren sietey. cath aws eho aca Ohio 
We wish them every success. 


HAD TO TAKE AN INTEREST 


Two ‘‘commercial'tourists”’ of the pine board per- 
suasion met in the Union depot the other day. 

‘“Hello Charlie,” says No. 1, “‘haven’t seen you 
in an age. What are you doing now?” 

“Oh, I am in the same old line,” responded No. 2 

“With the same house?” 

“Ves, same old concern, but situated a little diff- 
erently,”’ ; 

“How is that?” 

“Well, ve got an interest.” 

“Ts that so? How long since?’’ 

‘Since the first of the month.” 

“Let me congratulate you.” 

“Yes, the old man told me I’d got to take an inter- 
est in the business ‘this year or quit, So I took the 
interest.” 
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DEAR BiL1.:—We have just finished the first half of the year 
ani I want to congratulate you on the good work you have done. 
You have been diggin’ to good purpose. You have torn up a 
few good orders by the roots and you have just taken the top 
soil from a lot of others. In fact you have only begun to dig 
and the prospects are better the farther down you go. While 
we haven’t quite made our quota for the first six months I ant 
sure you will finish strong.—‘ Keep diggin’.”’ 

We are not playing any favorites when it comes to either the 
Eastern or Western Division, but I certainly will soon have to 
“take a poke” at the Assistant General Managers. When we 
drop a nice fat order into the Eastern Division, Bechtel will 
come and shake his fist at me and say we are favoring the East. 
When we drop a good one into the quota of the Western Division 
Savercool makes faces at me and says we are favoring the West. 
So you see we are between the ‘‘ Deviland the deep sea ;”” you can 
take a pencil and figure out which is which. 

Well, Bill, I am proud of you and know that at the end of 
the next six months we will be there with the goods. ‘Keep 

Tee Yours, DunK. 


diggin’. 
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S.F. BOWSER & Co. INC. 
PUBLISHERS 
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OH, MR.ROSCONI, 
| MUST GIVE You 
AN ORDER! 
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THE GOOD OLD SUMMER TIME 


The Good Old Summer Time is well nigh gone, and all of the boys have spent their vacations at various resorts and in different 
ways. We look for fishing stories galore within the next few weeks, and will be glad to receive any contributions along this line 
for use in the ‘‘ Boomer.” 


It has not been possible to give the standing of the two divisions in the first of the month Boomer, and to wait until 
the middle of the month makes the news old. The Boomer will, therefore, be issued on the 5th and 20th of each month, 
and the results given in the first issue. This record is shown on page three. 
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The advantages of having a snap shot artist on hand when on a picnic are clearly demonstrated in the above. These picture 
might have been lost forever had it been otherwise. 

The Annual Bowser Excursion and Picnic was held at Winona Lake July 13th, and nearly 1,000 employees, their families and 
their friends took advantage of the opportunity afforded for having a fine time. 

This excursion cost those going nothing in the way of fare or admission to the grounds, as the firm, in accordance with its 
established custom, generously foots all bills, paying the men their full wages as well. Some of the salesmen were in town and 
naturally accompanied the crowd. 

The features of the day, some of which are illustrated, were a baseball gare between the office and the shop, in which the shop 
got the best of it in spite of the masterful pitching of J. L. Mattoon. Also a tennis tournament in which C. A. Dunkelberg and S. B 
Bechtel beat C. A. Carrel and H. C. Storr, after the latter had unmercifully walloped J. L. Mattoon and the Editor. 


Tipe DOWOELR BUSINESS” BOOMER 3 


HOW THEY 


STAND 


A Summary of Shipments to July 3lst, 1906 


EASTERN DIVISION 


Reestestx gIMtOU US erties it Sa¥e ooh ee actor ae tac ie sc $245,412.39 
eM Miri Pry Ais 8c. vlna chee ees es we 32,281.93 
Sie RS a Se ae Se ore ees ae ee $277,694.32 


WESTERN DIVISION 


RiEStesixetniOntnceerr act. «hoe cecnas Aree eee eee $245,833.13 
aU LY eee aeM rey neces er oS, isc te eo A/a, cc 35,759.30 
ANG ED 3.5 £25 ola Paeaeth chy ear nme Se tna er aR RE Bre a SM LY $281,592.43 


As the’shipments for July, 1905, amounted to $33,536.76, the above shows a gain of 105 4-5 per cent. for the month. 


How’s that for Vacation Time and a Hot Month? Keep It Up---the Million’s Easy. 


My First Sale 


AS TOLD BY A GREEN SALESMAN 


Early in May Mr. Zahrt handed me a Bowser grip, Mr. Inslee 
furnished a calling list, everybody gave me advice, and I went 
down into Southern Iowa to sell tanks. I landed in my territory 
at 7 A. M. on Monday, and with all the enthusiasm of youth, 
sailed in. 

The town I had selected as a center had twenty-three mer- 
chants who, I was assured, would be easily sold, and already 
Most of 


the’merchants were grouped around the square and I determined 


I had visions of large commissions from many sales. 


to take them in order. Then I made my first call. ‘Good morn- 
ing Mr. M.”, (not that I was sure he was the proprietor, but because 
I knew he would feel flattered if he were a clerk, while if he 
were Mr. M., then I had started all right.) 


S. F. Bowser & Co., of Fort Wayne, Ind.; we make the well- 


“I’m representing 


known Bowser Oil Tank and’”—‘‘Got two now,” he interrupted , 
‘Oh, yes, I wanted to ask for an opportunity of looking at them ; 
are they all right? We are instructed to call on all users of our 
outfits to make sure that everything is satisfactory.” said I. 
“No objection at all; perfectly satisfactory. Best thing in the 
store.’ So I looked them over, thanked him and bade him a 
good morning, for the tanks were new, were good and adequately 
answered every requirement. He had just bought out the store 
and these were included. 

Before leaving, I requested the privilege of using his name 
as a reference to convince some brother merchant of the merits 
of my goods. I found it an excellent plan to be able to do this, 
providing I had first made sure that the reference was willing. 

And so it went, until 10:30 A. M., when I called on a Mr. D. 
Didn’t want a tank—had the best oil tank made—self-measuring 
and all, Yes, I could see it, but it wouldn’t do any good. A 
dozen men had tried to sell him something else. He was. gruff 
I was feeling blue, but back I 


It was one made 


and his clerks were smiling. 
went and found the ‘‘self-measuring tank.” 
in Fort Wayne, too. I took up a gallon measure and pumped 
what should have been a gallon—the measure was half full. 
I tried it again and it ran over, so I washed my hands, wiped 


off my feet and went back to the owner 


“Mr. D., I’ve seen your tank, now I want just three minutes 
of your time,” and taking out my model, started to damonstrate, 
but he walked away and I per force waited. 

Just then a little girl came in for a gallon of oil and, taking 
the can, Mr. D. himself went back to the tank. I went with 
him, watch in hand. Mr. D. pumped a gallon and was short, 
pumped a little more and it flowed over. The full can held 
more than a gallon so he poured some back into the tank, guessing 


at the amount. Taking the dripping can over to the faucet, 


‘he wiped it off and set it down, while he washed his hands. 


Then he took the girl’s money and the sale was made—time, 
four and one-half minutes. 

Then I had him, ‘Mr. D., it took you ten times as long to 
wait on that customer as it would with my tank.” He doubted, 


but was interested and permitted the demonstration, In using 
my model, I laid special stress on those points which my observa- 
tion had taught me must appeal to him. He was a busy man 
so I stuck close to business. I pumped the little can full at one 
stroke; I filled it again with four “quart” strokes and empha- 
sized its accuracy. I took the can off, represented it as being 
the little girl’s can, hung it on the nozzle, filled it, took it off 
and started away, to show how quickly it could be done. 

I explained the Anti-drip Nozzle and the double valves, and 
the reasons for accuracy of measure, which solved the question 
Then I said: ‘‘Mr. D., if a fire started in your 
oil room could you save it, for the tank you have has caused 


He didn’t 


of cleanliness. 


oil soaked floors; the air is laden with oil vapor?” 
know. 

“My company guarantees that this tank will not leak, will 
not spill the oil, will not allow it to evaporate, Now, if you 
don’t think I have a proposition that will pay you 100% on 
your investment, then I'll say good morning.” 

In three minutes I had sold him a 3-Bbl. Cellar, Cut 1, and 


the world assumed a rosier hue. 
Yours, 


I. B. GREEN, 
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These men are not afraid of the dog—they have simply gone for more cans. The dog foolishly considers them as friends and 
is putting forth his best efforts to catch up, not realizing these men are working tooth and nail to keep on tormenting and beating him. 
Foolish dog,—his best friends will not recognize him by the Ist of January, 1907, 


EpIToR’s NoTE—Our artist should have reversed the position of the principles in this cartoon, as our original idea was to show the dog running 
away from them and not after his tormentors. : 
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A, AUGUST 20, 1906. NO. 11 


THE BOWSER TOUR IS ON 


The contest is strenuous---every one is striving hard for a majority of points. Already each has a total of 
ver 300,000 points and the course only three-fourths run. The Eastern Division looks a little disconsolate, 
but wait until they get more gasolene and then you will "see their smoke." 


The business for the first seven months of 1906, shows an increase over the same period of last year 


of sixty-eight and three-fifth per cent. 


WHY ? 


Why is an adverb, though not of degree ; 
It’s an adverb of trouble for you and for me; 
Of all the words ‘‘spoke’’ in the course of a day 
There’s none we hate more than to hear people 
say 


Why are you wearing last season’s hat? 
Why don’t you shut the door? 

Why don’t you borrow from somebody else? 

Why come to me for more? 

Why do you think.and vote as you do—and 
Why do you live out of town? 

Why is vour mother-in-law on her ear—and 
Why is your health running down? 


Why is that nose of yours getting so red? 
Why not swear off and be wise? 

Why does your business show such a big loss? 

_ Why don’t you advertise? 

Why don’t you ‘‘mote’’ and why don’t you golf— 

and 

Why don’t you horse-back all day? 

Why are you wearing that loud suit of elothes—and 
Why don’t you do as I say? 


Now the Bowser boys when abroad in the land 
Have some mighty good ‘* Whys”’ of their own; 

Their queries are logical—right to the point ; 
And some are here made known. 


THE BOWSER BUSINESS BOOMER. 


Why don’t you buy a ten-barrel tank— 
And a gallon self-measuring pump? 

Why don’t you buy the best in the world 
And see your oil sales Jump? 

And why do you do ‘‘As grandfather did” 
Before Bowser his tanks invented? 

Why do you stay in the same old rut 
And imagine yourself contented? 


> 


Why do you give me that ‘‘ Please call again?”’ 
Why don’t you make it today? 

Why don’t you know a good thing when it’s here? 
Why do you wish to delay? 

Why don’t you act as the wise ones do, 
And build your business broader? 

Why don’t you see the saving you’ll make? 
WHY CAN’T I HAVE YOUR ORDER? 


—Pop. 


Two excellent orders that should be mentioned are 
two that came in one mail from J. L. Holmes—one 
for $3,275 to a big cotton factory in Rio Blanco, Mex., 
two 6,000-gallon L. D. outfits for naptha, two similar 
outfits for lubricating oils, seventeen cut 72 and three 
five-barrel, eut 50. 


The other was for two forty-barrel, eut 41, one for 
lubricating oil and the other for coal oil. Sales of this 
kind in a foreign country speak highly of the ability — 
of the salesman and the merits of the coods. ; 


This equipment shows twelve cut 15 pumps, eight in the stor and four for volatile oils in a vault under the sidewalk; four 


cut 41 Long Distance Pumps connected with tanks in vault. and one cut 9, all with type B. tanks. 
Cellar tanks are provided with a barrel track and hoist to facilitate filling.. Combination skid and barrel drainer in vault 


roof. 
show method of filling cellar tank through drip pan. 


All tanks are vented to the 
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JAMESTOWN, N. D., June 13, 1906. 
Editor of Boomers 

DEAR Strs—For the possible benefit of somenew man 
with a Bowser grip I send you description of a recent 
experience of mine, which may or may not be worth 
printing. 

_A firm composed of three partners gave me an or- 
der for a two-barrel kerosene tank, and then cancelled 
it before we had a chance to ship it. f called several 
times, but never could get the three partners together. 
If two of them were on hand the third was away, and 
they advanced the plea that they could not afford 
to invest. Last wéek I called again, got the partner 
who was the cause of the cancellation to own up that 
they needed a tank, that they undoubtedly were a 
good thing and that they ought to have their share 
of the good things of life, but that he was too busy 
to go into the matter in detail, but if the other part- 


ners, who were absent at the time, were willing, he 
would not interfere this time. Then I got the ear of 
one of the others for about fifteen minutes. He prom- 
ised to see me after dinner. I waited two hours. He 
did not show up. I went to his house and found he 
had gone into the country to sell a threshing machine. 
Other matters compelled me to leave the town and I 
could not return again for a week. Then I showed up 
at their place of business and was greeted with these 
words: ‘‘I supposed we had seen the last of you.’’ 
‘“Get my goods in here and it may be that way.”’ 

Now, I got there at 12:20 p.m. Some member out 
in the country this time making sale of a steam brake. 
I waited two hours, caught him going to dinner, 
waited until he was through. He came to the store, 
sot in a wagon and went out into the country—this 
time to repair some machinery. I waited, prowled 
around the town, and to keep up appearances sold a 
druggist a two-barrel outfit. This man had turned 
me down before. 

At 8 p. m. my salesman merchant and prospective 
customer had returned and I was on hand. I got 
him into what he ealled the office and hadn’t spoken 
fully a dozen words to him when a couple of men 
called him to one side and talked polities to him from 
8 until 11:38 p.m. By.this time the clerks and other 
partners were gone and I was still looking at my blank 
order book. He counted up his cash receipts and then 
told me it was time I was hunting my hotel. I told 
him it was time to saw wood, and finally, at 1:15 a. m., 
wrote him for a ten barrel cellar outfit.No. 1 for im- 
mediate shipment. And as I had arisen the day before 
at 3 a. m., I felt as if it had been a long day. 

The above experience simply goes to show that per- 
sistence in the right direction will win. 

A. B. CoRNELL. 


Fifteen cut 15 outfits installed where cellar space was limited. Note arrangement of nine tanks on swing shelf. ‘Tanks all 
filled from above through drip-pans. This equipment could also be arranged so as to fill from outside the building. 
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HARD SLEDDING. 


CuirFTon Fores, Va., July 21, 1906. 
Mr. H. B. Harper, Editor B. B. B., Fort Wayne, Ind. 

Dear Sir:—In reply to your request of the 18th 
for a photo, as soon as I can get out of these bushes 
into civilization I will have some taken and send you. 
I have just had about the toughest trip in all my ex- 
perience on the road. I had to ride one trip with an 
Indiana man. This man had his wife and little son 
with him. We had a double team and were to reach 
Mountain Grove Friday night. We arrived there at 
7:30 p. m. The merchant there runs the store, also 
the hotel. He would not sell us horse-feed, food for 
ourselves, nor would he give us a light’s lodging. He 
had just been arrested for running a hotel without a 
license. 

We were about thirty miles from the Warm 
Springs, the nearest hotel, so with a dead-tired team 
we started out to try and make it. The country is all 
mountains and very high ones, at that, with just a 
cabin every few miles. We tried to buy something to 


eat from each one as we came to it, but all said they 
had nothing. I think they took us for revenue officers 
and for that reason refused to sell us anything. I 
had a ease like this in Rockbridge, and when the old 
fellow found out his mistake he bought a tank to 
square himself. We. kept trying until 11 o’clock, 
when we struck a little two-room cabin, where we 
bought some hay, had a cold cup of coffee, some cold 
bread, which we could not eat, and some raw onions. | 
We thanked him for the lay-out, but told him we wer 
not very hungry. After the horses had a rest and 
some of the hay we started again and made the top 
of the highest mountain, where we palled off to one 
side, unhitched, made Mrs. Hanson and her little boy 
as comfortable as possible, and Hanson and I then 
found a log and sat down to wait for dawn. It was a 
long wait, and as we had had nothing to eat since 
breakfast, we were good and empty, but we amused 
each other by talking of good hotels and good dinners. 

When daylight came we again started, arrived at 
Hot Springs in time to catch the 7 o’clock train here, 
and ate a good breakfast, our first meal since break- 
fast the day before. I did not try to sell the gentle- 
man at Mountain Grove a tank, as I was too weak to 
talk. When I go back in that country, I will take 
week’s rations and a camp bed. . 

Possibly Mr. Dunkelberg would like to try a hunt- 
ing trip there sometime, and I will give him a chance 
to try his hand on this kind of wild game. When we 
passed a eabin you would see no one, but if you 
looked carefully you could see them peeping from be- 
hind some out-building or through the windows. They 
are wild enough to hunt, all right. 


I would like to see a B. B. I have not received 
one since June 15th. Would be glad if you would 
mail it to Evans Hotel, Winchester, Va. I will be 
there the 29th. Yours truly, 

W. B. LYNHAM. 


Sixteen cut 15 tanks and pumps, fourteen two-ba.rel and two one-barrel, with barrel track over all tanks. 


tanks fitted with agitators to prevent contents settling. 
with siphone. ‘Tanks for volatil oils provided with vent pipe. 


G 


Two one-barrel 


One tank filled from below through bung faucet and another from above 
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Mr. H. C. Carpenter, Jr., who has been working 
the drug and heavy oil trade in Boston and vicinity, 
is now enjoying a well-earned vacation in Vermont. 
Mr. Carpenter’s good work and the results thereof 
have been commented on in these columns previously. 


We are glad to be able to report that our Maine 
friend, Mr. N. A. Ring, is able to be about and looking 
after the trade. A fine ten-barrel tank order is the 
evidence that. we have as proof. We are especially 
glad to learn that he has improved as this order would 
go to show. 


‘The order for the largest garage equipment thus 
far sold has recently been secured by the Boston of- 
fice. It is for the Automobile Club of America, New 
York city, whose new building is now in process of 
erection. In securing this order, Mr. Savercovul was 
assisted by Mr. Fred Knoche. 


We had the pleasure of a call from our veteran 
‘salesman, Mr. Geo, W. Bigelow, last week. Mr. Bige- 
low was on his annual vacation and in accordance 
with his regular custom, called at the Boston office 
to see the boys and renew acquaintances. Mr. Bigelow 
is now back en his teritory in New York looking after 
his trade. 


Mr. KE. M.:; avercool, assistant general manager, is 
at the present time enjoying a vacation. So quietly 
did he fold his desk and steal away that no one had 


time to ask him all about his plans, etc. In fact, in 
confessing our ignorance to his whereabouts at the 
present time, we can only truthfully say: ‘‘We don’t 
know where he’s going, but he is on his way.’’ 


Mr. Edward Bryld, who is looking after the trade 
in southern New York state, has added to his canvass- 
ing outfit a horse and buggy. This makes him inde- 
pendent of the local electric street railways and en- 
ables him to call on the out-of-the-way merchants (and 
they are well worth a call) that might not otherwise 
be informed regarding the merits of Bowser tanks. 


A very good order secured by F. F. Davis, of the 
Boston office, is that of H. C. Frick, of Prides Cross- 
ing, Mass. This consists of a 1,000-gallon, three-six- 
teenths steel tank, with nickel-plated No. 41 pump, 
meter and filter for gasolene. There are also two one- 
barrel No. 15 outfits for lubricating oils, one pump 
finished in full nickel-plate and one in polished brass. 


The Boston office is authentically informed that 
our good friend and former Boston salesman, Mr. Geo. 
R. Quarles, of Philadelphia, is the happy and proud 
father of a ‘“‘set’’ of twins recently arrived—a boy 
and a girl. The Boston boys extend congratulations 
to the Quarles family and anticipate that the younger 
Quarles will follow in ‘‘dad’s’’ footsteps and be a 
first-class tank salesman in years to cume. 


Talking of vacations, a most pleasant theme at 
this time of the year, we are advised that Mr. F. W. 
Meegan lef New York on Saturday, the 11th 


inst., for a two weeks’ trip to St. John’s, New- 
foundland. We dare say that he will find that antique 
seaport and ‘‘Little Old New York’’ offer a noticeable 
contrast—something that every hard-working man of 
business seeks after when in quest of a rest and recre- 
ation. 


(Concluded on Page 1.) 


A small equipment for four oils, especially designed to meet the demands of the average hardware dealer, handling oil. 


Shows offset tanks and with fill pipes running to floor directly above; terminating in the cut | 35 filler boxes. 


This illustrates the 


possibility of adapting our outfits to every requirement or condition you may meet. 
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On the Fifth and Twentieth of Hach Month. 
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Issued solely for the benefit of the Bowser Salesmen. 


Copy for insertion must reach the editor ten days in advance of publication. 


Contributions are invited from every representative and employe of the com- 
pany, to be used at the discretion of the editors. 


The Boomer was intended primarily to serve two 
purposes, the one to keep the salesman in touch with 
each other, the other edcuational. 


In pursuance to this second motive we are illus- 
trating six model equipments for heavy or paint-oil 
trade. These are all wash drawings adapted from 
actual sales made within the last few months. Install- 
ations of the same style have been repeatedly made 
and their entire practicability is vouched for by the 
users. It will assist you in making similar sales to 
carefully study these cuts. If every point is not clear 
do not hesitate to ask for an explanation. It’s in- 
tended as a means of better acquainting its men with 


every feature of our product and will be followed 
with others along similar lines. 
*k KOK 


No man can know his line too well. The better 
he knows it the easier he can make sales. Many a 
man makes the mistake of trying to sell without know- 
ing much more or as much as the customer he is 
anxious to secure. You must sell your goods on theiy— 
merits. If you do not know these merits, how can you 
look for success ? 

We eae 


You may make sales—probablywill— but those 
same orders might easily be larger ‘ones were you 
familiar with every reason why for a better equip- 
ment. 

* K 


Knowledge will save you from selling a cut 19 
to a eut 9 prospect, for instance—that is, it will en- 
able you to recommend and sell just the outfit your 
customer need. He must take your word for it, he 
knows he wants something; you convince him that 
a certain style is just the thing. If it is not he 
blames the company and gives the system a‘‘black 
eye.’’ If it is right, he is quick to say so, recommends 
it to his friends and paves the way to other sales. 
A satisfied user is a salesman for the company. You 
can learn all about the tanks while at the factory and 
with the aid of our literature. Then learn your trade, 
study each customer, familiarize yourself with his con- 
ditions and needs. Don’t be in a hurry to make the 


(Concluded on Page 7.) 


Four under the floor outfits with cut 15 pumps for heavy oils. 


cellar, but wants to have the advantages of the cellar type. 


te 


Just the equipment for the dealer who has no basement or 
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SHE WANTED A TANK. 


Hartrorp, Conn., June 24, 1906. 


The Editor Bowser Business Boomer, 
Fort Wayne, Ind. 
Dear Sir :— 


It may be interesting to some of the ‘‘boys’’ to 
know about my experience in selling a ten-barrel cut 
No. 42 outfit for kerosene to a Mr. C., at Lagrange- 
ville, N. Y., today. 

This town is very small and the grocers rely upon 
orders taken by them over quite a territory. They 
make a drive of between fifteen and twenty miles 
three times a week and deliver the other three days. 

When I ealled on Mr. C. this morning he was out 
on his order team. His wife telephoned several 
parties on his route, but failed to catch him. They 
all reported that he had just left. She then borrowed 
a harness and hitched up another horse, got a neigh- 
bor to tend store, changed her dress and together we 
started to catch Mr. C. 


We drove about six miles and finally cornered him 
on a road which led to a farm house, but no further, 
so she was sure we had him. We met him returning 
and stopped in the road and talked tanks for about 
one hour and a half. Mrs. C. then tuok his team and 
started to finish his route, while Mr. C. and I went 
back to his store. We started in on eut No. 19 and 
I finally landed him for the above-mentioned outfit. 

I relate it because of the fact it struck me as be- 
ing one peculiar way of selling a man a Bowser 
Tank, and also because of the fact that Mrs. C. is the 
first woman I have encountered who took any interest 
in tanks to speak of. She was bound he should have 
a Bowser, and he got it. Very respectfully 

JAMES S. SNOW. 


(Concluded from Page 6.) 


sale and move on. 
pect should have. 
no value. You must see for yourself, and seeing, 
know just what to offer. 


Take time to learn what your pros- 
For this the Boomer columns are of 


-f it: has eaused 
Don’t 


spend yours that way and don’t let your customers 
spend his, for he is bound to blame you. There is but 


Knowledge is power and the lack 
a lot of men to spend their money foolishly. 


one way to get knowledge—that is by close applica- 
tion. Study your model and your advertising matter, 
study conditions, study oils, study your trade and run 
If the 


is “for, 


a correspondence course with the home office. 


‘*Boomer’’ can help you, that’s what it 


ask it. 


Ten cut 9 outfits, eight three-barrel and two five-barrel with one cut 41 Long Distance for gasolene. Shows barrel track and hoist. 
An equipment of this kind instead of detracting from the appearance ofa store, adds to it. Asimilar outfit sold Chas. M. Moser’s Sons 
Cincinnati, has made the interior of their store one of the finest in the United States, 
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We have here a field meet---with three events under way. The game has been very interesting, some- 
times exciting, and all contestants evenly matched. An amusing incident in connection with the several events 
was a guessing contest as to which Ladd was which; why Laverty was in the heavy-weight class, and how 
Snow ever got so high. Bowen was scheduled to participate, but he has been so busy cleaning up competit- 
ion in the tank line that his name was scratched. 
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We are indebted to J. B. Bate, W. Mumford and 
Bi S. Snow for answers to the questions that ap- 
peared in the July 15th issue. The answers were 
along similar lines, so we have taken the best of all 
of them and give the consolidated reply. 


Question No. 1. What shall I give as my reason 
for refusing to sell a cut 41 pump without the tank, 
the customer claiming he can furnish his own tank? 

““We use a line of argument. up here that some- 
times fills the bill and try to show the prospect that 
a tank to which a Bowser Pump 41 ur 44 is attached 
must be so and so, and that none except our make 
is that. Isay: I cannot sell you a cut 41 pump alone, 
Mr. Buyer, because we give with all our goods an 


absolute rock-bottom three years’ guarantee, 
something we could not do when we _ know 
nothing about how your tank is made or _ its 


quality. It is necessary these tanks are positively 
gas tight in every way, or it is likely our pump may 
fail to do perfect work and the first thing we know we 
will be getting a bad name for our goods when it is 
not our fault, but the public will not know that. 


- Then again, if you look at this section—cut 142— 
you will see we make a special filler pipe and flange 
connection, also stuffing box and connection for foot 
valves and suction pipe and if you are to go to work 
and have special patterns made of those to fit up your 
tank properly you will find it costs more than buying 
the tank as well as pump from us.”’ AKides 


‘It is necessary to have the tank made as our 
tanks are made in every particular in order to in- 
sure satisfaction, and when a cheap or inferior tank 
is used it is seldom that the outfit works properly. 
The consequence is that the pump of our manufac- 
ture, which is perfect, has to take the ‘‘black eye’’ for 
the faulty construction of the tank.’’ dense 


‘“We have made a specialty of making oil tanks, 
something no one else in the United States has. Our 
tanks are particularly adapted to the peculiar re- 
quirements of oil storage. The pump without the 
tank would not be any good; the pump with a poor 
tank would not be verp much better, but the pump 
with a Bowser tank gives a man the best possible 
arrangement for the handling and storing of oil.’’ 


Your customer will also find that if he wants to 
buy a cash register or a cheese cutter, or if he deals 
epin agricultural implements he could not buy a part 
of the article at one place and the balance somewhere 
else. The Bowser long-distance outfit is just as much 
a unit as a dynamo and to buy the pump without the 
tank should be considered no more than to buy a dy- 
namo armature of one company and the frame of 


another, 


Question No. 2. A frequent objection raised in 
my territory is: The cost would consume all my profit 
in oil for several years to come. What is the best 
line of argument to meet this? 


“The argument I advance to meet this is that by 
the customer’s present way of handling oil he is los- 
ing about 1 cent per gallon through waste, leakage, 
measures, ete., and if he sells, say 2,400 gallons a 
year, that means a loss of $24.00, but if he uses one of 
our tanks it means $24.00 added to his present profit, 
as the oil consequently is a good investment. Our 
self-measuring tank commences at the start to eut off 
his past losses and begins to save for him and con- 
tinues to do so for years and years. The amount paid 
for a barrel first-floor outfit—$55.00, if deposited in 
a bank at 4 per cent would only give him $2.20 per 
annum, or five years a little over $11.00, but our tank 
saves him about $24.00 a year, besides increasing his 
trade, as his customers will find that they get a better 
quality of oil and do not have their cans sent to them 
dripping with oil down the sides through careless 
filling.’’ W. M. 


““Mr. Brown, is any man warranted in remaining 
in business if he is losing money ?’’ ‘‘No.‘* ‘‘Ts that 
man suecessful, who, knowing where he is losing 
and knowing how to stop those losses, does not 
do so?’’ ‘‘No.’’ If that applies to a business as a 
whole, does it not apply to each item in that busi- 
ness?’’ ‘‘Yes.’’ ‘“‘Ts a man doing himself justice 
if the profit from one item of business is offset by the 
loss from another?’’ ‘‘No.”’ 


““You admit there is a loss to you in handling oil 
in your tank. I have shown you a way to get rid 
of this loss and guarantee the result. You may handle 
very little oil, but the only difference between you 
and the merchant who handles more is that his losses 
are correspondingly greater, but tnen he needs a 
larger tank that will cost him more. I tell you, my 
tank will pay for itself even with the amount of oil 
you handle. So even if you do not buy, you are real- 
ly paying for the tank and not having the use of it. 
The money you admit you are losing will pay for the 
tank, because the tank I’ll sell you is designed for the 
dealer whose requirements are lmited. The small 
dealer feels every loss more than the large one, just 
as a man whose business is worth $1,000.00 feels a 
$500.00 fire loss more than does the man with a $10.- 
000.00 business. If the big dealer cannot afford to be 
without a Bowser tank, how can the small dealer? 


New Question to Be Answered—What.-is the best 
answer to ‘‘Price too high?’’ 
P. S.—Send in your replies promptly. 


Two of the 8S. F. Bowser’s agents met on the conti- 
nent of Europe, selling outfits. One was an Irishman 
and the other a Frenchman. The Irishman under- 
stocd a little French and the Frenchman a little Eng- 
lish, so they got to talking about their sales of Bowser 
outfits in their respective territories. When they took 
leave of each other the Irishman raised his hat and 
said: ‘‘Au reservoir.’’ The Frenchman responded, 
ce Tanks. 2? 
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BOOMERANGS 


To the Editor of The Boomer: 

What kind of a ball game is this you picture, when 
the western division have the field all to themselves? 
Do you infer that Savercool, with his bunch, has re- 
tired from the game, or do you think that the western 
division needs all the practice? Of course, in a regu- 
lar game of ball there is generally some kind of a 
contest, at least one team against the other. 

There’s no doubt the eastern boys ean afford to sit 
on the fence for sometime and then win out, but for 
heaven’s sake, give Bechtel something to play with. 
His men seem to be playing around corners, and 
there’s no need of an umpire for that. However, that 
wild pitcher you have in the west might make it safe 
for the umpire to have on a coat of galvanized steel, 
in order to protect his anatomy from slaughter, but 
you know wild pitching always looses. I would ad- 
vise you to get better pitchers and take the western 
men out behind the little house and instruct them how 
to play, but for goodness sake, don’t expose them in 
the open any more. 


(QUAKER CITY. 

Epiror’s Nore—aAt first appearance the above 
seemed somewhat caustic to have emanated from so 
gentle and peaceful a man as our Quaker City repre- 
sentative, but we immediately, after learn ed that 
Brother Quarles was daddy to two brand new boys— 
twin duplicates of the ‘Sold man.’’? We feel that this 
explanation is due, as are also congratulations to the 
happiest ‘‘dad’’ in Philadelphia. 

See eek 
BrookuyNn, N. Y., July 9, 1906. 

Business Boomers 

Mr. Epiror:—I received the Boomer this a. m. 
and note with pleasure the score on the fence. I also 
regret to note of all the tanks Mr. Polhamus is 
clothed with as wmpire, not one Bowser pump is at- 
tached. I would suggest to the cartoonist that some 
one of the tanks be equipped with cut 41, Long Dis- 
tanee 5,000 gallon meter and filter. 

‘*Ra-re, ri-ro! 
Ring, ching, chang ; 
The Bowser! The Bowser ! 
Rip! Boom! Bang!’’ 


Bowser 


J. S. Lapp. 
Kite Tee 
Lomera, Tex., July 17, 1906. 
To The Boomers 
I am always happy to receive the Boomer. It puts 
hfe into me, giving the general news of the boys and 
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advice to me as to how the business is going and giv- 
ing good advice as how to sell tanks, ete. I have not 
much advice to give, as I have not been long in the 
business, but what lttle business I am doing, I lay 
to one or two poimts. One is never get discouraged, 
and the other is, talk lead bottom and long life of the 
tank. It is a knocker when you come in competition 
with other outfits. Thanks for the Boomer regularly. 
Truly yours, 
D. C. TRAXLER. 
3 * * : 


WANTS TO KNOW. 


Why has Harry Purdy got a st ring on the office 
at Fort Wayne, instead of on the factory? 


Kindly answer through the ‘‘ Boomer.’’ 
RING. 


ACCIDENTS. 


P. W. Vonderau had the misfortune to be a victim 
of a railraod accident and has been laid up for nearly 
six weeks. ‘‘Pete’’ has just got back to his territory, 
being able to navigate with the aid of a cane. 
seemed to feel worse about the lost business oppor- 


tunities than he did about the game leg. 

Another accident. D.C. Traxler slipped on a ba- 
nana peel and broke his collar bone. The latest re- 
port is that he is recovering rapidly and will soon be 
baek into harness. 


(With Apologies to Ella Wheeler Wilcox.) 
‘*Smile, and the world smiles with you, 
‘*Knoek,’’ and you go alone; 
For the cheerful grin 
Will let youin 
Where the kicker is never known. 


Growl, and the way looks dreary, 
Laugh, and the path is bright, 
For a welcome smile 
Brings sunshine, while 
A frown shuts out the hght. 


Sing, and the world’s harmonious, 
Grumble, and things go wrong, 
And all the time 
You are out of rhyme 
With the busy, bustling throng. 


Kick, and there’s trouble brewing, 
Whistle, and life is gay. 
And the. world’s in tune 
Like a day in June, 
And the clouds all melt away.’’ 
G. A. W. 


G 
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DID THIS EVER HAPPEN TO YOU! 


Somes time since in Kiowa, Kan., I went into a 
grocery store, a barn-like place—boxes,-barrels and 
goods piled all over—no system whatever, everything 
in the store looked out of place, and as yet I was un- 
seen, although I was sure I had spotted the boss. Yes, 
that must be the owner of this store, in his shirt 
sleeves, evidently all unconscious of the formidable 
presence of so arch.an enemy as myself. Calmly I ap- 
proached him, without fear or malice [ greeted him 
and we gripped each other, introductions followed, 
the model out, the battle commenced. 

Wonderful, wonderful, his eyes seemed to say, and 
it took no course in Sheldon to tell me that I had 
him interested. You could see the interest sticking 
out all over him. I made four quart strokes to show 
him how perfectly the outfit would throw a gallon 
that way as well as with one stroke. ‘‘ Accurate, isn’t 
it,”’ he murmured. ‘‘As I die,’’ I rejoined. Next I 
showed the register. ‘‘A fellow will often miss count, 
if he isn’t eareful,’’ said he. ‘‘He is bound to, unless 
he has a Bowser,’’ from me. On I went, extolling the 
Bowser system; he followed me closely. Step by step, 
I led him on, my course set straight fur Order Harbor, 
my weather eye out for shoals and reefs, hard and 
true I hammered on the arguments. ‘‘Every mer- 
chant ought to have one,’’ said he. ‘‘ Yes, every mer- 
chant should have one, but think of the joy of having 
erone for gasolene and one for coal oii,’’ shyly I re- 
marked. ‘‘You are right, two are so much better than 
one that I don’t think I would want any less than 
two,’’ this from the merchant. O, be still my beating 
heart! 


Indicator Point is reached in safety. ‘‘That;’’ said 
I, ‘shows approximately the amount of oil on hand at 
all times, and is one of the very best points on the 
outfit,’’ and on I went talking straight to the point. 
Surely Samson was a novice with a jaw-bone in com- 
parison with me. The merchant tried to say some- 
thing. All too late though, my man, you have let me 
go so far that you will have to sign an order first be- 
fore I ean hear you. 

“Stop!” he eried, ‘‘you know all about Bowser 
tanks; let me ask you something; help me out.’’ He 
almost ran out of the back of the sture: I followed 
close behind. Great snakes! steady now! what is that? 
“IT have had this Bowser (it is eut 10) for two years 
and I have been wondering 
stick was for. 


what in the world this 
I noticed the numbers on it and have 
been intending to send it to your people, but thought 
that if they wanted it they would send for it. It is 
in good shape, though, as I have never used it, and 
if you want to, take it along with you.”’ 

Please leave me alone with my sorrow. Inside the 
store I stumbled over a cut 19, and apologized and 
fled. Respectfully, 

Ep. Hayes. 
Wichita, Kans. 
Ep Note—This must have been a dream, for Mr. 
Hayes is too good a salesman to try to make a sale be- 
fore he finds out how his propsect handles his oil. He 
doubtless relates it as a warning to new men, and as 
such it is very good. 


BOSTON BOYS. 
(Continued from Page 5.) 

Another new Bowser representative, Mr. D. W. 
Chase, is now looking after business (and finding it 
too) in Western Massachusetts. Mr, Chase has been 
assigned Hampden, Hampshire, Franklin and Berk- 
shire counties and this territory is receiving his close 
attention, he sending in two orders within the first 
two days out. Mr. Chase was formerly with the well- 
known firm of Sidney, Shepard & Co., manufacturers 
of metal specialties, and is familiar with the territory 
which he now covers. 

Among the new representatives of Bowser Tanks, 
now on the road for the Boston office, we number C. 
H. Kelley, who comes from North Carolina, and who 
is now working the trade in the vicinity of Eastport, 
Me. Mr. Kelley found a new pleasure in store for 
him when in old Boston, viz: his first lobster. Think 
of it; his FIRST one! However, we believe that it 
agreed with him (and he with it), as on the day fol- 
lowing we received from him a good order. If a diet 
of shell fish has to be credited with this start we sin- 
cerely hope that he will keep himself plentifully sup- 
plied with crustaceans while on the Maine coast. 
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Geo. Quarles 1s receiving congratulations because 
of the advent of twin babies. Now he says his biggest 
troubles are little ones. 


Thos. Cragg has been spending his vacation in 
Fort Wayne, his home, and just left for the far off 
northwest territories, his trip to last until Christmas. 

W. E. Jenkinson, for some time a mail-order man, 
has gone to California to look after sume special busi- 
ness there. In two days he sent in over $2,000 worth 
of business. 

R. E. MeIntosh and W .C. Smith stopped at Fort 
Wayne for a day on the way back to their territory— 
Smith to far-off Oregon and McIntosh to Minnesota. 
They both report excellent prospects for a big fall 
trade. 

F. B. Homsher, who recently changed office work 
for road work, is proving that he knew what he was 
about. Mr. Homsher had an unusually good run of 
business and his orders grade well with those of more 
experienced tank salesmen. 

Another office man, W. D. Inslee, of calling-lst 
fame, is carrying the grip. Mr. Inslee sent in thirty- 
three orders in three weeks. One of them he closed 
on the boat while traveling to his territory. We are 
looking for more new men of that kind. 

J. G. Rodman, representing the Bowser Oil Tank 
company of Fort Wayne, Ind., has purchased the 
Whitlock property, in the thirteen hundred block on 


West Main. ‘‘Rod’’ may make other investments here 
in the near future. He secured a fine piece of reai 
estate at a bargain. 


The above, clipped from an Oklahoma City paper, 
is an item from which at least two inferences may be 
drawn. He may be buying as an investment, intend- 
We hope it’s the 
Mr. Rodman’s work has been of a.very high 
Special work that has been «assigned to him, 
while difficult, has been successfully carried through. 
He’s worked hard to be able to invest. 


ing to rent to some one else, or—. 
latter. 
order. 


A 
: 
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DEAR Bruu:—I am very glad to know that you are 
enjoying your vacation, and want to congratulate you 
on the $8,000 order you took while you were resting. 
Of course I am sorry your vacation was interrupted, 
but we will both have to put up with it. I am glad 
to say that orders for smaller equipment and single 
tanks are coming in steadily, and I know we will make 
our quota look sick when we are through. Now that 
the fall rush is on I want to suggest that in spite of 
the good prospects, ‘‘keep digging.’’ Yours, 

DUNE. 


S.F. BOWSER & Co. INC. 
PUBLISHERS 


FORT WAYNE, INDIANA, SEPTEMBER 5, 1906. NO. 12 
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Western shipments are much heavier than East- 0 wipe out all difference. ‘‘Get busy’’-er you West- 

ern men for your present lead gives you no ‘‘cinch,’’ 

for Dec. 31st. | You have no idea what the East has 

up its sleeve. 


—ern.-—Railroad Item. 


‘*Get busy’’-er you Eastern men, and show how 
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SHIPMENTS TO SEPTEMBER 1ST 


EASTERN DIVISION 


WESTERN DIVISION 


First Six Months 3. ee ee 245,412.39 23 ee ee 245,833.13 
July: .....  B2i281.93 Geen ots gee ee 35,759.30 
AUPUSE ~ ne ive Leta tes HE ae este, Ag Lokal O en ee en 46,264.49 

Total cock Sie ee el ee eee 318, 420.10 . » 327, 856.92 


THE WEST BEING $9,430.82 AHEAD OF THE EAST 


This will introduce to those who 
have not already met him, Mr. Wal- 
ter T. May, who has assumed the 
responsible position of Assistant 
Superintendent of Salesmen. 

Nite 


recommended. 


May comes to us highly 


In Explanation 
This number of the BoomER is a little late but we 
are sure you will overlook it when we tell you that it 
is on account of a day off the editor took to celebrate 
the advent of the best looking, brightest and best na- 
tured baby girl that has ever been brought to his at- 


tention. Thank you, both are doing very nicelv. 


A Little Wash Day Advice 
B. B. B. Editor. 

Although a rather new man at selling Bowser 
Outfits, I had a little experience up in Michigan that 
came near beating out the Hen story. 

The prospect; a Polish gentleman had been con- 
vinced of the merits of the Bowser and went to tell 
his wife what a good thing he was going to order and 
right there is where he didn’t order. I started anoth- 
er battery or two and had him landed the second time 
and he went out to tell his ‘‘Boss’’ again what a good 
thing he was just going to order and when she got 
through with him he went away by a back door route 
and left me to fight it out with the wife. I wandered 
out to a back porch and found her washing clothes for 
several little Poles, and started in by helping her wring 
out a few small dresses and other things, got her good 
natured and told her how much they were losing by 
the old method, and the two barrel tank is now on the 
way to save them enough money in sixty days to get 
the wife a good washing machine as I said it would. 

So don’t dodge a wash-day, it may have other re- 
sults than clean clothes. Yours truly, 

W. D. INSLEE. 


Vacation Reminisences. 


Now all vacations are over, and you ought to 
Some of the boys furnished 
pictures of themselves taken while enjoying life. 
What do you think of the ‘‘snap shots.’’ on the next 


page. 


hear the stories they tell. 


QUARLES SAYS: 

Thanks for your good wishes. The Twins are 
doing fine, also my good wife; and to say that we are 
all extremely happy is putting it mildly. I would not 
take a million for them, or give ten cents for two more 
just now. Yours, 

* * * 

P. W. Vondereau, whose accident we mentioned 
in a previous issue returned to his territory in a crip- 
pled condition and started the ball a rolling by sending 
in a ten barrel order immediately. The picture really 
is not very good but it is the best we could do having 
no photograph. ‘There are others whose pictures have 
not been received who may fare even worse than Mr. 
Vondereau unless the photo is sent the editor pretty 
soon. 

* * 

W. E. Jenkinson moved his family and furniture 
to San Jose, California, where he is now hustling for 
and receiving good business. 

F. W. Meegan says he had an elegant time in 
that he 
couldn’t help s2nding in that $700.00 order from Ho- 


boken. 


Newfoundland and feels so much better 


J. H. Medsker stopped at the office on the way 
back to his territory and assured us that the west had 
no show, he felt so much better. 

* * * 

‘‘Gerry’’ Rodman, the real estate king from the 

He is 


now in California doing special work—his specialty. 


wild and wooly didn’t get a chance to move in. 
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VACATION REMINESENCES 
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Experiences of a Day. 


The country in which I was working was one that 
called for a great deal of driving, in fact every town 
could be made to better advantage by driving, than by 
train. I have since realized how very necessary it is 
to cover your territory driving. Traveling by train 
means touching the high spots only—a man driving 
can reach every possible customer in his territory, but 
as long as it is impossible to foretell the buyers of 
Bowser Tanks, it will be necessary to try them all. 
With a team, every merchant can be seen and your 
time is your own, not the railroad’s. 


Having done all I could for the time being in the 
town which I had selected as a center. I dickered with 
a liveryman for a three days’ drive, and started out at 
2 P. M , sun shining, gentle breeze blowing and every 
condition ideal—surely this was an afternoon for sell- 
ing. My route for the afternoon included four small 
towns, a general store in each, and a village with a 
drug store and two groceries as a wind up. 


But my success was surely of the negative kind. 
My most persuasive eloquence could not convince the 
first three that they ought to affix their signatures to 
an innocent little order blank and thereby assure 
unto themselves everlasting benefit and never ending 
profit. 


To add to my sorrows it began to rain and then it 
began to pour and my driver had forgotten to provide 
side curtains. Gentlemen, you would have been sur- 
prised to learn how quickly I was wet to the skin. On 
my calling list was a cross road grocery three miles off 
the main road, practically in the woods. I was wet, 
tired and hungry and sorely tempted to pass it up, 
especially since the roads were bad, and the driver 
assured me that the store was of little moment; but 
good sense won out and the sale was made with less 
trouble than any other on the trip. He had never seen 
a Bowser Tank, nor any other self-measuring tank, 
probably because previous drummers had done as I 
came near doing. 


My next town was toend the day. I reached it 
in the rain at 5;45 and lost out at both groceries, while 


the druggist had gone to supper. His clerk, however, 
supplied me with some very valuable information, 
showed me the oil room and so prepared me for the 
owner, who would be back at seven. I hastily ate my 
supper and promptly at seven was back at the store, 
where I waited until eight before my man showed up. 
When he came in, the rain keeping customers away, 
gave me plenty of time to talk tanks. 


I have often found that rainy weather was selling 
weather, for while in many instances it imparts a bad 
humor to my prospect, it gives him more time to look 
into my proposition. The natural thing to do is to 
stay indoors awaiting pleasant weather, but your cus-. 
tomer is also apt to do the same thing. It’s certainly 
easier to sell the man that’s in the store than the one 
that’s away. 


He liked the tank, and agreed that it would put an 
end to the inconveniences incident to the sale of lin- 
seed oil. The price was not unreasonable in view of 
the advantages offered, and he would surely buy were 
he not ‘‘contemplating selling out’’. Then I went 
after him hammer and tongs along the line of W. R 
Hance’s argument presented at the convention, and 
Mr. Bowser’s ‘‘horse sale argument’’ in the BoOMER. 

‘‘Mr. Smith, you want to sell out and of course 
desire to make the best possible terms’. ‘‘Yes’’. 


‘Supposing a possible purchaser comes into your 
store to look it over thoroughly before deciding, would 
he get a favorable impression from a look at your oil 
room?’ He was forced to admit that such would not 
be the case. 

‘‘In a business of this size, a hundred dollars one 
way or the other will have practically no weight in in- 
fluencing the sale’’? No, he didn’t believe it would. 

‘Well then, the present condition of your oil room 
may lose your sale by making a poor first impression, 
while fixing it up may insure a sale which can easily in- 
clude more than the cost of the tank.’’ At teno’clock 
at night I secured his signature to the order and 
hustled for my room, wet, tired and happy. 

Yours, 
I. B. GREEN. 


S.F. BOWSER & Co. INC. 
PUBLISHERS 


FORT WAYNE, INDIANA, SEP 
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THE CONTEST. 

They are at it yet. The West is trying to make its position solid. Can the East 
break its hold on first place ? That’s for the next three months totell. Any way it’s safe 
to prophecy that something will be doing every day, and the result in doubt until the De- 
cember shipments are announced. : 


tN 


HARRY BOWSER MARRIED. 

On the evening of Wednesday, September 12, 
Harry Merrill Bowser, a son of S. F. Bowser, and 
chief of the draughting force at Fort Wayne, was mar- 
ried to Miss Bertha Mitchell, at the On. the 
bride’s parents in Grand Rapids, Mich. The ceremony 
was performed by the Rev. John Gordon in the 


home 


of only the relatives and a few intimate 


Miss Eva Bowser, a sister of the groom, was 


presence 
friends. 
bridesmaid, and Mr. Roy Walker officiated as best 
man. Mr. and Mrs. Bowser left immediately after the 
ceremony on a wedding trip and will soon be at home 
on Thomas street. 

Mrs. Bowser is very popular in Grand Rapids, 
and among her friends in Fort Wayne, where she has 
visited. 

Mr. Harry Bowser has not been married long 
enough to trust the editor with a picture of his bride 
but the accompanying picture gives a faint idea of 
how pleased Mr. S. F. Bowser is with his new daugh- 
ter. If we are ever fortunate enough to secure Mrs. 
Bowser’s picture we will show you how fortunate Mr, 
PRowser really is. 


Time past is gone, thou canst not it recall; 
Time is, thou hast, improve that portion small ; 
Time future is not and may never be, 


Time present is the only time for thee. 
—Horace Mann. 


Mix with Weare 
creatures of environment and we take on the qual- 


ities of those we rub up against. 


people who are successful. 


THE BOWSER BUSINESS BOOMER. 


ERSO 


Special mention is due Mr. W. E. Jenkinson and 
Mr. J. G. Rodman, who are at present working in the 
city of San Francisco; the former devoting his atten- 
tion exclusively to the gasolene business, and the lat- 
ter to the retail grocery trade. Both are doing a most 
excellent business. . 


We regret to announce the continued illness of 
Mr. Frank G. Howard, whose work has been seriously 
handicapped during nearly all of the past year. We 
trust, however, that we may have the pleasure of an- 
nouncing his rapid recovery in the near future. 


We are pleased to report the fact that Mr. P. W. 
Vonderau is.as good as new after his recent accident. 
He spent last Sunday at home, and incidentally left 
orders at the office aggregating $1,000. 


Mr. O. B. Fitch is enjoying a splendid business 
in the Northern Peninsular of Michigan. 


We had a most enjoyable visit from Messrs. R. E. 
Snow of St. Louis, and Mr, W. J. Faust of Kansas, 
both coming in on special business. 


Mr. R. B. Lipes is at present confined to his home 
in Fort Wayne with an attack of jaundice. He is on 
the mend, however, and will soon be able to return to 
his field and resume the good business he has always 
had there. 


F. M. Smaltz of Illinois, visits his home in Fort 
Wayne occasionally, and never comes in empty-handed. 


J. D. Gumpper has suffered much annoyance dur- 
ing the past six weeks on acount of carbuncles on one 
arm, but has nevertheless been able to carry his grip 
and write out lots of orders with the other. 


Rumor has it that Mr. F. G. Rodenbeck, repre- 
senting us in Milwaukee, has recently been married. 
Although we have received no official advice of this, 
we extend Fred our congratulations, and wish him 
continued prosperity. 

Mr. D. C. Traxler has returned to his Texas field, 
after a two weeks’ vacation with his family at Fort 
Wayne, feeling better than ever, and well equipped 
to do a big business during the balance of the year. 


Mr. E. P. Walker says that the largest business 
of the year will be forthcoming from his territory dur- 
ing the next three months. We know from experience 
that we can always depend upon his predictions. 


Mr. L. D. Kamp, of Central Pennsylvania, is now 
equipped with an auto, and will cut out railroads alto- 
gether. Kamp says the prospects were never better. 


The rapid growth in the business of our Mr. H. 
Ex. Merritt in Minnesota is evidence of the fact that he 
is giving the work studious and progressive attention. 
H. T. Purdy of Alabama, never fails to send us 
a good fat envelope each week. His orders usually 


number in the neighborhood of eighteen per week. 


THE BOWSER BUSINESS BOOMER 3 


AN OIL HOUSE FOR THE SANTA FE. 


The photographs shown here- 
with are those recently taken of an 
equipment installed for the Atchi- 
son, Topeka & Santa Fe Railway 
at their shops at Shopton, a suburb 
of Fort Madison, Iowa, They 
illustrate the adaptability of the 


Bowser for all requirements as this 


* 


“ 
| 


is one of the largest in the world. 


The equipment consists of 
nine tanks, all placed in the cellar, 
connecting with cut 41 Long Dis- 
tance Pumps on the main floor. 
There are four quarter inch black 


iron tanks, each with a capacity of 
3,000 gallons, for Engine Oil, Kero- 
sene, Car Oil and Valve Oil. 


Three tanks of 12 guage galvanized steel with capacities of 600 gallons each, for special Coach Oil, 


Mineral Seal Oil and Signal Oil. The remaining two tanks of 300 gallons each, also made of 12 guage 


steel, are used for Common Black Oil and Turpentine. 


We show this equipment to 


illustrate the possibility of adapting 
Bowser Outfits to any and all re- 
quirements of oil storage. It is now 
recognized as a neccessary adjunct 
of the storehouse and as such is be- 


ing furnished to the majority of the 


the Rail Roads Systems of the 
United States and Canada. 
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GOD’s ANSWER: 


Once in a time of trouble and of care 
I dreamed that I talked with God about my pain 
With sleepless courage daring to complain 
* Of what I deemed ungracious and unfair. ™. 
Lord, I have groveled on my knees in prayer, 
Hour after hour [cried ; yet all in vain; 
No hand leads up to heights I would attain, 
No path is shown me out of my despair. 
Then answered God: “Three things I gave to thee, 
Clear brain, brave will and strength of mind and 
heart, 
All implements divine, to shape the way; 
Why shift the burden of thy toil on me? 
Till to the utmost he has done his part 


With all his might, let no man dare to pray.” 
—Ella Wheeler Wilcox. 


WORK. 


Let me but do my work from day to day, 
In field or forest, at the desk or loom, 
In roaring market-place, or tranquil room; 
Let me but find it in my heart to say 
When vagrant wishes beckon me astray ; 
“This is my work; my blessing, not my doom ; 
Of all who live, I am the one by whom 
This work can best be done, in the right way.” 


Then shall I see it not too great, nor small, 
To suit my spirit and to prove my powers; 
Then shall I cheerful greet the laboring hours 
And cheerful turn, when the long shadows fall 
At eventide, to play, and love, and rest, 
Because I know for me my life is best. 
—Henry Van Dyke. 


THE MOTIVES. 


I’m thankful, truly thankful, I have kind and loving 
friends, 

Who wait with willing hearts and hands to help me 
gain my ends; 

The faith which they repose in me is strength through 
thick and thin, 


I dare not disappoint them, so I feel I’m bound to 


win. 
And yet, I must be truthful, so I frankly here 
confess 
There is another, stronger, force impels me toward 
SUCCESS ; 

A doubting few have said I'll fail, and so I feel I 
must ; 

To make them swallow their remarks—confonnd ’em! 
—win or bu’st. 


—Nixon Waterman. ~* 


BE’ GLAD. 


O, heart of mine, we shouldn’t 
Worry so. 

What we’ve missed of calm we couldn’t 
Have, you know! 

What we’ve met of stormy pain 

And of sorrow’s driving rain, 

We can better meet again 
If it blow. 

lor we know, not every morrow 
Can be sad; 

So, forgetting all the sorrow 
We have had, 

Let us fold away our fears, 

And put by our foolish tears, 

And through all the coming years 


Just be glad. 
—James Whitcomb Riley. 


Not a truth has to art or to science been given, 
But brows have ached for it, and souls toil’d and 
striven. —Owen Meredith. 
* * K 
Great men were all great workers in their times, 
Steadfast in purpose, to their calling true ; 
Keeping with single eye the end in view ; 
Giving their youthful days and manhood’s prime 
To ceaseless toil: matin and midnight chime 
Often upon their willing labors grew. 
In suffering schooled, their souls endurance knew, 
And over difficulties rose sublime. 
—Thomas Carlyle. 
x *K ok ok 
Young men must work. Persistent, concentrated 
work is the price of genuine success. 
—Russell Conwell. 


KEEP ON. 
If the day looks kinder gloomy 
An’ your chances kinder slim; 
If the situation’s puzzlin’ 
And the prospect’s awful grim ; 
An’ perplexitie’s keep pressin’ 
Till all hope is nearly gone; 
Jus’ bristle up; and grit your teeth; 
_ An’ keep on keepin’ on. 


There was a man in our town, 
As a merchant he had gained renown. 
He sold his oil from a large round tank— 
At quite a loss—to be real frank— 
Till a salesman called on him one day 
And told him about the “Bowser way ;” 
He bought a five barrel cut number one 
And afterwards said, “Selling oil was fun. 
Now, the praise of “Bowser,” he shouts with vim, 
For he’s the Original “Sunny Jim.” 
—J. S. Snow. 
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BE DIPLOMATIC. 


When I started out to sell goods on the road it 
did not take me long to realize the importance of study- 
ing the very words I used as well as the necessity of 
never using a sentence which could in any way pos- 


sibly offend either the intelligence or the sensibilities 
of the purchaser. The man who does the buying 


usually thinks he knows his business and its needs, and 
the salesman who says, “You ought to have this,” is 
brazenly impertinent, and is building up a barrier be- 
tween himself and the desired order which only the 
absolute merit of his proposition may overcome. The 
same thing can be said in a more effective way by pro- 
ceeding in this manner: 

“Mr. Smith, I have presented this, proposition to 
a number of prominent firms in your line of business 
who have, wherever it fitted their needs, given me their 
order, and I thought possibly it might appeal to you.” 
Then go on with what there is to say about the mat- 
ter. In this- way the listener’s intelligence is not in- 
sulted, and favor is gained for the saiesman by the 
delicate compliment. 

An entire talk should be thus 
structed. 

How a single unhappy word can spoil a sale is 
illustrated in an incident of my early experience. I[ 
was soliciting the owner of a small manufacturing con- 
cern who, a few years before, had been a shop-foreman 
and then superintendent of another company. He was 
not a cordial man, and, during a lull in what had been 
a halting interview (owing to my inexperience and his 
frigidity), I sought to get a little nearer my man by 
exhibiting a familiarity with former days: I said: 

“T believe you used to work for the Blank Com- 
pany, didn’t you, Mr. B.?” 

“No,” he growled out. 
ners.” 

I had unfortunately hit on a sensitive point, yet 
had asked him if he had not been “connected” with the 
company named I would have saved myself the humi- 
liation of being immediately shut out and having to 
wait for more than a year before he would consent 
to talk with me again. In the time that intervened, 
however, I had assiduously eliminated all evidences 
which characterize the bombastic salesman with a 
loosely-constructed talk. 

A large percentage of salesmen go on year after 
year wtihout improving. I know, because I talk with 
many of them daily who blunderingly try to sell me 
goods in about the same crude fashion I employed 
when I was a tyro—C. H. DeL. in the Saturday 
Evening Post. 


carefully con- 


“TI was one of the part- 


Time is money. Don’t waste it. 


A RECORD FOR BOWEN. 

In pushing the sale of his goods, every salesman 
meets with a certain amount of opposition. This op- 
position comes in different ways—poor crops in one 
section, a strike in another, a street fair in another, 
and so on. The way a man meets this opposition marks 
him as a good or indifferent salesman, for any man can 
sell when everything comes his way. 

G. E. Bowen’s opposition has come in the shape 
of what is sometimes termed competition, and the way 
he has battled with the cheap tank proposition and 
beaten it shows that he has implicit faith in the su- 
periority of his goods, a faith so strong that it imparts 
itself to his customers with irresistible force. He has, 
notwithtsanding the aggravating influence brought to 
bear on the merchants, actually sold more tanks in his 
territory than have ever been sold there before in 
any similar period. 


LONG APLER HIS QUOTA. 


In one mail we received four orders from Ed 
Klotz, which aggregated $1,232.00, and demonstrates 
clearly the fact that Klotz’s quota is in safe hands. 

These orders were: 

First—Four 2-bbl. cut 9 with track. 

One 1-bbl cut 63. 
Two 1o-gal. cut 72. 

Second—Six 2-bbl. cut 9 with track. 

Third—Three 2-bbl. cut 9 with track. 

Six Io-gal. cut 72. 5 asd 

Fourth—One 2-bbl. cut 47. e 

It looked good to us and shows the possibilities 
of the Paint Oil trade if energetically followed. 
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Don’t sing or drum your fingers while waiting 
your turn—Look pleasant but not grave in serious dis- 
cussions. 

Don’t show joy at the misfortune of a rival in 
business. 

Make your story short but convincing. Avoid 
needless argument; it is a waste of time. Don’t turn 
matters of importance into jokes. If you make a witty 
or happy answer, let the other fellow do the laughing. 
Don’t make or carry reports harmful to another 
person. 

Dress well but not flashily. The man who dresses 
loudly wishes to direct attention to his clothes, thus 
admitting there is nothing in himself worthy of 
attention. 

Mix with those who make money. Don’t talk 
about your own business. Don’t detract from the 
merit of rivals. Use expressions like “very good,” 
which neither praise nor run down a competitor. 

Don’t be curious about a customer’s personal 
affairs. Don’t rubber at his desk. Don’t be tedious. 
Don’t speak ill of anyone no matter how much he 
seems to deserve it. 

Don’t be a “smart Aleck.” 
part of your wealth. 


Count all friends as 


The true basis for a permanent custom is to learn 
to make good and to learn to make your getaway. 


“Make good” your promises. 
Be a producer and source of profit to your em- 
ployer and not a source of expense. 


Be square, honest and upright. Merit may seem 
to be overlooked once in a while, right may seem to 


be trampled upon, but in the end, truth and justice 
will obtain. 

Learn to be a specialist. Learn to do one thing 
well and advance is sure to follow. 

No successful employer is blind to the value of 
his employees. The men who get the desirable posi- 
tions and the junior partnerships are picked out by 
the results they have produced and not because they 
have kicked for advancement or because they have 
bragged of their abilities. Men competent to fill high- 
priced positions are the searust. The world is full of 
of $1o-a-week men. Results count and no one notices 
results quicker than a proprietor. 

Don’t try to be a “good fellow,” but be a good 
man. ‘Good fellows” at fifty are shipping clerks 
while good men at the same age are in business for 
themselves. 

Nothing brings such quick returns as kindness, 
gentleness and lending a helping hand. 

Don’t get discouraged. The darkest hour in 
your carecr may be just before you step into the 
brightest. Changes come quickly. Moves are made 
rapidly on the checker board of business. Have pa- 
Your time will come if you have the stuff in ~ 
you. Success consists in remembering to steer clear 
of any mistake you have once made. Success comes 
to those who move forward, be it ever so slowly, so 
long as they advance some. Hold your head up; aim 
high; clench your fist. Set your jaw firmly and push 
forward with determination. Let your watchword be, 
<i iWiLke: 


tience. 


HOW’S:THIS FOR AN OIL TANK TALE 


“Retail merchandizing is essentially a business of 
small things. This is just as true of the great metro- 
politan store which sells millions of dollars’ worth of 
goods a year as of the little general store at a country 
crossroads. In either case the individual items which 
make up the total of sales are small and in most cases 
the margins of profit are also small. Consequently only 
a little margin of waste in the handling of these goods 
is necessary in order completely to dissipate that small 
margin of profit. A little leak here and there is enough 
to let all the profits ooze out of the cash-drawer and 
leave the merchant with only his labor for his pains—if 
not with a burden of debt and failure.” 

Foregoing is taken from an article written by 
Harlow N. Higinbotham in The Saturday Evening 
Post of August 11. Mr. Higinbotham was for many 
years a partner of Marshall Field in Chicago. He is 
one of half a dozen millionaires who made their for- 
tunes in the Field store. 
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ORONTO 


ToRONTO, SEPT. 5, 1906. 

Our new factory is progressing nicely, thanks to 
Mr. Bowser, who has been here keeping things going. 
Tt will be a fine plant and a credit to the business, and 
from the way things are being pushed we hope to be 
into it about the middle of October. Then we will 
feel that we have something to work for and reach our 
quota, if good hard work will do it. We are sure 
our office staff will appreciate the roomy and conve- 
nient office accommodation provided for in the new 
building, as well as the factory boys, who will also 
appreciate their share. Its location is ideal, and all 
this spells an ideal and model factory after comple- 
tion. We are glad to think that the many facilities 
which it will combine, will enable us to take care of 
all our orders on this side of the line, when we can ship 
more promptly, thus satisfying our many patrons. 

The Canadian National Exhibition is now in full 
swing, and this means something, for this is one 
of the largest, if not the largest annual exhibition on 
the continent. People from all over America visit it, 
and the Bowser boys may be sure that the Canadian 
branch is in the front when it comes to going after 
business. This is the place for business in Canada at 
the present time, everything is at its best, and our 
exhibit is one of the most up-to-date displays on the 
grounds. It is prominently situated in the newest 
building, attracting a continual stream of merited pat- 
ronage, and securing many complimentary expres- 
sions. 

Everybody connected with the Company has 
worked hard to make our exhibit a success, and from 
the way we are securing the orders and prospects, it 
shows that our efforts have been appreciated by the 
public. Our genial travellers, Messrs. Bate, Hale, and 
Moffatt, have created interest around our booth at all 
times, and this week we hope to see Mr. Levi Swartz, 
our new and hustling salesman, in attendance, where 
he will secure many valuable pointers and prospects. 
Mr. Swartz never lets anything pass him in the 
shape of an exchange, so we look for big things next 
week. 


We expect Mr. Rosconi to visit our booth this 
week, and are sure that he will be well pleased, and go 
away with a pocket full of prospects, leaving some 
nice orders behind to keep us busy. Mr. Rosconi still 
continues to favor us with a steady stream of orders. 


Labor day contributed its usual crowd to the 
big show, and the records say that 120,000 people at- 
tended the fair. Be sure we got our share, if not more, 
and next year we look for more from the fact that 
we will try hard to secure reserves for several booths, 
so the boys in the States can come over and help 
us out. 


The Maritime Provinces are. heard from at last, 
and our new and progressive traveller, Mr. Wm. Rob- 
ertson, is landing everything in sight. His order for a 
5-bbl. cut 23, glass front Cabinet, is a fine one, one 
that even a more experienced salesnian might well be 
proud of. We hardly thought he had time to open 
his grip yet, but Nova Scotians can open anything even 
to hard nuts. When we get a few more such men 
down by the Sea, you may expect to hear from this 
part of the Dominion with pleasing results. 


The Northwest is ever in the fore front, and this 
month with our Mr. Cragg hammering in his own 
successful style, we feel as if we had a host of sales- 
men in that part of the country, instead of one faith- 
ful quota booster. An order from Port Arthur, Ont., 
in the neighborhood of $900.00 shows that vacations 
put vim into us, and give us renewed energy to fight 
the tank battles. : 

Mr. A. E. Moffatt, one of our City travellers, is 
securing pointers and prospects at the Exhibition that 
we hope will bring him in big rerutns when he again 
goes on the road. We are sure that he will not regret 
the little time he has devoted to our Exhibit as it 
always results in good business all around. 


Mr. S. W. Paisley, another of our City travellers, 
promises to let us hear of his success after the big 
show, so we are looking for a good slice of local 
business. 

Mr. C. S. Hetrick, who is away on his vacation, is 
missed by us, but he will soon return to sweep the cob- 
webs off the numerous prospects that have accumulated 
in Eastern Ontario. 

Since Mr. C. C. Barnett came over from Fort 
Wayne to assist us in the office, we have not been 
quite so busy, although our staff is still small, but such 
a hustling office man can make himself felt, which we 
already appreciate. Canadian conditions come easy to 
him and we are sure he will be a thorough Canuck in 
a few months. 

Strenuous life is killing so Mr. Bowser took a 
vacation trip to-Toronto to look after the new fac- 
tory and incidentally travel northward to bag some 
big game. We all waited patiently, our mouths water- 
ing for the juicy bear steaks we were expecting, but 
when the gallant hunter returned, instead of bear he 
brought a full grown five barrel order. Which goes 
to show that there is bigger game in Canada than 
bear. 
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Mr.H@.. Carpenter, Jay baserertitped irogabis 
vacation and will put in his time looking after some 
good prospects that he has worked up in and about 
Boston. Results may be looked for soon as it is well 
known by the Boston. force that. Mr. Carpenter is:a 
man “who does. things” and his past record is a 
sufficient guarantee for the future. 


Mr. W.-T. Hatmaker, accompanied by Mr. H. W. 
M. Stoerr, is at the present time on a vacation in New 
Hampshire. Just one more coat of tan on the smiling 
countenances of these two “Bowser Boys” and their 
own families wouldn’t know them. They are now 
busy storing up caloric energy to be expended later on 


in demonstrating Bowser Tanks and Pumps. 


We have recently had made some large size cuts 
of Tanks'and Pumps, finely colored. When these col- 
ored plates are ready for the salesmen, they will be 
most potent factors in a selling way as they are taken 
from “life” and give the contemplating purchaser an 
absolutely correct idea of what a Bowsed installation 
looks like when in working order. A partial supply of 
these cuts will be sent to the boys travelling from the 
Boston office shortly, and the balance will go forward 
within a short time. 


The Boston office is making ready an exhibit to 
be held at the Boston Food Fair, commencing October 
Ist, and ending October 27th. This Fair is largely 
advertised throughout New England and affords an 
opportunity for grocers and store-keepers to see what 
is latest in food products, and, most important of all 
—the latest production of the Bowser factory in the 
shape of Kerosene Oil and Gasolene Tanks and self- 
measuring Pumps. 


Owing to the amount of work in the mechanical 
department, in course of preparation and otherwise, 
the assistance of an extra draftsman has been 
required. 


A new salesman in the person of Mr. Victor C. 
Gibney is now working the grocery trade in the vicin- 
ity of Greater Boston. Mr. Gibney spent a few days 
at the Boston office show room, carefully examining 
the Tanks and Pumps installed there, thus getting a 
working knowledge of the goods he is representing. 


Another addition to the Boston office selling force, 
Mr. C. W. Freeman, will begin on October Ist, to 
handle a general line of trade in Central Maine. Mr. 
Freeman has already made a study of Bowser appara- 
tus installed in the Boston show room (which is fast 
becoming a school for salesmen—successful ones too), 
and will be all ready for the fall trade the first of the 
coming month. 


We also mention among the new salesmen travel- 
ing from Boston, Mr. F. G. Gibbs, who will handle a 
general line of trade in the vicinity of Albany and 
Troy, Eastern New York State. 


While the cartoonist of the BOOMER has lately tried 
to throw a scare into the Eastern Camp of the Bowser 
Boys, the facts in the case would really go to show 
that some of them don’t know that there has. been 
any “firing” from that quarter at all—if they heard it, 
it didn’t disturb the serenity of their minds in the least 
as it is down on the map that the Eastern contingent 
is slated to win and that’s all there is to it until we 
show up at Fort Wayne at the annual meeting—then 
there'll be some “hollering” and the Western boys 
will have to listen. 


ALPHABET OF SUCCESs: 
Attend carefully to details. 
Be prompt in all things. 
Consider well, then decide positively. 
Dare to do right, fear to do wrong. 
Endure trials patiently. 
Fight life’s battles bravely. 
Go not into the society of the vicious. 
Hold integrity sacred. 
Injure not another’s reputation. 
Join hands only with the virtuous. 
Keep your mind free from evil thoughts. 
Lie not for any consideration. 
Make few special acquaintances. 
Never try to appear what you are. not. 
Observe good manners. 
Pay your debts promptly. 
Question not the veracity of a friend. 
Respect the counsel of your parents. 
Sacrifice money rather than principle. 
Touch not, taste not, handle not intoxicating drinks. 
Use your leisure for improvement. 
Venture not on the threshold of wrong. 
Watch carefully over your passions. 
Xtend to everyone a kindly greeting. 
Yield not to discouragement. 
Zealously labor for the right, and success is certain. 
—Selected. 
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A LARGE PAINT OIL EQUIPMENT. 


The Chas. Moser Company, of Cincinnati, man- 
ufacturers of Paints and Colors, have one of the larg- 
est of the Bowser Paint Oil Equipments. For some 
time they had had five Bowser tanks and as these gave 
perfect satisfaction and their needs were far greater 
than their equipment could handle they decided after 
receiving advice from W. E. Jenkinson to add twenty- 
five outfits. 

The accompanying illustration gives an idea of the 
neat appearance of the room and the saving of space 
over ordinary methods of storage. 

The equipment consists of twenty-two cut 9 
pumps with one barrel tanks of 65 gallons capacity 
and one cut 9 pump with two barrel tank of 120 gal- 
lons capacity, all on the first floor and two cut 15 
pumps with 280 gallon tanks in the basement. Each 
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tank has an opening near the bottom for convenient 
cleaning. There is a barrel track running over both 
rows of tanks. 

The tanks on the first floor are made for the fol- 
lowing oils: 
No. 1 Coach. 
Ber iNoe i Coach, 
Extra Coach. 
Quick Rubbing. 


No. 1 Asphaltum. 
T. Asphaltum. 
Hard O. Finish L, 
Extra Copal. 

No. t Copal. 

B. Copal. 

Pale C. Japan. 

T. Japan. 

B. Japan. 

Boiled Oil. 


Rubbing Body. 
Finishing Coach. 
Floor Finish. 
Damar. 
Star Gloss. 
Banana Liquid. 
Bronze Liquid. 
The tanks in the basement are for Turpentine 
and raw oil. 
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This question column is for you, started to encourage you to 
ask for any information you may want. It was started at the re- 
quest of the salesmen. We said to you to ask us what you want 
to know and we would print the question one month and the an- 
swers next. 

The Boomer would be a better paper if the men in whose in- 
terest it is published would uphold it. Send in your questions, 
anything you want to know about the tank, selling pointssand the 
way to meet objections. Here are a few of the arguments called 
to our attention in answer to the ‘“‘Price too High Objection.” 


1. Direct all your energy to making your prospect 
feel his absolute need of the tank. Talk up its merits, 
the savings it assures, the convenience, cleanliness and 
satisfaction to be derived from it. 

2. Convince yourself that the price is right. Some 
salesmen themselves regard the price as high and for 


CUT 133 COMBINATION SKID AND BARREL DRAINER 


Showing method of rolling barrel over drip pan and emptying by gravitation 
into cellar tank 


such a man to endeavor to convince a prospect other- 
wise is useless. Better spend a week at the factory see- 
ing just how well our tanks are made, the high grade 
materials used, the skilled workmen employed, and the 
rigid tests they must pass before shipping. A skeptical 
prospect will never be convinced by a skeptical sales- 
man, 

3. Mr. Smith, for every dollar I ask for this outfit 
S. I. Bowser & Co. guarantees at least a dollar’s worth 
of tank. If I could get my company to use poor material 
and unskilled workmen. I could sell you a tank for 
less money. But as long as my company insists on 
making the best tank they know how, the present 
price must be maintained. 

4. Mr. Jones—S. F. Bowser & Co. have sold 350,000 
tanks. If they had made a profit of $10 on each tank 
the total profit would reach three millions five hundred 
thousand dollars, a good-sized sum of money. Now its 
a fact that no member of the firm—there are only four 


MALES sla bap 


CUT 130, ANGLE BUNG FAUCET 
With FF Portable Barrel Drainer. 


—is a rich man while each would have been had the 
above profit been realized. The fact of the matter is 
we offer you more for your money than you can realize 
from any other fixture you can buy. 

5. 1 am asking you $90.00 for a five-barrel tank—a 
tank that will last you as long as you stay in business. 
Suppose it only lasts ten years—some are in use today 
that were sold eighteen years ago—the cost would be 
$9.00 per year, seventy-five cents a month, two and 
one-half cents a day. Would you get along without 
the convenience it offers to say nothing of the other 
advantages for two and one-half cents per day? 

6. Without this tank, you admit you lose oil, time 
and labor. This means a money loss that I guarantee 
our tank will prevent. This loss will more than pay 
the cost of a tank. So that you are not paying for it 
anyway without having the use of it. 
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CUT 132, TAPER BUNG FAUCET 


Insert Taper End in bung hole, turn barrel until bung is directly over filling 
hole, then turn on faucet 
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BOOME RANGS 


Perripay, La., AuG. 29, 1906. 
THE Epiror Bowser Boomer. 

DEAR SiR :—Enclosed find photo. The road is too 
well beaten for a man from the land of negroes, alli- 
gators and mosquitoes to offer anything new where 
such great apostles as Savercool and the imperial 
Texas friend of mine, Bate, have left footprints on the 
trail. I have rammed out and am still ramming out 
tanks and will ram out some more. I like the Boomer. 
Next week I will send an ode dedicated to Brother 
Bate. Yours, 

J. P. PRESSGRAM. 


LaCrossz, Wis., SEPT. 5, 1906. 
Epitor BooMER, Fort WAYNE, IND. 
DEAR SiR :—Please thank J. B. B., W. M. and Jos. 
5. S. through the Boomer for me for their reasons why 
they refused to sell cut 41 pumps without tank. I used 
their arguments today and sold the party cut 42, 8-bbl. 
When I called he insisted on buying the pump only, but 
those reasons were too much for him and it was 
“sign here, please.” 
Yours respectfully, 
R. E. McIntosu. 


Fort Wayne, Inp., Auc. 18, 1906. 
Epitor Bowser Boomer, BOWSERVILLE, IND. 

DEAR Si1R:—I read with great interest in the last 
Boomer about I. B. Green’s first sale and appreciate 
how proud he was in telling about it. It reminded me 
of my first sale. The Chicago show was on and Mr. 
Bowser allowed me to retain the exhibit tank while | 
went to Fort Wayne to get my little lesson. I came 
back full of hopes and prospects galore. 

Next door to where I had my tanks stored was 
the White Agency (a temporary affair at the time). I 
went in to borrow a hammer. There I found the man- 
ager trying to get some oil out of a barrel. I[ told him 
I had just the thing and asked him to come in and see 
it. He left the oil running in the can and I showed 
him a cut 62. All he said was: “You take a hold of 
one end and I will take the other,” and we carried it 
into his store. He then went to his desk and wrote 
out a check. I[ mailed the order, No. I, with the 
money to you and walked back to my office, only to 
find it was only thirty minutes after the time I got off 
the train with my grip. 

P. S.—I write this because I was so busy this 
summer I could not supply you with a fish story. — 

Yours respestfully, 
K. F. HeESSENMUELLER. 


MontTREAL, QuE., AUG. 14, 1906... 
Messrs. S. F. Bowser & Co., Fort WAYNE, IND. 
DEAR Srrs:—I sincerely expect to have an excel- 
lent business for the next six months and that way 
trust you will not be disappointed about my quota. 


Although I am represented in the Boomer of August 

as swimming with my model, this one had not gone 

rusty on me either. Yours very truly, 
NAPOLEON ROSCONT. 


THE BOOMER AS AN ADVERTISING MEDIUM 
CHIcaAco, AuG. 12, 1906. 
Mr. HARPER, 

Dear S1r:—Was sorry to learn that you had no 
more of the Boomers I wanted. 

The fifty or more copies you sent me I mailed to 
old customers who, I am sure, were pleased to hear of 
my success, and as “success brings success,’ I know 
I will secure duplicate orders. 

Then I also sent a few copies to prospects whom 
[ have been hammering at for years, whom I know 
have had no idea of the enormous output of the Bow- 
ser factory and who will simply have to buy in the 
near future. Yours, 

J..N.. Dretem: 


FROM BUFFALO. 

This seems good enough for the Boomer. 

After having placed an order for Gasolene Stor- 
age Outfit, a customer added: “I will tell you frankly, 
had your firm not been so persistent in sending me 
their literature, you never would have received the 
order.” 

Then he requested that we send catalogs to other 
members of his family located in California. 

Yours, 
J. N. Dietcu. 


OUR BABES: 
It was Thursday night in August 
Close on the midnight hour, 
When a Stork flew o’er the Quaker Town 
And lit on an old church tower. 
The Wise old bird looked all around, 
Then with his burden he came down 
And walked straight up to our front door 
And left two babies and no more. 
The babies two were Boy and Girl, 
The dearest ones in the baby world: 
“They've dimpled cheeks and eyes of blue,” 
Said the Stork with a laugh, “they’re both for you.” 
And of all the babies in this big world,. 
There’s none to compare with our Boy and Girl, 
Then with a squeak he took his flight 
And sailed away clear out of sight, 
And e’er the dawn of morning came 
He was safely back to his home again. 
The names of these darlings, you wonder don’t you? 
Well the Boy is George R. Jr. and the Girl is Daisy Q. 

Mr. and Mrs. George R. Quarles, 
3627 Hamilton Street, Philadelphia. 
August 2nd, 19006. 
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FROM*S ONES OFSTHESODDABROYS: 


INDIANAPOLIS, IND., SEPT. 5, 1906. 
S. F. Bowser & Co., Forr Wayne, Inp. 

GENTLEMENS—I just returned from a western trip 
and-wish to thank you for July 15th copy of your 
“Business Boomer.” In looking at the illustration on 
the first page, it strikes me that friend Bechtel must 
have put the western boys on to it to beat the eastern 
boys and Savercool up to it. “Saver” may be hot about 
it, but as he is up in the air, he ought to be Saver-cool. 

But what is the matter with Dunkelberg? Is he 
triying to be a night owl? He seems to have been on 
the bridge at midnight looking for stars and to equal- 
ize the eastern and western hemispheres of the Bow- 
ser forces. A shifting of the cosmic forces or a tre- 
mor must have sent him on his downward course and 
I will wager a fall hat that he saw more stars in close 
proximity when he struck bottom than he ever saw 
before. 

I am sending you one of our “Elastic Roof Paint” 
circulars and should Dunk want his roof painted, tell 
him to send us an order. The paint is equally as good 
for “facing” as it produces a black enamel like surface 
and will give him a lucky expression, at least; which 
will help some. 

It strikes me that Mr. Polhamus in his ginger 
talks to the boys and the forces in general are trying 
to play some jokes on Mr. Bowser. They start him off 
January first with a young laugh, so to speak. As the 
orders roll in and the months roll by, that laugh in- 


creases. On July Ist, it seems to have become full 


grown and if the boys continue to send in the orders 


and Bowser keeps up the laugh in the same proportion, 
he will have to take anti-fat to reduce it or they won’t 
know him by January Ist. However, boys, there is 
inspiration in that laugh. 

It is very evident, the “Business: Boomer” fills the 
boys with enthusiasm and if it is the stimulating force 
which causes the boys to send in more orders to Mr. 
Bowser, that same force ought to cause Mr. Bowser to 
send other orders. It is a poor rule that won’t work 
both ways. 

I have read every word in the “Boomer,” and it 
has filled me so full of enthusiasm that I am going to 
try to work some of it off on Mr. Bowser. 

Therefore, I am sending you samples of our orig- 
inal Buckskin Fibre under ‘separate cover and quote 
you 334c per lb. f. 0. b. your station. I assure you there 
is as much difference between our Buckskin Fibre and 
other papers as there is between the “Bowser” and 
other oil tanks, which certainly is the best on earth. 
Our Buckskin Fibre, like your tanks, stands alone and 


will take your goods through the winding trails to your 
customers in better condition than any other paper on 
the market. If you will favor us with a liberal order, 
you may tell the boys about the peculiar enthusiastic 
force the “Business Boomer”’ creates. Hew 

Boys, I have got him on the run. 

You know when they fill us up* wth enthusiasm, 
somebody has to give us an order. 

Wishing the “Boomer” every success and with 
kindest regards, I remain 

Your old “has been,” 


C.'O} WiGGINS: 


Ed Note.—Many of the men will remember Mr. 
Wiggins as one of our most popular and successful 
salesmen up to four or five years ago. Mr. Wiggins 


is now vice president of the Crescent Paper Company, 
Indianapolis. 


DEAR. BILL :— 

Our Boomer editor is “hot stuff” and insists on a 
letter for the Railroad Department regardless of how 
busy I am counting the orders you are sending in and 
of course I don’t want to see a copy of the “Boomer” 
spoiled by not having the Railroad Department rep- 
resented. 


You will be glad to hear that we have received the 
contracts for three oil house equipments from the Santa 
Fe railroad, amounting to a little over $10,000.00, and 
“still there is more to follow.” The prospects look 
good and I am sure we will make our quota for the 
year. 

You will also be glad to know that we have em- 
ployed your old friend “Bill” Pitcher to work the rail- 
roads east. I like the appearance and hustling qualities 
of “Bill No. 2,” and am sure he will “make good.” 


E. M. Savercool writes,.me that he has some fine 
prospects started in the east and expects to close them 
soon. 


I am in receipt this morning of your order for ten 
signal tower equipments for the Pennsylvania R. R., 
and want to congratulate you on the good work. 


“Keep diggin’.” Yoursss 
DUNK. 


INESS SOOMER. 
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‘“ BUILDING A MILLION.” 


The building’s almost complete, December 31st, and it’s all over. Every brick.counts 
now. Building a million for 1906 has meant plenty of hard work and will mean even harder 
work in November and December. Make every prospect an order, don’t be put off, and 
“‘Keep Busy.”’ 


i) 


To Our Representatives in the 
Eastern Division. 

I take this oppor- 
tunity to request 
your earnest effor 
as well as your ¢o- 


operation in order 
that our Division 
may wina up the 
yeer with a gova 
showing. I appre- 


ciate the splendid 
busizess which has 
been given us up to 
this time and am 
sure that this re- 
quest for a record- 
breaking —_ business 
for the next three 
months will meet with an immediate response. 

At our annual meeting our General Manager, Mr. 
Polhamus, made a eall for a certain amount of busi- 
ness for the year. You remember that we all, being 
full of enthusiasm and other good things, readily and 
heartily promised that the orders would be forth- 
coming. There was a feeling among some that it was 
simply ‘a ‘‘hip, hip, hurray!’’ method of enthusing 
the boys a bit. I want to tell you the decision, that 
it was possible to reach this amount of sales was an- 
nounced only after careful consideration, and that 
it was taken seriously by the management as well as 
a large majority of the men. We knew it would mean 
hard work, very close application to business and the 
co-operation of every man in this and foreign coun- 
tries, in order to make our promise good. 


Success is assured providing every man gets right 
down and digs, and does his digging with good judg- 
ment and where there is a prospect of striking ‘‘ pay 
dings: 


T'o those who have made their quota, I ask, go as 
much over as possible. To those who have not at- 
tained their quota, try, and try hard to make the best 
showing possible. 

The Eastern Division can win by a superhuman 
effort on your part boys, and I sincerely ask you to 
help me, help the firm, and thereby help yourselves. 
Then if we do not win, we will be assured that we have 
obtained the best results from the territory. Any man 
not doing this has done an injustice to those who are 
trying so hard to sueceed. Rest assured that I am 
doing everything in my power to help you. 


Now all together let us spell success. The next 
two months are the best in the year from a selling 
standpoint. Now lets swamp the factory with busi- 
ness to such an extent that still another addition will 
be necessary 
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Never mind the fun the cartoonist is having with 
me—it aids digestion. I will give you a quiet tip that 
Dunkelberg and ‘‘Bill’s’’ digging is responsible for 
some of my troubles. They have dug deep and found 
a lot of nuggets, (big orders). Unfortunately for us 
the digging has been West, but never mind, they are 
all right—would have dug just as hard on our side 
had they been able to have ‘‘ Bill’’ in two places. 

Another ‘‘Bill’’? goes East now to work the R. R. 
business and when he gets started this branch will 
more evenly divide. 

No boys, everybody at Fort Wayne does not work 
for the Western Division—they say its the fault of 
the artist. 

‘When two ride a horse, one must ride behind.” 
You want to ride in front half the time at least. 


Boys, get all the business you can and then get a 
little Our motto:—Bigger, Better, 
Bowser Business. 


more. Busier, 


I thank you for your co-operation in the past and 
hope to merit it in the future, and still we want or- 
ders. 

E. M. SAVERCOOL. 


The men we depend upon to win for the Fast. 


Hettriek, C. S. Hoge, Robt. W. 
Bowman, P. H. Hale, J. E. 
Bryld, E. Moffatt, A. E. 
Bigelow, G. W. MeFarlin, Malcolm. 
Chase, D. W. Roseoni, Napoleon. 
Cashman, Po EF. Robertson, Wm. 
Connolly, J. F. Swartz, Levi. 
Davis ier EF Strubbe, J. H. W. 
Dunsmoor, J. C. Carpenter, H. C., Jr. 
Eggleston, C. R. Collins, A. H. 
Fitzpatrick, W. J. Curry, A. 
Freeman, C. W. Hunt, Oeil 
Gridley, C. W. Hafner, G. W. 
Gledhill, Walter. Inslee, W. D. 
Ladd, W. H. Kamp, DL. D. 
Ladd, John 8. Kelly, C. H. 
MeGibeny, Victor. Koser, Edw. B. 
Myerscough, Joseph. Koser, Robt. M. 
Meegan, F. W. Koser, Geo. L. 
Mathers, T. D. Lynham, W. B. 
Ring, N. A. Hoffritz, C. W. 
Seymour, D. J. Tua, Oe 
Smith, Lewis. Loomis, R. M. 
Snow, J. 8. Medsker, J. H. 
Saunders, C. E. Quarles, Geo. R. 
Storer, H. M. W. Sitton, J. M. 
Wrisley, F. A. Shields, D. H. 
Bate, J. B. Wyckoff, A. D. 
Cragg, Thos. Pitcher, Wm. 
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To the Western Division. PS 


Have you stopped Mr. Bowser says they can’t come in too fast for 
to figure it out? him. 
There are just ten 
weeks left of 1906 to 
make the wmillion As a reminder, the men below are classed under the 
and I want to tell Western Division. 
you that I am 


He is building a new factory to get out your 


orders and needs more orders to pay for it. 


counting on every neumee iS BEV eERG ee. 
rad of ae. We Bowen, Geo. E. Leslie, Hon Ws 
ee Pen ee Birds hee Lipes, 1iis 18): 
nei tke s eriede Buskmaster, J. D. MeCardel, H. B. 
ace De aie Cornell, A. B. Martin, A. A. 
ee De ee Cornell, Geo: Merill, F. 
eae ae Ge, ae Dera ene Merete 
months must be the ea Th a BCT ate eee 
RE eae Englebert, eA Mumford, W. 
ar RAC aT i Franklin, Jae McConnell, F. J: 
c 3 Fitch, W. A. McClure, Rosser. 
if each of you feels his own responsibility and lets no Tine Poe. Naylor, Auk 
opportunity slip for boosting the figures. Manse Wed. Olds. eae 
We have had a spledid ten months’ business, no one —-yy¥4 Bh Oe: . Purdy, H. T. 
appreciates that fact more than I, and I want to per- Row EJ. Purdy. Tes 
sonally thank each and every one of you who has con- Gumpper, J. D. Pressgrove, J. P. 
tributed to that business. But the year is not over, Cilores eal Romer, Geo. 
the million is in front of us and the good work must icant Rodenbeck, F. G. 
eo on with even renewed vigor. Hughes, J. 8. Rodman, J. G. 
If we can help you in any way, write or telegraph Tfomsher, F. B. Ratliff, A. G. 
us. If we can personally do anything to increase the Hyde, C. S. Stacy, Edw. 
sales of a man in Maine or Mexico, and that man  TJanee, G. R. Smurthwaite, M. G. 
doesn’t let me know it will be doing me an injustice. ayes, E. P. Stoddard, S. D. 
We are here to help you make the million. Holmes, J. L. Smith, W. C. 
This million is the total quota, its made up of your Howard, F. G. Snow, Robt. H. 
a. ae Lhe Pat Hessenmueller, K. F. Smiths, COV. 
individual quotas and every individual quota that is 
not reached means either that amount short of the Hanks, F’. L. Smaltz, F. M. 
total or extra work on the part of some other sales- Heusner, G. 1. Swe As 
aa Irwin, M. A. Shannon, J. re 
So take your own quota for the balance of the year, eee D aes A 
divide it into yays and pane it every day, and a little rete na W. WM. Ni odleraeeL We 
Betoeece hey rainy cays. Vepkimcon.. Wek Webb, G. H. 
Now then, all together, pull, push and shove for King, F. M. Watson, Ralph. 
the million, East, West, North and South. Kerlin, Ai dh Wood, M. M. 
Yours in the good work. Klotz, EB. F. Walker, E. P. 


S. B. BECHTEL. Wilson, O. H. 
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Mir. Runyan-After His Quota. 


Mr. J. W. Runyan has for the 
past few months been engaged in 
special work all over the country 
and has landed some splendid or- 
ders that will figure largely in the 
attainment of the quota. - A no- 
table one ealling for four 8000 
gallon tanks, two 4000 gallon 

tanks and six Power Pumps for a 
large Varnish Works. 


His Seventeenth Anniversary. 


Seventeen years with a Bowser 
grip is a record to be proud of. 
Seventeen successful years is. the 
record of C. E. Saunders one of the 
men who has always been a big fac- 
etor in the spread of the Bowser 
Product. Charlie spent a week at 
the factory early in the month and 
before leaving assured us that if 
every state did as well as Florida in the next two 
months, you could ‘‘eall it twg million.”’ 


BOWSER 


pusINES? POOMER 
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COMING INTO HARBOR 
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Everybody pull together, with only two months remaining, there must be 
no let up. Let every man in each division take a fresh hold--see how much 
more than a million it can be made. There'll be a good time when the ship 
gets in. 


THE BOWSER BUSINESS BOOMER. 


Gentlemen :— 

I’ve just been thinking about that smile that the 
artist fixed up for me, been looking at the figures and 
it looks to me as if you would get there. Well, all I 
can say is—make it and the annual meeting will be 
the best ever. As ‘‘Dunk’’ says—‘‘ Keep a diggin’ ”’ 
—We are counting on you. 

Yours, 


% ve Me 
iD ” ~ 


KEEP IT UP-HAYES. 


The last three orders put in by E. P. Hayes have 
been accompanied by a 20 per cent advance payment. 
There’s a hint for a lot of men.—Get cash with the 
order. 


J. B. BATE SICK. 


We regret to report the serious illness of Mr. J. 
B. Bate, who is confined to his bed by typhoid fever. 
No man in our employ is more universally beloved and 
the best wishes of the entire force are extended to him. 
May his recovery be a speedy-one. 
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Well boys, I’m back here for a few days, tho the 
doctor will not let me work. I’m glad to note the good 
work done so far, and thank you for it. Only two 
more ‘‘busy’’ months in which to secure the business 
we are aiming for. I’m sure there isn’t a man who 
doesn’t desire to see the million seeured, but it’s work 
that counts—so keep busy. 

Will see you in January. 


Yours, 


PERSISTENCE THAT WINS. 


As evidence of the fact that sticking everlastingly 
at it is the only way to get business, note a recent 
report of W. E. Jenkinson. 

Ist call—Quoted price—eall again. 

2nd call—Quoted price—eall again. 

3rd call—No good, will call again. 

4th call—Interested in Lubricating and Cut 15. 

dth eall—Could not sell. 

6th call—Furnished estimate with sketch. 

7th call—says price too high. 

8th call—Sold—see orders 115 and 116. 

These two orders totaled $681.50. 

That’s good work. 


ARE YOU GETTING YOUR SHARE? 


‘‘Never before in our history, or in the history of 
any other nation, has a people enjoyed more abound- 
ing material prosperity than is ours.’’—From Presi- 
dent Roosevelt’s Thanksgiving Proclamation. 
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MILLION MARKERS 


W. J. Robertson—seven orders in one day from 
seven groceries—shows what ean be done. 

Large orders look fine, but its the large number 
Were it not for 
the men sending in orders from the retail trade, the 


of small orders that we depend upon. 


hoped for total would be an impossibility. A man 
often stumbles across a $1,000.00 order and closes it, 
but ten $100.00 orders show the real worth of a sales- 


man. 


J. D. Buckmaster, a new man with eight orders 
in eight days, is doing his share. 
TH. C. Carpenter is averaging over two orders a day 
—to be exact, 22 in 10 days tells the story. } - 
Consistent work counts. Crage with 24 orders in 
24 days is one of the reasons for Toronto’s good show- 
ing. 


R. L. Dunean wants a place of honor at the ban- 


quet—20 orders, nearly all in one county, so far 


this month. 

Rosser MeClure’s order No. 1192 calls for one six- 
barrel, three five-barrel and four three-barrel cut 26. 
Keep ’em a coming, Mr. McClure. That’s his 22nd 
so far this month, and places him among the leaders. 

W. J. Faust, in October—up to the 22nd, sold 12 
orders to the retail trade for a total of $1,325.00. 
Doesnt that snegest the 


How’s that for an average. 
posstbility of grading up. 

29 orders in 24 days from the retail trade is D. C. 
Traxler’s contribution. 

‘QO. H. Wilson—22 
made happier, 22 merchants whose lives he has pro- 
longed, and that’s Wilson’s way. 

A $900.00 order from Moffitt helps. 
record for a new man. 


orders in 21 days—22 grocers 


That’s a mgh 


Klotz sold a ten barrel Long Distance, three two- 
barrel Long Distance and two drug cabintes on one 
order received this week. You’ve got to go some to 
beat Klotz. 

R. H. Finzer—.a new man with the grip has the 
true spirit. This morning’s mail broght a five hun- 
dred dollar order that showed good work. 


THE AGRESSIVE RATUIFF. 


Ilere’s a man we have never seen, nor has he fav- 
ored vs with a. photo, but his aggressive qualities as 
shown by the very large amount of business sent 1, 
has firmly established in the mind of our artist the 
above as a speaking likeness of W. H. Ratliff. Mr. 
Ratliff is a new man, having started in September. 
Mr. Rodman schooled him and his success does J. G. 
credit. 
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Orders From Ewerywhere 


—S — 


Last month was the biggest of the year. beat June, the previous record month by 
five thousand dollars. Orders came in heavy from every part of the country. We want 
to thank the entire selling force for the way they sent in the business. 

In the same breath, we ask for even bigger business this month. We need it. 


i) 
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J. B. BATE 

On Saturday, November 3rd, 
we were shocked to receive word 
of the death of Mr. J. B. Bate 
after an illness of four weeks dur- 
ation. 

Mr. Bate was a man whom to 
meet was to respect and to know 
him was to: love him. His circle 
of friends was very large, they 
were found all over the continent, 


and he had no enemies. 

We shall miss him at the annual meetings, we shall 
miss his daily letters that were always bright and 
cheering. His trips to the office always left things 
looking brighter, his meeting and talking with another 
salesman made that man feel better, made many a 
man take a new hold. His Enghsh birth and manners 
eave him an added charm that endeared him to us 
all. We have all lost a friend. 

Mr. Bate entered the employ of S. F. Bowser & 
Co., Ine., in 1898 since which time he has traveled the 
length and breadth of the country, serving well the 
interests of the company. No salesman has done bet- 
ter work for he was always a conscientious hard 
worker. Bowser & Co.’s interests were his interests 
and in Mr. Bate could be found one of the reasons 
for the growth of the company. 

Though one of the oldest salesmen in length of 
service, Mr. Bate was one of the best right up to the 
time of his sickness, and his value to the Toronto of- 
fice was incalculable. 

Our heartfelt sympathy is extended to his wife and 
family of whom there are two sons and two daugh- 
ters and we know we express the feelings of all the 
salesmen, executives and office force of the company. 
Mr. Bate was our friend and we mourn his loss. 
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A Big Shipment 


The above is a picture of a shipment of tanks recently made to the Flint Varnish 
Works, Flint, Mich. It illustrates the fact that the excellency of the Bowser System of 
Oil Storage is appreciated by the largest users of oil everywhere. 

The reasons which led to the order, economy, convenience, safety and cleanliness 
are the same that appeal to the retail trade. The same principles are involved. 


W. A. Pitcher 


Here’s our other ‘‘Bill”’ 
for the Railroad Depart- 
ment. Mr. W. A. Pitcher 
has taken up the work look- 
ing after the railroad busi- 
ness in the Eastern District. 
He comes splendidly equip- 
ped for the work, his many 
vears’ experience as expert 
for the Standard Oil Com- 
pany, making him one of 
the best informed men we could have secured. We 
look for big results from Mr. Pitcher and feel sure 
he will achieve them. 


: An Enthusiast. 
Frank Howard Recuperating. Moat 

5 CG. V. Smith just recovering from a long siege of 

rank Howard who has-been an invalid for months — -heumatism that has kept him close to his home, is the 

reports that he ee ea the road to rapid recovery most enthusiastic salesman on the list. “He is a per- 

and hopes to be in his old time condition by January sonal friend of Mr. Jenkinson and is positive he can 

Ist. We hope so, too, AS Mr. Howard in health is a .o1) more tanks than W. E.—All right we’re willing— 
“6 “e Re Ey Sich Reine, Ee 4 JO =f 

business getter. Here’s wishing him good luck. Hurry up Smith and get well. 
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Quota 


That’s Going Some 


H. T. Purdy came to Fort Wayne on “‘ particular 
business’? and brought nineteen orders with him,—the 


result of four days’ work. 


He’s a Bird. 
EK. R. Bird, a new man starts out like a veteran, an 
order a day the first few days in his territory. That’s 
a sure way for him to feather his nest. 


Good for Cornell. 


A. B. Cornell is going the pace that’s hard to fol- 


low for some. Twelve days in November, nineteen 


orders, averaging $100.00 each shows splendid sales-_, 


manship. 


Cragg of Canada 


As a Quota Buster, Thos. Cragg is out to win. He 
is to be congratulated for his business so far this 
month. 1500 miles from Fort Wayne he has sold 
seventeen orders for a total of over $1,700.00. 


Another Buster. 
Just to prove it was’nt accident, H. C. Carpenter 
is dupheating his October record,—twenty-two orders 


in twelve days is his share toward the million. 


Figure It Out. 


The man who sells an order a day must be con- 
sidered a winner. That’s the class in which R. L. 
Dunean and O. B. Fitch have placed themselves this 
month. Keep it up. 


Busters 


Just Keeps Diggin’ 


F. B. Homsher worked two days on one order and 
couldn’t sell it—-you can’t sell everybody... He says he 
couldn’t afford to lose that time, somebody had to pay 
for it and so he convinced thirteen merchants im ten 
days that they needed tanks. They did, too. 


From the Pacific. 


There’s a buneh of hustlers on the coast that are 


bound to make ‘‘Old Quota’’ feel bad. Jenkinson, 
Rodman, Smith and Olds are a quartet that 


ean be proud of their buisness. There are no 
other four men who have turned in as many orders 


this month as these gentlemen. 


A Consistent Salesman. 


W. B. Lynham assures us that we can count on 
him—he backs it up with fourteen sales from Novy. 
Ist to Noy. 12th. 


Two Good Orders. 

Two orders aggregating $1,100, received in one day 
from EF. W. Meegan, shows more of the true sales 
ability for which he is noted. Mr. Meegan has the 
art of selling Paint Oil Equipments reduced to a 
science. 


Boom! Boom! Boom! 


Just arrived—a future Bowser salesman. Our 
genial Supt. of Salesman, Mr. W. G. Zahrt, is the 
proud and happy dad of a big bouncing boy. Genial 
before, now he fairly bubbles over. Congratulations 
are in order. 
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A Few Resolutions to Select From 

[ will not knock. 

[ will play the game fair. 

[ will not be two-faced. 

I will make a desperate effort to have respect for 
the suggestions and opinions of others, for in so doing 
I may learn something. 

Although I am very wise, and therefore never err, 
I will try to believe that the other fellow may have a 
few occupied brain cells—although these cells are un- 
doubtedly loaded with very inferior stuff. 

[ will not knock. 

I will be kind to my family and others. 


[ will not—/ wil not 


act as though I was suffer- 


ERE’S wishing you a Hap- 
py New Year. 
sales in 1907 be many, 

the tanks sold, large, the orders 
promptly filled, and the ac- 
counts quicklypaid. May you 
never be sick, never be in trou- 
ble, never know sorrow. May 
you be loved and honored by 
all who know you. 
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YOODO@OOOOOBVOOOOOOOE. 


May your 
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ing from a hopeless case of gout—lI will not. 


I will not imitate the animal whose hide is 


and whose hair is short and whose highest worldly am- 
bition (sor far as known) is to be a star performer 
at the trough. 

[ will:not knock. 

| will not forget that my habits, commercially as 


well as morally, indicate the kind of a man I am. 


[ will not insert my nasal appendage into other 


; a ae eee =e ie. 
men’s aftairs until invited to do so—and then only 


part way. 
[ will not be a tagger-on or an aper if I can pos- 
sibly be anybody without it. 


And I will not knock. M. W. 
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To Our Boys on the Road: 
Gentlemen:—It has 


have 
heard from me and it is now that I am going, to some ex- 
tent at least, to tell you what I have been doing all sum- 


been sometime since you 


mer. I have noted from time to time that there was men- 
tion made of me in the paper, so that you certainly have 
the impression that I am still on earth. One of the items 
concerning myself said that I was having a lot of trouble 
in getting started with our new plant in Toronto and it 
wound up by saying that “the way of the wicked was hard.” 
Now, that did not apply to me, as I made big headway as 
you will see later on, but the Editor had just gotten back 
from his summer vacation and he camped near a lake and 
it struck me that more than likely he had been fishing on 


Sunday, got nothing and possibly through some mishap or - 


other capsized and came near drowning, then it was, doubt- 
less, that the above Scripture came to his mind and as I 
was jockeying a little with the City of Toronto and the C. 
P. R. Railroad, concerning our location, he thought I was 
having trouble and referred to me as above stated. 

Now, as to what we have done this past summer, I will 
try and briefly state it. As all of you who were here at our 
last Convention a year ago know, our capacity here was 
“full up” and it got much fuller before Spring, and we, 
looking somewhat into the future, saw that we ought to pre- 
pare for a great business that was near at hand. As the 
Canadian Duty has been adjusted, raised and adjusted sev- 
eral times and every time making it cost more to land 
goods in Canada, it became quite apparent to us that we 
had to either arrange to manufacture our goods over there 
or quit the country. So in the early Spring we went over to 
Toronto and thoroughly canvassed the situation, then 
picked out one of the most desirable factory sites that we 
could find in Toronto for our business, upon which we 
wanted to erect our new factory at once. Accordingly we 
engaged an architect and gave him a sketch of the kind of 
a factory we wanted and ordered him to prepare plans and 
specifications according to the city requirements, which are 
very rigid. While the plans were being prepared, it got 
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noised about that we were going to build our factory on the 
plot of ground that we had picked out, a part of which was 
in front of Liberty Street, upon the north side of which the 
C. P. R. Railroad had a siding built to accommodate the 
manufacturers in that immediate neighborhood and they 
stirred up the city to put the street through so that they 
might extend their tracks on past our place further west. 
We would not give up any of our ground until we got 
other ground so that we would have room for future build- 
ings if we wanted them, as we had already provided for 
and Kelly, Foy & Flynn owned all of the adjacent ground. 
Now, think of me trying to do business with the City Offi- 
cials of Toronto, the C. P. R. Railroad and the firm above 
referred to, whose name is a pointer and you may rest as- 
sured that with this combination there was no such thing 
of getting matters adjusted in a week. So to make a long 
story short, after several weeks of pushing and pulling the 
city gave us a continuous piece of ground running clear 
across the north end of the square in which we were lo- 
cated. They vacated the alley, which was 17 feet wide so 
that if we ever wanted to we could build a solid building 
from street to street, so we now have at the east and west 
end of our property a fine paved street and we have Lib- 
erty street running immediately on our north side and on 
the north side of this street the C. P. R. Railroad is extending 
its road, hence the location which was splendid is now far 
more valuable than it was before this adjustment took place. 
I am glad to say that I got through without having to pay 
one dollar so far as the rearrangement of the ground is 
concerned, but we will have to pay a little something for 
our share of opening the street through and I am sure 
that our property in the next five years will be worth at 
least one-half more than it has cost us. So much for the 
ground. 

The location is on Frazer avenue, near King street, 
West, just back of the Carpet Factory which is about twelve 
minutes’ ride from the center of the cit. The factories all 
about us are clean, substantial, fine-looking buildings, none 
other will be permitted to be put up by the city and our 
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building is no exception to the best of them. Now, after I 
had gotten the land deal all straightened out, the putting 
up of the building was on hand. At this point I took up 
the plans and specifications and after some figuring and 
re-arranging of the plans, I got them in shape for bids and 
finally got my contracts all let in good shape and very 
satisfactorily. Up to this time, I had been very busy, more 
so than I ought to have been, my health considered, but I 
thought when I got the contracts let that I simply could 
visit around Toronto and have a good time during the sum- 
mer, but I want to tell you this was all a dream. As soon 
as I let my contracts I came home to rest for a few days, 
after which I went back to see how my contractor was 
getting on. I found them “pushing things right along but I 
found that there was a little change really necessary here 
and the next day I found that a change was necessary 
there and then I began to wake up to the fact that it was 
absolutely necessary for me to be right on the building 
every day. Now that the building has been completed for 
some weeks, I can see that it was absolutely necessary to 
stay there until the last day’s work was done. If some of 
the things had been done that would have been done by 
oversight of the contractor or by a willingness to slight 
the work for the gain there would have been in it, 
big blunders would have been made had I not 
been there and had the work done properly. One of these 
I will mention; namely, the sleepers for the factory floor 
were to rest on a concrete foundation and have concrete 
filled in between them, thus preserving the sleepers in- 
definitely. Had If not been there, the sleepers would 
have been laid on the ground and filled in with the con- 
crete between them, thus in about a year or two our sleep- 
ers would simply have been rotten sticks of wood, as the 
moisture from the ground would have rotted them out in 
a hurry. This, you may imagine, would have been an ex- 
pensive thing for us to make right in a year or two when 
our floor would have begun to go to pieces on these rotten 
sleepers. But this did not get away from me and [I can 
promise you that there was not anything that got away 
from me and I am glad to say that we have a building 
there that will bear rigid inspection from top to bottom 
throughout, it is A-1. Later on, you will see the picture of 
this and our Boston Office together with the Home Plant on 
our letter head. The size of the Toronto factory is 50 feet 
wide and 125 feet long, two very high stories in height. 
The building is built abundantly strong with a view of 
adding more stories if necessary; also in the rear we have 
142 feet more upon which to build, which will bring us clear 
back to the street on the west side, so we are sure that we 
are not going to be cramped for room to expand as the 
trade may increase, for a good many years to come. 

We are equipping this factory with sufficient machinery 
to meet all requirements of the Canadian trade. We get 
our power from the electrical plant at Niagara Falls. They 
run into Toronto and are furnishing the factories there 
power at a very reasonable rate. We expect to have all of 
the machinery installed and the plant in full working order 
by Feb. 1st. I might give a word of explanation concern- 
ing the delay in putting the machinery in. We are buying 
a great many new machines in the home plant, all of which 
are much heavier than the machinery we have and have 
arranged to send the light machinery, together with some 
new pieces over to the new factory and owing to the delay 
in the arrival of some of this new heavy machinery it has 
delayed the machinery for the new plant—hence the delay. 

I would say as to the office—it is a dandy. We took 
40 feet of the first floor of the entire front of the building. 
In this office we have a splendid large vault, cloak room, 
show room, reception room, manager’s office and a general 
work office. The interior of the office, both in appearance 
and arrangement, is very pleasing indeed. Under the office, 
we have a large deep basement in which we have our steam 
boiler by which the plant is heated throughout. This is 
about all that I know of interest to say concerning our plant 
in Toronto. I might add that it is very near the Exhibition 
Grounds and any of our salesmen or friends calling on the 
boys over there will certainly receive a warm welcome. 

Now, as to about what we have been doing in and 
about the Home Plant. At the same time that we figured 
on building in Canada, we figured on making additions to 
our Home Plant and we had gone so far as to get plans 


and set about for the erection. In the meantime, we were 
working day and night and some of our neighbors objected 
to our noise at night, also to some coal in the street imme- 
diately south of our plant and they begun to try to make it 
a little disagreeable for us. At an opportune time I came 
home and took the matter up with the boys about getting 
the street vacated and at once bought all of the property 
that we did not own on the south side of the street, then I 
went to the Board of Public Works and asked them to va- 
cate the street to us, showing them that we owned all of 
the ground on both sides of it. This they would not do. 
Immediately I got up a petition for all of our neighbors to 
sign, asking the Board to vacate to us the street that we 
might make things better for them and make a greater 
factory in their midst. I got the signature of every one of 
our immediate neighbors—156—not one dissenting voice. 
I presented the petition to the Board and they immediately 
granted it, thus giving us the street 60 feet wide and 400 
feet long. I would like to say right here that this is the 
first thing we ever got for nothing and the next thing a 
few weeks later, the great city of Toronto gave us an alley 
17 feet wide and 50 feet long. 

The street above referred to, you will readily see, gave 
us a splendid piece of ground joining our factory on the 
south. This changed our plans completely. We moved off 
some of the houses that were in our way on the property 
south of the street just vacated, at the east end of our 
plant and here we erected buildings almost equal to our 
original plant and in addition, we made our machine room 
40 feet longer and put an addition to our carpenter shop of 
140 feet; altogether we have built more shop room this 
year than we had all told eighteen months ago. In other 
words, eighteen months ago we had what would make one 
room 40 feet wide and 800 feet long. This year we have 
built enough shop room to make a room 40 feet wide and 
850 feet long. Last year, however, we put up what would 
make a room 40 feet wide and 300 feet long; add to this 
our fine sheds, and we would have a building something 
over half a mile long. 

Now, on top of this, our office was 32 feet wide and 65 
feet long, running east and west and it stood 60 feet north 
of the alley. Sometime ago, we built an “L” on it running 
down to the alley from the east end. This year, we put an- 
other leg to it at the west end running down to the alley, 
leaving a court between the two additions for light and air 
and we made the whole business two stories. In this office 
now we have 83 people and there is plenty of room for 200, 
so we think that the office building will take care of us for 
some years to come. I wish to say that this plan worked 
out splendidly, it has made it exceedingly convenient in 
every way and we are credited with having decidedly the 
finest offices in our city. 

In addition to all of this, we have bought a great deal 
of high-class machinery this year; one piece weighing 
108,000 pounds, two others weighing about 50,000 pounds 
each, and aside from these some thirty smaller pieces. Five 
of these are very heavy pieces, one being a 40-foot Electric 
Traveling Crane, which lifts ten tons. This and some of 
the other heavy pieces are used in the boiler iron tank de- 
partment, where some of the large tanks weigh as high as 
10,000 to 15,000 pounds. 

The last of the buildings will be finished in ten days. 
Some of the machinery that was ordered a year ago and 
should have been shipped as early as last May, is not in 
yet, but we have reason to believe that it will arrive by 
Jan. 10th, and this will complete our machinery layout. All 
of the above will cost us somewhat in excess of $100,000.00. 
This is a much larger sum that we had any idea of ex- 
pending when we started out, but as the trade opened up 
and the necessity became apparent, we prepared to take 
care of our trade in a business-like way in the near future 
at least. We have said so many times that we were now 
fixed for some years to come, that we hesitate to say that 
now and yet we feel that we will at least have a good big 
rest before we will have to make any considerable addi- 
tions again. 

This comprises what we have been doing this past sum- 
mer and I am sure that it will not be hard for you to see 
that we have been awfully busy. As for myself, I have gone 
the limit; I have never been cautioned so much in my life 
about the danger I was incurring to myself by takingesuch 
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an active part in the business as I have this summer, but 
as I have said, I got pulled into it by being able to look 
after the building in Toronto clear through, as the boys 
were tied up with the improvements here, so it was impos- 
sible for anyone to relieve me. But I am truly thankful to 
the dear Lord that I was able to stay with it to the end 
and that is just what I did, I was there until almost the last 
nail was driven. The rest of the boys have been equally 
as busy here at the Home Plant, but their health not being 
in the condition mine is, they did not live so much near the 
danger line as I did. So I think that if any of you have 
thought that I ought to have had a letter in ‘“‘The Boomer” 
now and then, you will surely excuse me when you read 
the above. 

I am glad to say that with all of this wonderful pro- 
Zress, the business has been pushed to the utmost. We 
asked for a million dollars worth of business this year and 
Iam glad to say that our shipments will amount to 
$1,040,000, with $100,000.00 unshipped orders on our 
books, which will get out in a hurry the first of the year. 
‘This is an increase of 70 per cent. over last year. All con- 


sidered, I think anyone would have a hard time to find an- 
other factory that can make such a showing. as this and I 
want to now in behalf of the firm, thank all of our help from 
the office boy up, for the great interest and the active part 
they have taken in the firm’s business in 1906. The man- 
agers in every department have put forth their best efforts 
and they are loud in their praise of all of their help and 
this is very encouraging and satisfactory to the men who 
are guiding the affairs of this industry that is becoming 
what we sometimes call a great industry, the managers of 
which.must be men of unquestionable business ability. 
We have the managers and they have the business ability 
as our work this year certainly proves. 

This, I think, sets before you about all that I can tell 
you of interest at this time; therefore, I will close, wishing 
you all good health for the coming year and splendid suc- 
cess in your efforts in whatever capacity you are serving. 

Most sincerely yours, 
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Mr. Bowser has thought a great deal about the 1906 business, the quota and how it was to be gotten. - i 
occupied his mind in the day time and at night he has dreamed about it. If our artist were a mind Pie e 
could not have more correctly portrayed actual conditions for the stocking of 1906 was filled exactly as 
shown above, each man in east state contributing a generous share. 


6 THE BOWSER BUSINESS BOOMER 


MILLIONAIRES 


Definition—Millionaires—The maker of a million. So we can with propriety, designate those named be- 
low as millionaires for they made the million and made it eleven days ahead of schedule. To each and every 
one of you are extended the sincerest thanks of S. F. Bowser & Co. for the excellent work done during the 
year 1906. May the coming year be a happy, prosperous one. 


A COMPLETE LIST OF SALESMEN AND THEIR TERRITORIES: 


Name Territory Name Territory Name Territory 
Bledsoe;. Nein s wesc ee Indiana “Haley JOH... <7; va. Ontario (Canada) 9. Meiers. 2. D2. ee eee New Jersey 
Bowen: Geo.. Luks vssbae cee Specials: HéttrickC.. Since. a. Ontario (Canada). ~“Meegan, My Wei....«rsk New York City 
1 DAG ER lee ory cee eS ABS New. Vorks “HUnt, ©) Hite ange cet eae Virginia Medsker, J. H............Pennsylvania 
Bowman. PH) oie New. Jerser am Fleusnen, Gt bees. eawes ne Colorado: Martimyy Ar Aree ck sane Ohio. 
Buckmaster, sca seinen INLERIRANSe ~ LENA TIN by os oo hoo ob ebook Chicason me Naylor each sey. arin Missouri 
Bird, BL Russe. Cae Washington. Hessenmueller, K. Wiw...4c....Chicago Olds... Hicee ioe. cee California 
BIZelOwne Gan Wile iNGenwen NeGyalce” “TSR CUANSC IL Mins a,c awdScereu ec coo oe Mexico Presssrove sd. Pa. eae ese Louisiana 
Gurrya A ea. oo eee AyGheeahonae MEW AES UES eee on ofblns 6-8 oS 8bu.5 = Kansas) Pitcher, Wimk Avage cece Railroad Hast 
Cragg, Thos.........0...0.. 03.0005 Homsher i Bae eee Indiana, glindyyJe Eiger i nicer Mississippi 

Jpritish” Columbias(Canada)n Lenny. ©: Hea. aeeeeeee eee Texag . RUrdys.e Tetras: ere Alabama 
Chase, D. W.. oWassachusetian 1 Vd6. Or Cour sein scat Mere Texas “Quarles, Geo, a... 2s Philadelphia. 
Caskey, EH. Me oe See jilihaverey  Tekoreaveics; SINE SS as chaac bene Michigan Robertson, Wm..... Nova Scotia (Can.) 
Counollyade Eee ener Massachusetts. Imslee, W...D.s.s-eteiceiee ee Indiana.» Rowan sass o.com. > en Massachusetts 
Conmiparcin Comin ears IWAISCONSI nlm SEPA awA mrt eae sy 08 aa Wisconsina. Lodmany 5G aniiecte site eerie California 
COMMS STAHL Semcon eee Many landed enkimsone Vi) Hens e et) ls eee Calitonnia sy Hvavelitt, An" Geile eee Oklahoma 
Carpenter, sh. Cy Jr sees Mennesscom: JOHnSOns J Uleeease a eee Nebraska Romer, GEO a1). eee Indiana — 
Cornell Ase ete on NOLES DakOtamany ORG OTS p lies merrier Georgia® Rime, NAL acceso ieee Maine 
Cashman Pic... ab NEWsLlampe hi rere.) Ohm STO a \VeVilewnniers cnr net re Michigan Rosconi, Napoleon...Quebec (Canada) 
Gavel MB Wen Ae. coset oem Kansactar JOONSON-. Roms stnaabiie retin eet Ohio. ~Rodénbeck, WGs..2....enee Wisconsin 
GOrnell GeO: aanctenire eee MELD ESOLar ee Tes HY MER 2 sr sre unise ie orsieaeaen hare AMS. Geer” Snheayosraoy nye Whos os ocoac Railroad, West. 
CHOLES Jae ti eee Emenee Califtormian “Koser sGeor ts. .e.csae ae Pennsylvania, Seymour, Do J.........<-.muodeslsianc: 
ya Vase Hine. cro Geebenee Rema abenre Maine Koser, Robert M......... Pennsylvania ssaunderss ©. Hi ye ie ene eee Florida 
TOUINCaM, EUs Wues....0 uke ean einai are WAS CONST pan welllive Colder eerie North Carolina, Sitton,; J. M.....5..2.2.. ;0uth) Carolina 
Dietehs J Niss » cetactievam eyes Green: Detrorten eWerline We elia-er ae oles Indian Lerritorny2. .olmaltzyells Viena yin een tee Indiana. 
Hyans, ©. Di... .New Brunswick (Cana. Kotz, vHi ieee eis. sae ante PaAcifici@oasia, oli Chet Oa Vien cnlto eee Indiana 
WidredgesNas. cts eee ee Tennesseer a Kamp al 7s Dn. tee eae ae Pennsylvania, “Stacy; Hdwae asa. «caer Iowa 
Hs eleSstoner Cw Ee. sis, cite New 7Y.orke® pluipes CResB anaes. seekers eee Wwaikeyeoraysnal “SAK. IDS IES anon c oes North Carolina. 
LEZ ALE Gke WV alas woe MASSacChusetis: wuaiwea@u. Paesqcmene Pies wht Pennsylvania Storer, H. W. M.........Massachusetts 
dca 61 ead © Meal BIR MRSA Gin NAR 5 hate Bier oe ubotolienatel. IUnamlalehnn, WWEIB Os 5 bcou nebo Virezinia so WALZ, ele Vile se Ontario (Canada) 
HATS Te Wie tela canile kakene eee tat he Boneos Kansas” elresliGache we oaecwe nese aol semen eae ee ODIO. SNOW, Jeo varce eees lan eee New York 
dL DVASHcee! ied es IE eens Sitiayo ts 4 die Kentucky) Lindsley Elen yin New Jersey Smith, Wewis, yojen. -sccee Connecticut 
Hreeman, CG. Wiss at en eesieter ters [ete Maines piichtloot, dros. meses Pennsylvaniaee SOMers: Pe Hse .aneiecs vara Ohio 
LCC Wie ererataokt eon. ceo Ono addy sOnMES sweat ee oe Brooklyne snow, Robent ial note St. Louis 
LaTepen aU ca Nii abel Se Ree ea Oko te A ooh Coubiiorecipn « bevel MWe debs as cee a bo we New Yorke City Pee Smit Neer Cnn meee eee ear Washington 
GrimnesS: “Beet see ee aor loway slbaverty, “Archie, sane aie Nebragkas “stoddard, (SS. (DSi cee eee Oregon 
Gilmores ds Acs Shee ne een: Ohio evicCardelehita 2h. eee Illinois Smurthwaite, M. G........... Michigan 
Gridley s CAA... Bek erento cue Boston McGiveny, Victor ...... Massachusetts: “Traxler. Ds Cases ass 0 fen eeeenens Texas 
Gledhill” Walter 3. acne nee CONMECTICUE Fe MIC COMI ada leewe iene ee rete Indiana ‘Taylor, ‘Chas. a herein es oun ss.S Wyoming 
Gridley. CHAW tin. yi te cee News York ~ MeGommell He. Jin fees eke enone one Utah y Vonderaiu. (Ps Wat. co eee Illinois 
(CrP oa hover feel D Bie o. gtd .c ocho cee oen Indian NIC Chune VOSS elma teers ceiite Kentiueksy > = VWiebib, Gis Elonic-oteiete a lcseters Pennsylvania 
TAM CEG Ratna eoeraes SOUtH DakOtay me VLCliad Osler veh) sonnei ce i pee WISCONSIN ye VV abso leek. all plajan ernerenttere ete Wisconsin 
LUST ASS Wien Ocncta cc eters eee Ohiows |ViummiordaiWeeer sss cir aiken MO1S= WOO dpkg econ ncetceiens eee Illinois 
EVO Wwan Gs ahhs Gs eeetcrow ce iota otek: Tennessee Moffatt, A. H........ Ontario (Canada) ae W aliicety Hla ali ieee serene Nebraska 
iatiiry. JOWMNG a. ot. een re ee ODIO eV yerscouens NOSED isan eetreiee Maine Wialsones@ leben cscmte occas Arkansas 
Hoftritz, Cl Wits. .ce 4. cbennsylvania sMverickels JzsWea. se lvlanitona) ai @ Amada) emmy \aelSle yan Ht ae Acree eee Connecticut 
Framer Ge, Weis et sis c terete ee AVanerepn eich S MSI ANBC, alae Wer 6 G.Grc coaoetco, 6-5 Minnesota a) Wyekoit,, Aj Di lce cieece ieee New York 
Overheard at the Factory Did This Ever Happen to You? 
Zahrt—How do you spend your evenings, Medsker ? Mr. Zahrt, the Superintendent of Salesmen, took a 
Medsker—Read about two-thirds of the time, sleep run over into Iowa and spent a week demonstrating 
one-third. the Bowser tanks. Two weeks after his return a letter 
Zahrt (a little later)—Say Medsker, when do you’ was received from a merchant on whom he had called, 
generally turn in and go to sleep? reading in part: 
Medsker—FE leven. “T gave your man Zahrt an order for a tank, when 
Zahrt—And get up? will you ship?” 
Medsker—Seven in the morning. No order had been entered—Zahrt had sold the 


man and did not know it. 


A Quota Buster. 
F. H. Olds says California’s “heap good state’”— Poor Old Quota. 


appreciates a good tank—bought eleven in two weeks Fifteen orders in three weeks, pretty good eh, for 
and Frank’s December business helped the quota a anew man. Just watch his figures when he has been 
whole lot. in the game longer. We mean Levi Swartz. 
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In at the Finish. 


A successful salesman must stay with the game un- 
til the finish. There’s no let up for him and the De- 
cember 1906 records show very interesting figures and 
explain why the shipments for December are greater 
than any previous month of our business history. 


Jenkinson’s Reply to Smith’s Chal- 
lenge. 


W. E. Jenkinson says Smith’s got to go some to 
beat him, at least his orders talk that way. “Jenk” 
ended the year with a bunch of big business running 
into five figures for three months. 


A High Water Mark. 


Hats off to Wilson—O. H. we mean. He says 
“seventeen stores, three days, seventeen sales”—and 
our record shows thirty-six sales in eighteen days this 
month. We believe this to be the high record mark, 
something for everybody to aim at next year. 


Quick Work. 


Saturday, 11 A. M., Fort Wayne—Inquiry received 
for price on tank. 

Saturday 3 P. M. wired A. G. Ratcliff to call— 
Saturday 5 P. M., Ratliff wired the order in—amount 
$675.00. 


Good Man Doc. 


K. F. Hessenmueller’s December business was very 
fine—proves that the conquest of Chicago is in very 
good hands. 


*Way Up Top. 


If we were to publish the relative standing of all 
the men selling goods, it would not take much reading 
to reach the names of J. N. Dietch and H. T. Purdy. 
Every month finds them with their quota and Decem- 
ber is no exception. 


Too Bad About That Week. 


H. W. M. Storer put in a week at the New York 
show and then finished up as one of the high men for 
the first three weeks in December. 


An Apology. 


We neglected to include S. D. Stoddard in our 
mention of successful Pacific Coast Representatives in 
the November 15th issue. Stoddard’s average has been 
very high all year, winding up with four figure totals 
for both November and December. The omission was 
certainly unintentional. 


Keeping it in the Family. 


Cornell and Cornell—A. B. and G. between them, 
managed to find a market for nearly $3,000.00 worth 
of tanks the first three weeks of the month. 


Can Sell Any Old Thing. 


Everybody knows Comparet, dustpan, washboard 
and now tank salesman. If you want to know how to 
sell sixteen tanks in eighteen working days, write to 
him. 


Good for J. F. 


J. F. Connelly must have needed Xmas money. He 
routed out a fine lot of orders, showing up for a big 
total, 


Get the Habit. 


Nineteen orders, twenty-two days, counting Sun- 
daiveyiseks (Lee Duntan’s: way of showing up at the 
finish. 


Cavell Is Learning 


B. W. Cavell, one of the newest Bowser men, got 
into his stride quickly. His first week in the territory 
netted us seven orders. Fine start. 


Wow!!! 


Here’s another new man with a big start, Jules 
Johnson placed eleven orders in his ‘first two weeks for 
a total running into four figures. Thank you. 


Bowman Grist. 


P. H. Bowman sent in a big grist of orders in De- 
cember and is to be congratulated for his highly cred- 
itable showing. 


“‘Indiana’s Full Up.’’ 


In 1885 the first tank made by Bowser & Co. was 
sold in Indiana. The states have been covered every 
few months ever since. There are eight men in the 
state now and none of them want new territory. Here’s 
the record of three of them for the first three weeks 
of December: 

J. D. Gumpper—Twenty orders. 

Rosser McClure—Twenty-two orders. 

I. B. Homsher—Twelve orders. 

And each for a large total. 

Each of these men has a record to be proud of for 
1906—for December was simply a repetition of previ- 
ous months. 


Does’nt Mind a Blizzard. 


Thos. Cragg had to contend with a blizzard, a 
blockade, an epidemic of diphtheria, and similar handi- 
caps, but shows up smiling (as sual) with a total 
above the thousand mark before Xmas. 
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A CORNER IN THE BOILER ROOM 
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“tT 
Keep On Keepin’ On.”’ 


“Tf the day looks kinder gloomy, 
An’ your chances kinder slim; 
If the situation’s puzzlin’ 
An’ the prospects awful grim, 
An’ perplexities keep pressin’ 
Till all hope is nearly gone, 
Jus’ bristle up an’ grit your teeth, 
An’ keep on keepin’ on. 


Did you almost sell Mr. yesterday, and then 
he got away from you? 
Cheer up---try again. ‘‘Keep on Keepin’ on.”’ 
Didn’t your prospect show any interest? Per- 
haps you didn’t put enough ‘‘ginger’’ in your talk. 
Get up Enthusiasm, and ‘‘Keep on Keepin’ on.”’ 
Was the trip a long one, the roads muddy, and 
the weather disagreeable? Remember that there’s 
a turn in every road, if you ‘‘Keep on Keepin’ on.’’ 
A Motto for February, 


‘* KEEP ON KEEPIN’ ON’? 
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Go efo efor fo efonfo nfo eforfor forgo nfo 
’ AN EDITORIAL . 


This is a February editorial, an editorial for TODAY. 


+ for FEBRUARY & 
*& #The Shortest of day for good resolutions. Then if they are soon broken 


cs ’ 
fe Month in the Year 
but one of the & your old habits (obsolete methods) and replace them with 


The first of each month, not the first of the year, is the 


eY can be soon made again. 
You need not WAIT A YEAR before resolving to abandon 


Best for se ag up to-date ones. 
ef BEGIN TO DAy, NOW, and make resolutions to GRADE 


+ + 
&’ BUSINESS © vp. It will be money in your pocket. It isn’t hard. It 
Pr efonQorGorYorYorforforPorPorQor%e simply means a little more study of the tank business, a lit- 


tle more enthusiasm, a little more work and willingness to “KEEP ON KEEPIN’ ON.” 
When you go into a town in addition to calling on the kerosene trade, 


Resolve: 
To Sell Larger Tanks 


To Make More Exchanges 
To Sell Paint Oil Outfits 
To Sell Gasolene Outfits 


The only way to catch up with work is to KEEP UP WITH IT. Don’t get the 
Spaniard’s habit of saying, ‘Tomorrow, tomorrow.” 

If you think Tuesday or Wednesday or Thursday is going to bring the strength 
and energy to do the things you ought to do today, you are going to be disappointed. 

The man who says to himself, ‘“‘ 1 never can get started before Tuesday. Monday 
is always dull and blue, and | don’t feel like myself at ail,” is the man who has some 
excuse to offer for his indolence all the rest of the week. 


If you failed to do all the business you wanted last month, you 
need not fail in February. Make your resolutions, and KEEP 
THEM THROUGH THE MONTH. 


Next month make new and STILL BETTER RESOLUTIONS, AND KEEP THEM. 

This is the day to say to yourself, | WILL DO WHAT I HAVE TO DO NOW. 

I will do it WELL, better than | have ever done it before. 1 will make up for the 
idelness or procrastination of last week by doing what I should have done then. 

“] will begin the many things I have been bromising myself to do for years, 
MAKE A START ON AT LEAST ONE OF THEM, leaving the others, if need be, to put into 
resolutions some future time. 

Make these resolutions and carry them out, and Saturday night you will go home 
with the comtortable feeling that is a stranger to most of us, the feeling that you have 
earned the Sunday holiday, and will enjoy the rest it brings better than ever before. 

And when the NEXT MONTH is here you will be ready for a set of higher resolu- 
tions; for once you begin to make real progress the facination of it will not leave you. 

After you have BEGUN RIGHT you will see that you cannot afford to go back to 
the old ways, and when the first of the year shall come you will need to make no reso- 
lutions save those of the sort you have learned to make every day. 


Co 
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Reason Number One 
From time to time, in each issue of the ‘‘ Boomer,’’ 
we will present to our salesmen reasons why a mer- 
ehant should use a Bowser tank. This month we pre- 
sent reason No. 1. 


it Pays 


IT PAYS: Every proposition is judged by one 
standard, ‘‘ Will it pay?’’ We have been manufactur- 
ing Bowser Self-Measuring Oil outfits for twenty 
years, and thousands and thousands of merchants 
have written us that our outfit has paid for itself by 
its own savings. Asa matter of fact, our tank really 
costs nothing, because it pays for itself by its own 
savings and with money which a merchant would not 
have if he had not used the Bowser Self-Measuring 
Oil Tank. In other words, it means this: 


We place a tank with a merchant, the tank imme- 
diately begins to save him money. In a short time 
the tank has paid for itself, and year after year the 
merchant has use of the tank without any expense 
whatever. 


Proof 


‘““We were undecided for a long time whether or 
not we would install a Bowser Tank, but now that we 


have used yours we could not get along very well 
without it.’’ Traders Coal Co., W. L. Schlager, Pres- 


ident, Scranton, Pa. 
“Tt is really worth just what you ask for it. I would 


not take a hundred dollars for my Bowser Tank if I 
could not get another like it.”’ J. W. Fant, Morris- 
ton, Fla. 

““T would not be without one at almost any price.’’ 
J. L. Burrow, Byhalia, Miss. 


‘‘T would not try to do without it.’’ 
hower, Haynes, Ark. 


HC.” Dane- 


‘*T believe it will pay for itself in about one year.’’ 
B. W. Blake, Scarboro, W. Va. 

‘““We are very proud of our investment, and can 
truthfully say the Bowser Tank is a property every 


merchant should possess. ’’ 
ton, Mo. 


‘““T would not be without one if it cost $200.00, and 
would advise everyone handling oil to purchase a 
Bowser Tank.’’ KF. H. Goodwin, Branch, Vt. 


T. H. Farris & Son, Over- 


‘“‘T would not be without a Bowser Oil Tank in my 
store. I bought your tank the first opportunity I had 
after I went into business. I consider it the most 
valuable fixture in my store.’’ P. P. Gibson, Honey 
Grove, Tex. 


‘IT would not part with it for twice the price if I 


could not get another.’’ D. V. Reed & Co., Slayton, 
Minn. 


‘“‘T consider it one of the best investments in store 
fixtures I have ever made.’’ C. Thoreson, Minneap- 
olis, Minn. 


‘Tt is one of the things I would not like to do with- 
out.’’ D. F. Archibald, Athel, N. S., Canada. 


““T cannot understand now, after using it, how I 
have gotten along without a Bowser Tank.’’ C. A. 
Caldwell, Eminence, Ky. 


“It is a money saver. We thought it was too ex- 
pensive in the first place, but now we consider it a 
paying investment.’’ O. H. Dietrich & Co., Allen- 
town, Penna. 


Extracts from ‘‘Boomer’’ Dictionary 


Hotel: A place where a guest often gives up good 
dollars for poor quarters. 


Hotel Register: The only autograph album that 
costs you to write in. 


Telegram: A form of correspondence sent by a 
man in a hurry and earried by a boy in his sleep. 


Barber: <A brilliant conversationalist who occa- 
sionally shaves and cuts hair. 


Discount: Something often sold in place of goods. 


Hash: ? 


6% 
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SELL YOURSELF 


To make a suecess of the oil tank business, faith i s required; faith in your goods; faith in yourself and 


faith in the merchants. 


THREE HUNDRED THOUSAND BOWSER TANKS now in use. 


THOUSAND satisfied customers. 


A HUNDRED 


Increase in business last year, 70 per cent.: 
Increase in January, 1907, over January, 1906, 101 per cent. 


Do not these striking figures inspire faith in your goods? 

Before starting out on your next trip, SELL YOURSELF. Take out your model, go over it point by 
point—the superiority of the tank, the construction of the pump, the self-measuring features; how it meas- 
ures gallons, half-gallons or quarts at a stroke, the Anti-drip Nozzle, the Discharge Register, Computer, Ete. 
Have a heart-to-heart talk with yourself. Put yourself in the merchant’s place. Think of the annoyance 


of handling oil with measures and funnels. 


The loss from over-measures. 


The waste from inaccuracy, 


spilling, evaporation, ete. The soiled clothes, the tainted groceries, the washing of hands, ete., and then 
when you eall on a merchant you can talk convineingly. — 


SELL YOURSELF, first, and the orders will follow as a natural consequence. 


General Manager Polhamus has just returned from 
a two months’ trip to California. While in the west 
he investigated the conditions in San Francisco, and 
reports that the city is developing rapidly. Mr. Pol- 
hamus intends to return to the west with his family 
and will spend a few months longer in rest and recu- 
peration. He looks well, and, as Mr. Bowser says, 
after dining together, his health does not interfere 
with his appetite. Mrs. Polhamus and the children, 
Lillian, Russel and Robert, will accompany him, and 
we are sure all of the boys will join in an expression 
of good wishes for a safe and beneficial journey. His 
recent trip has benefitted him immensely. 


BOOMERISMS 


"Tis easy enough to be pleasant 
When hfe glides by with a song, 
But the man worth while 
Is the man who can smile 
When everything goes dead wrong. 


x K KR K *K * 


Everything comes to him who hustles while he 
waits. 


As we travel through life may we live well on the 
road. 


ee a eee 


This world that we’re a-livin’ in 
Is mighty hard to beat, 

For you get a thorn with every rose, 
But aren’t the roses sweet. 


a * KK  * * 


May we look forward with pleasure and backward 
without regret. 


Bill had a billboard, 
Bill also had a board bill, 
The board bill bored Bill so 
That Bill sold the billboard 
To pay his board bill, 
So after Bill sold his billboard, 
To pay his board bill, the 
Board bill no longer bored Bill. 


Che Bews ER. 
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QUOTA $125,000.00 


EMERSON, the philosopher, said, ‘‘Hitch your wagon to a 
star.’’? In other words, ‘‘ look up;’’ try for the ‘‘ big things ’’ of 


life; have a ‘‘ mark.’’ 


We have set a mark for March, a quota of $125,000.00. Each 
salesman has been asked to shoulder his arms and to do his part in 
the Battle Royal. Commander-in-Chief Bowser isin the lead. Gen- 
erals Bechtel, Runyan and Savercool, with Captains Hance, Zahrt, 
Hatmaker and Corey are in active command. Dunkelberg or 
‘“‘Dunk,’’ Chief of the Commissary, is on hand with the munitions of 
war. Every member of the Sales Organization will receive a per- 


sonal letter advising him of his individual quota. 


A salesman sending in 50 per cent. of his quota by March 15th 
will be advanced to the rank of Corporal. A salesman sending in 60 


per cent. of his quota by that date will receive the rank of Lieutenant. 
Load up your guns with arguments! 


FORWARD, MARCH! 


NOTE---We expect to issue special extra ‘‘ Boomers’’ with news of 
the battle. Special mention will be made of salesmen who, 
through proficient work, have been advanced to ranks of Corporal 
and Lieutenant.---Editor. 
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Two Happy Men. 


We report with pleasure, interesting items regarding 
two of our popular salesmen. 


We are informed that Mr. H 
T. Purdy has successfully wooed 
and won an Indiana bride—Miss 
Edith Miller, of Fort Wayne. Of 
course, there is a romance. Mr. 
Purdy met Miss Miller during his 
visits to the factory. Of late the 
trips were very frequent. Miss 
Miller is a charming girl and has a wide circle of 
friends in Fort Wayne. ‘The wedding occurred at the 
parsonage of the First Baptist church, Rev. Vichert 
officiating. 


The leading paper of Oklahoma 
City contained the following item re- 
garding our friend, ‘‘Garry’’ Rodman: 


‘*A pretty home weddivg occurred 
Wednesday at high noon when Miss 
Ethel Jennings, of 231 West Third 
street, was united in marriage to Mr. 
“ Garrard Rodman of San Francisco, 
Cal. On account of the ill health of the bride’s 
mother, the wedding was a quiet one, only relatives 
aud a few intimate friends being present, the ceremony 
being perjormed by Rev. Porter, of the First Baptist 
church. The young couple left immediately after for 
Frankfort, Ky., to visit Mr. Rodman’s parents, also 
visiting friends in Los Angeles on their way home. 

Miss Jennings is one of the most charming girls 
in the city’s social circles, in which her loss will be 
keenly felt.’’ 


Bowen ‘‘Kept On Keepin’ On.’’ 


Mr. Bowen had spent a whole day with a prospect 
in Oregon, and failed to get the order. The next 
morning, after thinking the matter over, the case 
looked so hopeless that he decided to move on to the 
next town without having another ‘‘try’’ at it. After 
his train had started he began thinking about the case, 
and decided first, that he wasa ‘‘quitter;’’ second, that 
he was going back. Soat the first station he got off 
and returned to the town. Result—an order. . 


‘*Please send me fifty, I’m ‘pinched’.’” 
Cashman. 


We present herewith 
a picture of the gen- 
tleman who sent us 
the above terse tele- 
gram. 

It seems that Mr. 
Poe Cashmai,= or 
‘‘Cash’’ as he is far 
miliarly called by his 
friends, went hunting 
one day without a li- 
cense. Of course, you 
know the result. A 
vigilant officer came 


along and_ invited 
Cashman to accom- 
pany him. . He tried 


to secure his liberty by giving the officer some 
“‘Cremo’’ cigars, and almost succeeded by telling some 
of his good stories. ‘‘Cash’’ says, however, the judge 
gave him a good order, i. e., he ordered him to pay a 
liberal fine, and as he had just deposited his check in 
the bank before making the trip, he was obliged to 
send for fifty. We came tn his rescue and our friend 
“Cash” is, as the cartoon indicates, still hustling for 
orders. 


Tom Cragg on a Hand-Car. 


The following interesting item was received from 
the Canadian office: 


‘“‘Our Mr. Thos. Cragg is encountering a great 
deal of trouble in getting over the ground in his Sas- 
katchewan territory during January and February. 
Nevertheless he is making a very creditable showing. 
Blizzards have no terror for him, although in order to 
get out of the way of one, he worked a hand-car seven 
miles one day lately, with the thermometer registering 
40 degrees below. It does seem as though there is 
nothing Bowser salesmen will not do that is honorable, 
to get business. The hand-car racket is the newest 
one we have heard of. 


E J. Murphy, one of our new salesmen, isa hustler. 
Three orders received from him this morning, all bear- 
ing yesterday’s date. The three orders are located in 
two different towns. Mr. Murphy ascribes this success 
to the fact that he is following the Calling List system 
faithfully. 
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March is one of the best months of the year for 

business. Make the most of the opportunity. 
* KX 

The shortest road to a soft snap is hard work. 
“Keep on ‘keenin’ on.’’ 

Be cheerful. 

Be optimistic 

Go in and take the order. Don’t expect the cus- 
tomer to suggest that he would be pleased to give you 
one. Don't wait for him to make a formal speech, 
bestowing it upon you, like a college professor hand- 
ing out a diploma to a bashful graduate. No one finds 
it easy to make up his mind while somebody is waiting 
for him todo so. Never put your customer to the 
trouble of making up his mind when you can do it for 
him. Talk from the start as if you took his consent 
for granted. Keep the whip hand in the conversa- 
tion, and don’t give him a chance to block you with a 
definite ‘*No!’’ As soon as you have won his con- 
fidence and made clear to him just as many facts about 
your proposition as it is necessary for him to know— 
wasting no time on superfluous information—close the 
jnterview by presenting the order blank for him to 
sign. Do this in a confident, decisive way, as if there 
could be no question of his complying—as if it were as 
much a matter of course for him to sign as to answer 
the ‘‘Hello!’’ of a friend on the street. 


Be de Ok 
In selling a Bowser tank, three steps are required: 
First, the approach, 
| Second, the demonstration, 
Third, the closing argument. 


If your approach is poor you will weaken your 
demonstration. So much depends upon the: ‘‘first im- 


pression’’ that every salesman should give serious 
thought to the aa methods of approach. 
cao ee 
Some salesmen go on month after month selling 
practically the same type of outfits. They overlook 
the flexibility of the Bowser equipment and the pos- 
sibilities it afords for ‘‘grading up.’’ In addition to 
calling on the kerosene trade, if you really want to in- 
crease your business, resolve: First, To SELL LARGER 
OvutFits; Second, To MAakk MorE ExCHANGES; 
Third, To SELL Paint Ort Ovurrits; Fourth, To 
SELL GASOLENE OuTFITs. We are issuing handsome 
advertising matter along these lines and will be glad 
to co-operate with the salesmen, in making each ter- 
ritory more productive. 
* OK Ok 
We are endeavoring to make the ‘‘Boomer”’ so in- 
teresting that the salesmen will look forward to each 
issue with pleasant anticipation. It is distinctly our 
salesmen’s paper, and the editor will appreciate crit- 
icism and suggestions —looking toward its betterment. 
Tell us frankly what youthink of it. Send us any 
items which vou feel would be of interest to the other 
salesmen Feel that it is your paper, and that it is 
issued for you. We expect to use in it pictures of the 
salesmen from time to time, and we shall appreciate it 
if those who have not sent in their photographs, will 
do so at their earliest convenience. 
* OK OX 
Self-analysis in our business is educational. We 
present herewith five questions which we desire our 
salesmen to ask themselves each day: 


Do I know how to get my prospect’s attention? 


Have I really mastered the art of ccna a 
Bowser Self-measuring Oil tank? 

When I have a prospect do I always turn my op- 
portunities to good account? 

Can I not make my closing arguments stronger 
and more convincing? 

Ain I really doing my best to secure orders? 


* *K * 


Toasts to ‘‘Our Boys.’’ 


May we never envy those who are successful, but 
strive to imitate them. 

May every day bring more happiness than yes- 
terday. 

May our actions ever evince this belief, that 
honesty i is the. best policy. 

May every mirror we look at, cast an honest 
reflection. 
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Selling Arguments 


We received recently a letter from a salesman 
asking us to present some arguments covering the ob- 
‘‘Price too high.’’ Below, we submit some 
arguments which have been successfully used. 


Price Too High. 


If a man says, ‘ Look here, the price is too high,”’ 
suggest that the price is not the only thing to be con. 
sidered. If you were going to buy a house, the first 
thing you would find out would be ‘‘what rent does it 
bring?’ If the rent were not high enough to pay a 
good interest on the investment, you would not»buy 
it. Now, Mr.. Blank, why not consider the. Bowser 
Self-measuring Oil outfit in the same light, i. e , 
business investment, for that is what it is. 


=) 


jection, 


as a 
Buy it on 


the same principle that you would buy a. house and 


lot. 

Mr. Merchant, if a friend of yours showed you 
that by buying a house in your neighborhood you 
could make 15 per cent. on your money, would you 
hesitate about making the investment? Thousands of 
merchants have written us that the Bowser Self- 
measuring tank pays not only 25 per cent., but often 
has paid for itself in less than a year. If it is doing 
this for 300,000 other merchants, isn’t it likely that it 
will do it for you? 

000-000 

Mr Blank, if you were to place $100 oo in your 
bank what interest would yon receive on your money? 
They are not likely to pay you more than 4 per cent. 
are they? Here is an investment that will pay from 
25 per cent. upwards, to say nothing of its neatness, 
convenience, etc. 

0-0-0-0-0-0 

Why are you or any other business man willing 
to pay a high rental for a business location? You can 
obtain one elsewhere at a much less rent. You are 
aware that it is cheaper for you in the long run to pay 
high rent for a good location than to pay, say, half 
the price for a location in which you would do one- 
tenth of the business. So it is in the case of the ma- 
chine before you. It is not the actual dollars and 
cents you invest in the article, but the advantages 
which accrue to you through the use of a good, re- 


liable tank. 
000-0-0-0 


Mr. Merchant, Iam sure you do not believe in 
buying cheap things, as your store certainly shows 
that you handle good articles. Your stock does not 


‘pose you invest $75 oo in our tank. 


look cheap, by any means. You like your Cash Register, 
do you not? Your other fixtures, too, are also modern. 
Why, then, consider buying a cheaper tank, when by 
the expenditure of a little more money you can buy 
one of the latest improved Bowser Self measuring Oil 


outfits? 
0-0-0-0-0-0 
As a matter of fact, Mr. Blank, the tank I am 


showing you is less expensive than the one you have. 
Your present tank is the expensive one, as it daily 
loses you oil, time, labor and money. ‘The Bowser 
tank really does not cost anything, because it pays for 
itself by its own saving. It requires simply an initial 
outlay, sav $100.00, and month after month it will 
pay you handsome returns on the investment. Sup- 
The tank will 
last you at least twenty years. In other words. it is 
only costing you about $3.65 a year, or a cent a day. 
Isn’t it worth a cent a day to measure your oil ac: 
curately and without loss of time; to make your profit 
on every gallon you sell; to handle it in a clean 
manner, without being obliged to wash your hands 
every time oil is drawn; to prevent groceries being 
contaminated, offensive odors, etc? Isn’t it worth a 
cent a day for all these advantages? As a matter of 
fact, 71 does not cost vou a cent a day, but by its ac- 
curacy and by preventing the waste of oil which is 
bound to occur with your present method, it will ac- 


tually save you from 5 to roc a day. 
0-0-0-0-0-0 
When a prospect compares the selling price of the 


tank to the cost of labor and material in making it, 
the following argument has proven successful: 

As a matter of fact, I do not know what the tank 
cost. It is difficult to ascertain. It depends largely 
upon the number manufactured; then, there is an 
element, which no one seems to consider—the cost of 
experimental work. But that isn’t the point. The 
question is, wz// it save you money? If I cannot con- 
vince you that it will do this, I do not expect to sell 
youatank. If it saves a small amount of oil, time 
and labor daily, it will certainly pay you a large in- 


terest on your investment. 
00000-0 


You say the price is high, yet these gentlemen,. 
who are progressive merchants(hand the prospect some 
testimonials) say if they could not buy another Bowser 
Self-measuring Oil outfit they would not part with the 


present one for several times its cost. 
00-00-0-0 


Mr. Blank, if you don’t mind telling me, what 
did you pay for your Cash Register? ($¢200.00.) Your 
Computing Scale cost you another $100 00, did it not? 
The Che:se Cutter, also, cost you a little sum of 
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money, did it not? Just think of it, Mr. Blank, you 
could put all of them in this tank, which will cost you 
only $50.00! 
0-0-0-0-0-0 
Do not look at this as a cost. ‘‘Cost’’ is really 
the wrong word. If it will Save you money it really 
does not cost anything in the end. If I were trying 
to sell you a house, you would figure the profit you 
were going to get outofit. Ifthe profit was a big 
one you would not stick at the price. You would 
not speak of it as costing so much. You would 
think of it as bringing you in so much Prorir. 
The tank brings you in every day more than it costs 
you for that day. You do not have to pay for it in 
one day. In the time in which you have to pay for it, 
it saves you more than you pay. As a matter of 
figures, Ir Dozs Nor Cost You ANYTHING. It 
brings you in something. 
0-0-0-0-0-0 
Mr. Merchant, it is true this tank will cost you a 
little money, i. e , it will require an initial outlay, but 
did you stop to consider that in case you do not buy, 
you are really paying for a Bowser tank without the 
use of one? 
0-0-0-:0-0-0 
Mr. Blank, the Bowser tank costs you nothing, 
because it pays for itself by its own saving. It con- 
verts your present losses into present profits. In other 
words, it means merely this: 
00-0-0-0-0 
We place a tank with you, the tank immediately 
begins to save you money. Ina short time the tank 
has paid for itself by its own savings, and year: after 
year you have the advantage of the convenient, saving 
and economical features of a Bowser Self-measuring 
‘Oil tank without any expense whatever. 


One he had missed. 


Borrowby: ‘‘Let’s see—do I owe you anything?’ 

Morrowby: ‘‘Not a cent, my boy. Going around 
paying your little debts?”’ 

Borrowby: ‘‘No, I was going around seeing if I 
had overlooked anybody. Lend me five until Satur- 
day, will you?”’ 


Tim Dolan went West and took up Government 
land. A few years later his brother Tom visited him, 
and as they were going over the somewhat unkempt 
farm, Tom said: . 


‘‘And how are you getting on, Tim?’’ 


” 


‘‘Sure,’’ replied Tim, ‘‘and I’m doing well. I’m 
holding me own. I had nothing when I came here 
and I have nothing now.’’ 


King Got in Trouble. 
Our representative, Mr. F. M. King, of Texas, 
was seated in the train with another salesman when 


they came toa little town. His fellow-salesman said, 


offhand, that he thought he would get off and call on 
the merchant whose little store was near the railway 
station. King said, ‘‘Never mind working that man, 
you can buy his whole stock of goods for $50.00.”’ 
He failed to notice, however, a woman who had taken 
aseat behind him. It proved to be the merchant’s 
wife, and she proceeded to inquire, in a loud voice, 
what he knew of her husband's trade, finances, etc. 
The situation became very embarrassing. Mr. King 
declares now that he will never again discuss a man’s 
financial status on a train. 


Laverty and the ‘‘Other’’ Salesman. 


Archie Laverty told us the following story: That 
he had sold a customer and was taking the measure- 
ments when the wife came in to inquire what her hus- 
band had bought. After he had told her, all she 
would say was ‘‘We don’t want the tank.’’ Mr. 
Laverty says he at once proceeded to convince her, 
and after an hour’s argument she repeated ‘‘We don’t 
want the tank.’’ He grew discouraged at her un- 
reasonableness and left abruptly. Six months after- 
ward he went in the store to make another demonstra- 
tion and when she told him about the Bowser man 
who had offended her, he did not disclose his identity. 
His talk this time resulted in a sale. A few months 
later when passing the store, he stopped in to see how 
the tank was working. This time the woman imme- 
diately recognized him as the first salesman and told 
him she had given the order to the second man who 
had called. 


Be Flexible. 


Make up your mind that there is a way to sell 
your prospect, and that you will find it. If it is in 
the man’s personality, determine that you will find 
the spot in his character that you ought to touch. If 
he has some peculiar weakuess, discover it and play 
upon it. If the fault is in your argument, or lack of 
knowledge, set yourself to study and to strenthen 
yourself where you are weak. 


Make up your mind to get the order and get it. 


Dr. Snail, (speaking to his friend, the Turtle): 
“You will have to excuse me, but I've got to hustle. 
I received a hurry call and I promised to be there in 
two days.’’ 


May we always command success by deserving it, 
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Primer for Bowser Salesmen 
Issued by the Editor; 


for “‘Approach,”’ and it wins half the battle; 
Be cheerful, and then you will be hard to rattle. 


for the name that we sell under, ‘‘Bowser’s’’ 
It means that we always have coin in our trousers. 


stands for what we love best, our ‘‘Commissions;’’ 
They bring to our bank accounts handsome additions. 


stands for ‘Drive’ on a cold day in winter, 
When the horse that you have is by no means a sprinter. 


stands for ‘‘Effort’”’ and “Enthusiasm;”’ 
Between these and indolence yawns a great chasm. 


stands for ‘‘Faith”’ in ourselves aud our outfits; 
If anyone has it, he can’t talk without hits. 


stands for “‘Grit’’ that keeps going on grinding, 
Rebuffs and annoyances not at all minding. 


is the ‘“‘Harvest’’ we’re every year reaping, 
Which piles up the profits for ‘‘rainy day’s’’ keeping. 


stands for ‘‘Idlers’’ who fall down so sadly, 
Who love ease and loafing and hate work so badly. 


stands for “‘Joy” in our hearts ever thrilling, 
When we take out our pens for a good order filling. 


is for “Knowledge” that gives us all power; 
It helps us in many a difficult hour. 


is for “‘Laziness” known to be turning 
Lives of success to rank failures, unearning. 


stands for ‘“‘Money”’ for which we’re all working; 
A prize that keeps all of the salesmen from shirking. 


Re ee OO 


stands for “Now,” when your man should be signing; 
To-morrow you'll find him more firmly declining. 


stands for ‘‘Orders’’ we lose by postponement; 
Our sorrow because of them is our atonement. 


means the ‘‘Patient” and also the ‘‘Plucky;”’ 


They don’t get their orders because they are lucky. 


stands for ‘‘Quitters” of all men the meanest! 
Why shouldn’t their pocket books always be leanest? 


stands for ‘‘Rivals.”” May Fortune ne’er bless them! 


We'll take every chance we can get to suppress them! 


for “Success” which we all of us covet, 
And when we achieve it, I tell you, we love it! 


stands for “‘Tact”’ which we use, if we’re clever; 
It stands, too, for ““Tanks” that will last one forever. 


stands for “Users”? who swear by our system; 


If we took out their tanks they would say that they 
missed ’em! 


for “‘Vexations’’ that often annoy us, 
But if we seem worried, they surely destroy us. 


means that we’re all to be ‘‘Winners;”’ 


The best of us now were once only beginners, 


stands for “‘eXcellence,” hard to acquire; 
Applied to a salesman, it ends in a buyer! 


for this “Year.” May the orders be many! 
So just whoop ’em up, if you’ve not taken any! 


stands for ‘‘Zest”’ that’s the salt of all selling. 
And this is the end of our lesson in spelling! 
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Remember, any salesman sending in 50 per cent. of 
his quota by March 15th 
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receive the rank of Corporal. 


60 per cent will 


rank of Lieutenant 
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It means that we always have coin in our trousers. 


stands for what we love best, our ‘‘Commissions;’’ 
They bring to our bank accounts handsome additions. 


stands for “‘Drive’’ on a cold day in winter, 
When the horse that you have is by no means a sprinter. 


stands for ‘‘Effort”’ and “Enthusiasm;’’ 
Between these and indolence yawns a great chasm. 


stands for ‘‘Faith” in ourselves aud our outfits; 
If anyone has it, he can’t talk without hits. 


stands for “Grit” that keeps going on grinding, 
Rebuffs and annoyances not at all minding. 


is the ‘‘Harvest’’ we’re every year reaping, 
Which piles up the profits for ‘‘rainy day’s’’ keeping. 


stands for ‘‘Idlers’’ who fall down so sadly, 
Who love ease and loafing and hate work so badly. 


stands for “‘Joy” in our hearts ever thrilling, 
When we take out our pens for a good order filling. 


is for ‘“Knowledge”’ that gives us all power; 
It helps us in many a difficult hour. 


is for ‘‘Laziness’’ known to be turning 
Lives of success to rank failures, unearning. 


stands for “Money” for which we’re all working; 
A prize that keeps all of the salesmen from shirking. 
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stands for “Now,” when your man should be signing; 
To-morrow you’ll find him more firmly declining. 


stands for ‘‘Orders’’ we lose by postponement; 
Our sorrow because of them is our atonement. 


means the ‘‘Patient” and also the ‘‘Plucky;”’ 
They don’t get their orders because they are lucky. 


stands for ‘‘Quitters” of all men the meanest! 
Why shouldn’t their pocket books always be leanest? 


stands for ‘‘Rivals.”” May Fortune ne’er bless them! 


We'll take every chance we can get to suppress them! 


for “Success” which we all of us covet, 
And when we achieve it, I tell you, we love it! 


stands for ‘‘Tact” which we use, if we’re clever; 
It stands, too, for “Tanks” that will last one forever. 


stands for “Users”? who swear by our system; 


If we took out their tanks they would say that they 
missed ’em! 


for ‘‘Vexations’’ that often annoy us, 
But if we seem worried, they surely destroy us. 


means that we’re all to be ‘‘Winners;”’ 


The best of us now were once only beginners. 


stands for ‘“‘eXcellence,” hard to acquire; 
Applied to a salesman, it ends in a buyer! 


for this “Year.” May the orders be many! 
So just whoop ’em up, if you’ve not taken any! 


stands for ‘‘Zest’’ that’s the salt of all selling. 
And this is the end of our lesson in spelling! 
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Remember, any salesman 
his quota by March 15th, will receive the rank of Corporal. 


60 per cent will receive the rank of Ineutenant. 
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Che Man Who Wins. 


The man who wins is the man who works— 
The man who toils while the next man shirks; 
The man who stands in his deep distress 


With his head held high in the deadly press— 


Yes, he is the man who wins. 


The man who wins is the man who knows 

The value of pains and the worth of woes— 

Who a lesson learns from the man who fails, 

And a moral finds in his mournful wails: 
Yes, he is the man who wins. 


The man who wins is the man who stays 
In the unsought paths and the rocky ways, 
And, perhaps, who lingers, now and then, 
To help some failures rise again. 

Ak, he is the man who wins! 


The man who wins is the man who hears 

The curse of the envious in his ears, 

But who goes his way with his head held high 

And passes the wrecks of the failures by— 
Oh, he is the man who wins. 
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Che Man Who Wins. 


The man who wins is the man who works— 
The man who toils while the next man shirks; 
The man who stands in his deep distress 


With his head held high in the deadly press— 


Yes, he is the man who wins. 


The man who wins is the man who knows 

The value of pains and the worth of woes— 

Who a lesson learns from the man who fails, 

And a moral finds in his mournful wails: 
Yes, he is the man who wins. 


The man who wins is the man who stays 
In the unsought paths and the rocky ways, 
And, perhaps, who lingers, now and then, 
To help some failures rise again. 

Ab, he is the man who wins! 


The man who wins is the man who hears 

The curse of the envious in his ears, 

But who goes his way with his head held high 

And passes the wrecks of the failures by— 
Oh, he is the man who wins. 
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TO OUR SELLING FORCE: 

In the February 20th issue, we set a mark for March, a 
quota of $125,000. You will recall we asked for officers, the 
promotions to be determined on the following basis: | 
Salesmen securing 50% of their quota by March 15, to receive 

the rank of Corporal. 
Salesmen securing 607 of their quota by March 15, to receive 
the rank of Lieutenant. 
March 15th has come and gone and we have our officers. 
We trust that each salesman mentioned in our ‘‘Roll of 


Honor’’ will derive the deep pleasure we do in placing his name 
there. It is an evidence of work well done; of good intentions faithfully executed; of 
conspicuous work in March, deserving conspicuous mention. 

To those who ‘‘almost reached the goal, we ask a continuance of your best efforts. 
May we have the pleasure of entering your name among those who secured 1007 of his 


quota, is the sincere wish of S. B. BECHTEL, Secretary 
Roll of Honor 
LIEUTENANTS 
E. R. Bird, Washington F. W. Meegan, New York 
Edward Bryld, New York H. T. Purdy, Mississippi 
H. C. Carpenter, Jr., Louisiana G. R. Quarles, Pennsylvania 
C. R. Eggleston, New York Nap. Rosconi, Quebec, Canada 
W. F. Eichelberger, Pennsylvania R. G. Shulze, Oklahoma 
K. F. Hessenmueller, Illinois F. A. Wrisley, Massachusetts 
J. E. Homsher, Indiana A. D. wyckoff, New York 
W.E. Jenkinson, California G. L. Heusner, Colorado 
R. S. Johnson, Ohio G. W. Bigelow, New York 
S. L. Jordan, Georgia C. V. Smith, Indiana 
J. H. Medsker, Pennsylvania 
CORPORALS 
E. M. Caskey, Illinois C. H. Kelly, North Carolina 
Thoma Cragg, British Columbia W.H. Ladd, New York 
Thomas H. Cray, Canada J. G. Rodman, California 


C. W. Hoffritz, Indiana S. D. Stoddard, Oregon 
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Closing the Order 


3 PRU QU FUR 
Closing the Order. 


As previously explained in the ‘‘Boomer’’ three 
steps are required to sell a Bowser Self-measuring Oil 
Tank: First, the approach; second, the demonstra- 
tion; third, the selling arguments. By ‘‘selling argu- 
ments,’’ we refer particularly to those points advanced 
by salesmen which are instrumental in closing the or- 
der. Closing methods vary according to the tem- 
perament of the salesman. Briefly stated, however, 
_ there are two methods of closing, viz., a ‘‘logical 
close’’ and a ‘‘high-pressure close.’’ 

* ++ * 

By a ‘‘logical close’? we mean that the salesman 
has carried his customer along, point by point, secur- 
ing an essential admission here, another there, etc., so 
that the signing of the order is the only logical thing 
for the merchant to do, as he has admitted the need 
and practically given an expression of acceptance as 
the talk progressed. 

* %* * 

By ‘‘high-pressure’’ is meant the ‘‘forced’’ close, 
that is, where the salesman, through his personality, 
magnetism and clever presentation of the subject, de- 
liberately talks his prospect into signing. 

* %* * 

A salesman who can combine the two methods 
will naturally reap the greatest harvest of orders. It 
is, of course, impossible to cover all the points regard- 
ing closing in a brief article. However, the following 
may be of interest. 

* * * 

As you demonstrate the tank, watch your cus- 
tomer and note the points that strike home. Hlabor- 
ate on them to the fullest extent, and make the most 
of your opportunity. When talking, bear in mind 
that you are leading up to one point, namely, to get 
the order, so when the critical moment comes, don’t 
overlook it. Sales are often lost by talking after the 
critical moment has been reached. 

* * 

It is well while talking to a prospect and things 
are progressing nicely, even though the order is not in 
sight, to get out the order blank and read the guaran- 
tee. In other words, accustom him to the order blank, 
then when it is presented he will not have a ‘‘cold 
chill.’ The guarantee offers a means of introducing 
it, and the table of dimensions can often be used to 
good advantage. 


Another good way to ‘‘feel your prospect’’ 
is to get an expression from him that, in 
case he ever bought a tank, where would he wish to 
place it. Often you can get him to walk around the 
store and select a suitable place. If you get him down 
in the cellar, make the most of your opportunity, for 
you are then alone and not subject to interruption. 

When he has selected a place (in the event of a 
future purchase) then drive home the advantages and 
picture to his mind ‘‘just how the outfit would look.’’ 
This can often be accomplished by setting the little 
model on the floor and measuring around it. In other 
words, give him a graphic description and paint the 
picture so that he will hate to go back to the old 
‘‘pump’’ and ‘‘measure’’ way of handling oil. Often 
amancan be pursuaded into signing the order by 
having the blank ready and asking him where he 
usually has his goods shipped, the street number, etc. 
Then gradually find out the kind of tank in which he 
is interested, noting it down in the blank as you go 
along. If he objects and says‘‘ What are you doing?’’ 
intimate that you are doing it for future reference. 
Have him watch you write the blank and thus you 
are familiarizing him with the matter. When it is all 
written, if you have not been able to get his order by 
the ‘‘logical method,’’ use the ‘‘high-pressure method.’’ 

Often it is necessary to lead a merchant along 
gently into giving the order. This can be accom- 
plished by saying, at the right time, ‘‘Well, is a 5-bbl. 
big enough,”’ or ‘‘Wouldn’t the corner there be a good 
place for the tank,’’ etc. Thus he is led into giving 
an expression of acceptance, whereas a sudden pulling 
out of the order blank would lose the sale. 

When you call upon a merchant, make up your 
mind to get the order. First, use the ‘‘logical 
method,’ going along point by point. Then if he 
does not give shipping instructions, use the ‘‘high- 
pressure method.’’ In other words, ‘‘A bird in the 
hand is worth two in the bush,’’ and ‘‘There is no 
time like the present’’ for getting orders. A thousand 
things may happen so that he will be unable to keep 
his promise ‘‘to buy later,’’ to ‘‘buy in the fall’’ to 
‘“‘place one in the new store which he intends to 
build,’’ etc 


* * * 

Some salesmen fail because they book prospects 
and not orders. Prospects are all right; they are very 
encouraging, but they do not add to one’s bank ac- 
count. When handling a good article, anyone can 
book prospects. It takesa salesman to get orders. 
BE A SALESMAN. 


THE BOWSER BUSINESS BOOMER. 


Only nine days work in which 
to capture the quota. 

If success has crowned our work, 
thus far, let’s be grateful and con- 
tinue our good efforts. 

If things have been discourag- 
ing, let’s “cheer up”; plan our 
campaign for another nine days, 
and “keep on keeping on.” 

Let’s work until SATURDAY 
NIGHT, March 30th, and be 


Che Man Who Wins. 


Che BOWSER. 
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TO OUR SALESMEN: 


We shall exceed our March Quota. 
How much, we cannot say, for all the fig- 
ures have not yet been compiled, but we 
know we have the quota. 

We thank you, one and all, for the 
magnificent work which has made March 
the biggest month in the history of the 
Company. 

FULL REPORTS LATER 


Now for Our April Quota 
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Often, a salesman, when talking to a prospect, will say ‘‘The Bowser Self-Measuring Oil Tank pro- 
vides a clean system for handling oil,’’ and then passes to something else. 


DRIVE YOUR POINTS HOME! 


This is an age of cleanliness,—in business, in character, in everything. Cleanliness is no longer op- 
tional. It’s compulsory, and the merchant whose store is untidy, whose floor is dirty, ete., is bound to 
lose trade to his ‘‘spick and span’’ competitor. 


When you say a Bowser Tank is 
clean, drive your point home, Tell 
him How, Why and Wherefore. 


Here are a few reasons why the Bowser Tank 
provides the cleanest system ever devised for handling 
oil. 


ist—No sloppy measures or funels required. 
2d—It does away with oil-soaked floors and walls. 
38d—No washing of hands each time oil is drawn. 
4th—No oily towels. 

5th—No soiled clothes. 

6th—No contaminated groceries. 

7th—No offensive odors permeating the store. 


8th—The clerks do not dodge the customer with the 
oil can; consequently a Bowser Self-Measuring Oil 
Tank increases trade and makes satisfied customers. 


Ask the merchant if he ever stopped to think when 
selling oil through a Bowser Self-Measuring Tank, 
that it is just as clean as handling sugar, coffee, etc. 
And that the profit is greater. 


Ask the merchant if he realizes that an oil tainted article means ‘‘a lost customer.’’ That ‘‘a lost cus- 


tomer’’ means ‘‘lost profits,’’ that the ‘‘lost profits’? of one ‘‘lost customer’’ will pay for the best tank we 
manufacture. eel om . 
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---Che Biggest Month in the 
March history of the Company 


We secured . . . 14,800 Points 
Our Quota was”) - - - 12,500 Points 


2.300 Points 


It was a grand month of rally on the part of every 
salesman, and we thank you one and all. 


a ES AS SS SS NY 


How For April 


Let’s take advantage of all the 
favorable conditions,and make 
ita BANNER month 


QUOTA, 16,000 POINTS 


Motto for April, At Least One Order Every Day 
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Comparative Record for March 


CLASS AA. CLASSIC: 
** Johnson, R. S. ™ Jordon, S L 
* Meegan, F. W. ; Denton, E M 
* Jenkinson, W. E. ; Misensal, I W 
* Davis, F. F. Kelly, © H 
* Carpenter, H. C. “ Traxler, D. C 
* Bigelow, G. W. Stoddard, S D 
* Hoffritz, C. W. ~ Stacy, Ed 
* Purdy, H. T. Hanks, F L 
* Saunders, C. E. Wilson, O H 
* Heusner, G. L. | Ratcliff, A G 
* Wychoff, A. D. ~ Kamp, L D 
=eNiedcsker, ch. Buckmaster, J D 
Swartz, Levi 
CLASS A. ; Stewart Milton H 
% Shulze, R G Smith, C V 
; Williamson, G H 
ccna CLASS D. 
Hessenmueller, K F McClure Rosser 
o Bowen, G E * Bryld Edw 
Quarles, G R King FM 
Ladd, JS Mathers, T D 
** Naylor, A F ~ Cox, OL 
Gledhill, Walter Ons 
Cornell, AB 
CLASS B. Homsher, F B 
Storer, HW M Comparet, C M 
Dietch, J N Duncan, R L 
Gumpper, J D Cray, Thos H 
“ Rosconi, Napoleon Robertson, Wm 
Caskey, E M Sll;GAee 
' * Johnson, Jules Law, C P 
* Cragg, Thos. * Eichelberger, W F 
* Murphy, E J Engelbert, E A 
Rodman, J G | * Sheehan, JS 
Smith. Lewis Eggleston, CR 
“ Wrisley, F A — Hayes, E P 
* Inslee, W D Snow, JS 


* Homsher, J E Merritt, H E 
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Bird, ER 

Gilmore, JA 

Olds, F H 

Shields, D H 
Smurthwaite, M G 


CLASS E. 

Smith, W C 

* Smith, Roy C 
Sitton, J M 
Fitzpatrick, W J 

—Leaper, F B 
Eldridge, NS 
Smaltz, F M 
Cavell, B W 
Purdy, JB 

0 McIntosh, R E 
Chase, D W 
Johnson, W M 

* Kunze John 
Walker, E P 

o Cashman, P F 

* Lipes, RB 
|e tei eel Fea 
Romer, Geo 

Sepeacie, HH 
Martin, AA 
Pomeroy, C M 
Mumford, W 
Hyde, CS 
Snow, RE 
Finzer, R H 
Dennett, G W 

* McCue, JS 
Punt Gel. 


NOTE:— 
28 Indicates Quota Secured. 


% Indicates new salesman who Secured Quota. 
~ Indicates new salesman commencing during month. 


* Bradfield, W 
Hettrick, C S 
McGibeny, Victor 
Pask, G W 

* Ward, D 
Irwin, MA 
Crowley, E J 
Lynham, W B 
Hafer, G W 

* Abel, J C 
Charron, G H 
Lindsley, Henry 
Leslie, F W 

| Hance, GR 

* Fitch, OB 

* Hoor, JG 
Kerlin, W L 

* Cornell, George 

* Merickel, J W 

* Holland, JR 
Klotz, E F 
McCardel, H B 
Evans, C D 
Connolly, J T 
Freeman, C W 
Watson, R O 

= Lightfoot, F S 

* Holmes, J L 

Backers, H B 

Hughes, J J 

Palmer, C E 

Preston, H J 

~ Davison, Fred H 

* Jenkinson, F B 


+ 


$ t+ te 


{ Indicates out of territory. 


~ Indicates out of territory part of month. 


- Indicates Sickness. 
0 Indicates special work. 
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Suggestions for Selling Bowser Self-Measuring Canks 


Often, when you go in a store, the proprietor will 
be busy. It is advisable, while he is thus engaged, to 
, Size up the situation.’’ Ifa clerk comes, speak pleas- 
antly to him and if you can possibly do it, without 
giving offense, ascertain from him the style of outfit 
they now use and an idea of the amount of oil they 
sell weekly, or monthly. 


* %* 


When driving through a county, always find out 
at what point or city the tank wagon station ts located. 
If it is located a distance away it gives an additional 
argument on large storage. During the winter 
months, when the oil wagon driver is obliged to make 
long trips, he is often delayed by snow storms, and 
many merchants will readily admit that they have oc- 
casionally been without oil. The merchant, therefore, 
will readily see the advantage of a large storage tank. 
It is always advisable that our salesmen co-operate 
with the oil men If they are handled in a 
courteous and gentlemanly manner they are al- 
ways willing to furnish prospects aud give valuable 
information, for the oil men appreciate the value 
of a large storage tank. They like the Bowser tank 
because it is easily filled. 


* * * 


It is advisable to make the acquaintance of other 
salesmen traveling the territory, for from time to time, 
in view of the friendly relations existing between the 
wholesale-grocery salesman and his trade, he is often 
able to put in a good word for you. 


Be Systematic in your work, and work 
thoroughly each town as you come to it. Making long 
jumps or skipping towns involves additional expense 
and also a loss of time. We have found from twenty 
years’ experience in the tank business, that our succeessful 
men are those who work systematically. 


When you go into a town, in addition to calling 
on the grocery trade, call on the drug stores and paint 
houses as well. Each year there is a larger demand 
for outfits for handling paint oils, varnishes, etc., and 
this class of trade should be worked thoroughly. 


* * * 


When you go into a small town, first of all, call 
upon the old users, i. e., the merchants who have Bowser 
Self-measuring Oil outfits. They receive such good 
results from their tank they are generally willing to 
say a good word for you, and they will let you use 


their name in making sales. Also, by showing them 
the latest improvements you will be successful in in- 
teresting them in an exchange of their old style for 
one of our latest outfits. 


* + * 


Be Earnest: Salesmanship is one of the most 
honorable professions in the world, and when selling 
Bowser tanks you have a proposition which merits 
your best efforts. 


Be Sincere. Sincerity begets sincerity, and 
the merchant will readily see that you mean what vou 
say and that if you were in his place you would use, 
yourself, the article you are trying to sell him. 


* * * 


Be Enthusiastic: Enthusiasm is contag- 
ious, and thorough enthusiasm will assist you in mak- 
ing the sale. 


State Facts: When selling Bowser tanks 
you have nothing to conceal, as we have a straight- 
forward business proposition and we want you, as our 
representative, to present it in that way. 
tank is a business investment 
labor. 


A Bowser 
It saves oil, time and 
It really costs nothing, because it pays for it- 
self by its own savings. In other words, it pays for 
itself with the money that a merchant would not have 
if he had not purchased the tank. STATE THE 
FACTS IN A CLEAR, CONCISE MANNER AND 
CUINCH. “PEE SALE: 


* * =* 


Sell the Merchant What He Needs: 
Do notsell him a 2-bbl. tank if he needsa 5-bbl. Large 
storage is the cheapest in the long run, and it is bound 
to be the most satisfactory. 


* *« * 


Be Courteous and Gentlemanly: First, 
because it pays; second, because you are a representa- 
tive of a first-class house and the merchant will judge 
us by the impression he forms of you. 


* * * 


Put Forth Your Best Efforts: Selling 
tanks is hard work, but the financial returns are com- 
mensurate for the effort. HARD WorRK, PERSISTENCY 
AND A WILLINGNESS TO FOLLOW THE RULES WILL 
BRING Success. DETERMINE TO MAKE A 
SUCCESS: OF IT AND: YOU WIELDOzEE 
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A Quota Calk! : 


Perhaps some of our salesmen are resting on laurels 


won in March, for to date we are behind our quota 
607 points. 


We appreciate the fact that the month is young, 
but THERE IS NO TIME LIKE THE PRESENT 
FOR CLOSING ORDERS, and we want each sales- 
man to make the most of his opportunity. Start 
at once, and determine to get 


“Bt Least One Order a Day.” 


Some Suggestions for Securing Your Quota 


Work every day. 
Don’t neglect the small towns. 
Sell GASOLENE outfits. 
Sell KEROSENE outfits. 
Sell PAINT OIL outfits. 
Make Exchanges 


Be Earnest. Be Cactiul. Don’t Give Up. 


An order today is worth three prospects for next fall. Determine to secure your 
quota and make a record for April. 


ee EE ee 
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A Pen Picture of Cwo Salesmen. 


Smith is a fine fellow, jovial and jolly; a 
man who instantly makes friends. He has 
tact; a ready tongue, and all the essentials 
of asalesman. Smith is a living witness to 
the old saying that ‘‘Salesmen are born and 
not made,’’ and, yet,--somehow-- 

when 

Monday comes around, Smith says to 
himself, ‘‘Whole week before me. Guess 
I’ll take it easy today.”’ 


Tuesday: Starts out with good inten- 
tions. Meets a friend. Stops a long time 
with him. Afternoon, works. 


Wednesday: Picks up an order easily. 
Works up another prospect. Jokes,—gets to 
telling stories, and loses out. 


Thursday: Stumbles upon another nice 
order. Things coming easy. Decides to cut 
out driving to his smaller towns. 


Friday: Customer convinced him ‘‘price 
was too high.”’ 


Saturday: Writes home: ‘‘Merchants 
all busy today. No use making any calls on 
Saturday.”’ 


Jones, well, you would never call Jones a 
salesman. He doesn’t look the part, and 
sometimes he lacks tact. You couldn’t call 
him a mixer either. When he talks he isn’t 
fluent, and yet,--somehow-- 


when 


Monday comes around, Jones starts out 
bright and early with a sincere belief in his 
goods, and a determination to succeed. 


Makes his calls 
No orders. 


Tuesday: Keeps at it. 
conscientiously. Does his best. 


Wednesday: Still working doggedly. In 
the evening, reviews his day’s work,--sees 
where lack of tact lost him an order, and. 
resolves not to make the same mistake 
again. 


Thursday: Drives the smaller towns. 
Books an order and several prospects, and 
determines to ‘‘keep on keepin’ on.’’ 


Friday: Customer said ‘‘Price too high.’’ 
He argues it out, but realizes that his talk 
could be improved. In the evening he posts 
up on his selling arguments, and determines 
to have another try in the morning. 


Saturday: Made his return call. Se- 
cured the order. Figures that there are 
still nineteen working days in the month 
and resolves to do better next week. 


RESULT: First week, Smith two orders--Jones two. 
Whom do you think will get his quota for April? 
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C. E. SAUNDERS 


Reason fo. 2 


H. T. PURDY 


From time to time, in each issue of the ‘‘Boomer,’’ we will present to our salesmen 
reasons why a merchant should use a Bowser tank. This month we will present Reason 


Tt Saves Oil and Oil Costs Money 


One of the strong points about a Bowser Self-Measuring Oil Tank is 


No. 2. 


the fact that it saves oil. 


Oil costs money, consequently, the Bowser 


Self-Measuring Oil Tank saves money. When selling Bowser Tanks 
impress upon the merchant, first of all, that it saves oil. This is a 
point in which he is vitally interested, for it touches his pocketbook. 


® ® 


‘It is abig money saver. The Bowser 
Tank beats all I have ever seen or used.’’ 
John Potter, Butler, Ind. 


‘‘Your tank has already saved us several 
barrels of oil, besides the dripping.’’ T.R. 
Pickett & Son, Newberry, Fla. 


‘CWe are convinced that our tanks paid for 
themselves within a short period by their 
savings.’? The Trite-Wood Company, Fer- 
nie, B. C., Canada. 


‘CYour pump has saved us six ounces of oil 
on every gallon we sell (besides the time).”’ 
Claude A. Jordan, Luray, Kas. 


J. D. GUMPPER 


“I think I can safely say at least 15 per 
cent of oil is saved by the use of your tank.”’ 
W. K. Dent, Dentsville, S. C. 


Proof ® e 


‘‘Our Bowser tank saves oil, saves time, 
and, of course, saves money.’’ Hardy Bros., 
Waycross, Ga. 


“Jt is proving all that can be desired.’’ 
The Bodewell Granite Co., E. F. Russel, 
Sup’t, Vinal Haven, Maine. 


‘“‘We find it of great service on account of 
the oil it saves. It has saved its cost long 
ago.’? Gulf Cypress Lbr. Co., F. E. Miller, 
Prop., Ehren, La. 


“The saving has been about 25 per cent to 
us.’? V.H. Cox & Co., Atlanta, Ga. 


G. E, BOWEN 
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Demonstration Don'ts 


1 
Don’t fail to make the most of your 
opportunity. 
2 
Don’t get excited. 
3 
Don’t sell him a 2 or 3 barrel when he 
needs a 5 bbl. tank. 
4 
Don’t sell a No. 2 outfit when he needs 
a No. 1. 
fe) 
Don’t fail to impress upon him that 
the proposition you are presenting is 
worthy of his careful attention. 
6 
Don’t mispronounce words. 
7 
Don’t talk too fast. 
8 
Don’t speak in a monotonous tone. 
9 
Don’t speak indistinctly. 
10 
Don’t pass too rapidly from one thing 
to another. 
aa 
Don’t fail to emphasize important 
parts. 
12 
Don’t seem at a loss for something to 
say. 
13 
Don’t fail to hold the P. P’s interest 
while calling attention to good points. 
14 
Don’t repeat as from memory. 
15 
Don’t fail to be courteous and gentle- 
manly. 
16 
Don’t fail to take the first opportun- 
ity to present the order. 


17 
Don’t refuse to break off in your 
demonstration and answer the P. P’s 
questions. 


18 
Don’t fail to stop and get the P. P’s 
consent to a statement that is open 
to question. 

19 
Don’t imagine because the P. P. lis- 
tens in silence, that he agrees with 
you, or even understands all you say. 

20 
Don’t fail to draw out the P. P’s. ob- 
jections. 

7a | 
Don’t fail to answer the objections 
you draw out. 


22 


‘Don’t present your arguments in a 


cut-and-dried style. 


23 
Don’t try to be magnetic or eloquent. 


24 
Don’t fill up your mind with words 
or phrases, but with ideas. 


29 
Don’t fail to find out, if possible,why 
a P. P puts off buying, after a thor- 
ough demonstration. 


20 
Don’t fail to find out his real reason 
for not buying. 

27 
Don’t swap yarns or talk politics. 
Talk business. 

28 
Don’t overlook any merchant. 

29 
Don’t fail to get the order. 
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TERSE TANK TALK No. 2 


When vou sav ‘‘A- Bowser Self-Measuring Oil T 
« e a 


not your mere statement, that will get the order. 


ank saves oil,’?’ PROVE IT. It is ‘‘The Proof,’’— 


TELL THE MERCHANT HOW. 


THE BOWSER SELF-MEASURING TANK 
SAVES OIL. 


1st. BY ACCURATE MEASUREMENT 


2nd. BY PREVENTING EVAPORATION 


It is an established fact that nine out of ten meas- 
ures are inaccurate, and unusually give over-meas- 
ure. 

EK. E. Rost of Denver, says: 

‘‘T had a granite measure, and was surprised to 

find it three-fourths of an inch too large.”’ 


E. S. Ludwig, Pennbrook, Pa., says: 
‘“Mv old measures were too large, and I lost money 
by not buying your tank a year ago.”’ 


Evaporation means a ‘‘loss,’’ not only of quantity, 
but of quality. When oil is stored in a poor tank it 
evaporates. The “‘life,’’ or illuminating part of the 
oil passes away; consequently customers complain 


of poor oil and charred wicks. The Bowser Tank 
eliminates this. 
When a merchant says— 

‘““My oil doesn’t evaporate’’ tell him this: “‘ That 


whiskey when stored in a specially constructed build- 
ing, and in the tightest barrels money will buy, 
will evaporate at the rate of one-and one-half gallon 


a year per barrel. In other words—although whiskey 


is stored under the most favorable conditions practical 
and seientifie men can devise, it will evaporate at the 
rate of from ten to fiften per cent. It should be re- 
membered, also, that oil is far more volatile than 
whiskey. 
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THE DISCHARGE REGISTER 
SAVES OIL 


THE COMPUTER SAVES OIL 


THE BOWSER TANK SAVES OIL 
BY PROVIDING LARGE STORAGE 


IT SAVES OIL BY PREVENTING 
SPILLING 


A merchant is often called to the phone, or inter- 
rupted in another way, when he is using a measure in 
filling large cans. Ask him if it does not happen nine 
times out of ten, that when he comes back, he has for- 
gotten whether he had put in “‘two”’ or ‘‘three’’ gal- 
lons. Often he makes a miscount and gives an extra 
gallon. If he is a man who ‘‘doesn’t make a mistake,”’ 
ask him if his clerk, too, is infallible, if it is not pos- 
sible that some one else might make a mistake. Tell 
him that the discharge register tallies the gallons as 


they are drawn, thus preventing miscounts. 


The Computer does away with ‘‘guessing,”’ 
thus enabling a merchant to draw a nickel’s worth, 
dime’s worth, or any fractional part of a gallon accur- 
ately. Show the merchant how the computer enables 
him to compute the exact money value of the oil 


pumped into any odd-sized vessel or jar. 


Ask the merchant if he has ever noticed that in the 
fall oil invariably increases two or three cents per 
gallon in price. Show him that if he had a five bar- 
rel, 230 gallon, Bowser Tank, he could fill it when 
the oil is low and thus save three cents a_ gallon. 
Three cents a gallon on 280 gallons would $8.40, 
or 9% on a $90 investment. In other words—in 
this way alone the Bowser Tank would return him, an- 


nually, 9% interest on the amount of money invested. 


When oil is stored in a tank and drawn by grav- 
ity through a faucet, there 1s always a chance that 


some one will forget to close the faucet or let it drip. 
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WHY NOT BE A TOP-NOTCHER? 


A top-notcher is simply an individual who works for the in- 
stitution of which he is a part, not against it. 

He does not wear rubber boots and stand on glass when he 
gets orders from the boss. Heisa good conductor, and through 
him plays the policy of the house. The interests of the house are 
his-—-he is the business, and he never separates himself from the 
concern, swabbing the greased shute, by knocking on the place or 
management. 

A top-notcher never says inwardly, or outwardly, ‘‘I wasn’t 
hired to do that,’’ nor does he figure to work exactly eight hours, 
and wear the face off the clock. 

He works until the work is done and does not leave his desk 
looking like a map of San Francisco after the shake-up. 

As a general proposition, I would say that top-notchers and 
cigarettists are different persons. 

A top-notcher prizes his health more than a good time, so he 
has a good time all the time. 

If you want to be a top-notcher beware of the poker proclivity 
and the pool-room habit-—otherwise destiny has you on the list.— 
Selected. 
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A Quota Calk 


If each man secures his individ- 
ual quota, April will be a record 
breaker. 

Will YOU do your part? 


Which Zlass Have You Selected? 


- 200 points and over 
- 150 to 200 points 

120 to 150 points 
. 90 to 120 points 
- 60 to 90 points 
- 60 points and under 
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THE APPROACH 


Just what to say during the approach depends on 
the time of day, the conditions in the store, the mood 
of your prospect, etc. It is, of course, manifestly im- 
possible to prescribe a definite form of work. How- 
ever, so much depends upon the ‘‘first impression”’ 
that every salesman should give serious thought to 
the best methods of approach. 

Remember that the first five minutes are likely to 
make or break you, so far as a sale is concerned. If 
you are in any way antagonistic or offensive to your 
prospect, you hurt your chances badly at the start. It 
often happens that a merchant is waiting on a custo- 
mer when you go intothe store. While he is thus en- 
gaged, size up the situation in general and study your 
man, so that you will make a positive favorable impres- 
sion. <A storekeeper should never be approached the 
first time with a story. Do not resort to cojolery, at- 
tempted wit or cleverness. The first impression should 
be that you set a distinct value upon your own time 
and the customers,—that you have something of im- 
portance to say and that you do not intend to trifle 
about it. 

The first point in approaching a prospective cus- 
tomer is tolook like a gentleman, act lke a man, and 
make him listen to you. Let him see by your bearing 
and talk that you are a business man and desire to 
present a business proposition. 

Disarm his mind at the start that you are trying to 
force him to purchase something that he does not 
want. Diseclaim any such intention, but insist that 
it is a matter of such importance that he positively 
ought to investigate your proposition and judge for 
himself whether or not it would be valuable to him. 

Do not talk to a man who is not listening, who is 
writing a letter or occupying himself in any other way 
while you are talking. If he cannot give you his en- 
_ tire attention, say to him ‘‘I see that you are busy. 
If you can give me your attention for a few minutes 
I shall be pleased, but I don’t want to intrupt you 
if you cannot spare the time.’’ Tell him that you do 
not expect to take much of his time, and you know that 
after he has investigated what you have to offer, he 
will feel amply repaid. Be frank, open and above 
board, and by your frankness and bearing, win his 
confidence. Try to understand, however, the feeling 
of distinction between confidence and familiarity. 
Never fail in this respect, either to yourself or to the 
man with whom you are talking. Never be familiar 
with him. Do not put your hand on his shoulder or 
arm, or take hold of his coat. Such things are repug- 
nant to a gentleman, and you should assume that he 
is one. Never pound the counter or shake your finger 
at a prospective purchaser. Do not shout at him as 


if sound would take the place of sense. Do not ad- 
vance at him and talk so excitedly that he will back 
away from you as if afraid of being run over. Do 
not compel a man to listen to you by loud or fast talk- 
ing. Do not make him feel that he cannot get a word 
in edgeways, and has to listen to you until, you are 
out of breath . Make him see that you have a busi- 
ness propostion and wish to present it to him as a busi- 
ness man. Impress him with the fact that you have 
something to say and will say it quickly. 

In brief, when making an approach, get your pros- 
pect in such a frame of mind that he is honestly will- 
ing to investigate what you have to offer, and then 
make your demonstration. 


a 
% 


FOR SALESMEN. 


% 


DONT’S 


Don’t limit yourself to ten minutes when talking to 
a prospective customer ; talk as long as you think there 
is a chance to do good, but be dead sure that you don’t 
talk too much. 

Don’t be a quitter, or say: ‘‘I can’t sell this man,”’ 
before you have talked with him. 

Don’t assume to know more about your customer’s 
business than he does himself, or you can’t make him 
believe it. 

Don’t ‘‘put on’’ a civility or formal manner which 
is not natural to you and never try to flatter a man; 
sincerity is as commendable in business as it is in re- 
ligion. ; 

Don’t beg aman to look over your line, as that. 
makes it appear that you short on argument, but. 
rather explain to him that you have something in your 
line that he will find to be a bargain. 

Don’t underestimate your difficulties, nor overesti- 
mate them. 

Don’t fail to let your customer talk if he is inclined 
to do so, as by lstening to what he has to say you 
learn what his ideas are, and also show the respect that 
is due him. 

Don’t dodge a question but answer it fairly and 
squarely. 


y) 


* * * 


HOW ONE SALESMAN LOST.A. SADE. 


‘‘Tast week Mr. Bowser and Mr. Runyan were in 
Chicago on business. While passing a large store, 
Mr. Bowser decided that he wished to make a purchase 
and Mr. Runyan accompanied him into the store. A 
clerk came up, and Mr. Bowser stated his wishes. 
The clerk looked around, produced several of the ar- 
ticles, and was somewhat in doubt as to the quality and 
price. He went on fumbling with the merchandise, 
and while he was away, Mr. Runyan said, ‘‘I don’t be- 
heve I would buy from him, Mr. Bowser, as he doesn’t 
seem to understand his business.’’ The clerk came 
back, and went away again to consult with another: 
clerk regarding the price. When he returned, Mr. 
Bowser made an excuse, and left without buying. © 

While getting out of the store, Mr. Bowser re- 
marked, “‘ Well, I wonder if any of our men ever lost 
a sale because they were not able to discuss the article: 
intelligently ?”’ 

MORAL: ‘‘Know your business.’’ 
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FROM OUR OLD FRIEND TOM CRAGG. 


yentlemen :— 

Your favor just came to hand and note that you 
want to know what I think of the ‘‘Boomer.’’ I 
think it is all right and ought to be a pleasure to our 


boys to receive them. Think of me, 3,000 miles away 
from home and friends. It seems like an old friend to 
me. I am sorry that I have not been able to have 
been more help to you, as I know it must be quite a 
task for you to have kept up the little paper as well 
as you have. 

Some seventeen years ago next August a man by 
the name of Manefee, who worked for Olds Wheel 
Works at that time, had been out on the road for some 
lottery business. He finally heard of the Bowser tank 
and thought the Bowser tank business would be nearly 
as great a risk, but he went out for Bowser, and the 
Bowser tank proved quite a surprise to him. He was 
doing very well when he told me about it, and I 
studied a little on the tank, as my health was poor, 
and I thought the fresh air would help me consider- 
ably. They gave me Georgia and told me I could take 
in North and South Carolina on the side, and if that 
did not keep me busy I could take in Florida. Well, 
when I got down as far as Chattanooga Run I made 
my first stand. I worked six or eight stores, but 
found no merchants willing to buy an oil tank; so, 
feeling quite blue, I started for Cartersville, Georgia. 
Some ten or twelve days after I left Wayne I made 
my first sale of two F. F. Tank here to a drug store. 
I was quite happy and went to my hotel feeling proud 
when I looked in my model case and discovered that 
I had nothing but my model. I had left order blanks 
and everything in my ease at the drug store. I was 
afraid to go back for fear of him countermanding 
the order. However, I started back and found the 
drug store closed. This was Sam Jones’ home, and 
as he was holding meetings here the stores were closed 
at 9:30 and 3:30 in the afternoon. And so ended 
my first sale of the Bowser Oil Tanks. 

Yours truly, 
THos. CRAGG. 


Gentlemen :— 

Mourpletter received. »*9) *** “By the time you 
receive this you will have received my last bunch of 
orders. Would have gotten four more 5-barrel outfits, 
I think, had I not been tied up in a wreck which 
delayed me and caused me to miss connection. You 
may, however, expect a bunch of orders from me, as 
this is what we are after. * * * I expect to sur- 
prise you some time next week and demonstrate the 
fact that one and two-barrel tanks are a past issue 
in the South if a man will go after the larger game. 

With regards, I am 

Yours very truly, 
M. H. Stewart. 


tentlemen :— 

Yours received and m reply wish to say that it 
will give me great pleasure in securing my quota of 
$1,000.00 and as much more as possible. Will try 
and make it $1.200.00, not for honors, but because I 
wish to do all in my power to beat out 1906, as I 
appreciate the true qualities of the firm of S. F. 
Bowser & Co. and its grand set of officers. 

Hoping [ will not disappoint you and wishing you 
the success you and the firm deserve, I am 

Yours truly, 
W. D. INSLEE. 


ASDIF PICOULT 


Gentlemen :— 

In answer to yours of recent date, must say regard- 
ing the ‘‘Bowser Business Boomer’’ that I look for- 
ward for the next issue at every edition as a pleasant, 


interesting tete-a-tete with the firm, its staff of officers 
and body of representatives. 


It is sometimes, if not all the time, hardship to 
introduce and sell goods on the road, and very espe- 
cially so when offering a high-class specialty as ours 
is. Salesmen abound in curious experiences, and one 
which will never leave my memory occurred to me 
some three years ago. 

It was in the Fall, and I had to drive seven miles 
to a little village of some twenty houses and one 
merchant, my only prey. 

This gentleman had heard about our goods, but 
our price was impossible and it was no use talking. I 
then risked my luck in asking him to see his store. 
He had a fair store and very clean. I showed him a 
good place for our outfits. He was now obliged to 
leave his store, and I also fcnd out he had no clerk, 
as his wife incidentally came in with his daughter 
and sat at her sewing machine in the store. She had 
very likely examined my model while I was away 
with her husband, but said nothing and looked very 
busy at her machine. My merchant stood behind his 
counter at 9:30 A. M. until lunch time, in front of my 
model, not saying one word except, ‘‘Too dear,’’ “‘ Too 
dear,’’ but politely listening to me. Presently his 
daughter came and asked him to lunch, and told him 
before me that her mother and herself had decided 
not to change their piano that year, and that they 
would rather have a tank like ours. He blushed, and 
I immediately made out the order and asked him for 
his pen and ink for him to sign the order for two 
5-barrel C tanks. He did so without one word, and 
then said: ‘‘I buy that for my wife; he was very 
sick last year, catching cold while measuring coal oil 
in the outside shed.’’ 

Wishing you success, I remain 

Yours very truly, 
NAPOLEON ROoscont. 


SALE TACTFULLY MADE. 
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WHERE AND WHEN I FIRST LEARNED OF 
THE BOWSER, AND MY FIRST SALE. 
Gentlemen :— 

On August 4th, 1906, I had the pleasure of meeting 
our esteemed friend and co-worker, the late Mr. J. B. 
Bate, at St. George, Ontario, where I first learned of 
the existence of S. F. Bowser & Co. 

After sitting side by side for fully an hour reading 
the morning paper, we opened up conversation by 
inquiring of each other’s business. Mr. Bate volun- 
tarily gave me a demonstration with the little model. 
It is needless for me to say I was all attention, just 
as any other customer that is approached by a Bowser 
salesman—held, as if by magic, with eyes, ears, and 
mouth open—in wonder and amazement at the accu- 
racy and perfection of the contrivance. 

It at once created a desire in me to become a Bowser 
salesman. Of course, Mr. Bate assured me that there 
was an opening for a good salesman and advised me 
to apply at once. 

On August 7th I entered my appheation personally 
at the Toronto office, and after a couple of hours’ 
consultation with Mr. Hance I was given an outfit and 
was sent on my way rejoicing. The first day was spent 
in getting to my field, and on the second day at 12 M. 
I was writing up my first order for a 3-barrel Cut 19 
at Blytheswood, Ont. 

This inspired me with great self-confidence, and I 
felt as though I had been well rewarded for my feeble 
efforts. The next day brought another order, and 
they have been coming my way ever since. 

I feel proud of my Company anl my position, 
firmly beheving that we have the best of its kind ever 
manufactured. 

Thanking you for the space accorded me in your 
valuable paper and wishing you the climax of success, 
I am Respectfully yours, 

LEVI SWARZT... 


MY HARDEST SALE—IT PAYS TO 
PERSEVERE. 

I might say that in my short experience in selling 
Bowser Perfect Self-Measuring Oil Tanks I have never 
found any of my customers waiting at the front door 
with open arms ready to embrace me But in looking 
back, possibly my first sale was the hardest. 

This man was a hardware merchant and my first 
call on him was in the afternoon about five o’clock. 
I then talked with him until six-thirty, when I had 
my supper. After supper I returned and talked with 
him until eleven-thirty, although it was customory for 
him to put out his store lights at eight. The next 
morning I again called and staid until noon. Whether 
this man was sick of me, or whether he was thoroughly 
convinced that he needed a Bowser Perfect Self-Meas- 
urin:; outfit, I won’t say, but his signed order called 
for four Paint Oil Tanks. 

With best wishes, I remain 

Yours very truly, 
E. J. Murpuy. 


MY FIRST SALE. 
Gentlemen :— 
Answering your favor of March 7th, will say the 
‘“Boomer’’ is O. K. It cheers you up when there is 
nothing doing, and it sometimes shows the way. 


Ist. I do not remember when I first saw the 
Bowser. 
2nd. My first sale I made in Binghamton in the 


swellest store in town, and a wonder it was I did it. 
The ‘‘boss’’ was a very nervous fellow; could not get 
his attention for a minute, but a tank he must have. 
He was waiting on a handsomely dressed lady who 
noticed my model. What did I do, but started in and 
gave her a full demonstration; did not say a word to 
him at all, but he had to listen or offend the lady. 
He bought a 3-barrel Cut No. 1, although I really 
did not sell it to him personally. 

3rd. I worked a week before I drew first blood. 

4th. My hardest sale: Goodness! I never had an 
easy one, but the meanest cuss, I met last week. 
He wanted a Cut No. 34 Cellar Pump, and 
everything was all right, when he said, ‘‘I bought a 
Seale and a Register; those fellows gave me half their 
commission ; now, if you will do the same I will buy.’’ 

I told him I would not allow him a nickel. He must 
have our pump, and I will make him buy one when 
I call in April. 

Yours very truly, 
Epw. BryYLb. 


FROM A THUNDERSTORM TO SUNSHINE. 
Gentlemen :— 

I take great pleasure reading the ‘‘Boomer’’ and 
think it is a great incentive to boom, and I am glad 
to see some of the boys turn in large orders and hope 
to be one of them soon when some of my good pros- 
pects materialize. 

The first I heard of the ‘‘Bowser’’ was Cashman 
had it. I had the pleasure of seeing him land an order 
at Greenvide, Connecticut. It seemed easy the way he 
did it. 

My hardest sale was a 3-barrel Cut No. 41. to 
Mr. , who when I first approached him and 
gave my prices was the maddest man I ever met. He 
gave me to understand that he had tanks in his back 
room that only cost $7.00, and seemed to think the 
tank was all that was required. 

He gave me to understand that he did not want to 
be bothered and if I had any other business to attend 
to I had better be about it. 

I told him I wanted to show him something pretty 
nice, and produced my model. O what a change! 
He was interested at once in the fine mechanical work 
ing of that model, and I had no trouble then to sell 
him a 3-barrel Cut No. 41. Hhe then gave me three 
large, handsome calenders and asked me to go and 
take dinner with him. From a thunderstorm to sun- 
shine was this order taken. 

The Moral is: ‘‘ Always have your Model.’’ 

Respectfully yours, 
D. J. SkEymour. 
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AVSTORY- WITH, AuMORAT: 
Lost the Sale, Missed Train and Tried Again. Result: 
An Order. 

About two weeks ago I arrived in a small village 
in Halbron County about 9:30 A. M. There is no 
accommodation for travelers there, and I knew that 
if I did not get out by the 11:45 train I could not 
leave until 2:45 P. M. 

The store is situated about a mile from the station, 
but I got there as quickly as possible, and started 
right in to demonstrate to the storekeeper and his 
Ww ife the merits of the Bowser Self-Measuring Outfit. 
I knew that I was making a good impression and 
tried hard to close the order in time to catch the 
11:45 A. M. train. 

I must have been in too much of a hurry, for as 
train time drew near I saw that I was not going to 
land my prospect. I made a last determined effort, 
but the best I could get from my prospect was that 
he would give it some ‘consideration and investigation. 
I grabbed my grip and, feeling sore, I ran down the 
road to catch my train; but, to make matters worse, 
the train pulled out when I was about 200 yards from 
the station. What did I do? I walked leisurely back 
to the village store, munched a few biscuits, and sold 
the storekeeper a 3-barrel Cut 19, bought a cigar, 
caught the 2:45 P. M. train and was glad I missed 
the 11:45 A. M. train. 

The Moral, I think, can be quickly told: 
think about leaving until your prospect is sold. 

With best wishes, I am 

Yours very truly, 
A. E. 


“*Don’t 


M.oFFATT. 


Gentlemen :— 

Yours received and carefully noted. I assume. the 
quota of $1,000.00 means gross business. If so, will 
certainly be in at the finish; if not, I may be a trailer. 
However, will use my best efforts in bringing about 
the desired results. 

Am growing into the business and while the first 
few efforts were far from satisfactory, I feel more 
like one of the new school at this writing, and I hope 
to show an improvement each week over the previous 
week’s business. 

Thanking you for your letter and trusting you may 
have the pleasure of seeing my business go $2,000.00 
or better, and with best wishes for the Bowser success, 
beg to remain Yours truly, 

R. G. SHULZE. 

Nore.—Mr. Shulze headed the list in ‘‘Class A”’ 
in March and came wthin $50.00 of reaching the mark 
he set for himself, viz.,200 poimts.—Editor. 


THREE STEPS IN MAKING A SALE. 
1st—The Approach. 
2nd—The Demonstration. 
3rd—The Closing Arguments. 
Ask yourself this question, ‘‘Cand I improve my ap- 
proach?”’ 


FIRST ALWAYS. 
Gentlemen :— 

Our Mr. J. R. Holland who operates in Northern 
Quebec, had oceasion to call on Mr. Jaffray, manager 
of the Second Annual Automobile and Sportsmens’ 
Show at Montreal, a few days ago in our behalf in re- 
gard to the display of goods shipped for our booths. 
Mr. Holland writes as follows: ‘‘Mr. Jaffray said 
Bowser & co. had broken all records. They were the 
first to apply for booths, the first to have their goods 
on hand and the first to send in their check. I told 
him Bowser & Co. were always that way, and I wasn’t 
surprised to hear it, which seemed to amuse him.’’ 

Yours very truly, 
S. F. Bowser & Co., 
Canadian Branch. 


INC., 
C. C. Barnet, Mer., 


HOW A COUNTERMAND WAS SAVED. 

Some weeks ago I called on ——————— grocers, at 
Raritan, New Jersey, and after considerable talk and 
argument sold a 2-barrel F. F. Outfit, but the man 
to whom I sold the same informed me that his brother, 
the other partner, was in New York, and he did not 
know what he would say about the buying of a tank 
during his absence. 

On the following Saturday morning I received a 
letter from Mr. stating that his brother was 
very much upset on his return from New York, and 
therefore he was compelled to cancel the order. 

I did not feel at all discouraged, as something 
seemed to tell me that I ought to call and see the 
other brother. I called at the store a few days later 
and was informed by the one that signed the order 
that his brother was upstairs, and he said that he did 
not care to call him down, as he felt angry and he 
would eat me up. ‘‘Well,’’ I said, ———————,, I 
weigh about 174 pounds, and he will have a good feed 
if he attempts to do anything of that kind. You just 
call him down, as I am not afraid to meet him, for 
our goods are worth all we ask for them.’’ He came 
down and did not seem at all favorably disposed 
towards me, but after showing him the model and 
pointing out the good qualities of the article I was 
selling, I had no trouble in getting him to sign a new 
order. 

I can assure you that when I called at the New 
York office on the following Saturday morning I felt 
more pride in handing in that order that I had re- 
gained than all the other orders put together. 

Henry LINDSLEY. 


Gentlemen :— 

I have your esteemed favor and assure you that 
every effort will be put forth to secure my quota for 
March and think at this writing that it will be easy. 

hanking you for your well wishes and favors, I am 

Yours for success, 
Epwin A. ENGLEBERT. 
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Primer for Bowser Salesmen 


ISSUED BY THE EDITOR 


is for ‘‘Anderson,” eager to sell; 
The orders at Boston he’s anxious to swell. 


is for Bowen, whose selling’s all right; 
His record in Michigan’s sure to be bright. 


for Comparet, of dust-pan renown; 
He’s now selling tanks, and he seldom falls down. 


is for Dietch, strong on paint outfit sales; 


He’s sold them for years, and it’s rare that he fails. 


’s Eichleberger. Whenever he sells, 
On large outfits’ value, he tellingly dwells. 


means the man that deserves to get rich; 


He’s faithful and earnest. His name’s O. B. Fitch. 


stands for ‘‘Gumpper,’’ and for ‘‘Gasolene;”’ 
Jake’s one of the finest we ever have seen. 


stands for ‘‘Nancy,’’ whose surname is “‘Hanks;”’ 
He drives a good auto, and also sells tanks! 


stands for “‘Inslee,’’ of card-index fame, 
He knows all the points of the great selling game. 


is for ‘‘Jenkinson,” out on the coast; 
He’s truly a salesman of whom we can boast. 


is for ‘‘Klotz,’’ whom we all call a “‘dude;”’ 
With No. 1 salesmanship, he’s well imbued. 


is for “‘Leslie,’”’ the pioneer man; 
And he can take orders, if any one can. 


is for ‘‘Medsker,” who works in the smoke; 
To judge from his orders, he’ll never be “‘broke’’! 


N< > Secr-x3Nmrmonrtoz 


is for ‘‘Naylor,’’ who’s working out West, 
Where he has to ‘‘SHOW’”’ them whose tank is the best. 


is for Olds, who sells gasolene tanks 
To all the Los Angeles motor car cranks. 


is for ‘‘Purdy’s”’ five orders a day; 
A wife’s beneficial to selling, they say. 


is for Quarles, with his orders and twins, 
A fine, jolly man who invariably wins. 


is for Rodman, who has a new wife; 
She’ll make him a leader in Western coast life. 


is for Sitton beneath southern skies; 
His precious new baby, he claims, never cries. 


is for Traxler, whose work is afar; 
He’s selling his tanks in the state called “Lone Star.’’ 


stands for ‘‘Unity”’ binding our men; 
We hope they’ll soon meet here together again! 


for the ‘‘Vanguard’’ that’s leading our corps, 
The good business generals we’re working for. 


means a man with us for years; 
Where’er ‘‘Walker’’ calls a good order appears. 


means “‘eXceeding’’ the quota we set; 
It means, too, eXpecting’’ to go higher yet! 


means the ‘‘Yarns’’ that our men love to hear, 


To keep off homesickness, and fill them with cheer. 


is that “‘Zenith’’ we’re all aiming for, 
Where salesmen write orders each day by the score! 


Che BOWSER 
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Another i Broken 


April the Biggest Month in 
the history of the Company 


We wish to thank each Salesman 
for his work, and our only regret 
is that we cannot personally ex- 


press our appreciation. 


and it was only possible through 
the magnificent work of the men 
in the field. 


It is a record of which to be proud 
Again we thank you heartily and sincerely. 
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Record for April 


CLASS AA. Sitton, J M 
* Johnson, RS Le ee JH 
* Meegan, F W “Seymour, D J 
* Ladd, WH CLASS C. 
* Smith, WC **Q’Meara, J B 
* Jenkinson, W E Mathers, T D 
*" Misensol, I W Homsher, J E 
_ Purdy, H rT = Saunders, C E 
. Bigelow, G W King, F M 
** Rodman, J G * Cornell, Geo. 
~ Cragg, Thos. Homsher, F B 
_ Wyckoif, A D Gumpper, J D 
™ Deitch, J N * Eldridge, NS 
* Hessenmueller, K F ** Chase, E H 
CLASS A. * Shulze, R G 
** Englebert, E A * Preston, HJ 
* Snow, JS z Merickel, J W 
Hanks, F L “ Cox, OL 
* Hance, GR *“Osteyee, VE 
* Cornell, A B =e Halee) el 
* Hayes, E P Purdy, J B 
Williamson, G H Inslee, W D 
*“ Rosconi, N CLASS D 
= Carpenter, H C “Rice, CE 
CLASS B. Jordan, SL 
* Naylor, AF ** Smaltz, F M 
* Denton, E M “ Cray, TH 
* Pomeroy, C M McClure, Rosser 
“ Merritt, H E Stoddard, S D 
Storer, H M W * Eichelberger, W F 
“= Stata, A T Moffatt, A E 
* Eggleston, CR Stacy, Ed 
Smith, Lewis Kunze, Jno. 
Caskey, E M Sheehan, Jno. S 
Ratliff, A G Hetrick, C S 
Olds, F H =McConnel, F J 


Robertson, W M 


THE BOWSER BUSINESS BOOMER 


Smith, R C baw, Cc 
Walker, E P Lynham, W B 
=Pask, G W Quarles, GR 
* Shields, DH Martin, AA 
Evans, C D Lindsley, H 
= Stewart, MH Gilmore, J A 
Johnstcn, W M Bryld, Edw 
* Smith, C V =Comparet, C M 
Gledhill, Walter * Abel, JC 
Duncan, R L Charron, G H 
Hafner, G W Wrisley, F A 
Hyde, CS =Lipes, RB 
~ Somer, Geo. Huesner, G L 
CLASS E * Leslie, F W 
: * Ward, D 
Davis, F F Y 
Fitzpatrick, W J en? JF 
Jordan, MS = Buckmaster 


= Laverty, Archie Swartz, Levi 


Smurthwaite, M G Laas J 
eae i Oe * Wilson, O H 
cGibeney, Victor Davidson, F H 
{ Murphy, E J * Leaper FB 
*Alsdorf, F M opera 
He E ce & Peulan HB 
a ord, ==(Traxler, D.C 
cIntosh, R E Crowley, E J 
Sill, GA * Gramthan, A C 
Bradfield, W * Kerlin, W L 
Fitch, O B = Watson, R O 
Johnson, Jules Hunt, C H 
Freeman, C W 


McCardel, H B ~ Kerner, Geo. G 


NOTE:— { Indicates out of territory. 
2 Indicates Quota Secured. 
= Indicates out of territory part of month. 
+ Indicates new salesman commencing during month. 
Indicates Sickness. 


SPECIAL WORK. 


Hoffritz, C W 
Cashman, P F 
Bowen, GE 
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Going Forward 


Therecord for April was notable--- 
one of which every salesman may 
be proud. 

Our statistics for previous years 
show, however, that conditions 
are always better in May, so 
while not forgetting our past 
month’s achievement, let us strive 


to go forward. 


Again we thank you 
heartily and sincerely. 
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A FEW OF THE BOWSER SALESMEN WHO HAVE 
BEEN WITH US OVER TEN YEARS 
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TO ALL THE BOYS: 

While in Fort Wayne for a few days, 
I have taken notice of the nice business 
being done and desire to congratulate 
each of the boys on the road and in 
charge in the office on their great success 
this year. I am pleased to say lam get- 
ting better and am having a pleasant 
vacation. 

Wishing everyone of you the largest 
possible success, I remain, ) 

Yours truly, 


Lye rea 
Ve 
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OUR NEW CHICAGO OFFICE. 


It is with pleasure that we show herewith a cut 
of the Fisher building in which we have recently 
leased a handsome suite of offices. Our new quarters 
in Chicago are on the second floor, suite 209 and 210, 
and are conceded to be the finest in the building. 

In the picture can be seen the new addition, which 
towers twenty-one stories in the air. The Old Colony 
is also shown on the corner across the street. 

The Fisher building has no superior as an office 
building, either in Chicago or elsewhere in the coun- 
try. Already the reputation of the building has been 
such that space was spoken for long in advance of 
ability to secure it, and the waiting list has grown to 
such a length that the addition was decided upon. In 
order to meet present demands it was run higher than 
the older portion, and the indications are that the 
shortage of space will be but temporarily relieved. In 
some respects the building is now an advance upon 
anything of its kind in the country, which means in 
the world, since American office structures stand at the 
top. The fire marshal, after an examination of all the 
city office buildings pronounced the Fisher nearest to 
absolute perfection of any in Chicago. Not a single 
change or alteration was suggested by him at the time 
of the examination or since. Every requirement had 
been more than complied with. 

Four new plunger elevators are installed in the 
new building, this having been demonstrated to be the 
safest, swiftest and most expensive of all types of 
elevators. The steel plungers operate in a steel shaft 
: running down 260 feet in the ground. They are at- 


tached to the bottom of the ears, rising with them and 
directly lifting the load, thus eliminating all dangers 
from falling elevators. And there will be twenty-four 
hours of elevator service every day in the year, Sun- 
days and holidays included. The total elevator capac- 
ity is one-third more than that of any other building 
in the city in proportion to its size. 

The building fronts three streets, and every office 
fronts a street. The lighting and ventilating is there- 
by made as nearly perfect as anything could be. The 
furnishings and finishings are all very expensive, and 
the accommodations unusually complete. There is 
not only hot water and cold water in every suite, but 
filtered ice water is also in every office. There are 
also pneumatic clocks, automatic temperature control 
electric and gas light. The building is one block from 
the postoffice, and can be reached by more car lines in 
less time than almost any other office building, but 
two others being so well situated in this respect. 
An indication of the business character of the loca- 
tion may be seen in the fact that the office buildings 
centering here have fifteen thousand office occupants. 

Recognizing the growing importance of Chicago 
as a trade center, our office was opened to take care 
of the rapidly increasing business in that flourishing 
city. Mr. EK. J. Little, who, for the past few months 
has been doing special work for the company, will be 
in charge of the office. Mr. Little is thoroughly fa- 
miliar with Chicago and its environments, having suc- 
cessfully managed the western business of several 
large eastern publishing houses. 
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C. KF. HATMAKER, - - - - = EDITOR. 


On the Fifth and Twentieth of Hach Mouth. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
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HOW TO GET RID OF A HABIT. 


We spend three-quarters of our lives FIGHTING 
OURSELVES. 

Every one of us is trying to get RID of some- 
thing. We are too lazy or too wastefully active. 

We dream too much and accomplish nothing, or 
we have dull imaginations and stay in the spot where 
the stork landed us, never progressing. 

Old ancestors weight us down—we fight against 
their HABITS. 

We have drifted into ruts, we have sunk into 
deep grooves, and life that should mean ORIGINAL, 
useful effort, means simply HABIT. 

One would like to stop his foolish extravagance— 
HABIT keeps him back. 

One would like to stop gambling—HABIT kills 
real work in him. 

One would like to stop drmking—HABIT makes 
life a dull imitation of death. 

How can HABIT 
be wiped out? 

The way to kill a snake is to hit it on the head 
and KILL it, not to give it a gentle tap every day, 
hoping it will finally die. 

The way to kill a HABIT is to hit IT on the head 
and kill it. Never try to kill it gently, slowly and 
comfortably. The killing of a HABIT is a surgical 
operation, hard, unpleasant, painful. 

Here is the STORY, which is not new, or very 
clever, but which IS easy to remember. 

A man .said:. ‘““HABIT -MUST. BE ABOL- 
ISHED. I shall go at it gradually.”’ He eut off 
the first letter and then he said: 
(h) ABIT. 

There was still ‘‘A BIT left. 

He took off the next letter: 

Still he had the big BIT of his trouble facing 
him. 

He cut off another letter. 

(hab) IT. 

He had wiped out three-fifths of the HABIT and 

still hag allot" FT:’? 


It read: 


He took off the fourth letter, cutting his HABIT 
down to: 

(habi) T. 

And then he was not THEtotally rid of it. 

He looked back at his experiments and time 
wasted, and knew that he would have done better to 
cat out the ENTIRE HABIT at first and have done 
with it. 

That is a good story to tell to men that are trying 
to reform in the wrong way. 

A kind man knew that his fox terrier ought to 
have a stub tail hadn’t the heart to cut the whole 
tail off at once, so he cut off an eighth of an inch 
every day for many days. He was trying to be kind 
hearted. The terrier disapproved, dumbly. 

Don’t treat YOUR BAD HABITS the way the 
foolish, kind-hearted man treated his fox terrier’s 
tail. 


I WILL KEEP ON A GOIN’ 


If you’re sick or if you’re well 
Keep a goin’! 

Grin an’ bear it—never tell 

How bad it hurt you when you fell, 

Break or ‘‘bust’’ or shrink or swell, 
Keep a goin”! 


Don’t be anybody’s tool, 
Keep a goin’! 
*Xperience’s a costly school | 
An’t never graduates a fool, 
Keep your head gear on, an’ cool, 
Keep a goin’! 


Get advice—but watch your feet 
Keep a goin’! 

Don’t swallow ev’ry thing complete, 

Ever too much ‘‘swing or cheat,’’ 

Keep your counsel—don’t retreat. 
Keep a goin’! 


Don’t be satisfied with self, 

. Keep a goin’! 
‘*Know-enough’’ gets on the shelf. 
Barter right nor truth for pelf, 
Deception is a tricky elf, 

Keep a goin’! 


Don’t be ’fraid you’ll get too far, 
Keep a goin’! 

"Tis not where, but what you are. 

Tho’ you wear the battle’s scar 

‘“Hitch you’re wagon to a star.”’ 
An’ keep a goin’! 


It pays to wake up, stop idle dreaming and 
wishing, and:do something. The thing can be done. 
It’s not hard; not half so hard as it seems. It’s not 
necessary to change occupations or professions. Suc- 
cess is there. All it needs is to be started and it will 
go around the world and climb about the stars. 
There are no impossibilities. There are no things that 
‘‘ean’t be done.’’—Selected. 
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THE BOWSER BASE BALL TEAM. 


From left to right upper row: 
Frank Luley Catcher, Wm. Hensil R. F., Martin 


Pitcher, C. E. Braithwaite Pitcher. 
Lower row: 

T. D. Michael C. F., W. C. Strader Captain and 
L. F., W. P. Bechtold, Shortstop. 


We show above a photograph of the Bowser Ball 
Team with the official ‘‘line-up.’? The team was 
organized on March 15th, 1907, by Mr. G. F. Kep- 
linger and ‘‘Winnie’’ Strader, the players being 
selected from the office and factory. The firm gener- 
ously contributed the necessary paraphernalia—suits, 
bats, balls, ete., and they are looking forward to a suc- 
cessful season for the boys. 

The record for the last year was a notable one, 
—nine games being won out of a total of eleven; one 
tie, and only one game lost. These games were won, 
too, from the fastest teams in Indiana, so that ‘‘The 
Bowsers’’ are recognized as one of the best amateurs 
in the city. 

This year’s work is expected to excel last year’s, 
and their schedule includes a game with the Colum- 
bia City professional team at the annual Bowser ex- 
cursion to Winona lake August 9th, 1907. 


Hillinger 1st B., Ray Shreve 2nd B., James Casey 


3rd B., Geo. F. Keplinger Manager, J. L. Mattoon 


_— ~~ 
y AAAs 


6 THE BOWSER BUSINESS BOOMER 


FIELD AND FACTORY. 


Gentlemen— 

Some time ago the Toronto Office sent me a pros- 
pect in a little town. This little town was a successful 
gold mining town in 1861, but at present is a dead ht- 
tle town, and is located right in the center of the 
Rocky mountains. 

Mr. C , like all other little merchants, 
handled his oil by the case. After spending about 
half a day with him, I succeeded in persuading him to 
believe as I did that there was more money in barrel 
oil for him than ease oil, and he gave me his order 
for a small coal oil tank. 

During my conservation, I was told of a beau- 
tiful waterfall located about one mile up the moun- 
tain, and as I had nothing more to do, and could not 
get away until 8:00 o’clock that evening, I 
thought I would take a look at the falls. At times, 
I found it quite difficult to locate the trail, but I 
stopped and eut a good heavy stick to aid me in climb- 
ing, and I got along pretty nicely after that. When 
I reached the place where I thought I could see the 
Falls, I grabed hold of a tree and looked for a sight of 
them, but instead of seeing the Falls, about fifty feet 
ahead of me, right on the trail sat a big black bear. 

Say, let me tell you something, I did not get to 
see the Falls that day. I had nothing with me but a 
small pocket knife with which to defend myself, and 
I decided there wasn’t room enough for us both on 
that little trail, and I slid down that mountain much 
faster than I went up. He may have just come out 
of his hole and was sucking his paw and meant no 
harm, but I didn’t get any closer to find out. It was 
a good thing I got my order before I went to see the 
Falls, for I don’t think I could have shown to Mr. 
C as many reasons why he needed a Bowser 
Tank after seeing Mr. Bear without having anything 
with which to defend myself. 

So ended my little order No. 883. 

Yours very truly, 
THos. CRAGG. 


Assistant General Manager EH. M. Savercool, has 
been at Philadelphia from May 13th to the 18th at- 
tending the American Association of Cotton Manufac- 
turers. Bowser & Company had a very fine exhibit 
which attracted considerable attention. Messrs. J. M. 
Sitton, A. D. Wychoff and George R. Quarles, were 
kept busy explaining the merits of the Bowser System 
of Oil Storage to prominent textile manufacturers. 

* * * * 

Mr. Bowser and Mr. Dunkelberg leave this week 
with a party of prominent Fort Wayne business men 
for a ten days’ fishing at Trout lake, Wisconsin. 

* * * * 

Little ‘‘ Bill’? Simpson, and big ‘‘Big’’ Pitcher 
of the railroad department, were at the factory last 
week engaged in going over blue-prints and specifi- 
cations. 

* * * * 

George Cornell reported a foot of snow at his 
home, Bertha, Minn., on. May 15th, while Mr. George 
H. Williamson reported ninety degrees in the shade at 
St. Louis. What is the matter with the weather man? 


Gentlemen— 

Last week I was in a small town in Wisconsin, | 
and called upon the proprietor of a grocery store; inj 
fact, it was the largest grocery in the city and occu- 
pied a prominent corner. He was handling gasoling, 
in five-gallon cans. I talked the Bowser system o! 
gasolene storage, and that the tank would draw hin, 
the automobile trade of the city. While the town was 
small it was a residence town of a number of million- 
aires from Chicago. F 

After explaining the advertising features of the 
outfit, and showing him that it would increase his 
trade, and consequently make him money, I got him 
to the point that he was just about to sign when in 
stepped the owner of the building. He objected at 
onee, stating that he would not let the proprietor use 
the outfit, and stated that in a couple of days he. would 
take it up with his insurance agent. In other words, 
he wanted to put me off, in which event, the sale would 
have undoubtedly been lost. I said ‘‘Mr. D , who 
is your insurance agent?’’ He said, Mr. B——, the 
president of the bank across the street.’’ I said, 
‘“Well, lets see him at onee.’’ He said that it was 
only about three minutes of closing hour, and to let 
the matter rest. I insisted, and the three of us, the 
proprietor of the store, the owner of the building, and 
myself, went to see the banker. They explained the 
matter to him, and turning around in his chair to 
me, he said. ‘‘What outfit are you sellig?’’ I said, 
‘‘The Bowser,’ and without looking at any records 
or data, he said, ‘‘Gentlemen, that tank is all right, 
we will give you a special permit to use it.’’ 

Yours very truly, 
F. M: SMAuLTz. 
The landlord went away mad, but I got 


| mg Se 


the order’ 


Mr. J. D. Gumper is making an experiment,— 
covering his territory with an automobile. A week 
or so ago, he punctured a tire, ran out of gasolene a 
mile from Nowhere, bent an axle, and came home on 
a train. Further reports on the experiment will be 
chronicled in a future issue of the ‘‘Boomer.”’ 

* ES * * 


J. L. Holmes of Mexico, has been unable to attend 
to his business on account of the serious illness of his 
wife. We are glad to be able to state that Mrs. 
Holmes is now convalescent. 

* * * * 


Mr. S. F. Bowser recently returned from Toronto, 
telling us that a new sixty-foot one-story addition is 
being added to the factory, and that this and various 
other improvements will be completed within thirty 
days. A new Lathe and Drill are being shipped this 
week from Fort Wayne. 


Mr. Milton H. Stewart, a new salesman who made 
an exceptional record on a trial trip, found the selling 
of Bowser Tanks so attractive that he has closed his 
business interest in Ohio, and taken permanent ter- 
ritory. 


Se es ee 
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EXCHANGES. 


_S. F. Bowser & Co., Fort, Wayne, Ind. 
Gentlemen— 
Did you tackle that trouble that came your way 
With a resolute heart and cheerful? 
r hide your face from the light of day 
“With the craven soul and fearful? 
wh! a trouble’s a ton, or a trouble’s an ounce, 
Or a trouble is what you make it, . 
And it isn’t the fact that you’re hurt that counts, 
But only how did you take it? 


You are beaten to earth? Well, well, what’s that? 
Gone up with a smiling face, 

It’s nothing against you to fall down flat, 
But to he there—that’s disgrace, 

The harder you’re thrown, why the higher you bounce, 
Be proud of your blackened eye! 

It isn’t the fact that you’re licked that counts ; 
It’s how did you fight—and why? 


And though vou be done to the death, what then? 
If you battled the best you could, 

If you played your part in the world of men, 
Why, the eritie will eall it good. 

Death comes with a crawl, or comes with a pounce, 
And whether he’s slow or spry, 

It isn’t the fact that you’re dead that counts, 
But only how did you die? 


I trust from the enclosures that you can see that 
I did not die. Yours respectfully, 
R. 8. JOHNSON. 
The above was received from Salesman R.‘S. 
Johnson. Orders amounting to $2,705.00 accom- 
panied the letter —Editor. 


Traveling Man Qualifies His 
Statement. 

Commercial travelers will appreciate this story, 
which is told of one of their number. He had been 
summoned as a witness in a case in court, his employ- 
ers having sued a delinquent customer, and the law- 
yer for the defense was cross-examining him. 

“You travel for Jobson & Company, do you?’’ 
asked the attorney. 

* vegan.) re Ls) ods 

‘‘How long have you been doing it?’’ 

‘* About ten years.’’ 

‘*Been traveling all that time, have you?”’ 

‘“Well, no sir,’’ said the witness, making a hasty 
mental caleulation; ‘‘not actually traveling. I have 
put in about four years of that time waiting at rail- 
way stations and junctions for trains.’’—Tid Bits. 
Worry, not over the future, 

The present is all thou hast, 
The future will soon be the present, 
And the present will soon be the past. 


The cafe of the Fifth Avenue Hotel is regularly 
patronized by well-mannered business men who sit 
around the table for a social hour in the late evening. 
One night recently a medium-sized, ordinary-looking 
man came into the cafe and treated its patrons to a 
novel-experience. There was nothing in the newcom- 
er’s appearance as he entered the room to make any 
one look ‘at him twice. It was apparent at a glance 
that he had spent his earlier hours of the evening 
taking on board a considerable cargo of rum, which 
he was navigating with dignity and precision. 

Possibly the stranger was nettled by the evident 
indifference to his existence. At any rate he signalled 
the waiter, and in a voice that for an instant com- 
manded the attention of the roomful, ordered a drink. 
He put the drink away with a flourish; then, facing 
about, he glowered over the room, squared his should- 
ers, and announced, ‘‘I can lick any man _ in this 
room.’’ No one paid the slightest attention to him. 
Turning to the waiter again he said, ‘‘Gimme “nuther 
drink and make it stronger.’’ He drank it, faced the 
room, squared his shoulders, and in a louder voice 
announeed, ‘‘I can lick any man in the city of New 
York.’’? No-one paid the slightest attention to him. 
An expression of hurt surprise crept into the strang- 
er’s face, but he was game. And again he sought the 
waiter. ‘‘John,’’ he said, ‘‘gimme ’nuther and make 
it the hottest you know how.’’ He tossed it down; 
then taking a ‘‘ Washington-crossing-the-Delaware’’ 
pose, in a voice that made the glassware rattle he bel- 
lowed, ‘‘I can lick any guy in th’ United States uv 
*Merica.’’ At this a quiet little man got up, walked 
over to the stranger, knocked him down, helped him 
to his feet again, propped him up against the bar, and 
asked in a mild, kindly way, ‘‘I say, friend, what’s 
the trouble?’’ ‘‘Trouble?’’ said the stranger; 
‘trouble wiz me is I tried to cover too much ter- 
ritory 


Proverbs of the Road. 


Silence is golden, when you have the order. 

An order in hand is worth two by mail. 

Look before you speak, and see if he’s rated. 

Too many travelers spoil the ground. 

An order in time will save your job. 

Half an order cancelled is better than no order 
at all. 

There’s many a slip twixt the drummer and ship- 
per. 

The traveler who will not drive gathers no dust. 

It’s a long trip that hasn’t some turn-downs. 

The traveler who hesitates, when selling, is lost. 

Out of sight but not out of mind when you start 
on a long trip. 

Everything comes to him who waits, except or- 
ders. 

You can’t ship the goods and have them. 

Foreign fields look fresh and green to the traveler 
who can’t make it go on his own territory.—Barney, 
in Canadian Traveler. 
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SOME GOOD SUGGESTIONS. 
Mr. Editor and Co-Workers— 


We are daily turning skeptical buyers into sat- 
isfied users. Business is a great game. Play it well— 
don’t be a two-by-four, be a Bia, broad salesman. Don’t 
spoil opportunities and waste chances. Form your 
day-dreams into actual results. Go about your work 
with sunny smiles and unfailing good humor. System 
gone to seed produces cockle-burs in business. A cus- 
tomer has confidence in the salesman who talks con- 
fidently—who evidently knows what he is talking 
about: and right here I want to emphasize the point 
that the salesman should always dominate his cus- 
tomer—he should never let the customer dominate him. 
The salésman should respectfully assume a quiet 
superiority—of expert knowledge—a firm and confi- 
dent command of the situation. To do this he must 
know his goods, the materials, the making, etc.; he 
should have at instant command all kinds of informa- 
tion and ‘‘selling points’? which would tend to en- 
lighten his customer and convince him that the goods 
are especially desirable. Lack of faith in, or inter- 
esting facts about their goods is often the cause. of 
weak persuasive powers in salesmen. 

A customer’s adverse suggestiveness tends to un- 
dermine the salesman’s confidence in himself. He gets 
nervous, ‘‘rattled,’’ and the customer sees it. The 
result is, very frequently, a lost sale where a cool head 
and the confident manner that comes from faith in 
and familiarity with the specific merits of his goods 
would have secured the order. Salesmen should re- 
member that an opinion against an article is less often 
due to real knowledge than to prejudice and hasty 
judgment. 

People are often whimsical, vacillating in mak- 
ing their choice in buying. The personality of the 
salesman should be a positive psychological force. He 
should study his man—influence him by mental sug- 
gestion. Never consider his opinion except as some- 
thing to be changed favorably to your views. Nine- 
tenths of what people see they see through the eyes of 
other people. Why should they not see through your 
eyes? Their opinions on all subjects are only what 
other people have told them, so go after them and tell 
them what they don’t know about the One and Only 
Oil Tank in the world. 

Yours very truly, . 
J. B. O’Mmara. 

Nore—Mr. O’Meara is a very clever salesman 
who has recently joined our forces. He is not theoriz- 
ing, but is giving us the benefit of practical experience. 
He made his entire month’s quota within ten days 
after leaving the factory. Epivor. 


SELLING POINTS. 


If you ean get a clerk to attend to nothing but 
your oil; that would give you the safety that this does, 
be as clean as this and as absolutely correet;; save 
vou time as this does, both in checking and in draw- 
ing oil; would compute your oil as this does; save 
from twenty to twenty-five dollars per year in quan- 
t‘ty as this does; if you could hire such a clerk, I say, 
for the rest of your life for $90.00 and then still have 
an interest in him that you could dispose of for 
from one-half to two-thirds of what you paid him, 
would you not jump at a chance to hire the clerk? 
Now, here is the clerk for you, a Bowser Self-Meas- 
uring Oil Outfit, at $75.00. 

Mr, Blank, you would invest $75.00 in oil to 
save $25.00 on the price, would you? Then what 
difference dees it make whether you invest it in the 
oil to save $25.00, or in this tank to save $90.00. The 
investment in a tanke is the better proposition — be- 
cause you only have to invest it but onee, but on the 
oil investment you must constantly reinvest the orig- 
inal capital in order to save $25.00 each year. 


¢ 


If the merchant says he ‘‘is not interested’’ be- 
fore. you make a demonstration, the following has 


proven interesting in inducing him to let you show 
the tank. 

“You say you are not interested, Mr. Blank, but 
yet, if you don’t mind, I would like just a few minutes 
of your time, to show you what I have to offer. I am 
sure, as a business man, you do not want to turn down 
any proposition which will make you money without 
investigating it fully, especially as over 300,000 other 
merchants have said that a Bowser Self-Measuring Oil 
outfit is one of the most satisfactory investments they 
have ever made. (While you are talking, take out 
your model, fill the measure, ete., and go on with your 
demonstration. ) 


Mr. Blank, if your banker should come in and 
say “‘I have an investment here which will pay you 
10 per cent on your money,’’ would you turn him 
down without investigating his proposition, would 
your Now, I have a proposition which will pay you 
more than 10 per cent on your investment, and many 
merchants have written us that it will pay from 25 to 
50, and often pay for itself the first year. All I ask 
is a brief investigation, and if after a few minutes you 
do not decide that the Bowser Self-measuring Oil 
Tank wil save you money, I certainly cannot expect 
you to buy. (While talking, take out your model, 
and go on with your demonstration. ) 


Che Bews EB 


BUSINESS BOOMER 


PUBLISHERS 


VO Cai2. FORT WAYNE, INDIANA, JUNE 5, 1907. NO. 11 


Co Our Boys on the Road 


We had every reason to believe that we 
would reach the Quota for May easily 
but for several unforeseen reasons, 
which fully explain the matter,we failed 
to make the quota by about 2500 points. 
We have put the quota for June so that 
there will be no question whatever of 
its being made, as we are sure that we 
can depend upon each and every one of 
the salesmen doing his best this month. 
Reports from all parts of the country 
are most favorable for a big business. 


Let’s all start NOW, and make our 
quota for this month 


SURE 


June has always been a GOOD month, 
DETERMINATION and HARD WORK 
will make it BETTER. 


Che Quota for June is 16,000 Points 
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Record for May 


CLASS AA ** Traxler, D C 
Meegan, F W : Mathers, T D 
Johnson, RS . Stacy, Ed 
* Hessenmuller, K F “Swartz, Levi 
* Cragg, Thos. * Inslee, W D 
*“ Dietch, J N ; CLASS C 
o Gaal, Boe * Smith, CV 
a Gumpper, J D * Shulze, R G 
eePurdyHep _—SIIGA 
CEASS TA. = Lindsley, H 
* Ratliff, A G * Pask G W 
* Merickel, J W Smith, Lewis 
Rodman, J G McClure, Rosser 
Bigelow, G W Gledhill, Walter 
Hance,GR Murphy, E J 
Hanks, F L * Davidson, F H 
—Klotz, E F * Taylor, S F 
—Saunders, C E *“ McIntosh R E 
* Duncan, RL | 4 Mead, M C 
** Jordan, S L * Hayes, E P 


Stoddard, S D 


CLASS B * Heintze, Max 
Englebert, E A Stata, A M 
Williamson, G H = Smaltz, F M 
Medsker, J H Naylor, AF 
Davis, F F Shields, D H 
Re pees bie Buckmaster, J D 
isensal, 

Storer, H W geeacrat ti 
Osteyee, V E * Martin, AA 
Ladd, W H Fitzpatrick, W J 

—Sitton, J M Seymour, D J 
Smith, WC Freeman, C W 
O’Meara, J B “ Kamp, L D 

ae Connolly, ii F Homsher, J E 

—Caskey, E M | Kerlin, W L 
Robertson, Wm. Preston, H J 


* Romer, Geo. White, J C 
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* Grantham, A J 


Eggleston, CR 


Lynham, W B * Ladd, JS 
* Johnston, W M McGibeny, V 
* Hale, JE —Moffatt, A T 
= Stewart, MH Cox, OL 
Mumford, W =Leaper, F B 
Backus, F C Bryld, Edw. 
Walker, E P Merritt, H E 
=Law, CP Heusner, G L 
Sheehan, J $ =Kelly, C H 
Jordan, MS Wyckoff, A D 
Johnson, Jule Rosconi, N 
* Eichelberger, W F Evans, C D 
Homsher, F B = Abel, JC 
Alsdorf, F M Crowley, E J 
Gilmore, J A 
CLASS E * Culbertson, HR 
Olds, F H Cornell, Geo. 
Snow, JS Bradfield, W 
Comparet, C M Pomeroy, CM 
Smith, R C * Holmes, J L 
Chase, D W Hetrick, C S 
* Beagle, E H — Charron, G H 
Quarles, GR =Bachers, H B 
Purdy, J B —Cray, TH 
Rice, C E * Leslie, F W 
Eldridge, NS McCardel, H B 
=Laverty, A * Blacklock, 
Fitch, 0 B Ward, D 
Denton, E M Hyde, CS 
Hafner, G W =Kunze, Jno. 
NOTE:— 


2% Indicates Quota Secured. 


+ Indicates new salesman commencing during month. 


+ Indicates out of territory. 
— Indicates out of territory part of month. 


¢ Indicates Sickness. 


SPECIAL WORK 


Hoffritz, C W 
Bowen, Geo. 
Cashman, P F 
Jenkinson, W E 
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“ai Gonds Delivered to Your. Bowe 
4. B. Furcht 2. Furcht Without Extra Charge. 
= ; 
Bealer In Phone Nis. B7 


Bre Goods, Groceries ace 
Gent's Furnishings 


— 
— 


Wimbledon, North Dakotsy May 6, L907. 13a 


S. F. Bowser & Co., Ince, 
Fort Wayne, Indiana. 
Gentlemen: = 


I am glad to write to you in regard to the BOWSER TANK 
that I purchased of you last fall. On Dec. 29th I had a very serious 
fire which started from the furnace in the basement in which the 
tank was located only ten feet away. The day before the fire, the 
tank was filled with 250 gallons of oil, and the fire burned around 
and overhead through 14 inch timbers, and the upper floor fell through, 
not doing one cent's worth of damage to the tank excepting the paint. 


It was so hot in the basement that the firemen were forced 
to leave and work on the second floor. The stock valued at $11,000 
was a total loss and the building is a brick and was damaged to the 


amount of $1,000 so you can judge for yourself how warm it was around 
there, 


A few weeks after the fire there was an oil famine caused 
from the snow blockade and as the cellar had been filled with water 
far above the top of the tank and frozen to the bottom, I never once 
thought of the oil in the tank being fit to use, but some suggested 
that we try it, the ice being melted from the pump, and to our sur- 
prise, the pump was in good working order and the oil was just as 
good as ever and came in when it was needed. The North Dakota Inspese 
tor of Weights and Measures was here and inspected the pump and it is 
as accurate as ever without one cent's worth of repairs. 


I am glad to relate this to you as I am sure that had I 
had the old system of handling oil that the entire building would have 
gone up in smoke which would have meant $6,000 loss to me. I am not 
ashamed to recommend the BOWSER TANK to any one and it is a business 
proposition,as well as the only, thing for a business man to use. 


Yours very truly, 


Che Bews ER 
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Oh, here’s the champion tanker and he’s tanking all the world; 
In every clime, in every land his banner is unfurled. 
The diagram above will show the latest thing in tanks— 
To be au fait must be equipped with scales and cogs and cranks. 
—Reproduced from ‘‘Men of Affairs’ series in The Fort Wayne Sentinel 
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As the Bowser Equipment stands in a class by itself, we seldom if ever, say a word 


about a competitor. 


We haven’t the time, and then again, our goods speak for them- 


selves. However, the articles below may be of interest to our salesmen, and we therefore, 


reprint them. 
by us at Cincinnati. EDITOR. 


CHARGES DAMON COMPANY IS) VERY UN 
PAIR = SWPP IN UNITED Sie Pi COU kL 


FOR, ACCOUNTINGS BY PORT 
WAYNE FIRM AGAINST 
DAYTON: FIRM. 


(Dayton Evening Herald, June 1, 1907.) 


CINCINNATI, O., JUNE 1.—Charges of decidedly un- 
fair competition are made in a suit filed yesterday in 
iher-Cirenit Court Dysno. ote 


Wayne, Ind., against the National Oil Pump and Tank 


30wser & Co., of Fort 
Company, of Dayton, Ohio. The complainant com- 
pany states that for the past twen y years it has been 
engaged in the manufacture of self-measuring pumps 
and oil tanks, and that quite a business has been built 
up on the reputation of the product and upon the re- 
liability of the concern. It is charged that not only 
is the defendant copying the self-measuring pump, but 
that it is imitating the tank, the coloring thereof, the 
lettering upon it, the literature used, the design of the 
order books, etc., for the alleged purpose of mislead- 
ing the public. There were filed eight affidavits in sup- 
port of this. 

Several of them were by experts who pronounce 
the product of the defendant in all respects similar to 


that of the complainant. Others are by salesmen, one 


of whom secured a position with the defendant com- 
pany for the purpose of securing evidence. Another 
one is by Sylvanus I. Bowser, the inventor, who says 
that when he was a traveling salesman in the spring 
of 1885 he had occasion to get up at 4 a. m. one day, 
and in trying to draw water from an old-fashioned 
well the idea of the self-measuring pump came to him. 
An injunction and an accounting are sought. Judge 
Thompson granted a preliminary injunction and set the 
28th inst. as the date for hearing arguments. Attor- 
neys Brown & Hopkins, of. Chicago, Hl., represent the 
complainant. 


They are newspaper clippings, and bear upon the suit recently filed 


DAYTON FIRM ACCUSED OF MOST UNFAIR 
METHODS-—S. F. BOWSER & COMPILE 
SUIT AT CINCINNATI TOs. 

BEND RIG Ea 


(Fort Wayne Evening Sentinel, June 1, 1907.) 


Charging the most unfair methods in competition, 
S. F. Bowser & Co., of this city, have fled wigeiie 
United States District Court at Cincinnati a 
against the National Oil Pump and Tank Company, 
of Dayton. The new action is supplementary to a suit 
for infringement of patent which the Fort Wayne firm 
filed against the Dayton concern some months ago, and 
which is still pending. 

In the suit just filed it is allegéd by the Fort 
Wayne company that the Dayton institution has been 
closely copying the Bowser cuts and advertising mat- 
ter, its catalogs and other literature, and that it has 
been “dressing up” its goods to closely resemble the 
products of the Bowser Works and has thus been mis- 
leading its customers and benefiting by taking unfair 
advantage of the reputation of the Bowser tanks and 
pumps. The, Fort Wayne compiny his asked for a 
preliminary injunction to restrain the Dayton concern 
from continuing these practices, and it prays that the 
court assess damages in proper amount against the 
Dayton company. The argument from the motion for 
injunction comes up in the court on June 28. The 
Bowser Company is represented by Brown & Hopkins, 
of Chicago, and the present action is designed to em- 
brace all the complaint of the Fort Wayne company 
which is not legitimately a part of its former action 


against the Dayton concern for infringement of patent. 


We believe the proprietor of a store receives the 
best results from system, especially for handling oils. 
We not only TALK system, but PRACTICE it. With 
this in view, we are constantly adding new equipmens 
and systemizing the factory in every detail. Among 
the new equipment recently installed, we mention the 
following: A two twelve-foot brake for flanging; an 
automatic three-head bolt cutting machine; galvaniz- 
ing electro plating machine; and a new water tank 
which is elevated fifty feet above ground. 
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How Can | Increase My Sales? 


S. B. BECHTEL 


The question, “How 
can I increase my 
sales,’ must suggest 
itself often to the 
salesman who is thor- 
oughly interested in 
his work. INCREAS- 
ED SALES MEAN 
INCREASED COM- 
MISSION — a sub- 
ject of vital interest te 
every salesman. 

This subject was 
handled in such a 
thorough manner by 
our Secretary, that 
for the benefit of our 


new salesmen, we 
print below excerpts from a paper which he prepared 


for the Annual Meeting in 1906:—EDpr1ror. 

In addition to “The Close and Systematic Work- 
ing of Territory,” covered so thoroughly by Mr. Pol- 
hamus and Mr. Corey, and the exercising of the 
other qualities of salesmanship—enthusiasm, courtesy, 
tact, cheerfulness, confidence, knowledge of your goods 
and the principles expounded in the preceding papers 
—there are several ways to increase your sales. 

3Y MAKING EXCHANGES: It has been most con- 
clusively demonstrated the past year that exchange can 
be. made more easily now under our present price 
system, than heretofore. An old user of a Bowser tank 
is always a friend, and easily approached. If you will 
give the matter careful study you can find many argu- 
ments to convince him of the wisdom of putting in our 
up-to-date outfits ; and being a friend, when this point 
is reached the order is easy. 

SELL GASOLENE OUTFITS TO GROCERS AND GENERAL 
stores. It can be done and is being done to quite an 
extent by some of our salesmen—much to their profit. 
It means, if you are selling a kerosene outfit, that your 
order will be twice as large if a gasolene outfit is in- 


cluded; and if the merchant already has a Bowser 
outfit for kerosene, the sale is made, for he knows the 
advantages. More than this, there are many additional 
arguments for the gasolene outfits which do not apply 
to the other line. 

By WORKING THE PAINT OIL TRADE. Many of the 
general stores, especially in the agricultural districts,and 


S. B. BECHTEL 


nearly all hardware and drug stores carry linseeds and 
turpentine. There are more reasons by far for hand- 
ling these oils out of a Bowser tank, than for coal oil. 
This line requires careful and thorough study, but the 
returns for this study are great. 

Right here let me step upon the territory of some of 
the other papers and urge that, before proceeding too 
far with your demonstration, you secure all informa- 
tion of your prospective customer as to the names of 
the oils handled and the quantities of each, so that you 
may determine the equipment needed. I’m sure you'll 
be surprised to find so many opportunities for sales 
which have heretofore been unsuspected. 

LARGER STORAGE. A merchant will thank you on 
your next trip if you sell him an outfit larger than he 
now has in mind. One of our Southern men has re- 
cently told me of some of his customers complaining 
because their tanks are not larger. It would no doubt 
have been comparatively easy to have sold a 5 bbl. 
where a 2 bbl. was sold when the sale was being made, 
but it’s a rather difficult proposition to furnish him 
sufficient storage to satisfy him after the tank has been 
used a year or two. 

This year, get your ideas up. I am confident the 
average salesman can sell aBouT what he has in his 
own mind. If you imagine a 1 bbl. outfit is large 
enough for a merchant, the chances are you'll sell a 1 
bbl., and if you believe a 5 or 10 bbl. is needed, you'll 
sell a 5 or 10 bbl. If you are in a rut selling small 
tanks, for your own sakes get your ideas up. I know 
that some men will argue that some merchants do not 
need large tankage as they do on so and so territory, but 
you'll be surprised how easy it is to add a barrel or 
two to the capacity, and how much better pleased your 
customers will be. Don’t forget that every added bar- 
rel capacity means added commission to you, and with 
very little expenditure of time. 

Another thing: If you increase your sales this 
year (and you must), it means work—work—WORK 
—honest, intelligent work, careful attention to details, 
the- study of your line in all its phases, and again | 
say, hard work. 


k Kk = 


Winona, MInn., JUNE 16, 1907. 
To Eprror “Boomer,” 
Fort WAYNE, IND. 

Dear Sir—Yours requesting me to write some- 
thing for “The Boomer” at hand. In reply will say I 
am not literary enough to write anything either in- 
teresting or instructive. When I make an easy sale | 
feel so jubilant over it, can’t remember details and 
when I make hard sales am so completely “all in” try 
to forget it. I enjoy reading “The Boomer,” how- 
ever, and get many valuable points from the more 
With very best wishes I am, 


Yours truly, 
R. L. DuNCAN. 


gifted. 
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THE BOWSER 
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Published by 
S. F. BOWSER & CO., Inc. 
Fort Wayne, IND 


Cc. F. HATMAKER, - - - 2 = i 


EDITOR. 


On the Fifth and Twentieth of Hach Month. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editors. 


Don’t Worry. 


As school boys, we fret—because we are com- 
pelled to go to school—or because, perhaps, we can- 
not go. As beginners in business, we worry—because 
we are older—because we work too many hours. 

As full-fledged business men, we worry—because 
we are not younger—because there are not more hours 
in which to work. And so it goes. To worry is hu- 
man—a part of every man’s life. But as we grow, we 
see that the worries of yesterday crowded out those of 
the day before—only to be crowded out, themselves, 
by those of today. And we realize that the worries 
of the past have not been real troubles at all, but sup- 
posed ones. 

So, since we must fret, let us make fretting help- 
ful—productive of new ideas and plans. Since we must 
worry, let us not worry ourselves into idleness- and 
hopelessness, but into initiative and accomplishment. 
— System. 


ok ok ok 


Old-fashioned Salesmanship. 


In these days of discussions of Scientific Sales- 
manship, it behoves us occasionally not to overlook the 
factors which have contributed to past successes. 

Scientific Salesmanship is ALL RIGHT; we be- 
lieve in it, we advocate it, and yet Scientific Salesman- 
ship alone will not win the battle. The cardinal vir- 
tues of hard work, of keeping everlastingly at it, etc., 
are as necessary today as they were years ago. 

A salesman who loves his vocation, will endeavor 
to reap personal benefit from some of the very capable 
articles and experiences which appear in the papers 
devoted to Salesmanship. While reading and study- 
ing, however, let us not forget the Old Fashioned way 
of demonstrating with our model whenever the oppor- 
tunity presents itself; of getting an early start; of call- 
ing on as many prospects as we can without hurrying 
or neglecting our work; of talking BOWSER TANKS 
earnestly, sincerely, and enthusiastically; and of 
WORKING, WORKING, WORKING every day in 
the week. 


Suggestions from Office Departments 


SALES:- DEPARTMENT: 


Send in Route Sheets regularly, giving at least 
two or three addresses each week. Often we have mat- 
ters of importance to communicate with you by letter 
or wire. 

Use care in making out orders. 

Read over your orders before you send them in to 
see that they are complete in every detail. This mini- 
mizes the correspondence and prevents delay. 

apes oka eae 


ORDER DEPARTMENT. 


When you make an exchange, in all instances, fill 
out the EXCHANGE ORDER BLANK. 

The terms on orders are often misunderstood. 
Make them so plain that they cannot possibly be mis- 
interpreted. 

Don’t forget to give us the pump lengths when 
selling cellar outfits. 

Often a salesman will duplicate or skip his sales- 
man’s order number. This leads to confusion and 
delay. . 

ee} ee 


COLLECTION DEPARTMENT: 
SELL STANDARD OUTFITS. When ordering 


repairs, if possible, always give the order number of 
the tank. If you cannot get the number, give us the 
name of the original purchaser, and full details as to 
the style of outfits. 


K- ok * 


ADVERTISING DEPARTMENT. 


Send in newspaper clippings or rather send in the 
whole paper, whenever you read anything bearing on 
oil storage, for instance oil or gasolene fires and explo- 
sions. Send the paper to the Advertising Department. 


—— EEE 
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While they always “keep a digging” the Railroad 
Departinent is busier than usual. This is the Conven- 
tion Season. As a result, we have a very fine exhibit 
at Atlantic City. Mr. Dunkelberg, who is in charge, 
reports that it is attracting considerable attention. The 
Master Mechanics’ Convention was held on the 12th, 
13th and 14th, and the Master Car Builders’ Conven- 
tion on the 17th, r8th and roth. Mr. W. A. Pitcher 
and W. T. Simpson are assisting Mr. Dunkelberg, and 
will attend both of the conventions. 

ok Kk 

Mr. John L. Handy has recently returned from 
a trip to the Northwest. 

ueck, oF 

Several large orders have recently been received, 
and the shop is busy on some very large tank equip- 
ment. 

ee ees 


FIELD AND. FACTORY. 


The following salesmen have recently visited the 
office: J. H. Swain, J. M. Sitton, N. 5. Eldredge, fF. 
M. Alsdorf, F. M. Smaltz, R. G. Shulze, M. H. Stew- 
art, E. F. Klotz, C. W. Hoffritz, W. M. Johnston. 

ok Kk BN 


General Manager, Mr. A. Z. Polhamus, leaves 
Long Beach, California, on Wednesday, June 12th. He 
has planned to spend the vacation months with his fam- 
ily at Bay View, Michigan. 

et ee: 


Mr. H. T. Purdy believes in keeping the weeds 
out of his territory. Recently a competitor put in 
several outfits. Mr. Purdy immediately “got busy.” 
He showed the superiority of the Bowser tank, and as 
a result, the merchants saw the error of their ways, 
and gave Mr. Purdy their orders. 

Pee eee 


Vice President, Allen A. Bowser, was at Toronto 
recently supervising the erection of our new factory 
addition. 

Often a salesman when securing a garage eqtp- 
ment, simply talks Gasolene Storage. Our represen- 
tative, Mr. W. E. Jenkinson, of San Francisco, be- 
lieves in equipping a garage complete with a system 
for handling all their oils. Today's mail brought in 
a garage equipment from him amounting to $800.00. 


S. F. Bowser & Co., INC., 

Fort Wayne, IND. 

Gentlemen—As | got here in Aberdeen tonight, 
and read your, or rather my “Boomer,” and found 
where it said “An order in the hand is worth two by 
mail,” I felt pretty good. Then I read until I came 
co the last page where a merchant says “‘he is not in- 
It tallies so well with an order | am send- 
ing in, that I am going to tell you about it. 


I went into Mr. 


terested.” 


-‘s Hardware Store and 
when | told him the company I represented, he said, 
“Oh I-have plenty of tanks.” In a nice pleasant way, 
[ asked him how he was handling his gasolene and he 
said, “Oh I have a big 300-gallon tank out in the Oil 
House. (At the same time, | was taking my model 
out of the case, and was turning out a gallon to the 
stroke). “Well,” says he, “what have you there?” “A 
tank, “says I} or rather the ‘cheapest clerk. you. ever 
hired.” I then showed him our Long Distance Outfit. 
By this time, I had it sized up how far he had to go 
to get his gasolene. ‘You lose about 15 per cent. of 


your gasolene by evaporation.” ‘‘That is true,” says 


he. “Do you ever spill any?” “Well, yes, sometimes,” 
he said. “How much too large is your gallon meas- 
ure?’ “Why, standard size,” he replied. “Well then 


you must be giving part of your gasolene away.” “Not 
any,” said he. “Well, if I were a betting man, I would 
bet you a new hat that you give away two to four 


ounces every time you sell a gallon.” 
know ?” he asked. 


“How do you 
“Oh I test lots of measures.” “But 


you do not carry a tester, do you?” “No, but I weigh 
them.” “How much should a gallon weigh ?” he asked. 
I told him. He said “Let’s weigh a gallon and see.” 
“All right.” (We weighed it). “Three ounces. over, 
“T—I didn’t think that!’ Now, Mr.————, 
how much gasolene do you sell a day?” “Oh about 
twenty or thirty gallons.” ‘“Then you lose about eighty 
ounces a day,—five pounds—nearly a gallon.” “I 
didn’t think that,” he said. “It is about four rods out 
to your Oil House, and if you sell the thirty gallons 


see?” 


in large lots, say five gallons at a time, six trips out 
and back, would be forty rods you travel each day just 
to sell thirty gallons of oil.” “That is so, I can’t get 
around that,” he replied. “All right, Mr—-t——, the 
Bowser Tank will do all your traveling for gasolene, 
and at the same time, save all the gasolene I have 


figured out that you lose.” “How much do they cost?” 
I told him the price, and then he went up to the ceil- 
ing. I argued out the price with him and I finally 
closed the nice order which I am sending with this 
letter Yours very truly, 


I. W. MISENSAL. 
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Gasolene Storage. 


By W. H LApD. 


At this season of the year, it behooves us all to 
consider carefully, the Gasolene Storage question. The 
following timely article was received from Mr. W. H. 
Ladd of New York, a salesman who successfully sells 
Gasolene Storage Outfits. While it treats principally 
on outfits sold to automobilists, it contains many in- 
teresting points for those salesmen who do not call 
on automobile trade. 

The manner in which he raised his prospect from 
a Cut No. 48 (one of the lowest priced outfits we 
manufacture) to our standard Cut No. 41, (the best 
we manufacture) is admirably handled, and we com- 
mend the article to the careful attention of each and 


every salesman.—EDITOoR. 
raeeee oe 

“T will not attempt to give any 
points to those salesmen who are 
selling gasolene outfits, as I feel 
they are just as capable of doing 
these things as I am myself, but 
if I should be able to offer any 
suggestions that would be of the 
least assistance to any of the new 
men, or any of the older men 

W. LADD who are not selling gasolene out- 
fits, I shall feel myself amply repaid “for the effort. 

Without a doubt, there are a lot of merchants 
all over your territory, wherever it is, who sell gaso- 
lene, but don’t forget The Plumber. He uses it in his 
business all of the time. The plumber’s furnace or 
torch holds from one to two gallons of gasolene. Now 
when “Mr, Plumber” wants to send one of his men 
out on a job, and he has to measure out the gasolene 
and charge it up against that job. “Mr. Plumber” 
also knows that he can’t keep gasolene in a wooden 
barrel and get over thirty to forty gallons out of a 
fifty-gallon barrel. He also knows what a job it is to 
get the gasolene out of the old barrel, to say nothing 
of the danger of keeping it in such a slip shod manner. 

I once sold a plumber a 5-barrel 12-gauge Cut 46, 
who used a lot of gasolene, and who told me he hadn’t 
a doubt that prior to buying a Bowser Tank, he was 
losing at least a hundred gallons a month. 

Now, Brother Salesman, if you can show a poor 
grocer how to save money by selling him a tank for 
handling kerosene which practically does not evapo- 
rate, how much stronger you can make the argument 
on the gasolene proposition. TRY IT. 

Grocers in lots of places sell gasolene. Druggists 
in some towns handle it. As they are open every day 
in the week, and until late at night, it would be a good 
thing for them to handle it in certain places. Hotels 
also are beginning to see the advantage of having a 


sign out, “GASOLENE FOR SALE.” All of these 


BERS 


and many more are, or will be, in the market for a 
gasolene tank of some description. 

Now we are up to the last, but not the least, the 
Private Owner, i. e! the man who owns an automo- 
bile. This is a different proposition, and remember, 
about the only chance you will get at this manvis 
“ONE,” and you have got to land him NOW or-per- 
haps NEVER. I don’t mean that it is impossible to 
call on this man again, but the chances are, he will try 
to get rid of you by saying: “All right, Mr. Salesman, 
I will think it over and write you,” or “I will let you 
know in a day or so.” I have already too many of 
such reports filed away, and I say boys, they don’t pay 
a cent commission. 

Now we will suppose, the house sends you a re-. 
turn postal from, we will say, Mr. Brown (to make 
it easy), and on the card he says he is interested in a 
2-barrel, Cut 48. Well now, right here, don’t sell him 
a Cut 48. It is a disgrace to ruin an order with one, 
and it is no credit to you or of profit either. Only in 
extreme cases, and as a last resort should you con- 
descend to sell him one. 

You call on Mr. Brown, and hand him your card, 
saying, you were out that way, and that the house had 
sent you word that he desired some information on 
gasolene storage tank. “Yes,” Mr. Brown says, “How 
much do they cost?” “What car do you drive, Mr. 
Browne’. | “Oh, I have just bought a Pape 
“Yes, that is a very nice car.’ “A dfiendyorumine 
bought one last year who says he had great results 
froma. 

“How much do you ride, Mr. Brown?” “Well, I 
should say in a season, I would ride from fifty to one 
hundred miles a day in fine weather.” “And your 
car will carry how many, Mr. Brown?” “Four, and 
I can také six.” “Well now, Mr. Brown, how much 
trouble or inconvenience is it for you to get gaso- 
lene?” “Well;” says Mr. Brown, “I Have 16 eeqt by 
the barrel from town and then have to haul it out to 
my place, but what has this got to do with the price of 
a tank?” says Mr. Brown. “It is just this, Mr. Brown, 
I couldn't give you the price of a tank until I had the 
information that you have given me; first, I know now 
you drive a large car, and that you drive it about ten 
miles to the gallon, and that you will use from five to 
ten gallons a day; second, that you have to go to some 
annoyance to get your gasolene.” (By this time, 
after you have given Mr. Brown this cross-examina- 
tion, he sees that you know your business, and you have 
gained his confidence. This is the most important thing 
of all, to get his confidence, and after that, the rest is 
easy.) 

“You need at the least, Mr. Brown, a five-barrel 
tank; where are you going to put your tank, Mr. 
Brown?” “Well I don’t know,” says Mr. Brown, 
“where is a good place for it.” (Now here is where 
you shine again.) “Have you-a large -placemnia, 
Brown, I mean by that, have you plenty of room out- 
side of your garage?” “Oh yes,” says Mr. Brown, “I 
have about forty acres.” “Very good, Mr. Brown, now 
in most localities, if you will bury your tank thirty 
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feet from your garage, and place the pump inside of 
the garage, it will not affect your rate of insurance.” 
(Right here, don’t say too much about insurance, as it 
might delay the order waiting for him to see his 
broker, etc., but you can tell him the fact of his having 
an automobile in his building will increase his insur- 
ance a little, but that the addition of a Bowser gallon 
pttmp will not raise it any more. These conditions 
you had better find out in your different localities as 
they are not the same in all parts of the country, and 
this information, any local insurance agent will be 
glad to give you.) 

“What will this five-barrel cost?’ says Mr. 
Brown. “A five-barrel Cut 41, will cost you $160.00, 
everything complete except the 14%-inch pipe from 
tank to pump. The pipe, Mr. Brown, you can get 
from your local plumber.” “Whew!” says Mr. Brown, 
“$160.00, I guess, I don’t need a tank, it costs too 
much.” Now, Mr. Brown, you are a business man, 
and I think I can prove to you, and you do your own 
figuring, that it will pay you a handsome profit on the 
investment. You think you will drive this year, you 
say, about ten thousand miles?” “Yes,” says Mr. 
Brown. ‘Now you pay for your gasolene at the public 
garage how much?” “Twenty-five cents,” says Mr. 


Brown. “And you can buy it by the barrel for how 
much?” “Oh about sixteen cents, I think,” says Mr. 
3rown. “Very well then, you will ride ten thousand 


miles, using a gallon every ten miles. According to 
that, you will use one thousand gallons in the year, 
and at a saving of nine cents per gallon, it will net 
$90.00 profit by filling your tank four times. Rather 
nice income for an investment of $160.00, don’t you 
think so, Mr. Brown, not ‘to say anything about the 
convenience of having gasolene on hand at all 
ACS. 

If this argument don’t get him, he isn’t a busi- 
ness man, and you will have to resort to some other 
argument or show him a Cut 47, or a Cut 45, but 
never a Cut 48. This Cut 48 outfit should never have 
been put in a high grade catalog. Of course, if a man 
only had a small run-about, you would at once know he 
did not need a high priced outfit. You have got to 
use judgment the same as you use it in selling kero- 
sene tanks. 

This rule, gentlemen, is not infallible, and it is 
an impossibility to tell anyone how to sell goods. You 
have got to meet the conditions in your several local- 
ities as you find them, and I will again repeat, that if 
I have given any of the Bowser boys the least hint of 
how to sell a gasolene outfit, I will feel amply repaid 
for my first effort in trying to write an article on 
this subject. 

In closing, I would like to say this: All of the 
boys ought to feel that The Boomer belongs to us, 
and it is for us, and if we would all do a little, just 
send in a word once in awhile, I am sure we would 
all be glad to read it, and we would become better ac- 
quainted with each other. Brother Cornell up in the 
wheat fields of the Northwest ought to be heard from. 

Yours very truly, 


Wiest LOAD 


Selling Points. 


When customers want to purchase a Cut 41 or 42 
without our tank. 

“We would be very glad indeed if you could save 
yourself any money by utilizing a tank made in your 
vicinity, but from our twenty-two years’ experience, 
we are sure that this would not be practicable, nor 
would it be cheap for you in the long run. The rea- 
son for this is obvious. We fully guarantee our outfits, 
tank and pump and all connections complete, ready 


for installation. This guarantee we make for a period 
of three years, which is an unusually long manufac- 
turers’ guarantee. You will readily see therefore, that 
if we furnished a pump only, we could not consistently 
guarantee the proper working of the complete outfit 
when we have only furnished a part of the equip- 
ment. While your tank as you might construct it, may 
no doubt be all right in itself, yet in order to give com- 
plete satisfaction, it must be adapted for use in con- 
nection with our pump. In the past in a number of 
instances, we have furnished the pump only, but the 
outcome was very unsatisfactory indeed, resulting in 
our being called upon to furnish the pump and tank 
complete. This in the end, costs the purchaser far 
more money than if he purchased the pump and tank 
complete from us in the first place. 

This experience has led us to the necessity of de- 
clining to sell our pumps alone, except to users who 
wish to connect an extra pump to one of our tanks, 
as we could not afford to have any part of our outfits 
used in connection with installations which do not 
prove satisfactory. It would not be good business for 
us to do so. 
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PRICE AND VAL.UES--It would appear from your 
position that you have temporarily lost sight of the 
fundamental principles of production when you call 
our prices high. Price universally is based on value; 
what the article will accomplish; what returns on the 
investment it will bring; what value it actually passes 
for on the market as a new or second-hand article, 
etc. For instance, it costs the Government no more 
to mint a $10.00 gold piece than to mint a silver half- 
dollar, yet you can hardly expect the former in ex- 
change for the latter. The ten-dollar gold piece has 
purchasing power or value twenty times as great as 
the silver half-dollar. Just so with our outfits. A 
Bowser we sell for $75.00, $100.00 or $150.00 is 
worth many times more than the ordinary method, 
which will do for the owner very little compared with 
what our outfits will do, because there entered into 
the construction and perfection of our equipments, 
years of labor and money in experimental work to 
bring our outfits up to the present high state of per- 
fection, to meet the demands of merchants them- 
selves. The VALUE is there just as it is in the ten 
dollar gold piece. 
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The Annual Bowser Picnic. 


Following his usual custom, Mr. Bowser has made 
arrangements to hold the Annual Excursion and Picnic 
at Winona Lake. The day selected is August 9th, 1907, 
and plans are being carefully worked out for an en- 
joyable time. 

Mr. Bowser has arranged for a special train of 
fifteen cars, and at least one thousand of the em- 
ployes and their families will attend the picnic. ‘This 
annual excursion is always one of the banner events 
of the year, and the officials and employes are looking 
forward to a day at Winona with pleasant anticipa- 
Everything is being done to have the employes 
Plans have 


tion. 
realize their expectations in this regard. 
been made for a ball game between the Bowser Team 
and one of the best amateur teams in Indiana. 

Beautiful Winona, situated on one of the pret- 
tiest little inland lakes in Indiana, will afford a pleas- 
ant day’s rest and recreation. It affords boating and 
fishing to those so inclined. 

Bowser & Company, following their usual custom 
of looking after the interest of their employes, have se- 
lected August 9th, which falls on Friday, and in addi- 
tion to bearing the expenses of the excursion, they 
have planned to pay full time on Friday, the day of the 
picnic, and on Saturday, thus giving the employes a 
three days’ vacation. 


se ie ae 
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Another Argument. 


When a customer hesitates, or wishes to provide 
Bowser Tanks for only a portion of oil handled. 

“Business is a Race.” 
hope to win out. 


3usiness cripples cannot 
With your up-to-date and well-ar- 
ranged store you have one good foot for the race, and 
with your ordinary method of handling some or all of 
your oils you have one bad foot. You are in business 
to make as much money as possible. Can you hope to 
win as much profit in this race with one lame busi- 
ness foot as with two good ones? ‘Or supposing you 
had a leaky roof, would you tell your carpenter to fix 
all the leaks or only part of them? We are quite sure 
you would want all the leaks mended. Just so with 
your business. You have part of your business on a 
good basis, why not stop all the leaks in all depart- 
ments ? 
De en) Bae 

The place where you get business is in the pres- 
ence of your P. P’s. Spend every minute of your time 
with them. 


Agents’ School. 
Summer Session Begins August 5, 1907. 


On the first of the year we started an Agents’ 
Training School for the new salesmen. From time to 
time some of the older salesmen dropped in and they 
stated they had received so much beenfit from the 
course that we have decided to have a special summer 
session of the school for those of the salesmen who 


‘wish to post themselves further regarding the busi- 


ness. The course is replete with strong selling points, 
arguments, etc., and we feel sure that any salesman 
who attends, will find it money and time well spent. 

The school will open on Monday morning, August 
5th, and will continue until Thursday, August 8th, in- 
clusive. The salesmen attending will thus have an op- 
portunity to go to the Annual Bowser Picnic. 

Knowledge is Power, and the more one knows 
about his business, the greater will be his success. 
Success means more orders; more orders mean more 
commissions. 

As this school convenes at the end of the vaca- 
tion period, it will afford many of the salesmen an op- 
portunity to stop off at the factory on the way to their 
territories. Several of the older salesmen have signi- 
fied their intention to come, and the week spent at the 
factory will be both pleasant and profitable. Many of 
the salesmen endeavor to visit the factory during their 
summer vacation, and we urge that they shape their 
plans so that they can be at the factory at this time. 

We shall be glad to hear from any who contem- 
plate attending the school. We will gladly furnish any 
information desired, and we hope that a great many of 
the salesmen will take this opportunity of equipping 
themselves more fully for the tank business. The course 
will be found interesting, and as the picnic is to be 
held the same week, it will give the salesmen an op- 
portunity to spend a day at Winona Lake, one of the 
prettiest little lakes in Indiana. 

Shape your plans to come, for it will be time and 


money well spent. 
38 


GRIT. 


“What makes the troubles of every day, 
Break like bubbles and fade away? 


Grit. 


What means victory from defeat? 
What never knows when it is beat? 
Grit. 


What have men honored since time began? 
What makes a man want to be a man? 


Grit. 


Brother take heart when ill winds blow, 
Work on, hope on, be a man and show 
our Srite 
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e 
‘‘A real salesman is one part 
talk and nine parts judgment, 
and he uses the nine parts 
judgment to tell when to use 


the one part talk.” 
he ee 7 


CLASS AA 


* Meegan, F W 


* Stewart, M H 


* Cornell, AB 
* Purdy, HT 
** Rodman, J G 


I 


“Saunders, C E 


CLASS A 
Dietch, J N 


* Rosconi, N 
* Cragg, Thos. 
* Taylor, SF 


* Osteyee, VE 


* Romer, Geo. 
* Hayes, EP 
* Duncan, RL 
* Heintze, Max 


Jenkinson, W E 
CLASS B 


™“ Laverty, A 


King, FM 
Merickel, J W 


** Mathers, T D 


* Kitzpatrick, W J 
* Inslee, W D 


Bigelow, G W 


* Storer, H WM 


Hessenmuller, K F 


* Traxler, DC 


* Moffatt, A E 


Gumpper ) J D 
Quarles, GR 
Robertson, Wm. 
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Record for June 


CLASS C 


Stata, A T 
Wyckoff, A D 
Kelly, CH 
O'Meara, J B 
Hanks, F L 


# Rice, CE 


Olds, F H 


** Cashman, P F 


McClure, Rosser 


* White, J C 


Smith, Lewis 


*“ Gilmore, J A 
* McIntosh RE 


ofo 


Cornell, Geo. 
Seymour, D J 
Ladd, J $ 
Holmes, J L 
Sill GA 
Ratliff, A G 


CLASS D 


Knoche, F A 
Medsker, J H 


* Tyner, S C 


Pask G W 
Law, CP 


* Ward, D 


Hale, J E 


* Wilt, RN 


Connolly, J F 
Shields, D H 
Swain, JS 
Preston, H J 
Hyde, CS 

Smith, W C 
Fichelberger, W F 
Stoddard, S D 
Kerlin, W L 


Murphy, E J 
Comparet, C M 
** Evans, C D 
Eggleston, CR 
Grantham, A C 
* Johnson, RS 
Homsher, F B 
Cox, OL 
Homsher, J E 
Hance, GR 
Williamson, G H 
~*~ Mason, H W 
Leaper, F B 
Smith, C V 


CLASS E 


Fitch, OB 
=Merritt, H E 
Freeman, C M 
Walker, E P 
“ McCracken, J O 
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=Smaltz, F M 

= Johnson, Jule 
Sheehan, J S 
Porter, G M 
Caskey, E M 
Lindsley, H 

* Davidson, F H 
Gledhill, Walter 

= Bachers, H B 
Abel, J C 
Mumford, W 
Chase, D W 

—Swartz, Levi 
Heaton, AE 

mee OtZ aL 
Lynham, W B 
Pomeroy, C M 

~ Harper, JR 
Beagle, E H 

* Culbertson, HR 
McCardel, H B 


= Johnston, W M Hafner, G W 
Jordan, SL McGibeny, V 
Charron, G W Riverin, S O 
Stacy, Ed +t Klotz, E F 

* O’Neil, JR Backus, F C 
Denton, E M Hale, E B 

“ Gardner, F J '* Pierce, A H 

* Leslie, F W Connoly, J J 
Misensal, I W Griffin, H 
Englebert, E A Bryld, Edw. 
Martin, AA Sitton, J M 
Jordan, MS Homer, H 

* Snow, JS McIntosh, C A 
Bradfield, W ~ Sterling, C B 
Alsdorf, F M Hunt, C H 
Smith, R C t Eldridge, NS 
Cray, TH Naylor, AF 
Crowley, E J Purdy, J B 
Heusner, G L * Buckmaster, J D 
Hetrick, CS Robertson, W Y 
Ritter, C E 

NOTE:— t Indicates out of territory. 


pe nmececes: Quote Secured: = Indicates out of territory part of month. 


erica ; : th. 
Indicates new salesman commencing during mon leehafeht oa <icenater 


SPECIAL WORK 


Hoffritz, C W 
Bowen, Geo. 


Don’t Forget the Summer Session of the 
Salesmen’s School Opens Monday 
Morning, August sth. 


As a business proposition it will 
pay you to attend this session. 


It will also afford you an oppor- 
tunity to visit the factory at a sea- 
son of the year you can best afford 
to leave your territory. 


A few of the points to be discussed: 


The Approach 
Demonstration 

Closing Arguments 

The Exchange Proposition 
Heavy Oil Outfits, etc. 
Selling Points 

Price Too High 

Ktc., etc. 


More Knowledge means more Sales, 4 


More Sales mean more Commission. 
eneiemenitimtar NS 


Let us know if YOU will be with us. 


BUSINED” © 


PUBLISHERS 


VOCG2. FORT WAYNE, INDIANA, SEPTEMBER 5, 1907. NO. 14 


The 1907 Quota 


1904 


1905 


The above illustrates the proportionate increase in shipments of Bowser tanks for the past four years. 
The solid black line for 1907 shows shipments to and including August 31st. The dotted portion of the 
1907 line shows how much longer that line must be by December 31st to make quota. It must grow 
nearly %” per month. October Ist must see it at ‘‘A,’’ November Ist. at ‘‘B,’’ December Ist at ‘‘C”’ 
and December 31st at ‘‘D.’’ 

The coming four months should be the best for business of all the year. Oil sales will increase, 
harvests will be in and as good crops are reported the retailer will have money. Bowser business is 
biggest in the fall. It has always been so. Let’s make this fall the biggest ever. Do it by hard, 
consistent, persistent effort, not one day a week, but every day, and remember the more orders for 
the house the greater prosperity for the salesman. 

The Boomer extends its best wishes that the coming season will be one of exceptional prosperity to every 


one of you. 
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COMPARATIVE RECORD FOR JULY AND AUGUST 


JULY to O 7 
CLASS AA CLASS E 
adbasos 4S it Shields, D.-H. 
on W. H. ; Laverty, A. 
Ce. ae! Gilmore, J. A. 
ae ee FB Ne t+ Hance, Geo. R. 
rues Smith, C. V. 
epee eg ae { Merickel, J. W. 
Smith, Lewis er 
Hoffritz, C. W. + King, F. M. 
CLASS A _ Sitton, J. M. 
2 * Pierce; A..H: 
Stewart, M. H. lshilele (Crp Sh 
Mason, H. W. Lynham, W. B. 
Dietch, J. Ne Porter, G. M: 
Jenkinson, W. E. Denton, E. M. 
Abel, J. C. * Gardner 5.) |: 
Swain, ahs tals * Hanpercioiks 
Comparet, C. M. 
CLASS B Homer, Henry 
{ Rodman, J. G. 
Es ’ 
eae Sheehan, Jno.-S: 
ee Eee Moffatt, A. E. 
Gea Ss. Mumford, W. 
er, aioe Gledhill, Walter 
Ose v E Davidson, F. H. 
Reco sees iePask, Gaawe 
+ ’ 
Inslee, W. D. Wyckoff, A. D. 
CLASS C Chase, D W. 
McIntosh, R. E. 
Quarles, Geo. R. Tyner. S.C. 
McCracken, J. O. Riverin, S. O. 
Robertson, W. Y. Charron, G. H. 


aylon, Se 
Medsker, J. H. 
Englebert, E. A. 
Bachers),Hiesle 


Hessenmueller, K. F. 


Heusner; H L. 
McClure, Rosser 
Preston, H. J. 
Saunders, C. E. 
Ward, D. 
Walker, E. P. 
Stata Ald. 
Homsher, F. B. 
Bigelow, G. W. 
Romer, Geo. 
Olds iiaekie 


CLASS D 


BEES \a 15s 
Gumpper, J. D. 
Cornell, A. B. 
Alsdorf, F. M. 
Seymour, D. J. 
Crowley, E. J. 
O’Meara, J. B 
Cragg, Thos. 
O’Neil, J. P. 
Kunze, Jno. 
Wihites sen. 
Naylor, A. F. 
Kerlin, W. L. 
MclIntesh, A. 
Johnson, Jule 
Misensal, I. 
Mathers, T. D. 
Hayes, Ed. 
Cashman, P. F. 
hunt, Cab. 
Storer, H. W. M. 
ieXeteh, als Sy 
Smaltz, F. M. 
Fitzpatrick, W. J. 
Meegan, F. W. 
Pitch © wise 
Cores, Of JE, 
McCardell, H. B. 
Connolly, J. F. 
Fichelberger, W. F. 
awe iar 


Culbertson, H. R. 
' Cornell, Geo. 
McCurdy, G. A 
Bradfield, W. 
Keller) puis 
Keaney, H. G. 
Smith RUG. 
Busch, A. W. 
Johnston, Wm. 
Bryld, Ed 
Gooch, A. N. 
Pomeroy, C. H. 
RathiitoAsnGe 
Smith, W. C. 
Lindsley, H 
Grantham, A. C. 
Hanke. Eb. 
Eggleston, C. R. 
Swartz, Levi 
Davis, F. F 
Reapers marks. 
Beagle, E H. 
Freeman, C. M. 
Bachus, F. C. 
eva), JE5 ID), 
McGibney, Vict. 
Snow, S 
Rice CG. E. 
Hetrick, C. S. 
iraxlene eG: 
Sterling, C. B. 
Jordans ool 
Hafner, G. W. 
Homsher, J. E. 
Connolly, J. J. 
Evans, Gr D} 
Leslie, F. W. 
Merritt, H. E. 
Heaton, A. C. 
Crayrmlan cit 
Martin, A. A. 
Hale, E. B. 
Ritter, C. E. 
Bofinger, W. H. 
t{ Eldredge, N.S. 

Holmes, J. L. 
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SPECIAL WORK 


Geo. E. Bowen 


+ 
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CLASS AA 


W. E. Jenkinson 
F. W. Meegan 
F. A. Knoche 
A. T. Stata 

J. M. Sitton 

I. W. Missensal 


CLASS A 


E. M. Caskey 

Vere Osteyee 

K. F. Hessenmueller 
H. W. M. Storer 

C. E. Saunders 

Max Heintz 

W. R. Robertson 

E. A. Englebert 

A. G. Ratliff 


CLASS B 


. D. Gumpper 
. N. Gooch 
ilemOlas 
. N. Dietch 


radfield 


. Jj. 
shy 
le 
9 DY chen 
se 
ies O’Neil 


Secs Sasa 
ee! 
= 
g 
5 
9. 
o, 


. H. Shields 
CLASS C 


eA Duncar 
. B. O'Meara 
. D. Inslee 
ao. omith 
a cy Mathers 
s 


Sa 


Sys) 
-"O 


A. B. Cornell 


CLASS D 


La Da Kamp 
[nowke Keller 
SE. Laylor 
Geo. R. Pask 
Levi Swartz 

G. A, Sill 

j- D-tStace 

J. F. Connolly 
C. P. Law 

W. J. Fitzpatrick 
G. W. Bigelow 
C. V. Smith 

S. D. Stoddard 


AUGUST, 1907 


* 
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SLATS. 
YI=mMNNOO AM TO 


W. 1. McCall 
Jule Johnson 
Nap. Rosconi 
D. J. Seymour 
E. J. Crowley 
J. O. McCracken 
Ceo. Romer 
R.N. Wilt 

Dy Ieee + 
Hive. Bachers: 
W.H. Ladd 
Geo. R. Quarles 


-CLASS E 


G. A. McCurdy 
J. W. Sheehan 
J. Kunze 

J. H. Medsker 
F. F.. Davis 

W. Y Robertson 
C.R Eggleston 
W. F. Eichelberger 
Joe Smith 

A. H. Pierce 

F. H. Davidson 
W. Gledhill 

le uray, 

A leereston 

. E. Christopher 
H. Kelly 

R. Culbertson 
M. Denton 
F. Cashman 
. F. Naylor 
Geo. E. Bowen 
Geo. L. Cornell 
R. C. Smith 

H. Lindsley 

H. G. Charron 
Edw. Stacy 

' E. P. Walker 
Pe eeKiin 

. Laverty 

. H. Straughn 
os. Cragg 

S. Hyde 

. E. Merritt 
M. King 

P. Hays 

M. McClure 
H. Hunt 

M. Pomeroy 
L. Jordan 

J. Gardner 
R. Bird 

C. White 

B. Homsher 
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J. R. Harper 
Edw. Bryld 
J. S. Snow 
W. Mumford 


S++ 


Sickness. 
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. Homsher 
» Fitch 
. Leslie 
. Jordan 
ughrey 
. Riverin 
. Lipes 
. Gilmore 
. Porter 
. Martin 
. Hanks 
. Heusner 
. Anderson 
ah Hafner 
. M. Comparet 
C. Bachus 
. C. Abel 
. C. Traxler 
. E. Moffatt 
Ss Ladd 
) BaLeaper 
. J. Connolly 
_B. Pratt 
. Grantham 
Ritter 
. Alsdorf 
Gehman 
Rodman 
. Evans 
Hance 
. Beagle 
Homer 
C. Heaton 
. ©. Eldredge 
M. Freeman 
. ©. Hetrick 
7 Ey Pinney, 
. M. Johnston 
. B. McCardel 
le Hoh Buckmaster 
. E. Pennington 
A. W. Annis 
W. H. Bofinger 
Thos. Cray 
A. E. Hastings 
C. W. Hoffritz 
R. S. Johnston 
H. G. Kearney 
E. F. Klotz 
J.R. Menish 
J.P. Mooney 
V. McGibney 
A. McIntosh 
G. W. Owens 
J B. Purdy 
CG 
M 
WAS 
J. 
E. 


elas 


TAVAME MO, 


iS 


. B. Sterling 

. H. Stewart 
J. Stickel 

L. Walker 

W. Wilkinson 


New salesmen who commenced during month. 
Out of territory. 
Out of thrritory part of month. 
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PROSPERITY SMILES ON FARMERS 


Reports from all Sections of the United States and Canada 
Promise Abundant Crops and Prevailing Good 
Prices for all Farm Products. 


With Extracts form Hardware Dealers Magazine. 

The late spring with its accompanying chilly blasts, 
which lingered until the beginning of summer, fur- 
nished many prophets with dark visions for the fu- 
ture, and the story of the complete failure of all the 
important crops was handed about as an established 
fact. 


Short’ crops meant hard times, and without doubt, 
more than one Bowser man has listened with consid- 
erable apprehension to these unfavorable reports. It 
meant curtailing expenses, for the country dealer 
wasn’t going to buy oil tanks if his customers were 
going to be hard up. 

Just how far these false prophets failed has only 
recently come to light in the cheerful reports from 
practically every section of the United States. 


Stories of the prosperity near at hand for the 
American farmer, a prosperity practically sure to be 
reflected to all classes of citizeny, came from the edi- 
tors of various farm weeklies and periodicals devoted 
to crop conditions. 


This information has been secured from such edi- 
tors of farm papers as are known to observe accurate- 
ly the crop conditions in their locality, and the result 
shows that not only will yields be normal in practical- 
ly every section of the United States, but in many 
states the production will be far above normal. 


Knowing that the prosperity of the country is 
very largely dependent upon results of the harvest, 
and that manufacturers and large advertisers in 
every line were anxiously awaiting definite reassur- 
ance from the agricultural districts, the publishers of 
this magazine determined to investigate thoroughly 
the stories of the dismal prospects and in a manner 
that would leave no opportunity for doubt. They ap- 
pealed to the editors of the farmers’ papers as the 
men closest in touch with the pulse of the farming 
world and with their ears trained to catch the expert 
opinions of the farmers. Letters were sent to editors 
of papers in almost all the states of the union, and re- 
ples from every one, many of them by wire, were 
received. 


The letters asked particularly after the wheat crop, 
the oats crop, and the hay crop, and not only did they 
learn what they wished to know regarding them, but 
were told of the situation in the cotton and rice field 
of the south, the tobacco fields of Kentucky, Virginia 
and the Carolinas, of the corn crop in every section, 
and of potatoes, rye, sugar beets, fruit, live stock, 
barley and flax. 


We have not the room for the full report, which is 
made out by states, but a synopsis is given herewith 
summarizing the state reports by sections. 

New ENGLAND StatTEes.—AIl crops were late getting 
into the ground, but with the possible exception of 
sweet corn everything will be up to the average. 
There will be full crops of fruit and potatoes. 


CANADA reports received are of a cheerful nature. 


MippLe ATLANTIC STATES.—Bigger hay crop than 
in years previous. An encouraging report from dairy 
interests, an average wheat crop, and a normal corn 
crop; oats heading well. Potatoes about the average. 
Pasture never better. 


JENTRAL STATES.—Crops will far exceed early ex- 
pectations, averaging up well with former years. In 
some sections the yield is even better than ever, 
though the fruit crop is below normal. 


SOUTHERN States, East.—Cotton crop average; 
rice in splendid shape, corn and vegetables late, due 
to cold weather, but prospects good. The tobacco 
crop off in quality and quantity. 


SOUTHERN STATES, WeEst.—Outlook highly encour- 
aging, bumper crops of cotton and corn. Range con- 
ditions good, and small crops, peanuts, sweet potatoes, 
rice, peaches and alfalfa, in excellent shape. 


Far NORTHWESTERN StTATES.—The outlook for 
grain, hay, fruit and potatoes is reported better than 
ever. The hops crop, however, will be a small one.’ 


WESTERN STATES.—The wheat crop spells prosper- 
ity. Corn almost equal to last year. Oats crop good; 
in some sections best in years. Ranges reported in 
excellent shape. The farmers are as happy as they’ve 
been in a decade. 


The above will be good news for Bowser salesmen. 
It’s based on authority, and can be relied upon as 
true. You can make it sell tanks for you. 


GOOD NEWS FOR MR. POLHAMUS. 


General Manager A. Z. Polhamus is fast recovering 
his strength and expects soon to have regained all his 
old time vigor. He spent several days during August 
at Fort Wayne, but is now at Bay View, Michigan. 


MR. HATMAKER RESIGNS. 


Late in July Mr. C. F. Hatmaker, for the past 
year Assistant Sales Manager, handed in his resigna- 
tion to take effect August 15th, as he had accepted a 
similar position with the National Cash Register 
Company, Dayton, Ohio. 

Mr. Hatmaker takes with him into this new field the 
best wishes of all his associates, both in the office and 
on the road. The four years during which he was em- 
ployed by Bowser & Co. were filled with hard, con- 
seientious, fruitful work, and we will all waten his 
career in Dayton with considerable interest. 

Before leaving Mr. Hatmaker was presented with a 
gold watch chain and a Masonic charm as evidence of 
the good will of his associates. 
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Published by 
S. KF. BOWSER & CO., Inc. 
Fort Wayne, IND. 


HB EAR eH Rae - - - - - - EDITOR. 


On the Fifth and Twentieth of Hach Month. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editors. 


We want to make this paper your paper. Send in 

a story of some hard sale, some selling argument you 

are using or any good clipping you run across. Criti- 

cise us when you think we need it, suggest improve- 

ments and ask for assistance. We are at your service. 
H. B. HARPER, Editor. 


Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 

To keep this feature active will require new contributions 
tight along so if you’ve some good selling or. closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 

In cold weather I use an “‘expansion of oil’’ argu- 
ment with good results. Oil contracts when cold, ex- 
pands when warm. Now then, if oil is bought from 
the tank wagon cold and kept outside the building, or 
in a cold back room, as 1s necessary with the ordinary 
tank, the volume remains the same or, as it gets 
colder the volume decreases. On the other hand, place 
this oil in a warm room and it expands and you actu- 
ally have more oil than you bought. There’s only 
one tank that can be safely kept in the store, and 
that is the Bowser, because, ete., etc. Not only does 
the Bowser enable you to sell all the oil you buy, but 
your sales are greater than your purchase, for you 
buy cold oil (contracted) and sell warm oil (ex- 
panded). 

A small medicine vial nearly full of kerosene oil 
will demonstrate this point. Place it near the stove 
and. see how quickly the oil forces itself out. 

R. B. LIPES. 


‘*Going Out of Business.’’ 


¢ 


A Bowser increases the value of your plant, can be 


invoiced at its full cost and makes disposal easier. 
J. H. SWAIN. 


‘Price Too High.’’ 

In selling Bowser Systems I have worked upon the 
principle that it was nothing but a business invest- 
ment, bringing large returns, and I have foreed these 
points upon the prospective buyer so strongly that he 


has always been agreeably surprised to find that the 
price was less than he expected it to be. I have found 
this the easiest way to answer the question, ‘‘ What 
discount do you make?’’ and am practically to the 
point where I might say that it is now a rare question 
rather than a frequent one. 


R. S. JOHNSON. 


C. V. Smith says: ‘‘ When you have carried the pros- 
pect along to the pomt where he is ready to go into 
the cellar, just to see where he would put his tank, 
do not fail to take your model and your order book 
with you because it is a hundred per cent. easier to 
sell him in the cellar than it is after he has come up.”’ 


Geo. R. Hance says he meets the man who greets 
him with the statement, ‘‘I know all about the Bow- 
ser,’’ this way: 

‘‘Oh, is that so? Where is your Bowser tank?”’ 

Nine times out of ten he says, ‘‘ Well—er—I haven’t 
got one.’’ And then comes his instant reply: ‘‘My 
friend, if you knew all about the Bowser you would 
have one, because, ete.’’ 


Selling Tanks to Tank Makers. 


‘‘T do not question his ability to make a good tank, 
and I ask him if he thinks it is going to pay him to 
break away from his regular line to make a single 
tank. Then I tell him that while we are tank makers 
and could make our own boilers, we do not do it he- 
cause, being out of our regular line, we cannot afford 
to do it. 

We buy our boilers from boiler makers because we 
know that they can make them for less money than 
we can make the same thing.’’ 

J. G. RODMAN. 


Profit in Oil. 


Along this line Mr. Hyde says he tells a customer 
that the Bowser Outfit enables a man to make 500 per - 
cent. on his oil investment because in his territory 
they make twenty per cent. on oil and turn their 
money twenty-five times a year. 

¢.. 8. HYDE: 


At the summer school this story was advanced as 
an incident to prove that delays in waiting on eusto- 
mers lose business: 

One of the salesmen went into a grocery store and 
while there a customer came in for oil and the grocer 
went back to the oil can to get it. He was gone sev- 
eral minutes and while he was gone three customers 
came in, one of which looked around and seeing there 
was nobody to wait on him walked out. The salesman 
told the proprietor of this and clinched his sale with 
the remark: ‘“‘Inasmuch as you don’t know who that 
customer was and I can’t tell you, how do you know 
but that the profits that you have lost on that one 
customer’s business, should he not return, would in 
itself have paid for the price of a Bowser. You 
don’t know how many customers you are losing in 
the same way.’’ 
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A. Train Load of Tanks. 


to the Glidden Varnish Co., Cleveland, Ohio, and is 
order was secured by R. 8. Johnson in competition 
and was only secured after we proved by severe tests 
Co. is equipped throughout with the Bowser system. 


The above shipment of tanks was made August 17 
part of an order for eighty 2,300-gallon tanks. The 
with over twenty large tank and boiler manufacturers, 
that we made better oil tanks. The Glidden Varnish 


‘‘Be fearless. 


Don tulie: 


What is a Successful Salesman? 


Selling demands a knowledge of possibilities, the 
courage to ask a fair price and the skill to demonstrate 


to the buyer that it is the right price. 
W. F. Aubuchon, Sales Mgr. Pecham Candy Co., St. Louis. 


‘“Get the buyer’s confidence. 
“* Keep it. 


‘Don’t be a bore.’’ 


Howard M. Davis, Sales Mer. American Sheet and Tin Plate Co., Phila- 
: delphia, Pa. 

Be straight forward in every transaction and work 
hard. Be tactful, be brief, strict to the point. 

Geo. H. Harper, Nat’) Enam. & Stamping Co. A sueeessful salesman is one who believes in the 
goods he is selling and believes in and has confidence 
com aa in the firm he is working for. 

o make tudy of my answers. 
a dy f y Benjamin S. Alder, of B.S. A. & Co. 


‘““To know my profession in every detail from the 


ground up. 


““To mix brains with my efforts and use system 
and method in my work. 


“To find time to do everything needful by never 
letting time find me doing nothing. 


‘*To hoard days as a miser hoards dollars. 


““To make every hour bring me dividends in com- - 


missions, increased knowledge, or healthful recrea- 
tion.”’ 
Selected. 


““Know your business. 
‘“Have faith in it. 
“*Be neat. 


“Be gentlemanly. 


Proper enthusiasm in one’s work is most essential 
and will doubtless result in one being successful. Lack 
of enthusiasm and indifference will surely result dis- 
astrously to one selecting as his vocation the position 


of a salesman. 
J. H. Van Newkirk, Mgr. Russell & Erwin Mfg. Co. New York City. 


‘First the man should be a gentleman of pleasing 
address, not presuming in manner; a good judge of 
human nature, able at a glance to detect whether the 
buyer is an affable or austere man, and to govern 
his actions aceordingly. 

‘*Second, he should be thoroughly honest, and prac- 
tice no deception or fraud. By so being and acting 
he will gain the confidence of his customers—a condi- 


tion which is absolutely necessary. 
Thomas H, Gassett, of Peck Stow & Wilcox Co., New York City. 
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Summer School Well Attended 


The summer school for salesmen, which was in ses- 
sion the week ending August 12th, was in every way 
a winner, being pronounced by all attending as well 
worth the trouble and expense of coming to Fort 
Wayne. Those who could and did come in for it went 
away with a greater knowledge of the selling game 
as applied to Bowser tanks, a knowledge that will re- 
sult in more sales, bigger sales and better sales. 

Two sessions a day were held at 9:15 a. m. and 
2:15 p. m., and the penalty for being late was im- 
posed—cigars for the crowd. 

Mr. C. F. Hatmaker had charge of the school and 
led in the general discussion. Approach, demonstra- 
tion, selling and closing arguments, new outfits and 
improved construction were brought up at the dif- 
ferent sessions and thoroughly reviewed. 

On one evening the class was the guest of Mr. Dun- 
kelberg, at Robinson Park, for which occasion a 


special car was chartered. It is not necessary to say | 


that the park saw a good time that night. <A feature 
of the entertainment was a ‘‘shooting match’’ between 
two teams composed of Caskey and Hanks, of Chicago, 


ry 


During the Intermission. 


The Bowser Excursion 


The annual excursion of ‘‘Bowsers’’ to Winona 
Lake, Ind., was held August 9th, and 1,600 Bowser 
employes, their families and friends left Fort 
Wayne via the Pennsylvania Railway at eight 
a. m., expecting to have a good time. This hope was 
more than filled for the excursion was the most enjoy- 
able ever held by the company. Twenty-four cars in 
two sections of twelve cars each were required to 
earry the crowd. 

Arriving at the Lake everyone proceeded to do just 
as he pleased, the entertainment arranged for being 
varied enough to suit everybody. A ball game between 
the Bowser Grays and the Fort Wayne Shields, after 
an interesting contest, was won by the Grays 6 to 5. 
This victory made the ninth successive one for our 
team. (Since this game we have won three more, mak- 
ing twelve straight.) 

Then came the event of the day, the ball game be- 
tween the salesmen and the office force, lining up as 
follows: 


SALESMEN. OFFICE. 
C:.H. Porter, Catcher.’ C. H. Ott, Catcher. 
R. 8. Johnson, Pitcher. J. L. Mattoon, Pitcher. 
Ritter, First Base. T. V. Michaels, First Base. 
Hyde, Second. R. Walker, Second Base. 
Walker, Third. E. D. Eggiman, Third Base. 
Rodman, Short Stop. E. Cruse, Short Stop. 
McCall, Right Field. 


Chicago 


vs.. Ratliff and MeCall, the Texas Rangers. 
. WON. aa 

On Thursday the class went to Winona Lake as 
the guests of Mr. Bowser, this being the occasion of 
A full 


the annual excursion of the Bowser employes. 
account will be found elsewhere. 
The following made up the class: 

G. M. Porter, Chicago. 

C. E. Ritter, Chicago. 

F. L. Hanks, Chicago. 

K. F. Hessenmueller, Chicago. 

J. G. Rodman, California. 
A. G. Ratliff, Oklahoma. 
W. J. MeCall, Oklahoma. 
G. R. Hanee, Michigan. 
W. H. Stewart, Louisiana. 
C. W. Hoffritz, Tennessee. 
H. W. Mason, Kansas City. 
J. H. Medsker, Michigan. 
Rk. S. Johnson, Ohio. 
G. A. Sill, Ohio. 
KE. M. Caskey, Chicago. 
A. E. Moffatt, Toronto. 
Levi Swartz, Toronto. 
S. O. Reverin, Toronto. 
R. McClure, Indiana. 
Thos. Cragg, Toronto. 
F. B. Homsher, Indiana. 
G. L. Heusner, Colorado. 
F. M. Alsdorf, Michigan. 
C. W. Freeman, Boston. 
Geo. E. Bowen, Virginia. 
D. C. Traxler, Arkansas. 
C. V. Smith, Indiana. 
O. B. Fitch, Indiana. 


Ratliff and Rodman Watch_ 
ing Hyde’s Three Bagger. 


Hoffritz, Center Field. F. Bartles, Center Field. 
Hanks, Left Field. J. Wagner, Left Field. 

The game was replete with sensational plays, notably 
long hits by Hyde and Hoffritz, Ritter’s running to 
first base, Porter’s catching and the all round work 
of Rodman. 

The final result of the game was in doubt until a 
newspaper report was read, 
showing that the salesmen’s 
team won by a score of 15 to 
10. 


The athletic program at- 
tracted a large crowd and re- 
sulted in several interesting 
contests. It was worth going 
miles to see Hessenmueller 
and Hanks take third place in 
the three-legged race, two 
other teams contesting. 


Returning the train left at 
7:30, reaching Fort Wayne at, 
9:30, the crowd tired but 
happy. 


Porter All In. 


As in former years this excursion was absolutely 
free through the generosity of Mr. Bowser. It was 
given on Friday so that the shopmen could lay off 
Saturday as well, and the payday showed no reduc- 


H. B. Harper, Right Field. tion in the pay check. 
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ISAIAH JONES 


CHASE & SANBORN'S 
D.H. STONE 


TEAS AND COFFEES 


JONES & STONE 
Staple and Fancy Groceries 


608 COMMERCIAL STREET 


EMPORIA,KANSAS, Jan, 26, 1907. 


So. Bowser &°Co., ines 
Fort Wayne, Indiana, 
Gentlemen: - 

The Bowser Oil Tanks have been in use by this concern 
for the past twenty five years and they have always been very 
satisfactory. About a year ago we added your new equipment and 
wish to say that we have found this to be one of the greatest 
time and labor savers we have ever used in our line of business. We 
are glad to have the privilege of speaking a good word for the 
Tanks, and heartily recommend them to any individual or Business 
Concern interested, 


Very truly yours, 


Note that the above was one of the first Bowser tank owners, that they were satisfied with the old tank 
but consider the exchange of tanks to have been a wise move. 


A RECORD BREAKER IN CANADA. 


Mr. W. R. Robertson started to work in Newfound- 
land on July 9th and from that date to August 21st 
sold forty-five orders for a total of over 480 points. 
Mr. Robertson is to be complimented on this fine 
record, which is one that will be hard to beat. 


W. H. Robertson 
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In selling gasolene tanks you run across prospects who tell you in all good faith that their tank is all © 
right—he is careful, never had a fire yet, guesses he will get along all right. Likes your tank and would 
buy if he needed it. ; hy / 

That’s the kind of a merchant told about in this newspaper item. He could have supplied the whole 
town with Bowser tanks for less than the fire cost. ; 


We are confident that every month Bowser Tankssave in fire losses more than we receive for the entire _ 


Rn 


BOwsEB 


S$. F. BOWSER & Co. INC. 
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SURE TO MAKE A WINNER. 

Ever go to a County Fair? Then you've seen the “strength test,” you’ve seen the young fellow con- 
fidently advance, pay the “barker” his five cents for three trials and with a smile that seemed to say “Watch 
me, I’m the candy at this game,’ wield the heavy hammer aloft and down on the lever. But no re- 
sulting ring announced the record-breaker and a second trial was but little better. Then comes No. 3—into 
it goes every ounce of strength from back, shoulder and arms and “clang” goes the gong. 

That’s like a lot of salesmen starting out confident of success, but their best effort is not expended. 
They don’t use the full strength of the calling list, the model, the talking points of their goods.. Not until 
they settle down to “hard, consistent, persistent effort,” backed by thorough knowledge and careful attention 
to detail do they make the record, hitting old quota hard and heavy. 


Are your strokes backed with your best efforts? If not, study to learn where you’re weak. 
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THE NEW PRICES: 


By this time all the salesmen have received general 
letter No. 175, containing the advance information of 
the new prices on our outfits. This letter has been 
followed up with the new price sheets which confirmed 
the prices given in the general letter No. 175, and gave 
the prices on the balance of the line. 

In the letter new prices were given on one barrel 
outfits, cuts Nos. 1, 19, 9 and 15, but with the excep- 
tion of Cut No. 42, Long Distance Outfit the outfits 
shown in catalog No. 1 will not be listed in the one 
barrel size, but will start at the two barrel size. This 
change is shown in the new price list, the prices start- 
ing with the two barrel. 

In the future, Paint Oil Tanks, Cuts Nos. 9 and 
15, will be made only in standard gallon No. 1 outfits 
with Type B tanks, cutting out Type A tanks, No. 2 
outfits and half gallon pumps. To the Paint oil trade 
a discount will be allowed for a battery of tanks as 
follows: 

Three outfits or over, 5 per cent. 
Five outfits or over, 714 per cent. 
Ten outfits or over, 10 per cent. 

No changes are made in the Gasolene tanks, Cata- 
log No. 2, outside of the advance in price, except that 
the manufacture of Cut No. 148 is discontinued. 

In Shop Oil Tanks, illustrated in catalog No. 3, 
the following changes will be noted: 

Cut No. 63 tank, made only of 14 gauge steel. 

Cut No. 62, made only with malleable iron fittings 
‘or solid brass fittings, cutting out the tanks finished 
with cast iron and sheet brass fitting. 

The Cut No. 67 outfit will only be made with 
solid brass fittings, cutting out the tanks with malle- 
able iron fittings and tanks with finished cast and sheet 
iron fittings. 

The manufacture of Cuts Nos. 60, 61, 65 and 66 
is discontinued. 

Cuts Nos. 70. and 72 will be made in capacities 
of twenty gallons and twenty-five gallons as well as the 
five and ten gallon sizes. 

is Gee ee 
THESNEW= PRICE SEE ES, 


Just a word of explanation in regard to the new 
Loose Leaf Price Sheets mailed to you the other day. 
These price sheets are a combination of net prices and 
telegraphic code and are gotten out as a complete rec- 
ord of selling prices on Bowser Tanks in your terri- 
tory and to save you and the company telegraphic 
expense. 

Each cut number is given a separate sheet for each 


type of tank with which any outfit is regularly fur- 
nished, i. e., Type*A, Type B.12 gauge, Type B,14 
gauge, etc. 

Each sheet shows whether outfit is made in only 
one style as for instance, Cut No. 121, Wheel Tank, or 
in several styles such as Cut No. 1, which is made in 
No. 1 and No. 2, gallon and half gallon black enamel, 
or nickel plated. Do not sell anything not listed on 
the price sheets covering that cut number, that is, do 
not sell Cut No. 9 Type A tanks or Cut No. 15 with 
half gallon pump. . 

A white sheet means a Type A Tank; a Golden 
Rod sheet Type B 14 gauge; Pink, Type B 12 gauge; 
Salmon color, Type’ © 14 gauge; Green, Typemtjar2 
gauge, except in a few special cases. 

The price sheets are arranged in consecutive order 
according to cut number. As fast as new sheets are 
added or present ones superseded by new sheets, they 
are to be inserted in the order of cut number. The 
sheet number in the right hand corner is for refer- 
ence and not for consecutive arrangement. 

A record is kept of each price book sent out. It 
must not pass out of your possession. With each price 
book and as will be the case with each successive isstie 
of price sheets, a receipt card was enclosed. Sign and 
return this at once. 

When new sheets are sent out, if they supersede 
other sheets, remove old sheets and return with the re- 
ceipt card. 

O 


THLEGRAPHIC CODE: 


The telegraphic code is to be used by you and will 
be used by us in sending all messages. So be stre to 
have your price book with you, else telegrams will be 
ineligible to you.’ This code is to be used wherever it 
is possible to use’ it and so cut down the number of 
words. 

With a little study you will soon learn how to 
send a message of a score of more words actually using 
less than ten. 

For instance, in wiring in an order “Ship by ex- 
press prepaid soon as possible to Jones & Co., Marion 
Ohio, ten barrel Cut One Cellar Outfit, Type B Tank, 
12 gauge Gallon, number one. Will send formal order 
by mail,” write “Chiton Jones & Co., Marion, Ohio, 
Cold Channel.” Signed. 

When you receive a telegram in code, you can 
easily translate the message as the code words are ar- 
ranged alphabetically. 

Oo 


THE EXPLOSIVE POWER. OF: GASORMIia= 


One gallon of gasolene will make approximately 
1,215 cubic feet of explosive mixture in the proper 
proportions of air and gasolene vapor.—Motor Age. 
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A 13,000 Gallon Bowser Tank 


ABET DIA.» 27 FY Long. 


A 13,000 Gallon Bowser Tank for Kerosene, sold by E. M. Caskey to the Barrett Mfg. Co., Peoria, IL, 


and is a part of a large order. 


Another demonstration of the fact that manufacturers who are in a position 


to know recognize the superiority of Bowser Tanks for oil storage. 


OFFICE PERSONALS. 


The following changes were announced this week 
to take effect at once. 

Mr. W.G, Zahrt, Supt. of Salesmen, made office 
manager 

Mr. C. A. Carrel; Ass’t Supt. of Salesmen, to be 
Office Manager at Toronto, succeeding Mr. Barnett, 
resigned, who has taken up the general line in West 
Virginia. y 3 

Mr. F. C. Wonall’ appointed Editor of Boomer and 
Instructor of Salesmen. 

The Sales Department is separated into three divis= 
ions in charge of G. H. Williamson, Mgr. Western 
Sales; R. G. Schulze, Manager Eastern Sales; H. B. 
Harper, Manager Factory Sales. 


THE ADVANTAGES OF THE EXCHANGE— 
HOW THE NEW STYLE. TANK DIF- 
PRRS FROM THE OLD: 


In making an exchange the following points of 
difference between the old style and the present style 
of pump are worth while remembering. 


—NEW.— —OLD.— 
Weight—8o pounds. 25 pounds. 
Measure—Gallon. One-half gallon. 

None. 


Computer. 

Discharge Register. 
Valves—Double brass. 
Cylinder—With cap. 
Plunger—Double leather 
Nozzle—Anti-drip. 


None (or poor one). 
Ball or slug. 

Open. 

Single wick. 

Goose neck. 


Action—Crank. Direct lift. 

Every change enumerated above furnishes an ad- 
ditional argument in favor of the latest types of Bow- 
ser Outfits. 


O 

Give me the salesman who can hang on to every 
chance left, who can persist without offending, and 
gain courage where others weaken; who can say ‘‘It 
might be worse,’’ and try again; who knows no such 
expression as ‘‘It’s no use,’’ and asks only for a fight- 
ing chance with the other fellow, and I will show you 
a salesman who will win out no matter what opposes 
him. 

‘‘Happiness is a by-product obtaimed from work 
well done.’’ 

A man who’s clean inside and outside; who neither 
looks up to the rich nor down on the poor; who can 
lose without squealing,a@nd who can win without brag- 
ging; who is considerate of women, children and old 
people; who is too brave to lie, too generous to cheat 
and too sensible to loaf; and who takes his share of the 
world’s goods and let’s other people have their’s, is 
my idea of a true gentleman. 

‘God gave leisure to use with care, 
Can you afford to bum? 

Work, then play, it’s the easy way ; 

Hump, and your trade will hum.”’’ 


SERMONS IN SENTENCES. 
Energy begets trade. : 
A dirty apron is a poor ‘‘ad.’’ 
There’s more profit in quality than quantity. 
You are handling things to eat—clean up. 
Ideas, like eggs, spoil when kept too long—use them, 
or get fresh ones. 
‘There is a necessary limit to our achieve- 
ments, but none to our attempts.’’ 
PHILLIP BROOKS. 
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pany, to be used at the discretion of the editors. 


Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. . 

To keep this feature active will require new contributions 
right along so if you’ve some good selling or closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 


PERSEVERANCE NECESSARY. 

I called on a grocer and spent several hours—no 
sale, because he felt did not sell enough oil—returned 
nine days later, waited an hour* talked three hours and 
left at closing time with the information that smelter 
would soon close down and that meant slack trade. 
Called next day, found he “could not afford the price,” 
called in the evening and his wife said, “Don’t buy the 
tank.” I gave him my model, sample case, color 
plates and bulletins, the complete equipment, and told 
him to take them home, look them over and then con- 
sult with his wife. Next morning I went around and 
took his order.—A. C. Grantham, British Columbia. 


O 
UE OURS TION SO ver Cia. 

The value of an article depends for most things 
upon its use to us. I cannot remember just when I 
came across this illustration, but it seems to me to fully 
meet the case. I think it a fine one. 

Mr. Buyer, what would you think of a man, who, 
calling upon a real estate agent, to negotiate about a 
good city location for a store, and on being offered a 
certain corner in a busy down-town shopping section, 


for say $5,000.00 a year, were to throw up his hands 


in surprise, and say “Why that is outrageously high.” 
I can rent a fine store just as large and just as well 
fixed up in some suburban street, for $1,000.00, and 
you want to charge me five times as much.” 

Mr. Buyer, would you call that man a business 
man? Would you not feel like telling him to clerk in 
a store for a few more years until he learned a thing 
or two? ; 

The rent, of course, would depend on its value as 
a business stand to the prospective tenant, and simi- 
larly the price of an outfit, should be considered in re- 
lation to its value in your business.—F. M. King. 


O— 
THE GAUGE STICK ‘OR FLOAT GAWUGe 


Mr. Barnett says that many times a salesman can 
make the fittings, gauge, discharge register, computer, 
etc., sell the tank providing the salesman understands 
each of these features thoroughly and makes it a point 
to carefully explain them. The gauge for instance, 
can be talked along this line. 

Mr. , we provide each tank with a means 
to prevent mistakes in oil delivering. The oil man un- 
doubtedly is entirely honest, but he is human and the 
best of us make mistakes. If he makes a mistake of 
five gallons, you cannot tell it with your tank. With 
the Bowser the gauge catches the errors. Would you 
let any customer you have make his own change from 
your cash drawer? Of course not, it would be poor 
business policy. Would you receive any bill of goods 
and put it on your shelves without first checking it 
with the invoice? Certainly not. Then why not 
check your oil receipts. It’s simply good business. 


DOES NOT WANT TO HANDLEES@ie 


A grocer will often tell you that he doesn’t want 
the oil business, he is only selling it because he has to 
as an accommodation to his custimers. When a man 
tells me that, I come right back .at him with the ques- 
tions—* What do you pay for your oil, and what do you 
sell it for? And there is always a difference of four 
or five or’six cents a gallon. 

“Now then, Mr. , isn’t that a bigger mar- 
gin of profit than you make on many other com- 
modity you sell?” 

“Yes, it is, but I don’t make that much on oil.” 


“No, you don’t, just-because your present method 
of handling oil sacrifices a large part of that profit.” 


“T want to sell you a tank that will save you every 
cent of that profit, and will make your oil business as 
easy to handle as your package goods. Now, if I can 
do that, Mr. ————, the oil business will be mighty 
good thing for you for the simple reason that the 
money you invest in oil at any one time is very small, 
and that money is turned over once a week. Most of 
your line you turn over once or twice a year, making 
your one profit. Oil can turn over twenty-five times 
or fifty times a year, making twenty-five or fifty per 
cent. on the original investment, say $10.00 each turn 
over.” —A. G. Ratliff. 
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IMPROVEMENTS 


The following improvements to various outfits have 


been perfected and are now standard: 


CARD HOLDERS FOR CUT NO. 15 PUMPS. 
Cut No. 15 pumps will hereafter be provided 
with card holders for the reception of a card 
containing the name of the oil. If you mention 
the name of the oil on your order we will fur- 
nish name cards. 

MANHOLE, CUTS 50 AND 63. 
Cuts No. 50 and 63, Shop Cabinets, 3-bbl. ca- 
pacity and over, are now supplied with 12 in. 


manhole for convenience in cleaning, ete. 


CUT NO. 10 LOCKS. | 


The Cut No. 10 Outdoor Cabinet is 
equipped with an inside or cupboard lock in- 


now 


stead of the padlock formerly used, the padlock 
being unprotected and exposed to the weather 


has not been entirely satisfactory. 


MeZZLE MILLER FOR GASOLENE. 
The cut herewith shows the new gasoline filter 
used with Cut No. 41. This new filter is placed 
on pump in vertical position and aside from its 
superiority as a filter has the additional ad- 
vantage that it requires less space. 


Price same as old style. 


CUT 131, MESH SCREEN ON PORTABLE NOZZ 


Cut 131 Portable Nozzle is now supplied with 


a fine mesh sereen as a further protection 


against dirty gasolene. 


fe) 
LUBRICATING OIL TANKS FOR GARAGES. 


We have a few salesmen who seldom send in a 


garage order, either public or private, without having 
included one or more tanks for Lubricating Oils. Then 
we have a lot of other salesmen who seldom, if ever, 
sell a garage anything but a gasolene outfit. Now, 
what's the reason? It isn’t territory for one of these 
men has changed territory twice without changing 
methods. It isn’t entirely ability as a salesman for 
there are a lot of good salesmen that are not selling 
lubricating tanks to garages. It’s simply due to the fact 
that too many salesmen do not realize the possibilities 


that there are in this garage business, and do not talk 
and demonstrate lubricating tanks. 


Talk with some of these salesmen who do sell the 
lubricating oil tanks, and they will tell you that after 
a gasolene outfit is sold it: takes very little effort to 
include a Roll Top Cabinet, or a Cut No. 63 Tank, or 
a Little Gem. | 

There was a town over in Ohio, population 


100,000, with 600 automobiles and about forty Long 
Distance Outfits, but only one Lubricating Tank. A 


new man went into the town, he had been through the 
school, was impressed with the utility of the Lubri- 
cating Tanks and the possibilities they held for in- 
His 


first garage order was for a Cut No. 63 to a public 


creased business and was going to push them. 


garage and was the only thing that he could sell them 
as they were not ready for the Long Distance Outfit. 
He showed it could be done. 

Any argument in favor of a Bowser Tank for 
Kerosene is considerably stronger when applied to a 
Lubricating Oil Cabinet for the oils used in a garage. 
Saving? A gallon of lubricating oil saved means sev- 


eral times the price of a gallon of coal oil. Clean oil? 


What more important than clean oil for the bearings 
of an expensive automobile. Safety? A garage fire 
is always a hard fire to control and a costly one on 
account of the high value of the cars stored there. <A 
clean building? The patrons of a garage are of a 
class that is accustomed to neatness and cleanliness for 
they can afford to hire people to do that for them. 
Time saving? No class of trade is in a greater hurry 
than the auto owning class. 

And so we might continue on argument after ar- 
geument demonstrating our point that there’s every rea- 
son for the garage trade buying Lubricating Tanks. 


If you are not selling them, get busy—you will be 
surprised how it will help you secure your quota. 
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ERSO 


The vacation period is now practically ended and 
most of the men have returned to their respective ter- 
ritories. Weare not sure where all of the men spent 
their vacations, and there are anumber who took none 
whatever. 


C. E. Saunders and H.T. Purdy spent their vacation to- 
gether at Rutland, Vermont, and before going back 
into his territory, Mr. Saunders visited the factory and 
spent a couple of weeks here. 


Mr. F. M. King returned to his home in Jamaica, 
spending a month. During his visit he combined 
business with pleasure and sold what is as far as we 
know the first tank ever sold in that country. 


Mr. P. F. Cashman spent his time a Providence, and 
among other things did considerable business. As 
proof of his ability to entrap the finny tribe, he proud- 
ly exhibits four sword fish teeth. 


Mr. G. E. Bowen passed his vacation at his home in 
Grand Rapids, and as far as we know, put the time 
in quietly with his family. 


Several of the men took advantage of their vacation 
to get on the sick list, among them being Mr. Geo. R 
Hance who is laid up with lumbago and Mr. J. D. Gump- 
per, who was laid up for about three weeks. ; 


Thomas Cragg, one of our Canadian salesmen whose 
home is in Fort Wayne, spent a month here and has 
just returned to Manitoba, a fact which is evidenced 
by the good business which is already being received 
from him. 


The sympathy of ail his associates is extended to 
Mr. W. Bradfield who was recently called home on 
account of the ceath of his father. Mr. Bradfield rep- 
resents us in Illinois. 


A. G. Ratliff is a democrat down in Oklahoma. He 
had to travel 150 miles in order to vote and that, to- 
gether with hls democratic campaign speeches has 
kept him so busy that he says he has not had time to 
write anything but orders. 


Mr. W. D. Inslee, representative in Northern Michi- 
gan whose home is in Fort Wayne spent his vacation 
with his family. Mr. Inslee has since moved into his 
territory taking his family with him. 


Frank Leslie says he does not take a vacation. He 
paid us a social visit last week and brought a garage 
prospect with him. During his visit, he sold the 
prospect a Wheel Tank and a Lubricating Outfit. 


Among the new men who have recently taken up 
the line, none of them started out in better shape than 
Mr. W. I. McCall who has gone into Oklahoma. Mr. 
McCall’s business has run into good, big figures for 
the short time he has been with us. 


Mr. D. H. Shields, recently sent in an order which he 
says is the result of eleven years of continuous effort. 
He has called on this party every year since he has 
been in the territory and in the eleventh year sold 
them. 


Mr. J. G. Rodman one of our Pacific Coast representa- 
tives spent his vacation at his home in Oklahoma 
City. Mr. Rodman also took advantage of the occasion 
to look after his real estate business in that city. 


Mr. M. H. Stewart has been touring Indiana and Ohio 
in his automobile, and will not return to his territory 
until the first of October. Mr. Stewart is one of the 
new men who has taken up the line this year and was 
formerly a dentist. 

Mr. Stewart seems to have an absolutely painless 
method of extracting orders. 


Mr. C. W. Hoffritz, who has been doing special work 
for some time past, spent his vacation at his home in 
Dayton, Ohio, and upon his return took up a new ter- 
ritory and is now among the ‘‘Georgia Crackers.”’ 


H. W. Mason is another of the men that got on the 
sick list during vacation time. Mr. Mason has been all 
tied up with rheumatism and had to use a cane to as- 
sist him in walking. Despite this, Mr. Mason’s busi- 
ness has been very good. Through the month of 
August, together with other business, he secured 
orders for four Wheel Tanks. 


We have had no word from our Pacific Coast sales- 
men that would indicate that outside of Rodman, any 
of them had taken a vacation. Right through the 
summer we have received excellent business from all 
of the men on the Coast which would indicate that 
Messrs. Olds, Jenkinson, Smith, Bird and Stoddard had 
not had time to take a vacation. 


O 


The man who whispers down a well 

About the goods he has to sell, 

Won’t reap the gleaming, golden dollars 

Like he who climbs a tree and “hollers.” 
—Alsdorf. 


O 


Don’t sit down in the meadow and wait for the 
cow to back up to be milked; go after the cow. 
J. B. O7Mara. 
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THROUGH THE FACTORY WITH A BOWSER 
TANK. 


It has often been noticed that if a merchant goes 
through the factory, it’s an easy matter to sell him. 
And its so and simply due to the factory that the mer- 
chant is at once struck with the completeness of the 
plant, the careful attention paid to even the smallest 
detail of construction and the evidence of high grade 
material and workmanship. We are confident that if 
we could bring every retailer of oil to the factory and 
let him spend as much time as he wanted, investi- 
gating, every single merchant would buy a Bowser. 

There isn’t a single step in the construction of a 
Bowser that we do not show and explain to the visiting 
merchant. The fine finish covers no defective material 
or workmanship. There’s nothing about the Bowser 
that you can be ashamed of. 

But we cannot bring all your trade to the factory, 
so in this brief article we want to enable you to in a 
measure take the factory to him and show him the 
building of the tank from the raw material through to 
the finished product. 

First, we buy the best grade of galvanized steel— 
Appollo Brand, and any merchant familiar with steel 
will recognize the brand. The lumber we use is the 
best grade Southern Pine, kiln dried and free from 
knots, etc. All castings are carefully made, free of 
flaws, sand holes, blow holes, etc. A rigid inspection 
rejects all but perfect castings. So the raw material 
is all the best. 


ff 


wy 


STYLE ‘‘A’’ TANKS IN THE PAINT SHOP. 


Then, a Type “A” Tank is made of heavy gal- 
vanized steel, double seamed and soldered inside and 
out, the double seam being made after this manner, 


ns 


then flattened and soldered both sides. 
of this method overlap seaming is i. 


The advantage 
e., two sheets 
lapping like this etching and then soldered is obvious. 


The Type “B” and “C” Tanks are made of heavy 
galvanized steel, riveted and soldered inside and out. 
Rivet holes are accurately spaced and punched by ma- 
chinery insuring perfect joints. The large punch used 
for this purpose will space and punch 144 rivet holes 
at one time. There’s a big point—we have the best 


‘machinery money can buy to accomplish each suc- 


cessive step in tank making. We have actually spared 


no expense that would improve our goods. 


eo 


Po 
THE BIG MULTIPLE PUNCH—SPACES AND venceeens 
RIVET HO'TES AT A TIME 


From the tank shops, the Type “A” Tanks go to 
the cabinet department, where they are fitted with cabi- 
nets, painted, grained and varnished. 


OUT DOOR CABINETS READY FOR THE FINISHING 
TLOUCH: 


The Type “B” Tanks go to the paint shops to 
receive three coats of paint, the last leaving it a rich 
dark maroon and a very handsome fixture. 

The Type “C” Tanks are painted with three coats 
of asphaltum paint, making them rust-proof so they 
may be buried underground in any kind of soil. 


ee 
P A 
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INTHE TINSHOP , 


Now the tanks are ready for the pumps, which 
have been carefully assembled and tested in the oil for 
which each is to be used. Every pump we send out has 
first been given a rigid test in oil and passed upon by 
the inspector. Valves, measurement and operation 
must be perfect before it is accepted. 

Then the pump and tank is assembled and the tank 
tested with air or water pressure. Air under pressure 
will quickly detect the slightest defect or weakness in 


the tank. 
After everything has been tested, the outfit is taken 
apart, boxed and shipped, and a set of instructions goes 
along to make setting up an easy matter. 


YOUR ORDER SHIPPED 
b= —-- 


THIRTY-EIGHT DON’TS. 


1. Don’t be afraid to work, it is healthy, physi- 
cal and mental exercise. 


2. . Don’t. be adraid to hustle, be glad “oi the 
chance. 

3. Don’t be afraid of being turned down. 

4. Don’t be afraid to change a man’s opinion, 
but be careful how you do it. 


5. Don’t be afraid of failure. 
you fail a dozen times. 


6. Don’t be afraid of difficult undertakings. Be 
glad of the opportunity to show your metal. 


Keep on though 


7. Don't be afraid of honest competition. It’s 


competition that makes success worth while. 


8. Don’t be afraid to do more than is required 
of. you. 


g. Don’t be afraid that your efforts will not be 
appreciated. 

10. Don’t be afraid to play the game honestly. 
Honesty always wins out. 

11. Don’t be afraid to go out of the way to do a 
good turn for a friend: 

12. Don't be afraid to begin at the bottom. It 
is the safest way to climb. 

13. Don’t be afraid to think out new ways. Orig- 
inality is appreciated. 

14. ~Don’t be afraid to do your best. 
none too good. 

r5. Don't*be: airaid to tell the traem 
part of your honor. 
16. Don’t be afraid to think before you act. 
17. Don’t be afraid to use your time to advan- 

It is given you for that purpose. 

18. Don’t be afraid of imitators. 
ways bears a trade mark. 

19. Don't be afraid to risk. The great successes 
are born of chance. 

20. Don't be afraid to make your goods known. 

21. Don’t be afraid to admit when you are in 
the wrong. 

22. Don’t be afraid to obey. A man must learn 
to obey before he may hope to command. 


The best is 


lps 


tage. 
Originality al- 


22. Don’t. be afraid. of experience, Hememaie 


best teacher. 


24. Don’t be afraid of pleasure. 
for good work. 


25. Don’t be afraid of censure. 
ing down as well as toning up. 


20. Don’t be afraid of rivals. Things may be 
crowded below, but there is always room on top. 


27. Don't be afraid to fight against odds. 
things worth having are hard ‘to get. 

28, Don’t be afraid to be polite at all times and 
under all circumstances. It is no disgrace to be called 
a gentleman. 

29. Don’t be afraid to trust your house. 


dence is a necessary part of success. 

30. Don’t be afraid of overtaxing your strength. 
Work kills but few people. 

31. Don’t be afraid of utilizing an opportunity 
unless you receive orders. Waiting often results in 
failure. 

32. Don't be afraid to watch the successes of 
your house. The fact that you are in its employ makes 
you a part owner. 

B36 On pe Bread to work out your salvation. 
Every man must work out his own destiny. 

34. Don’t bg afraid to rest if your health de- 
mands it. A strong mind needs a healthy body. 

35. Don’t be afraid to forget-your work at times. 
Your work will be the better for it. 

36. Don't be afraid to relieve the house of cares 
and worries when you can. 

37. Don't be afraid to give your fellowworkman 
a boost where you can. - Generosity shows a man’s 
character. 

38. Don't be eete of failure. 
promises of future successes. 


It is necessary 


We all need ton- 


Most 


Confi- 


They are often 


Che BeOws ER. 
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SEPTEMBER 


OUR RED-LETTER MONTH 


Thank you boys, for the great showing last month. 
It was unprecedented in the history of the Company. 
Fiverone shared in the glory. 


_ Heretofore, October has always surpassed Septem- 
ber. Now, Boys, let history repeat itself. 


We have passed the three-quarter post, now for the 
home stretch, neck and neck with “quota.” There must 
be no let-up. Three more months of 


“CONSISTENT, PERSISTENT EFFORT” 
Everyone must make his quota. This means YOU, you 
can do it---come on, Boys, all together, strain every nerve, 


“WIN OUT” 


The rewards of duty are not rest from labor but 
greater tasks. 
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GRADING OF SALESMEN. 


It has become recognized, beyond a doubt, by all 
authorities that the grading of salesmen proves to be 
such a stimulus that the resultant benefits are ever 
manifest. 

Notwithstanding this fact, the editor deems it ad- 
visable to discontinue for the present, the publishing of 
the classification which has heretofore appeared 
monthly. We recognize you are entitled to his rea- 
sons for so radical a move. Briefly, it is because he is 
of the opinion that the present method is not entirely 
equitable and, as you know, it is paramount with us 
that everyone be given a square deal. It has been de- 
cided that this classification will be issued on a different 
basis, where every phase of salesmanship will be given 
consideration. To reduce this to a comprehensive but 
simple method requires considerable thought and study. 
We hope, however, to return to it at an early date. 

We would appreciate any suggestions you may have 
to offer, any criticism you may wish to make. Your 
ideas on this subject may be very valuable in our ef- 
forts to accomplish the end in view. Do not hesitate 
to make any expression of your thoughts respecting 
this matter. You may address the editor in person and 
all such comments will be treated in confidence if so 
requested. 

Do not-let this change of policy deter you in your 
efforts to make this the banner month. 

It may be true that “everything comes to him who 
waits,” but let us all hustle for other things while 
waiting. 


TIMESTOZB UNE 


Financeers who are keen to discern the turning 
point in the market, resulting in general rise of stocks 
—realty dealers who foresee the boom in land—readily 
recognize the proper time to make investments. 

The merchant who handles seasonable goods has 
his regular time to buy various articles—the clothier 
knows when to buy light-weight garments and when 
to order heavy-weight, and in fact in the majority of 
trades there is a “Time to Buy.” 

With the Bowser Outfit, NOW is the time to buy. 

Now, not because of any particular season, simply 
because it is the present. Merchants handling oils by 
the old methods, are paying for Bowser Outfits, while 
not availing themselves of the many benefits they 
afford. 

Now, because it is something they need only buy 
once, and the sooner they have it, the sooner the sav- 
ings begin. 

Now, because of the many merits of the Bowser, 
any of which is sufficiently good to warrant the mer- 
chant installing such equipment, as is necessary to 
meet his needs. 

No rise in stocks is necessary. No boom required. 
All seasons of the year, there are the same indisputable 
reasons insuring the sale of a Bowser. If there is a 
shade of difference, as to one season being more ac- 
ceptable than another, it is most certainly NOW— 
when the consumption of oil is considerably greater, 
for reasons that are obviously clear. 

Now is the accepted time. Now is the time to buy. 


GASOLENE. 


In the October issue of the Motor Print, we are 
treated to a very interesting article by Edmund Will- 
son Roberts on the subject of Gasolene. Mr. Roberts 
cites numerous experiments and tests he has made to 
substantiate his statement that, “Gasolene is not dan- 
gerous.” We recognize Mr. Roberts’ authority upon 
this subject, but can only coincide with him in his state- 
ment with this qualification, “if properly handled.” 


To serve as an illustration, invites our attention to 
an incident he remembers, where a woman called upon 
her neighbor for some gasolene and the neighbor .un- 
dertook to fill the can she brought for that purpose, 
close by her stove while burning. The filling of the 
can sent up a cloud of vapor which immediately ig- 
nited. The woman becoming alarmed dropped every- 
thing and ran, necessarily a bad fire followed. IF this 
woman had exercised better judgment and filled her 
neighbor’s can out-doors, or at least not close to the 
fire when burning, or IF she had the presence of mind, 
when the vapor ignited to stop pouring gasolene and 
extinguish the fire, which could have readily been done, 
no calamity would have resulted. But how many of us 
can boast of presence of mind at the crucial moment? 
In fact, is it not true that the yery illustration Mr. 
Roberts offers to substantiate his statement, serves to 
prove the contrary, that gasolene is dangerous, due to 
the risk attending handling it in a thoughtless manner. 

Mr. Roberts goes on to say that gasolene vapor 
mixed with air in the proper proportion, makes a vio- 
lent explosive. It is this property of the oil that makes 
it dangerous. It is this condition that all must guard 
against. If one can be assured against the rising of 
vaporous gases when handling gasolene, then their 
mind may be in peace as to it being dangerous. What 
Mr. Roberts has said of gasolene, can also be truly said 
of dynamite, nitro-glycerine, gun-cotton, and the like 
exposives, all of which can be controlled by the hand 
of man when treated properly. 

The substance of Mr. Roberts’ statement can be 
boiled down to the fact, that gasolene is not danger- 
ous while in the liquid form. Admitting this to be 
true, it must not be overlooked that the chief property 
of this volatile liquid is to vaporize when coming in 
contact with the atmosphere, and this is what makes 
gasolene dangerous, for it is impossible to prevent 
evaporation when ordinarily handled. 

We have taken issue with Mr. Roberts for fear that 
the layman may be inclined to accept his statement in 
the abstract and overlook the absolute necessity of 
handling this combustible substance in the proper man- 
ner, and if such a condition should come to pass, it is 
impossible to fore-tell the disaster that would result. 


A MODEL REPORT. 


During the sugaring season W. H. Harrison, of 
Pittsford, Vt., sent his man “Hi” to find out how the 
sap buckets had been filling. “Hi” investigated and 
then submitted this report: “Some is full, some half 
full and some runnin’ over, but average about full.” 

Ed—How does this fit the merchant selling 
oil from a faucet tank? 
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A. Word of Explanation. 


We print below a copy of a notice recently posted at our Office and Factory at Fort Wayne, together 


with copy of a letter to all salesmen. 


We are sure all our salesmen appreciate the necessity of the rules stated. 


Mr. Dunkelberg, Mr. Bechtel and Mr. Zahrt have for some time had so many demands on their 


time by salesmen and other employes that they have been unable to confer together, to give their mail proper 


attention or to get into shape information, prices, etc., that salesmen should have, which is detrimental to the 


salesmen as well as the firm. 


In the future, as in the past, the firm will be pleased to see their salesmen at Fort Wayne at such 


times as is advisable they come in and all salesmen should visit Fort Wayne from twice to four times a year. 


Salesmen will, however, be expected to have matters they desire to consider with the firm boiled 


down so as to be disposed of as rapidly as possible and to respect the rules stated in the notice. 


PO GCE Or AUS EM PLOY ES: 


On account of the volume of our business, until fur- 
ther advice, all office or shop employes having business 
with the Treasurer, Secretary or Managers of the different 
branches of the Sales Department of this Company must 
do so between 10:00 and 10:30 o’clock A. M. or 4:00 and 
5:00 o’clock P. M. 

All salesmen having business with the Managers of 
the different branches of the Sales Department must see 
them between 10:30 A. M. and 4:30 P. M. 

All salesmen having business with the Treasurer, 
Secretary, or Office Manager must see them _ be- 
tween 11:30 o’clock A. M. and 4:00 P. M. At other hours 
of the day the Officers of this Company named must not 
be disturbed as they must have the time to devote to other 
very important business matters, many of which are of 
vital interest to salesmen and other employes. 

All salesmen or other employes must arrange their 
business in concise form so it can be handled with dis- 
patch in compliance with this notice. 

S. F. BOWSER & CoO., Inc., 
A. Z. POLHAMUS, 
General Manager. 


PERSONALS. 


The most important thing in my mind is the first 
impression. You want to appear prosperous and busy, 
without overdoing it. Show your prospect that your 
time is worth about as much as his, no matter who he 
is. Put all your points clear, talk with facts, but do not 
argue with him, do not exhibit undue anxiety in having 
him sign up the order. Draw him out and confine him 
to the subject in question and if any particular point 
appeals to him, drive it in hard, without overdoing it. 
—W. Y. Robertson, 

Note.—First impressions are lasting.—Ed. 


G. A, McCurdy came in on the last day of the 
month bringing with him eighty points as the result of 
three days’ work. Mr. McCurdy is one of the new 
men who took up the line this summer. 


TO ALL SALESMEN. 
Dear Sir:— 

For your guidance we herewith enclose you a copy of 
a notice which has been posted in our Office and Factory 
at Fort Wayne. 

We have been very slow about posting this notice 
as we desire all our employes, and especially our sales- 
men, to be absolutely free and at ease as though in their 
own homes when at our Offices and Factories, feeling all 
the Officers of this Company are their friends and can be 
approached as such. 

The volume of business has now become so great and 
the force of salesmen so large that it is absolutely neces- 
sary we adopt the procedure stated in the notice, as mail 
and other matters of great importance to the salesmen as 
well as the firm must have attention that cannot be given 
it under the conditions that have prevailed. 

We are sure you appreciate this, and will be pleased 
to comply to the letter with these instructions. We shall 
in the future, as in the past, be glad to see all our boys 
from time to time at Fort Wayne, and hope as time goes 
by to make your visit more pelasant than heretofore. 

Respectfully yours, 


G. W. Pask took a long stride towards the quota 
goal by closing two paint oil orders aggregating nearly 
two hundred points. Mr. Pask has only been in the 
present territory a few months, and this business shows 
the possibility we fear lots of the men are overlooking. 


Messrs. S.'C. Tyner, Rosser McClure and George 
Bowen spent a few days at the factory around the first 
of the month. 


Mr. E. M. Denton has paid his first visit to the fac- 
tory since taking up our line. He will visit the Chicago 
office before returning to his territory. 


“Go to thy work—he that labors may be tempted by 
one devil, but he that is idle may be tempted by a 
thousand.” 
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THE BOWSER 


Roh SPN FS See OoVVEIR 


Published by 
S. F. BOWSER & CO., INc. 
Fort WAYNE, IND. 


H. C. WORRALL, EDITOR 


On the First and Fifteenth of each month. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editors. 


The new editor announced by the old on this page 
last issue, has assumed his office. He embraces this 
opportunity to acknowledge the pre-eminently satis- 
factory condition of the portfolio left him by his pre- 
decessor. 

Unto you, retiring editor, let the comforting 
knowledge of a task well done be as a stimulus for 
the work in the new field you have entered, where all 
prophesy success will crown your efforts. 

In order that those interested may have a fore- 
taste of what is to come, it is only natural that the new 
editor make some declaration of his policy. 


It is his desire to be of material assistance to all 
who need it. Fortunately, he “does not know it all,’ 
so he looks to the readers for suggestions and criti- 
cisms as well; to the boys in the field—for a recital of 
such experience as proved helpful to them so he, in 
turn, may herald it to others that all may be benefited. 
Without teachableness, we have no advance. 

In brief, his policy is to make this your paper—his 
wish is that you show deep interest in our BooMEr, 
the fruits of which he trusts will ever be manifest. 


Just as this issue is going to press, we welcome the 
return, to Fort Wayne, of our Secretary, after a two 
weeks’ tour of the Eastern Division. Mr. Bechtel is 
jubilant over the situation as he found it. He has 
every reason to believe that the present prosperous con- 
ditions will long continue. He tells us that the boys 
in that section of the country are full of enthusiasm, 
and the prospects are very promising. 

It is hoped that the results will bear Mr. Bechtel 
out in his prognostication. 


Our Assistant General Manager, Mr. J. W. Run- 
yan, has just started on a tour through the Southwest, 
to become fully acquainted with the conditions at the 


present time in that field, and to aid the boys in 
that section of the country. Mr. Runyan has ever 
been an inspiration to the boys, and we know he will 
prove no exception to the rule on this occasion. 

With the fulfillment of Mr. Runyan’s mission, we 
look for a very material increase in business from the 
Southwest. 


Mr. F. A. Knoche has been appointed manager at 
Chicago. Mr. Knoche’s long service with us qualifies 
him for this office, and he is fitted to render material aid 
to all the boys in that territory. We naturally look 
for rapid strides in business from Chicago. 


Would it not be fitting to detach page eight of this 
issue and attach it securely to the inner page of the 
cover of your order book? 


DONTSELOUR Ye 


We cannot impress upon you too deeply the dan- 
ger of presenting your proposition to a prospect in a 
hasty manner. 


It is true that your time is valuable and too pre- 
cious to waste, but it is not being wasted—rather, on 
the other hand, is being well spent—when presenting 
the merits of your goods in a deliberate, common- 
sense, logical manner. It is impossible to do this 
hastily, for the reason that the force of any argument 
you may use is lost; on the other hand, your pros- 
pect is quick to discern that the argument you set 
forth is for the one expressed purpose of getting his 
business. While this is the primary function of sales- 
manship, nevertheless, it must not be so glaring as to 
continually remind the prospective purchaser of it, for 
fear of instilling in his mind the idea that you are de- 
sirous of burdening him with a load too heavy to 
carry. On the other hand, by not showing undue anx- 
iety and demonstrating that you have his interest in 
mind as well as your own, and presenting the merits of 
your goods with that ring of confidence that begets 
confidence, invariably wins the prospect over and re- 
sults in a sale. 


To give each prospect such attention, you will read- 
ily appreciate, consumes time: but, as above stated, 
such time is invariably profitably spent. In handling 
the trade you call upon in this manner, it is self-evi- 
dent that the number of calls one can make in a 
day is quite limited, and it is our desire to invite the 
special attention to this article of those who more or 
less habitually report as having made twenty to thirty 
calls a day. It is true there may be exceptions where 
as many as twenty calls can be made in one day and no 
prospect jeopardized in the least, but it is our belief 
that such a condition is the exception rather than the 
rule. rey), ae 

The time to hurry is when you have closed with 
your prospect and wending your way to the next one. 
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Advanced Prices 


As the new prices have now been in effect since the first of the month, it is quite apropos to make 


some few remarks pertinent to the subject in this issue. 


THE CAUSE. 

The least experienced know full well of the in- 
creased price of food, wearing apparel, fuel, rents, and 
what not that affects the individual. If there are any 
of our readers who are not cognizant of the continual 
advance in the cost of living, it is incumbent upon 
them to “Sit up and take notice.’’ Let them compare 
the present prices of such articles as they buy with 
those of, say two or three years ago. 

This condition has doubtless been felt most keenly 
by that great mass whose income is the direct result 
of the labor of their hands; the mechanic, the carpen- 
ter, the painter, the tinsmith, the boilermaker, etc., 
etc., and because of this condition, it became imperative 
This has re- 


sulted in advanced wages all along the line. 


that they obtain more for their labor. 


This is not all the manufacturer has had to contend 
with. The same condition exists in the raw material 
market. It is a common occurrence to receive notices 
of withdrawal of prices, and quoting of new prices 
To illustrate, let 


us cite an instance that we have just experienced. We 


that soar way above the old figures. 


had occasion to buy office furniture a few days ago, 
that could only be obtained at about double the figure 


for which it could have been purchased a few months 
ago. It is true that the shortage of lumber is 
responsible in a great degree for such advance; it is 
this shortage of lumber that affects conditions in gen- 
eral, and especially those that use lumber in the man- 
ufacture of their product. 

The result of such conditions is obviously clear to 
all—if the cost of everything involved in the construc- 
tion of our outfits has been advanced, necessarily the 
price of the finished product must be advanced. We 
believe that no one, for an instant, thought the raise 


in price was an arbitrary action upon our part. In 


fact, we could have consistently increased the selling 
price before now. The time had come when we ceased 
to do business on a profitable basis but even then we 
did not advance our price in proportion to the in- 
creased cost of materials and other expenses inciden- 
tal to the manufacture of our outfits. 


THE EFFECT. 


Some authorities contend that price is the least of 
all factors in effecting a sale, but if this is not so and 
it is true that price is the one great consideration, still 
it is no obstacle when it is only commensurate with the 
quality and workmanship of the goods offered, as is in 
the case of the Bowser Outfit. The merits of our 
equipment warrant a price far above what we ask, as 
an evidence of this, it is only necessary to quote from 
letters we are continually receiving from users. For 
your benefit, we give some few illustrations hereunder: 

“We would not part with our outfit, if it could not 
be replaced by another just like it, for three times the 
price 

“It has repaid its cost many times over.” 

“Tt has saved its total cost every twelve months.” 

“Tt has paid for itself already,” (two years’ service) 

“We would not be without it for five times its 
cost.” 


“We would pay twice the price for it before we 
would do without it.” 

_ We could go on almost indefinitely with similar 

quotations that come to us unsolicited and in fact the 
experience some have had as cited to us seems ‘almost 
increditable. To illustrate, one user has written us, 
“Your outfit has returned to us five times its cost in 
the short time we have used it” (less than two years’ 
service). - 
"Such voluntary expressions go to prove that the 
question of price is practically no factor whatever. It 
is, of course, to be admitted that these statements 
were only rendered after service had been obtained, 
and their experience can be quoted to your prospective 
customer in such a manner as to picture the result to 
him: clearly so that if at any time the price seems to 
be an obstacle in closing the deal, it could readily be 
surmounted. 

If any of our boys has a doubt in his mind as to 
the efficiency of a Bowser—as to its durability—as to 
the quality of materials used in its construction—as 
to its price being more than commensurate with this 
quality of goods and workmanship—then it is clear how 
difficult it will be for him to effect a sale. The first 
essential and chief requisite of salesmanship is belief 
in your goods and your house, for only the same 
confidence you have in both can you instill in your 
customer. 

We believe all our boys have confidence in the 
house. of Bowser—in the Bowser goods, and the only 
way to prove that our outfits are of the highest quality, 
is to “get the price.” 
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TWO NEW BOWSER PRODUCTS. 

We are living in a progressive age and in keeping 
pace with the times we are continually improving our 
goods and adding new features. 

The popularity of the Cut No. 121 Portable Tank 
for Gasolene raised a demand for a similar equipment 
The Cut No. 152, Four Com- 
partment Lubricating Wheel Tank illustrated here is 


for Lubricating Ouls. 


the result. 


CUT NOM 
This outfit is practically four adjustable measure 
It is 
made in two, three or four compartments of capa- 


tanks boxed together and mounted on wheels. 


cities as follows: 
Two compartment, each compartment 25 gallons. 
Three compartment, two compartments 15 gallons, 
one compartment 20 gallons. 


Four compartment, two compartments 15 gallons, 
two compartments Io gallons. 


So that the total capacity of each outfit is fifty gallons. 

Each compartment is made of heavy galvanized 
steel, riveted and soldered. Each compartment is com- 
plete with an adjustable measure quart pump fitted 
with a quick acting shut-off nozzle. 

The four compartments are boxed together firmly, 
clamped in position, and equipped with a tray extend- 
ing over top of tanks and four inches over side, of- 
fering a receptacle for oil cans, etc. 

A triplicate register same as supplied with Cut No. 
121, is a part of each outfit. | 


Each compartment is provided with a filling hole 
so arranged that the nozzle of a Cut No. 41 pump can 
be inserted and the oil pumped and measured direct 
into each. 


BOOMER. 


CUT NO. 32, TYPE By ROLE TOP CABIN 
The cut herewith shows three Roll Top Cabinets, 
Cut No. 52, Type B. 
This is similar in design and operation to the Type 
A Roll Top, except that it is built throughout of metal 


and finished a dark rich maroon. 


The above warehouse (No. 5) has been erected for 
the express purpose of facilitating shipment of orders. 
It is located close to the factory adjacent to the Penn- 


sylvania Railroad tracks. It is our purpose to keep a 
supply of the standard sizes and styles of outfits on 
hand, so that orders may be filled the day received and 
shipped with the greatest dispatch possible. 

In connection with the warehouse is a large ship- 
ping yard with concrete floor, in which has been erected 
a massive ten-ton Bridge Crane. This facilitates the 
loading of the larger tanks directly into the cars, elim- 
inating all risk of wrenching or straining, which is 
ever present in the old way of rolling the tanks on the 
cars upon skids. The Crane also enables the unloading 
of heavy material with ease and dispatch. This af- 
fords a very material saving in both time and labor 
and is another evidence of the progress we are mak- 
ing to meet the demands our increased business exacts 
of us. This warehouse can be enlarged—it is up to 
you, boys, to make it necessary. 
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CO RAGES OSU YD 


Contributions 
CDQDYDIVWIEEE--FPURQW£¥s KLEYFBSN FSS 


We want to publish in every issue a few new items re- 


garding the Bowser Tanks. We would appreciate it if all 


the Boys would send in such items as they believe will be of 
interest to the others—regarding the oldest tanks still in 
use in their territory, unique installations, queer tests made, 
and other similar instances, so that this feature of the paper 


will be exceptionally interesting. 
Pe LONG PULE, 

Six Cut No. 44 Long Distance Pumps installed in 
the plant of the Singer Manufacturing Company at 
St. Johns, Que., are used to draw varnish, turpentine 
and linseed oil at a distance of eight hundred feet and 
then to the fourth floor of the factory, a height of 
nearly fifty feet. 

PEN GRECO SER VICE: 

J. C. Kegg and Wm. Saks, two estimable mer- 
chants of Ligonier, Indiana, purchased cellar outfits 
seventeen years ago and have been using them ever 
since. These outfits have ever remained in good 
working order and have given such satisfactory service 
that Mr. Gumpper has tried in vain a score of times 
to get the respective parties to trade them in for our 
modern outfits. 

C. Miller & Son, of Quincy, Ills., have two cellar 
pumps in their store window. The pumps have been 
in use there ten years. Mr. Miller told our represen- 
tative he would not part with them for three times 
the price. 

BLOAT GAUGE. 

Mr. C. P. Law writes us regarding one of the larg- 
est Coal Companies in the Anthracite field (Pennsyl- 
vania), who operate over twenty collieries, all of 
which are fully equipped with Bowser Outfits. 

Previous to the installation of the Bowser Equip- 
ment, in taking monthly inventories, they were obliged 
to compute their stock of oils in each separate tank at 
the various collieries. They now, however, rely entire- 
ly upon our Float Gauge. As this company is very 
precise, this affords an evidence of the oy of our 
Gauge. 

Note.—We simply quote Mr. Law to illustrate the 
thoroughness with which our equipments are con- 
structed and not as an evidence as to the accuracy of 
the Float Gauge. The purpose of this gauge is simply 
to show at a glance the approximate quantity of oil on 
hand, so that the merchant can tell just when he deems 
it advisable to replenish his storage tank. 


“Defeat may be victory in disguise, 
The lowest ebb is the turn of the tide.” 


Selling Arguments Hot from the Field 


A GRAPHIC COMPARISON. 

When a prospect compares the price of my tank 
with that of some other tank he can get, I ask him to 
compare a twenty dollar gold piece with a silver dol- 
lar. They are about the same size; from a distance, 
will look very much alike, differing only in color, The 
value of the gold piece, however, is twenty times that 
of the silver dollar. There is the same difference in 
tanks —E. W. Mason. 


THE DIGNITY OF OUR LINE. | 
I find, among other helpful things, that to give to 
your prospect the information that he is about to deal 
with a concern far in advance of any ideas he may 
have regarding the firm and its plant, and _ impress 
him with the fact that we are not a “tin can” factory 
but the only tank factory known throughout the entire 
country; show him a list of the salesmen, the size of 
our factories, the many styles and sizes of outfits we 
manufacture, and that we are in a class by ourselves 
and that the word “Bowser” means the best that 
money and experience can manufacture, and that price 
is a secondary consideration.—W. D. Inslee. 


tSoo PA Es PRIC Hs 

Mr. Hessenmueller, when illustrating the point that 
if a man is going to kick at the price, he will do so no 
matter what figure is quoted him, he relates an exper+ 
ience he had in calling on a man to whom he though 
he could sell a Long Distance Outfit. He demon- 
strated our Cut 41 Equipment, as Mr. Hessenmtellet 
can most effectually do, and upon inquiry as to thé 
price of the outfit, quoted him $3.75. The prospect 
strongly objected to so extravagant a figure, stating 
he could get a can from the Standard Oil Company 
for $3.50. 

Note.—We might doubt the veracity of the above 
if any but “Hess” had told it—but not George Wash+ 
ington Hess. No matter what price you may nam 
your prospect, he is apt to raise a kick, and the kick 
decreases in force in proportion to the raise in price 


SAVING OF TIME. 

Mr. C. V. Smith, when asked what he said to the 
man who, in answer to his “saving of time” argument, 
stated that he had plenty of time, states that he puts it 
to the prospect right from the shoulder.—“How about 
your customer’s time?” 
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BUSINESS CREED 


b lieve in the goods I am selling, in the Firm I 
am working for,and in my ability to get rsults. 


believe that honest goods can be passed out to 
honest men by honest methods. 


believe in working not weeping, in boosting, not 
knocking, and in the pleasure of my work. 


believe that a man gets what he goes after, that 
one deed done today, is worth two deeds tomor- 
row, and that no man is down and out until he 
has lost faith in himself. 


believe in today and the work I am doing, in to- 
morrow, and the work I hope to do, and in the 
sure reward the future holds. 

believe in courtesy, in kindness, in generosity, in 
good cheer and friendship. 

believe there is something doing somewhere for 
every man ready to do it. 


i believe I am ready right now. 


the BROWSER. 


S.F. BOWSER & Co. INC. 
PUBLISHERS 


VOL. 2. FORT WAYNE, INDIANA, NOVEMBER 1, 1907. NO. 17 


At a meeting of the Men’s Club the other night Mr. Bowser was cartooned as above, 
and quoted as saying: 

‘‘When we receive an order we promptly express our thanks, and then as promptly 
express our t(h)anks.’’ 

There’s more truth than poetry in that statement. Here at the factory every man 
has positive instructions to allow nothing to interfere with taking care of the business the 
salesmen sendin. A large percentage of the orders are shipped the day they enter the 
factory. 


2 THE BOWSER BUSINESS BOOMER 


The Fire Test 
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DIAGRAM OF TANKS BEFORE FIRE 


The Flint Varnish Works, Flint, Mich., have seventeen, 650 gallon Bowser Tanks for 
varnish. These tanks are rectangular in shape and are set on a wooden platform about 
three feet above the floor of the varnish room. These tanks are divided into two sets and 
the above shows one battery of ten tanks. 

On October 29th, the Flint Varnish Works suffered a severe fire which broke out in 
the furnace room, under the varnish room. This fire burned through the floor and 
destroyed the platform on which the tanks were installed. 
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DIAGRAM OF TANKS AFTER FIRE 


The remarkable fact is that the tanks, instead of dropping through, formed a bridge 
after the manner indicated in the above etching. None of the tanks buckled or bulged at 
all and though every tank was full or partially full of varnish the flames did not get to it. 
The tanks were blackened and scorched but not damaged. : 

The above is vouched for by our Assistant General Manager, J. W. Runyan, who 
called on the day following the fire, and secured an order for ten more tanks to replace a 
like number of tanks of outside manufacture. 
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Evaporation 


Mr. J. J. ConNneELty recently called on the J. I. Case 
Threshing Machine Company, Racine, Wis., and met 
Mr. C. W. Mott, Paint Foreman. Mr. Mott has been 
the paint foreman for twenty years and is recognized 
as authority on all matters in regard to that industry. 

Mr. Mott stated that a pound of waste lightly sat- 
urated with an equal mixture of linseed oil and benzine, 
would if left on the floor, irrespective of the tempera- 
ture of the room, ignite in three hours by spontaneous 
combustion. He had made the test repeatedly and 


the information was authentic. 

He also stated that his company storing linseed oil 
in barrels, suffered a leakage through the barrels 
averaging considerably over one and one-half gallons 
per barrel. He further stated that benzine stored in 
barrels would evaporate through the barrel at the rate 
of 1% a day. 

The above is decidedly useful information, coming 
as it does, from a man who is recognized as one who 
knows what he is talking about. 


The Benefits From Circularizing 


F. B. HomsHer requested us to circularize for 
him and this week sold five orders in one county, into 
which we sent circulars. He writes that the circulars 
did it and orders us to keep it up. It’s an inexpensive 
means of introducing the salesman and awakening an 
interest. 


S. C. TynER says—“There is no question but that 
the circulars you sent into my territory did a lot of 
good.” 

R. E. McInrosu writes—“Credit my order No. 
226 to circularizing.” 


J. D. Gumpper had a tale of woe—his territory 


was full of tanks—no chance to sell any more this 
year. Then we circularized one county for him and 
“Take” sold five tanks in that county in five days. 

Circularizing will increase your sales—we have 
proven that again and again. If you have overlooked 
ordering it done for you, send in your request today. 
Pick out the county you expect to work in about three 
weeks from date, send for a calling list, tell us to cir- 
cularize and watch the results. We want you to try it 
out, the results are bound to be satisfactory and repeat 
orders will follow. A single sale from circularizing 
will pay the entire costs to cover all your territory. 
The rest of the sales will be all profit. 


A Good Thing From 


The Right Place and the Wrong 


' 555 3s " 


retor of the car. 


With the Bowser the gasolene is not 
exposed to the air from the time it en- 
ters the tank until it reaches the Carbu- 


That’s why it’s absolutely safe. 
also why the explosions in the cylin- | 
ders are more powerful than can be se- 


the Advertising Dept: 


lt’s 


; et SAILING AGH \ 
cured from gasolene stored in any other way. Exposure to the air weakens the gasolene. 


From An Ad. Prepared For An Auto Journal 
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Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 

To keep this feature active will require new contributions 
right along so if you’ve some good selling or closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 


i 


fa 
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As A Man Thinketh 


As an instance of the fact that a salesman can sell 
those outfits which he makes up his mind to sell is re- 
lated the story of aman by the name of Beatty, who 
in the days when we had not a school of instructions 
got into his head that we only made full nickel plated 
pumps and lead bottom tanks. Consequently, Beatty 
sold nothing but lead bottom tanks and full nickel 
pumps. A great many of them will be found in that 
old territory today. 

Ed. Note-—F. E. Beatty is now the Strawberry 
King of Three Rivers, Mich., but got his start selling 
Bowser Tanks. 

As a further evidence of this fact, a number of in- 
stances can be cited where in two adjoining counties of 
the same state, one salesman will sell large capacity No. 
I outfits at list prices and another salesman will put 
out one-barrel No. 2 Outfits. 

Not long ago it was noted that one of the sales- 


men was sending in a large portion of his orders for 
tanks minus the computer. It happened that he joined 
one of the clasess, and with this thing in mind was 


asked to demonstrate the Bowser Outfit. He went 
through the entire demonstration without mentioning 
the computer. When asked to explain the computer, 
he could not do it. It was then understood why most 
of his orders came in without computers. He didn’t 
believe in it himself so he couldn’t make his customers 
appreciate it. A perusal of his orders since then proves 
this. 
O = 
Prices Too High 

Two answers to this argument. 

What’s the difference between a seven-fifty and a 
fifty dollar suit of clothes. 

Here’s where I go for the values. I take them 
out and show in detail that a Bowser is not a toy, but 
the product of the best mechanical brains which insures 
satisfaction. He can’t afford to take the risk of any- 
thing else —T. H. Swain. 


The answer to the objection that “price is too high” 
is simply based on the proposition that price must al- 
ways be considered in its relation to what one is get- 
ting for his money. The trouble with most prospects 
who interpose this objection is that they can not lose 
sight of the amount of the purchase price in one lump 
sum, while the leakage and waste being a little at a 
time, is not considered, and it is necessary to impress 
upon him the fact that this does amount to dollars that 
are just as big as those that would be invested in an 
oil tank, and in a comparatively short time will amount 


to as many of them.—F. M. Kine. 
Oo 


The Drip Tube 


In the post graduate class held the week of August 
5th to r2th, an argument was advanced in favor of the 
present drip pan tube which runs to the bottom of the 
tank. 

Ry B.- Lipes “put it this way: Heres thesentie 
surface of the tank. . Every square inch of that which 
is exposed to the air is subject to evaporation. Now, 
then, to overcome this we put a long tube on the drip 
pan so that at no time was there any of the oil ex- 
posed to the air excepting the surface of that which is 
in the tube and that surface is about one-eleven hun- 
dredth of the entire surface of the tank. 

ites eee ee eee 
Ratliff’s Suggestion 

Mr. RatiirF makes the suggestion that in talking 
to a prospect, we should tone our voice to suit that of 
the man to whom we are talking. Don’t holler at the 


man that talks in a low voice, and don’t whisper to 
the man that hollers. 
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Forty-five orders in October is H. T. Purpy’s 
contribution to October’s fine showing. That is a 
mark well nigh impossible to beat. 


Max Hetnrze, a new man, who started out this 
year, has kept up a splendid pace right from the start. 
He has secured 154 orders in the six months that he 
has been in the territory. 


G. W. Pasx started October by securing a hun- 
dred point order from a garage, a fine clean cut order, 
The 
day he was well enough to get out, he sent in another 
fine order. 


then was taken sick and laid up for three weeks. 


E. M. Denton, who had been called in to the fac- 
tory to do some special work, received word of the 
serious illness of his mother and has spent the last two 
weeks at her home. Just as this issue goes to the 
printer we learn that Mrs. Denton passed away. We 
know that all the salesmen unite with us in extending 
heartfelt sympathy to Mr. Denton. 


C. C. Barnett made October noteworthy by sell- 
ing one company fourteen five-barrel Cellar Outfits, 
two for each of its seven branches. 


P. F. CasHMAN has had a run of hard luck—firrst 
put out of business by an accident to his hand and then 
the victim of an attack of malarial fever. He is now 
laid up at Excelsior Springs, Kansas. With William 
Allen White of Emporia fame, “Cash” can well re- 
mark: “What’s the matter with Kansas?” 


We are glad to report that I. W. MIsENsoL’s 
daughter, who has been so seriously ill for several 


months, has so far recovered as to permit Mr. Misen- © 


sol’s return to his territory. 


A. A. Martin is a man after our own hearts in 
that while he was given the option of closing pros- 


pects at old prices during September, sold most of them: 


at the advanced price. 


J. B. Hernew started out in October to make a 
record for a new man. His order No. 1 called for a 
Wheel Tank. His subsequent work shows consider- 
able promise. 


No Wonder Smith Stands High. 


My order No. 568 enclosed. 
for this one. 


I had to go to jail 
I have taken orders in homes, in barns, 
on the public highway, on the streets, on board steam 
and electric cars and steamboats, and once in a potato 
patch, but this is the first time I ever took an order 
behind iron bars. 

The doctor is manager of a Medical Institute which 
is doing a flourishing business here and the other 
doctors got after him because he was not registered 
and he got ninety days and I followed him to jail . He 
is quite well to do, has city and country home and a 
$5,000.00 Pope Toledo. Truly yours, 

W.-C, Oo MITE. 
see ee te 
SAN FRANCISCO, CAL. 

As an argument as to why all auto 
owners and garages should install a 
Bowser outfit, I offer you the follow- 
ing true narrative: 

A party of ten made preparation to 
» leave San Francisco for Del Monte in 
'/ two automobiles, a distance of one 
hundred and fifty miles. After see- 
ing that the cars were in perfect’con- 
dition, we proceeded to have the res- 
ervoirs well filled with gasolene pumped from our 
Famous Portable Wheel Tank, and started on our 
journey. 

If you have ever been in California in December, 
you can well appreciate the beauties of that state at 
this season of the year. It was indeed an ideal day, 
the sun shining brightly, and the air just crisp enough 
to make touring a pleasure. After a most delightful 
run of fifty miles to San Jose, we stopped for lunch, 
and the chauffeurs drove the cars around to a garage 
where they were replenished from our Cut 41. All 
aboard then for Del Monte, we resumed our journey. 

Don’t overlook this trip if you ever visit California. 
Make it if you have to walk. The air was filled with 
the sweetest music of your Eastern mid-summer song 
birds, and the delicious fragrance of the most beauti- 
ful flowers, and the daisies in the fields nodded and 
wished us a pleasant journey as we went scorching by 
at the clip of forty miles per hour. 

All went well until we reached San Juan, where we 
had dinner and prepared to continue our trip. As I 
came from the hotel and started to the car, I beheld 
the innkeeper filling the tank with gasolene drawn 
from an iron barrel into a five-gallon can. Naturally, 
I felt depressed, and my heart went out to this man 
who was living in ignorance of one of the greatest 

Continued Page 8 


J. G. RODMAN 
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CUT 9. FIRST FLOOR OUTFIT 


CUT 15. CELLAR OUTFIT 


CUT 42. LONG DISTANCE OUTFIT 


The Outfits That Will Handle Paint Oils 


For the Paint Oil Trade 


Do you realize the possibility for business 
selling tanks for Paint Oil? Do you know 
the needs of that class of trade, are you 
familiar with the style of equipment to be 
sold, and the talking points of that equip- 
ment? In other words are you prepared to 
go after and secure that kind of business? 


What toe Sell 


First, what are the oils which we class under the 
heading of Paint Oils? They are numerous, too num- 
erous to mention all of them but the names of those, 
which are as a rule handled by the average retailer of 
oils, are Boiled and Raw Linseed Oil, Turpentine and 
Dryer. These oils require the use of an up stroke 
pump, and the up stroke pumps are Cuts Nos. 9, 15 
and 42. 


Why 

With the down stroke pumps, Cuts Nos. I, 19, 25, 
26 and their various adaptations, as shown in Cata- 
logue No. 1, the cylinder is emptied on the down 
stroke, the oil being forced out the bottom of the 
cylinder. Consequently, when the level of the oil in 
the tank drops below the top of the cylinder, the cylin- 
der is empty, and the oil sticking to the side of the 
cylinder and on the plunger, coming in contact with 
air, dries up and leaves a gummy, sticky residue. 
_ With the.up stroke pump the oil is discharged from 
the top of the cylinder as the plunger is drawn up. At 
the same time oil is drawn into the cylinder by suction 
through the valve in the bottom: Thus there is oil on 
both sides of the plunger, all working parts are always 
submerged in the oil and the air is kept away from the 
working parts. On the down stroke the valve in the 


plunger opens and the plunger floats through the liquid 
in the full cylinder. 

The Paint Oils are sticky and heavy—carried in 
barrels and faucet tanks, they become gummy, clog the 
faucets, and by their weight often force the faucets 
open, causing the drip, drip, drip, that makes the oil 
room such a dirty, dangerous place. 


Sell One Tank 

The first difficulty that presents itself is that the 
merchant handles several oils and as each oil means a 
tank, he feels that the total investment is too great. 
Salesmen, who have made a success of this class of 
business, advocate selling one tank for one oil first, 
and the tank will sell tanks for the other oils later on. 

As an inducement to place the entire order at one 
time, we are offering to discount where three or more 
tanks are bought at one time for delivery. 


Bulletins 

Bulletins No. 52 and No. 1oo1 show and describe the 
various outfits, and illustrate a number of the installa- 
tions recently made. These bulletins can be used to 
good effect in talking to a prospect. The various ac- 
cessories, bung faucets, barrel drainers, barrel tracks 
and other facilities for handling oils are also shown, 
and a full understanding of each will assist wonder- 
fully in selling the Paint Oil trade. 

And remember every argument in favor of a tank 
for Kerosene is multiplied many times when applied 
to Paint Oils. 


What Can Be Done 


There are wonderful possibilities in this line, and we 
want you to grasp them. A $500.00 order came in by 
mail last week from a territory in which we had no 
salesman. Only two letters were written to secure the 
order, the first asking for information, the second mak- 
ing recommendations and quoting prices. 
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The New Prices 


W. D. INSLEE says the new prices make it easier 
to sell larger tanks. “My customers remember the 
prices on the one and two barrel tanks but not the five 
and ten barrel sizes, and I’m talking the larger sizes.” 

“The new prices give me a stronger argument on 


the superiority of Type “B” tanks. Heretofore the 
difference between Types “A” and “B” was not large 
enough to cover the added advantages: which the tanks 
possess. Now the price bears out my claims.”—F. M. 
KING. 

J. G. Ropman.—‘‘Tf you doubled the price and I 
sold only half the tanks, my business would not suffer. 
My tank sales may drop off some but my total sales 
will increase, so it’s all right with me.” 

“The matter of price has always been a. bugbear. 
I remember when the price was $25.00 for a one barrel 
tank and it was just as hard or just as easy, according 
to how you look at it, to sell at that price as at the 
present price. A dealer is bound to object, no matter 
what the price, for it’s his money he is spending. 
It’s up to the salesman to prove the outfit’s worth the 
money, no matter what price he asks or he cannot make 
the sale.”—D. H. SHIELps. 

The measure of a man’s success as a tank sales- 
man depends upon his persuasive powers, his ability 
to convince the other man that he needs the tank, that 


the goods are the best, and that the prices are honest. 
Within reasonable limits, the price is not a determining 
factor. 

) 


Two Letters From Canada 


“BERTHA, Minn., Oct. 13th, 1907. 
“In replying to Circular Letter No. 176 I have to 
say that I have very carefully read and re-read the cir- 
cular letter and will frankly state that as far as I can 
see at the present time it entirely meets with my ap- 
proval. In fact it is doing just what I iad intended 
doing myself when I got permanently located, and of 


course I appreciate the fact that the office can do this. 
circularizing cheaper and more effectively than I can. 
Had I made a record of the effects of the circularizing 
that I have noticed the benefits from in the past few 
months in my territory, | believe I could give some 
very interesting data. I have noticed in several in- 
stances that customers have received a circular and 
they made mention of that fact and I could see by the 
twinkle of their eye that they were already interested, 
and my experience has taught me that when I find a 
man interested when I start with him, that he will 
either become the user of a BOWSER or hand me rea- 
sons that will warrant me in letting up on him. 

“Now as to writing letters or sending circulars as 
mentioned in the letter referred to, I will say that I will 
leave that entirely with the office as to which seems 
the most adequate at the time. _ I will say though that 
I never did really approve of great long letters and 
have been trying to figure out some way to shorten 
them up, but you know as well as I do that there are so 
many good things to be said about The Bowser System 
that one cannot really write a letter about them with- 
out making it long. 

“Wishing the circularizing system success through 
the land of operation, I remain, 

“Yours very truly, 
“J. W. MERICKEL.” 


——0 


“NABEATALOA = bee 
“T heartily approve of the plan as outimed in Gen- 
eral Letter No. 176, and shall be very glad to have it 
put in operation in my territory. I think it will prove 
a very great help in this business, and is very much 
better than circularizing haphazard whether the trav- 
eler is in the neighborhood circularized or not. By the 
new system the traveler will arrive on the ground cir- 
cularized while the matter is still fresh in the minds of 
the trade. 
“Kindly send me samples of the circulars to be 
used. 
“Do you circularize the Mills, Mines, Factories, 
Smelters, Garages, etc., etc., as well as the retail trade? 
“T enclose ‘Request’ and await arrival of package 
of blank forms. Yours truly, 
“A. C. GRANTHAM.” 


What the Bowser Accomplishes--A Comparison 


BEFORE 


These Are Actual 


Photographs 
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Concluded from page 5. 


blessings of this life that ever befell mankind, and as | 
witnessed this awful sight, intuition told me that 
there was trouble brewing. It was dark now as we 
started towards the mountains which lay between us 
and our destination. All went well for awhile, when 
all of a sudden, the car in front went “chug,” and the 
engine stopped, and as we pulled up to ascertain the 
trouble, our engine went “chug,” and likewise “went 
dead.” 

It was eight o’clock when this happened, and I will 
not write here the remarks made by several members 
of our party during the next four hours about autos 
in general, and these two in particular, but if you have 
even been on top of a mountain at midnight, and the 
weather rather cool—as these California nights are— 
you can appreciate our predicament. We cranked our 
cars time and time again, but nothing doing, they 
wouldn’t go, so at midnight, we gave up the attempt, 
put on the curtains, and “struck camp.” Now an au- 
tomobile is indeed a fine thing to ride in, but there is 
a great deal of difference between it and a bed, and as 
I lighted my last cigar, and settled down in the rear 
seat, we were given the “hoss laugh” by a couple of 
these much misjudged and misused deported animals 
in an adjoining field, which was not, under the cir- 
cumstances, the most pleasant good-night I ever had 
wished me. 

Well, we made the best of it until daylight, and we 
all felt like ten large “ice-cycles” when we emerged 
into the gray dawn of the morning. Again we tried 
to start the cars with no better success than the night 
before, and somebody suggested that probably they 


might be out of gasolene. We looked into the tanks, 
and the gasolene was there, but a thought struck me 
that something was wrong with it, that it didn’t have 
the strength and power of the gasolene which we had 
gotten at the start, or at noon the day before. 

In as solemn and impressive tone as I could com- 
mand, I called the bunch around me and told them the 
trouble; that had this gasolene been drawn from a 
“Bowser” we would have long ago been at our jour- 
ney’s end. At first they gave me the same kind of a 
laugh that the horse did the night before, but never- 
theless, I clung to my argument. About this time, a 
fellow came by in a wagon, and I stopped him and in- 
quired the name of the nearest town. “Hollister,” 
said he, “and ten miles away.” Oh lucky thought! 
Now I had been at this town several weeks before and 
the garage there had a Bowser Cut 41. Ina few min- 
utes [ had arranged with this man to go to Hollister 

,and to this garage; no other place would do, and have 
two five-gallon cans filled from this pump and return 
as quickly as possible. 

We continued our efforts to start up, all the bunch 
giving me the laugh as to my superstitions, but nothing 
doing. The Bowser Gasolene arrived in a couple of 
hours, and to convince this skeptical crowd, I insisted 
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that no part of the cars were to be touched except the 
gasolene be changed. So we ran all the gasolene out 
of the cars on the ground, and started to put in- what 
the fellow had brought. But here a new difficulty 
confronted us. The can was so high that in pouring it 
into the car we were wasting part of it and we didn’t 
have a funnel or piece of hose to use as a siphon. 
“Just a minute, boys,” said I, and I proceeded to take 
from my pocket a letter from S. F. Bowser & Co. 
expatiating on the merits of our L. D. U. G. Gasolene 
Outfit which I rolled into the shape of a funnel, and 
the cars were filled. After resuming our seats, and 
giving one crank, we were away like the wind, the 
bunch all yelling, “What’s the matter with Bowser, 
he’s all right.” 

Well we reached the end of our journey without a 
mishap and that night I sold the owner of these cars 
a Cut 41 L. D., and 4f -you-dont, believestingecemas, 
order No. 833. 

The loss from shrinkage and evaporation of gaso- 
lene in an ordinary tank or wooden barrel, so experts 
claim and some of our salesmen too, I suppose, is 50% 
per month, but not so with the Bowser, and remem- 
ber that although a few automobiles may run after a 
fashion with gasolene drawn from other than a Bow- 
ser, there are a great many others that won’t even 
budge unless the gasolene comes from our outfit, “The 
Monarch of the World.” 

There is a moral here, and I don’t think I’ll have to 
draw you a diagram to put it into the gray matter un- 
der your hair, and ’tis this: “He who reads and ex- 
pects to run—an automobile—must installa BOWSER 
OUWUTPIT —J.GR. 


O 
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Sept. 18th, 1907. 
Messrs. S. F. Bowser & Co., 
Toronto, Ontario. 

Dear Sirs :—I am very sorry to have to trouble you, 
but I am desirous of gaining some information con- 
cerning your “Bowser Dog.” I would like to know 
how these dogs are bred. Are these dogs good rat 
dogs and are they a good game dog? Furthermore, I 
would like to know the general weight of these dogs 
and their color. Also the prices on them at different 
ages. I shall be greatly indebted to you if you will 
give me this information. 

Very truly yours, 
Henry W. Roacer. 

The above inquiry was sent in good faith and re- 
ceived at our Toronto office. Can you beat it? 


S.F. BOWSER & Co. INC. 
PUBLISHERS 
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There are many different ways of getting tank orders, but as long as the salesman keeps plug: 
ging along to the ‘‘sign here’’ stage, availing himself of every opportunity to get a tank ardér dhe 
methods to be employed, will shape themselves to requirements. a s es a 

| g f ee 
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The Final Efforts for 19O7 


i 
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Keeping at it; stay with your man as long as 
there is a possible chance of selling him; if you’ve 
been persistent before, be doubly so now. 


It is especially needful that for the balance of the 
year, every man on the selling force of S. F. Bowser & 
Company bend his every effort to getting business. We 
want every one of you to work every day and by 
“persistent, consistent endeavor” make the closing 

eeks of 1907, weeks to be long remembered for the 


unper business secured in spite of obstacles. In short, digging up all the business that your 
best efforts can find in your territory. 

We cannot specifically state just how each man 

shall proceed to do his share, but in general, the meth- 


ods to be followed are as depicted: 


So that every mail will find orders from every 
section and every outgoing train will carry tanks 
into your field. 


Covering the ground carefully, driving wher- 
ever necessary, and missing no possible prospect. 


‘ientiously at 


‘ks; keeping It only needs this effort on your part to make the 
‘rospect is 1907 quota, for the effort will result successfully. A 
‘stic view ‘(little extra hard work will counteract any bad 
effect the present money stringency may have worked 

in your territory. 
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‘THE FINANCIAL SITUATION. 


The Boomer is not a financial paper and does not 


talk money except as it directly interests the sales-_— 
It feels justified, however, in making brief men-— 


men. 
tion of present conditions because they occupy the 
center of public interest and every salesman with 
Bowser & Company is and must be concerned. 

A careful survey of the financial situation. fails to 
reveal any reason for serious alarm—banking experts, 
statisticians and business authorities all agree that a 
panic is impossible and that present conditions can 
only be temporary. The trouble would be over now if 
it were not for the lack of confidence among people 
-who are not conversant with true conditions. 


What is most needed just at present is that our cit- 
izens should realize how fundamentally sound business 
conditions in this country are, and how absurd it is to 
permit themselves to get into a panic and create a strin- 
“geney by hoarding their savings instead of trusting per- 
fectly sound banks. 

These are facts; and I appeal to the public to co- 
operate with us in restoring normal business conditions. 
The Government will see that the people do not suffer if 
only the people themselves will act in a normal way. 
Crops are good and business conditions are sound; and we 
should put the money we have into circulation in order 
to meet the needs of our abounding prosperity.—H«tract 
from Letter of President Roosevelt. 

The trouble was precipitated by an effort to corner 
the market on copper—the effort failed, so did the men 
back of it. 
prominent banks and depositors in these banks were 
alarmed. They withdrew their money, starting runs, 
and failures resulted. It wasn’t a lack of trade, but 
a gambling operation in Wall Street that started it. 
And immediately millions of dollars were withdrawn 
from banks and put into private vaults, stored away 
in socks, etc., i. e., withdrawn from circulation.. Confi- 
dence in banks had become impaired because certain 
banks were in the control of gamblers. 

The country itself is prosperous, crops have been 
’ good and a ready market waiting for crops—building 
operations have been large, manufacturing extensive 
and the demand exceeding the supply. 

No panic can occur under such circumstances. Re- 
view any panic of bygone years and you will find as- 
sociated with it a crop failure, a lack of market for 
manufacturers, and a vast overproduction of manufac- 
tured goods. A good crop means money for the 
farmer with which to buy from the retailer—means 
money to the retailer for goods sold the farmer— 
means money for the manufacturer received from the 
retailer. 

J. J. Hazen, advertizing manager of Life, sums up 
the situation in a purported conversation with Uncle 
Sam, of which the following is an extract. 


aS sy ~ 4 4 ae fol . . 


These men were connected with several 


~=-“Nothing: 


plaining and insisting that the bottom is going to drop 
out of the entire universe, and I have been running 
around a bit to see what the matter is.” 

“And what is the matter, Uncle Sam?” 

Most every crop is a bumper; every 
wheel is turning so fast that the sparks. fly.” 

“Then what are the pessimists howling about?” 

“They are not howling, LIFE, except in New York, 
and I will tell you what the trouble is here. It is the 
natural- instinct of every man to raise something, as 
we were all agriculturists not so many generations ago. 
Here in this big city you haven’t any land on which 
to raise corn, wheat and potatoes, so when the New 
Yorker feels within him a burning desire to raise 
something, he goes out and raises—well, you know 
what he does, and that’s what they have been doing 
in Wall Street.” 

As the trouble is not due to a lack of money, it will 
be over as soon as confidence is restored and this reac- 
tion has already set in. This is being aided by the 
import of over $60,000,000 or gold and the coinage of 
a large amount by the government and the placing at 
the disposal of the banks, a part of the vast balance 
in the United States Treasury. It will be augmented 
by the individuals as they return their withdrawn de- 
posits into the safe keeping of the banks. 

Salesmen can do a-vast amount of good in restor- 
ing confidence by seeming sure that the country is all 
right. Stop talking poor business at every opportunity 
and spend that effort in getting business. Talk good 


times and with 1,000,000 salesmen talking prosperity, 
the buying public is bound to believe it and loosen their 
grip on the pocketbook. Try it—it’s a sure bet you 
cannot sell goods talking hard times. Talk prosperity, 
you've good reason back of it. 


) 
SLORY ER RACK IN: 
Stop yer kickiw ’bout the tumes ; 
Get a hustle on you. 
Skirmish ’round and grasp de dimes, 
If the dollars shun you. 
Croakiw’ never bought a dress ; 
Growlin’ isn’t im tt. 
Fix your peepers on success ; 
Then go in and win tt. 
Times is gettin’ good agim— 
Try to help them all you kin. 


Don’t set round with hangin’ lip, 
That is sure to floor you. 

Try to get a better grip 
On the work before you. 

Put some ginger in yer words 
When you greet a neighbor; 
Throw your troubles to the winds; 

Git right down to labor. 
And yow ll notice every day, 
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Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 

To keep this feature active will require new contributions 
right along so if you’ve some good selling or closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 

“Procrastination is the thief of time, 
Evaporation is the thief of oil. 

A Bowser Tank so very fine, 

Will save the worry, waste and toil.” 


“Consider, good friend, consider the waste, 

From that barrel or old tin can. 

I think a man with your good taste, 

Should consider the Bowler Plan.” 
——SHIfEDS 


—————— 


Yo LEME COUNTS: 


R. S. Johnson uses the following system of work: 

Uses Index Book which contains the names of 
firms and the titles of men upon whom he calls. Thus 
he does not trust to memory, and makes no mistakes by 
forgetting the title or the relative importance of the 
man. 


DIARY. 


He also uses a diary book in which he notes his 
daily calls with a brief result of the calls. In this diary 
he carries a memo forward to the date he is to see them 
again. 


INDEX CARDS. 


At night he posts his diary on the Index Cards, 
thus bringing up to date each case. These cards are 
then placed ahead in his Card Index System to the 
date upon which he is to make the return call. The 
cards are 3x5”. 

DAILY MEMORANDUM. 

Each night he makes up a sheet which contains the 

names of the cases he will handle on the succeeding 


day; thus each morning he has planned for him the 
work for the day. 


PRICE, 


No salesman can handle our line for any length of 
time, calling as he must frequently do, upon parties al- 
ready sold, without becoming fully convinced that the 
salesman who placed the outfit conferred a favor on 
the buyer. No merchant handling oil in our outfit 
would ever think of reverting again to old methods. 
This we all know. Our knowledge should not be 
merely a kind of knowledge, but a practical working 


: oe eee 
“In reply to your letter under date of ——————, 


asking for some of my experiences as to my first sale. 
I consider my first sale, still, the hardest contract I 
ever closed. 

“When I felt Fort Wayne, January 10, 1906, I had 
in my pocket $40.00 and by the time I reached my ter- 
ritory I had just $19.00 of a balance. My first day 
with the grip was Monday. I was full of hope and my 
ambitions were at fever heat, for I was so anxious to 
make a good showing if for nothing else than to show 
S. F. Bowser & Co. that I appreciated the way they 
had treated me while at their offices. 

“All day Monday I trudged along looking for a 
prospect, but not a single man gave me the slightest 
hope of ever selling a tank. Tuesday morning was up 
bright and early, going over the catalogs looking for 
talking points and trying to obtain a better knowledge 
of my article, which I was depending upon for a future 
living. I worked hard on Tuesday, but still no sale. 

“Wednesday morning I was a little blue, and it 
looked as though I was going to lose out, but I took 
the grip and started off. During the day I was very 
persistent with one man that I considered was badly 
in need of a Bowser and for my persistency I was told 
I should not take up any more of his time. Still no 
order. 

“Thursday I attended a funeral of a relative and a 
couple of hours’ work, and no sale for Thursday. 

“Friday morning I was running short of money, 
I made up my mind this was my last day unless I made 
a sale. At about 10 o’clock I stepped off the train at 
a little town that had two stores. I went into the first 
one and they were using a Bowser, it was a Cellar 
Outfit of the Lift Type, one-half gallon capacity. I 
tried a new tactic—I sat down my grip and looked at 
it for a few minutes while my merchant was waiting 
on a customer. I then introduced myself as the Bow- 
ser man, but said I was only around looking after the 
old outfits, and seeing how they were working, and if 
they were still all O. K. Then he said, ‘No, our tank 
has been leaking a little for some time, I am going to 
take it down to the next town and have a new bot- 
tom put in next week.’ Then I said: ‘Well, before you 
do that, let me show you what our firm has done since 
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Messrs. QuarLEs and McCracken, who divide 
Philadelphia between them are stirring up a lot of good 
business in the Quaker City. 


The Boomer extends its thanks to C. C. BARNET 
and F. M. Kina for two excellent ideas in classifying 
salesmen. We wish more salesmen took the same 


interest. 


F. B. HomsHer writes: “Outlook for business is 
fine down here (Southern Indiana), sure to close some 
nice orders this week.” 


J. C. Lapp, whose health necessitated his going to 
Utah, has purchased a ranch in one of the fertile val- 
leys there and writes very glowing accounts of its 
beauty, the climate and the outlook for business. Mr. 
Ladd says he can stand on his porch and looking across 
his orchard now in full leaf, see the snow-capped peaks 
of the distant mountains. 


GEORGE E. Bowen informs us that on a recent hunt- 
ing trip in the marshes south of Beaumont, Texas, he 
bagged twenty-seven ducks. “We all eat duck, George, 
but some of us Missouriites have to be shown.” 


W. 1. McCatr, Oklahoma, writes that the financial 
depression has had little effect on the tank business in 
his territory, accompanying the statement with several 
orders. 


I’. M. Kina, Texas, is attending the Interstate Fair 
at San Antonio, where we have an exhibit. He writes 
that business promises to be fine after the fair. 

The Machine Shop at the factory is running two 
shifts of men, a day and a night shift. 


T. K. SHannon, formerly manager of the Otto 
Sales Company, St. Louis, has entered our employ and 
will represent us in that city. His early orders give 
notice that he intends to be a winner. 


Down in Kentucky, the tobacco growers are hold- 
ing their tobacco, the grocers are carrying accounts 
for indefinite periods and there is just as much talk 
as anywhere about money trouble, but Max HeintrzE 
Says it is not hurting the tank business a particle. 


E. R. Brrp, Washington State, credits his excellent 
showing in large measure to circularizing. 

The sick list of the past two weeks was augmented 
by the names of J. H. Mensxer, I. L. WALKER, F. M. 
Atsporr and R. E. Finney. These men are again on 
their feet and report that a bunch of orders can be 
looked for. 


R. B. Lipes, Missouri, W. H. Strraucun, Ken- 
tucky, Max Her1nrze, Kentucky, J. R. Harper, Wis- 
consin, visited the factory during the past two weeks. 


R. S. Jounson, while at the factory this week, of- 
fered a very fine argument against barrel storage or 
rather he put a new dress on the argument that makes 
it decidedly more effective. “A wooden barrel absorbs 
oil, just naturally soaks it in like a sponge, and there 
are twenty-two square feet of inside surface to the or- 
dinary barrel. That means twenty-two square feet of 
lumber absorbing oil continually as against a Bowser 
Tank of galvanized steel that neither absorbs or causes 
the oil to adhere.” 


As The Boomer goes to press we note a big factory 
order secured by G. W. BiGELow and another from 
E. M. Caskey, three factory orders from J. M. Sirton, 
three more from J. L. Hotes, all indicating that busi- 
ness conditions have not been seriously affected. 

O 


SELLING ARGUMENTS HOT FROM THE 
FIELD. 


= 


Concluded fron Page 4 


you bought.’ (Then came forth the royal model.) I 
showed it to him with all its latest improvements, and 
by this time it was noon, and as he keeps the road 
men, of course, I stayed right there and had dinner. 

“By the time dinner was over, in came his partner, 
who was a teamster in the woods. Then my troubles 
began, for he wanted to sell out and would not consent 
to even trying it. Then I took each man separately, 
and by 3 p. m. I had my first order and that was an 
exchange order. 

“T could go into this in detail, Mr. Editor, but you 
can help me out a little as I am not much of a news- 
paper man. I have done the best I could, and have 
given you the facts in my way of putting them, so just 
take them for what they are worth to you.” 

—L. D. Kamp. 
6 


eriby si LA "DAE: 


A merchant in a Wisconsin town who had a Swed- 
ish clerk sent him out to do some collecting. When 
he returned from an unsuccessful trip he reported: 

“Yim Yonson say he vill pay ven he sells his hogs. 
Yim Olesen, he vill pay ven he sell him wheat, and Bill 
Pack say he vill pay in Yanuary.” 

“Well,” said the boss, “that’s the first time Bill ever 
set a date to pay. Did he really say he would pay in 
January ?” 

“Vell, aye tank so,” said the clerk. 
a dam cold day ven you get that money. 
ban in Yanuary.”—Harper’s Weekly. 

Ed. Note-—The tanks mentioned are not Bowser 
Tanks. 


“He say it ban 
I tank that 
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A NEW TRANSFER PUMP. : 


To meet a demand for a stronger, heavier transfer 
pump, we have just placed on the market a Force 
Transfer Pump, built entirely of brass. 


Cut 17 Att Brass TRANSFER PUMP. 


This pump is made in the same sizes as is the Cut 
No. 20. The discharge arm and suction pipe are made 
of seamless brass tubing. The pump is closed at the 
top and the plunger operates through a stuffing box, 
forming an air-tight chamber and so forcing the oil 
through the discharge arm, no matter how fast it is 
pumped. 
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Att Metat Hose with Cut 131 PortaBLe NOZZLE. 


We are now in position to supply an all metal hose 
for gasolene and other oils in place of the special rub- 
ber hose. This hose is so made that it is extremely 
flexible and as nothing but metal comes in contact with 
the liquid, the hose is practically indestructible. 

We have a large stock of this in eight-foot lengths 


knowledge, and if we carry around with us a sens 
its significance at all times, price should appear loy 
stead of high-—F. M. Kine. ah, 

O— 


LARGER CAPACITY LITTLE GEM CABINI 


Cut 72, Type “B” LirtLe Gem. 


The Little Gem Lubricating Oil Cabinets, “ 
“A” and “B,” herebefore manufactured in five an 
gallon sizes, will hereafter be manufactured and 
in twenty and thirty gallon sizes. 


O- — 
A SUGGESTION TO BOWSER USERS 
H. E. Merritt sends in the following—a copy 
“ad” running in the daily papers: 


THE BROADWAY GROCERY. 4 
CHAS. FIEDLER. _ rl maid 


SELLS PURE KEROSENE: 


Repeated complaints have come to us on accot 
impure kerosene, or what was termed as such I 
users. The fact is that few people give keros 
chance to show its proper qualifications. The 
chant in the first place sells kerosene that is not 
He keeps it in a receptacle that is not air-tight an 
particles accumulate in the reservoir. Thes 
pumped into the customer’s can, and find their wa 
the lamp. These dust particles eventually find 
way into the wick, and check the flow of oil anc 
affect the light. Customers should keep clean c 
they desire to get results. The lamp wicks shot 
changed often—do not use the wick this fall th 
remained in the lamp all summer; you will not ¢ 
sults if you do. We have just installed a Bows 
Tight Tank and assure our customers the oil ¥ 
is absolutely free from dust particles, and wil 
results, if properly used, i. e., taken from cleat 
and placed in clean lamps, where it will pass th 
new wicks. Try our brand—you will be satisfied 


WTA LAAINIALINU,. 


\dvertising is today recognized as a necessary ad- 
t of business success—the man who does not ad- 
ise must give way to the man who does. Today 
advertised product is bought to the exclusion of 
which seeks no publicity. Take shoes, or hats, 
1 powder, soap, pianos or stoves, breakfast foods 
anned goods, and you will find the largest money 
ers are the heaviest advertisers. Millions are 
t every year just to acquaint the public with the 
ts of even the lowest priced and most commonly 
products. Name any article of food, wearing 
rel or household furniture and you immediately 
< of some particular brand that you have seen ad- 
sed. There springs up before your mental vision, 
m of Wheat, Grape-Nuts, H. S. & M. suits, Doug- 
shoes, Kalamazoo stoves—some name that you 
seen in print. 4 
‘fortunes have been made out of the simplest de- 
solely through advertising, while on the other 
|, many a meritorious article is never heard of be- 
| the doorstep of its inventor, because he did not 
laim its merits by advertising. 
so accustomed has the public become to advertis- 
hat it views with suspicion any unadvertised pro- 
Advertised goods are much more easily sold 
others and the profit on the excess sales which 
ttising brings pays the cost many times over. 
“s the secret—it pays, hence the shrewd business 
advertises. 
Yow then 
yusiness being to place as many tanks as possible 
s territory. The more tanks, the more profit, and 


arrangement which will tend to increase the sales 
out materially raising the selling cost, must be re- 
ed as beneficial to the salesman and should meet 
the salesman’s approval. 
Jowser & Company have always believed in and 
a great deal of advertising, and of all the various 
is employed, advertising by circularizing has been 
en to be the most effective advertising. It means 
every retailer of oil in a certain territory has 
sd in his hands a striking, forceful piece of printed 
er which calls to his attention facts of vital im- 
ince to his business. There’s no dead circulation, 
piece of printed matter goes where it will do some 
| These circulars are read, the reader is inter- 
|, his attention has been forcefully called to certain 
itions with which he has been familiar, but which 
new not how to overcome. He writes for prices, 
nquiry is referred to the salesman and having the 
iry as a lever, a sale results. 
put direct inquiries are not the only results—each 
ilar sent is an introduction for the salesman—‘T 
Bent Bowser & Co.” “Oh, yes, I read one of 
“pamphiets,” and the opening wedge is in. The 
man who circularizes his territory is selling a 
that is already known in his territory, and for 


a Bowser salesman is a business man, 


Wiltitit A UTS lads Weel 
He is applying locally the same means that all success- 
ful business men have found absolutely essential to 
success—Publicity. 

The average cost per county to circularize your 
territory is eight dollars. If it leads to only one extra 
sale, the advertising is more than paid for and each 
additional sale is simply added profit. We are certain 
that circularizing will result in an average of more 
than one sale a county, that is, one sale directly trace- 
able to the circulars sent and not counting the sales you 
might have made anyway, but which came easier on 
account of the advertsing. 

We are, therefore, urging you to invest in some- 
thing that our experience and the experience of cer- 
tain of our salesmen has taught us will pay a 100% 
or greater returns. Looks sensible, doesn’t it? Try it 
out—take a county that you expect to cover three 
weeks from now, order it circularized. The results will 
astonish you, especially if you have not previously been 
converted to the idea. 

Then just a hint—the wise man advertises heaviest 
when business is poorest because obviously he needs 
business then the most. If the financial stringency has 
affected your sales, try a little circularizing tonic. It 
will put new life into the territory. 


LALLA oe a eh pm Attys el eed ca YO 
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DONT he br AR RUN) BUSINESS: 


By Ernest KeirH Hrettway In CuHicaco TRIBUNE. 

Of what earthly use is a soldier who drops his mus- 
ket and takes to his heels at the first onslaught of the 
enemy? Where would a nation end with an army of 
such soldiers? Where a business? 

At present this country stands face to face with a 
most absurd enemy, who came like a bolt from a clear 
sky and wholly without cause. 

That enemy is Fear. 

Are you a good fighter or are you a coward? Are 
you going to lay down arms before this imaginary 
fictitious apparition, or are you going to “march breast 
forward” and help break down this fear in the minds of 
your customers ? 

There is no reason why merchants or any one else 
should be alarmed. The backbone and foundation of 
this nation is its integrity and natural resources, which 
are in most superb condition. In fact, the land “flows 
vvith milk and honey.” The only trouble is the people 
(some of them) are scared stiff. 

And about what? Absolutely nothing. It’s just 
like a cry of fire in an opera house where no fire exists. 

Fear is no person, place nor thing. It has no actual 
cause—no real power. In the presence of confidence 
1t beconies absolute nothingness and vanishes as dark- 
ness before the light. 

When a snag is blown out of a river by dynamite 
the noise creates excitement, but the snag being re- 
moved leaves the river clear. Several snags are being 
removed from the “financial river,” but the explosions 
should cause no alarm. With the snags removed this 
country’s prosperity will flow on greater and more 
powerful than ever. 

Which side are you fighting on—fear or confi- 
dence? Tévery word you speak, every thought you 
think, has power for good or evil. Think it over and 
be an optimist. 


C.H FRENCH 
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DAVID HEALD 


LONG DISTANCE TELEPHONE 


BOSTON WAREROOMS? — 
90. CANAL STREET. - 


B. Bowser. & Co., 
255 Atlantic Ave., Boston, Mass. 
Dear Sirs: 

We heve for many years been users of oils, shellacs, 
nantha, varnishes, and goods of this kind, and have sustained 
for a long period a good many losses in leakage of these goods, 
in the expense of handling them without facilities, and in not 
being able to check up receipts of these goods in the proper 
Way . We bacame interested in your system more than a year 
age, but it was not until lest June that we ordered it 
installed. Since we commenced using it we have become firm 
friends of the system, and it has worked to our entire 
satisfaction. We have been able to check the exact smount 
of goods in barrels received. We are able to pump all of 
our material to location where used, and this saves us a good 
sum in the course of a year. We are highly pleased with it, 
and every detail works to our entire satisfaction. 

We cannot understand why users of material of this kind 
do not see it is to their advantage to install a system of 
this kind. We have nothing in our works which has worked 
so mich to our benefit as this system in question. 

It has also saved us a large sum in insurance. Taking 
it altogether, the amount saved in our case has been large, 
and we ere thoroughly pleased with the whole installation. 

You ere at liberty to mention our name to enyone who is 
a prospective customer, or to bring them to our factory, when 
we shall be very glad to show the system up to such as would 
be interested. 


a 
No 


Yours truly, 


FRENCH & HEALD. 


Supt. 
Dic. ESH-D. 


The above voices the opinion of one of the best known furniture manufacturers in the Fast. 
liquids include naptha, varnish and shellac. 


The 
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That the financial juggler, the manipulators of watered stock and similar money 
sharks are the men chiefly affected by the recent upheaval is the concensus of opinion 
among men who have made such matters a study. General prosperity is unaffected and 
the above carton by Kimble and which appeared in a recent issue of Colliers aptly depicts 


the situation. 
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A WORD FROM MR. SAVERCOOL 


E. M. SAVERCOOL 


The following as a postscript added by Mr. Saver- 
coal-te a letter he had written to some of the salesmen 
in-the eastern division. Mr. Savercoal was in the 
field in 1893 and was one of the men Bowser & Co. 
depended upon to carry them along. He knows what 
panic means and talks not from hearsay but from ac- 
tual experience: 

Since dictating the foregoing we are in receipt of 
General Letter No. 180, written by our General Man- 
ager, Mr. A. Z. Potuamus, I earnestly request that 
every salesman read and re-read this letter from our 
General Manager. A few thoughts come to my mind 
which -will not be amiss, and which might be interest- 
ing to our representatives. 

‘Mr. PoLHAmus has conducted our business as Gen- 
eral manager for many years. I consider his judg- 
ment and his advice in regard to business to be ex- 
celled by no-one’s. Anyone of the old salesmen who 
have -been with the firm for many years has in the 
past -had plenty of evidence that this is a fact. Mr. 
Petatamus speaks of the “panic” in 1893... This 
brings to the writer’s memory some events which hap- 
pened about that time and which by relating should 
bring renewed courage to any representative of the 
Company at this time. a 

In the early part of the “panic” which culminated 
_ in 1893 the writer had passed thru a very trying ex- 
perience, having lost a great deal of money in: bank 
failures and the failure of several companies in which 
I was heavily interested. In ’93 I was selling Oil 
Tanks for “Bowser” and at the very worst time dur- 
ing the disturbance was located at Birmingham, Ala- 
bama, that being one of my largest towns. There 
were, if I remember rightly, twenty-one iron furnaces 
in that district, with nineteen of them shut down and 
two running on very short time, and pig iron selling 
at mucl: less than it cost to produce it. At that time 
I had indelibly impressed on me that a man who did 
not have courage, pluck, perseverence, and did not 
work doubly hard or who talked too much hard times 
was sure to lose his position and if he lost it he could 
not get another and unless he had funds the only al- 
ternative was the “free soup-house” which was estab- 
lished by the ladies of the different churches in the 
different cities thruout the country. It might not be 


amiss to state, as Mr. PoLHAMUS says, that ours was 


the only factory in Fort Wayne and one of the few 


in the country whose traveling salesmen all kept going 
and getting business and whose factory-did not shut 
down. It was a case of absolute necessity that we were 
obliged to sell goods. - Our living depended on it. ; 
I at that time heard salesmen in hotels, one ask the 
other: “How is business?” The reply: “On the 
bum. Have not taken an order for four weeks. No 


_ use; going to lhe around this hotel a while and save 


expenses.” The same fellows inquired of me as to 
business. I told them it was “first-rate; getting an 
order or two all along down the line. Couldn’t com- 
plain; working a little harder than usual.” There 
were times when things looked a little “blue.” I al- 
ways figured according to the law of averages, that if 
I kept on going I was bound to get business. 

At that time, as at the present, Mr. PoLHAMUS was 
managing the business and encouraging us, in fact de- 
manding that we by renewed effort get a paying and 
satisfactory business and Mr. S. F. Bowser was hust- 
ling around to get the money to send us to keep us 
going. You may rest assured that we had confidence 
in each other and we worked in harmony all along 
down the line from the President to the office force, ’ 
and if we had not done so we would have all been 
selling something besides Bowser Tanks at this time. 

I remember later of traveling in Mississippi in the 
midst of the Bryan campaign when “free silver” talk 
was hurting business to a great extent thruout the 
whole country. The first question I got when I went 
into a plantation store in that territory: ‘How is ‘free 
silver’ up your way?” I courteously advised the man, 
whom I hoped and was obliged to sell, that I was not 
selling “free silver,” was only a traveling salesman 
selling Oil Tanks. That was my business and ! could 
tell him where he could make money by buying my 
goods but I did not know a thing in the world about 
“free silver.” At that time cotton was selling at 4 1-4 
cents a pound, costing 5 1-2 and 6 cents to produce. 
An average plantation store handled six barrels of o1 
a year. A dealer who had a very large business 1n 
oil would sometimes advise me that he handled as 
much as twelve barrels a year. That man was a sure 
thing for a sale of-two tanks, as he handled “white 
man’s and nigger’s oil.” 

I can remember having been sent by Mr. Pot- 
wAMUs to Iowa and a portion of Nebraska, when, dur- 
ing the season there had been no rain and corn, on 
which the people depended practically, was entirely 
burned up by the heat and the record shows that we 
got orders, for the reason that I stayed in the terri- 
tory for some time, and could not have stayed unless 
I had secured some business. 

My memory carries me back to the time when trav- 
eling in Kansas in a section where corn was the only 
money crop and it was sold for 17 cents a bushel f. 
o. b. cars at shipping point, not a very cheerful out- 
look for a specialty salesman. 

I have in the old days, under adverse conditions, 
with nothing to sell but Kerosene Outfits, sold as 
many as eleven different merchants in one day and at 
other times I remember having gone as much as two 
weeks without having made a sale, always endeav- 
oring, however, to have the month average up all 


( Concluded on Page 6) 
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Further calling attention to the fact that business is to 
be had by “going after it’, we cite the order just secured by 
Mr. Edward Bryld. This extensive outfit is to be installed in 
the plant of the H. H. Franklin Automobile Co., N. Y., and 
consists of 12 Tanks and Pumps, as follows: 


“C” Storage Tank. 

A particular feature of this outfit is that.-Tanks No: 1 
to Nos. 8, Cut 9 outfits, are to be finished in white’ enamel 
with black enamel pumps, making a very handsome con-- 
trrast. 


Money is Not Scarce, Just Scared 
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How It Appeals to a Salesman 


This money stringency is simply another objection to buying which the salesman has 
to overcome. It’s no worse than ‘‘Price too high,’’ ‘‘Don’t use enough oil,’”’ ‘‘My tank’s 
good enough,’’ etc. You have studied how to meet these other objections, now study to 
overcome this new one, and you can overcome it just as easily. Could you talk against 
‘Price too high’’ if you felt that price was too high; could you convince the merchant that 
his old tank was not good enough, if you thought it were? Neither can you sell the mer- 
chant who sees panic in the air, unless you yourself are convinced that there is no panic, 
and can intelligently present your reasons for this belief. 

But if conditions are affecting business in your territory, prompt action on your part 
is necessary. You must immediately take a careful analysis for the situation, disabuse 
your mind that the country is on the verge of ruin, collect as many cheerful facts as you 
can regarding things right in your own territory, and build up a line of convincing argu- 
ment to meet this new objection to spending money for an oil tank. 

The fact that it is a new objection to so many men is the reason of its flooring them. 
The merchant has a stronger line of talk than the salesman simply because the salesman 
has not gotten down to the serious work of considering the matter from the correct stand- 
point, instead of the customer’s fictitious one. 


WE MUST HAVE THE DOLLAR NOW. 
(Saturday Evening Post. 


In the monetary crisis of 1893 gold flowed rapidly 
out of the country. Europe drew a hundred millions 
of the metal from us in that year. 

If you are hungry and somebody takes away what 
food you have, recuperation, obviously, will be slow. 
Within a few days following the monetary crisis of 
1907 we drew twenty-five millions of gold from Eu- 
rope, and sharp advances in European discount rates 
did not at once check the movement. Our need of 
gold was, in fact, much more urgent fourteen years 
ago; but we couldn't get the metal. We simply did 
not have the financial power to command it. 

We have that power now, and the fact gives, in a 
nutshell, the difference between the two periods. 

In 1893 we could give no conclusive assurance that 
we would pay in gold. Our legal dollar was “coin”, 
which might mean a hundred cents worth of gold or 
sixty cents worth of silver. Europe was disinclined 
to take the chances. The law of 1900, making gold 
the standard, removes that handicap. 

But there is not much use in having a gold dollar on 
the ‘statute. book unless you have it in your pocket, 
too. One of the forerunners of the real panic was a 
pretty universal condition of insolvency among those 
concerns that made a special business of lending 
money on western farm lands. 

In 1892, 1893 and 1894 the west was broke. Pro- 
duction of wheat and corn those three years was un- 
der six billions bushels against ten billions in 1904, 
1905 and 1906; wheat averaged 55 cents against 78. 
Cotton production was 23 million bales against 35 mil- 
lion the last three years; the price eight cents against 
eleven. Total bank deposits in 1893 were four and 
one-half billions against twelve and one-fourth billions 
now. In 1904 the treasury’s stock of gold was sixty- 
four millions against 280 millions in October, 1907; 


total gold in the country, 598 millions against 1,432 
millions. Everybody now knows what Uncle Sam’s 
dollar is, and that he’s got the dollar. 


WHY 1907 IS NOT ANOTHER 1803. 


But for these special causes, which kept the business 
in a state of unrest and uncertainty for four years, the 
effects of the panic of 1893 would probably have 
passed away, as those of the equally sharp panic of 
1857 did, within six months. But even apart from these 
the country was in no such condition to cope with a 
depression as it is to-day. While our population has 
increased by only about one-third our wealth has 
nearly doubled. We have added something like fifty 
billions to the value of our property in these fourteen 
years. Our deposits in national banks and savings 
banks, which were a little over three billions in 1890, 
were more than seven and a half billions at the last 
returns. That is to say, the bank deposits alone would 
pay now for half of the entire railroad system of the 
United States. Our mines produced gold to the 
amount of $35,955,000 in 1893; their product went up 
to $96,101,400 in 1906 and is expected to exceed a 
hundred millions this year. In the three years ending 
with 1893 we had sent away the entire product of our 
gold mines and had $53,987,423 less gold in the coun- 
try at the end of the period than at the beginning. 
In the three years ending with 1907 we have kept our 
entire domestic product of about $282,000,000, and 
have added nearly $82,000,000 of foreign gold. In- 
stead of. an export merchandise balance of $223,704,- 
572 in three years we have had one of $1,364,780,302. 
Our discordant and experimental industries of 1893 
have been harmonized and brought into close touch 
with the demands of the market. Our loose-jointed 
railroad systems, hastily flung over vast stretches of 
wilderness, have been rebuilt, with growing common- 
wealths about them, 
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C. H. KELty is open to interrogation as to the why 
of his investing in a new English walking suit, and 
then announcing his intention to spend the holidays 
in Woca, Texas. Rumor has it that the genial and 
rubicund Kelly, so long looked upon as a confirmed 
bachelor—but then rumor may be wrong, or at least 
premature. Mr. Kelly has our best wishes that his 
stay in Waco will be very pleasant. 


J. THEo. Smiru, down in Mississippi, is one of the 
men who hasn’t heard about the panic. During No- 
vember he sent in forty orders, all good, straight or- 
ders for No. 1 outfits, and thirty-six at standard 
terms. 


D. Warp, up in the Northwest, a friend of the 
Cornells signed as a salesman, but circumstances were 
such that he could not, at the time, come to the fac- 
tory for instructions, and territory assignment. He 
was sent a model and an order book and given per- 
mission to work in a couple of counties. He has 
worked out his own salvation, has made money, and 
is enthusiastic over possibilities. 


R. L. DuNncAN’s October business totaled ninety- 
three points, while for November, up to the 20th, he 
had secured one hundred and forty points. Speaks 
rather bad for hard times, eh? Out of twenty-three 
orders secured, twelve were for gasolenes, ten of these 
being Long Distance. 


C. C. Barret’s business for November totaled 275 
points, the high-water mark for the month. This 
beats his October business about fifteen points. Mr. 
BARNET may well be proud of that record. 


Up in Canada, three men have been pushing each 
other hard for November business, and each finished 
with a splendid total: W. RoreERTSON, 162 points; 
Tuos. CRAGG, 146 points, and A. E. Morrett, 136 
points. 


J. G. RopMAN reports fine business prospects in Cal- 
ifornia. Money has been a little tight and not very 
loose yet, but closed with 136 points for November. 


For FRANK LAUGHREY, November was the first 
month on the Pacific coast, and, of course, he needed 
a little time to get acquainted. In between, he was 
able to dig up 123 points. 


C. H. BUNTING, a new man in New York State, se- 
cured a fifty-two point order from a garage as a start 
for Christmas expenses. The Editor is reminded of 
the old nursery rhyme: 

Bye, Baby Bunting, 
Papa’s gone a hunting, etc. 
Pa Bunting’s hunting is the successful kind, all right. 


This morning’s mail included two splnedid orders 
from W. E. JENKINSON, one 140 point for a paint oil 
store and one 48 point for a garage. That’s a mighty 
promising December start. 


Reading over the foregoing personals, our attention 
is drawn to the fact that good reports are not con- 
fined to any one section. Just note, if you will, the 
widely separated regions from which good business 
has been gathered. 


A PERSUASIVE SOLICITOR. 


A. S. Stata, who represents us in Minneapolis and 
St. Paul, was, previous to his entering our employ, a 
successful book agent and the means employed by him 
to secure his first position at least show determination 
and resourcefulness. The story is told by the manager 
of the publishing house. 

“We had out an expensive religious book and had 
advertised for agents to handle it. 

“Among the numerous applicants was a tall, lanky 
youth. I asked him if he thought he could sell books, 
and he said that he reckoned that he could. 

“Very well,” said I, “I’ll see what you can do. 
Take this book and consider that I am your intended 
victim. The price of this book runs from $2 to $4, 
but you must always endeavor to sell the highest 
priced book, although it is no disgrace if you only suc- 
ceed in selling me a cheaper book; if you succeed in 
selling me a book I will hire you. Now go ahead. 

“*Ye don’t wanter buy a book , do ye, mister?’ 

“T smilingly answered that I did not. 

“Better buy one,’ said he. ‘I'll sell it to ye pretty 
cheap.’ 

““Get out of here!’ I yelled, pretending to be mad. 
‘Don’t you see that sign ‘Book Agents Not Wanted?’ 

“ "PI let ye hev one fer $4, mister, seeing’ it’s we,’ 
said he taking off his coat and throwing it on the floor, 

“Tm afraid—’ I began. 

“*Four dollars, mister, an’ cheap at the price,’ he 
added, as he rolled up his shirt sleeves. 

“I didn’t like the looks of all these war-like pro- 
ceedings, and declared the test off, But he refused and 
gave me three minutes to ‘dig up’ the price of the 
book. 

“While I was trying to make the fellow understand 
that the joke had gone for enough he jumped on me. 

“I didn’t stand the ghost of a show with the husky 
youth, and I soon found myself on the floor, with the 
would-be book agent sitting upon me, saying some- 
thing about a book he would sell me ‘powerful cheap.’ 

“To save my life I reluctantly consented to take one 
of the $2 kind. He was sorry, but only sold the $4 
kind. 

“He allowed me to get one hand loose, and I pro- 
duced $4, whereupon he released me, and wanted to 
know how soon he could go to work. 

“T kept my word and hired him, sent him as far 
west as I could for fear he would take it into his head 
to sell me a complete library.” 
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_ Were you ever in a town when a tornado had been announced, and watch the inhab- 
itants scurry to safety, hunting cellars, basements and similar holes in the ground, there 
to hide until the storm was past? In some sections, it takes only a rumor, an idle jest 
to start the ball rolling, and ina mighty few minutes the village is deserted. 


i Somebody said: 


‘‘Rinancial tornado coming,”’’ 


and a similar result was accomplished 


in the business world. Grabbing up their available cash, they have hunted their holes in 
terror and just as fear of the wind spreads, so has spread the fear of a money panic. 

Fear begets fear, and one of the most discouraging things about it is that salesmen are 
helping it along. Gathering in hotels, in trains, on street corners, they talk ‘‘No busi- 


ness;’’ and what’s the use? Does it get business? Not a cents worth. 
Talk good times, convert yourself. 


the return to normal conditions. 


It simply hinders 
Every man talking 


prosperity can quickly influence ten more and in mighty short order, business will resume 


normal conditions. 


A WORD FROM MR. SAVERCOOL 
Concluded from page 2 


right. At that time the average order was about one- 
third the amount in selling price compared with the 
present. 

Referring to confidence and courage, I was in a 
lilttle town in Iowa years ago. At that time our fac- 
tory was built entirely of wood. I picked up a Chi- 
cago paper and on the first page read as follows: 

“Bowser Oil. Tank Works at Fort Wayne entirely 
consumed by fire. Insurance nominal.” 

I went back into the hotel and wired Fort Wayne 
as follows: ‘See works destroyed. What shall I 
do?” 

A little later got an answer from Mr. PoLHAMuS: 
“Keep on going. We need orders; will fill in six 
weeks.”’ 

I did not question any more but kept on going and 
selling goods. I knew I needed the job and the firm 
needed the money. 
that all that was left was the vault, with some widely 
scattered book accounts and a little money from the 
Insurance Company, and a determined lot of men at 
Fort Wayne as well as salesmen on the road, and ev- 
erybody said “WE WILL.” 

Think it over, the conditions now, the greatly im- 
proved line to sell, the country rich, commissions 
much greater, the firm solid as a rock, high-class ad- 


You will be interested in knowing 


vertising matter, the same men now at Fort Wayne 
with lots of strong men associated with them besides. 
Several of the older salesmen still with the Company, 
as well as the writer, in the years past have ridden 
in Pullman cars, driven hundreds of miles away from 
the railroad, rode a blind mule in Arkansas, walked 
up mountain trails in Tennessee, wallowed in snow 
drifts as far north as a white man goes im northern 
Canada, worked the lower Mississippi in a row-boat 
and reached points on the Florida coast in a sail-boat, 
and all we had to offer was “Bowser” Tanks. Are 
not your conditions better and the chances of success 
at this time much greater? 

I could continue indefinitely to give you experiences, 
both east and west, which were certainly dishearten- 
ing and which required extreme courage in order to 
overcome difficulties at the time. My own experience 
has been duplicated by a large number of salesmen, 
the “old guard.” or the oldest men in the employ of S. 
F. Bowser & ComMPANY, many of whom have been 
with us from twelve to twenty years and have had 
like experiences and probably overcame even greater 
difficulties and must have succeeded, otherwise they 
would not be classed with our best salesmen at this 
time. 

Now let everybody resolve to “get busy,” verv busy 
and employ our talents to such an advantage that you 
will individually largely increase your sales and you 
will find us appreciative and ready to back you up to 
the best of our ability. 
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ADVANTAGES 


OF 


THE LATEST TYPE 
OF 


BOWSER OIL TANK 


Self-Measuring—measures an accurate gallon, half gallon 
or quart at a stroke. 

Computes the value of oil drawn. 

Prevents spilling, overflow, waste, over measure, short 


Mec ECIAe OUTEIT measure, leakage, evaporation and pilfering. 
Tank in Cellar out of way, Pump in Store Eliminates danger. 
S. F. BOWSER & Co.., Keeps the store clean, the oil clean and the air free from 
Inc 
i bad odor. 


FORT WAYNE, INDIANA 


A Reminder for the Merchant 


A merchant wants a Bowser tank most at the moment that he is drawing oil from his 
old tank. Call his attention to the advantages of the Bowser just when he has run oil all 
over his hands, and as he stands there contemplating the oil-soaked floor, and sniffs the 
odor, and the sale is half made already. That is why a salesman always scores a point 
when he can get the merchant to accompany him to.the oil room. 

‘But a salesman can not always be at hand at the opportune moment, and a catalog in 
the man’s desk is easily forgotten. There has been a need for something to direct the 
merchant towards the. Bowser just when he was thoroughly disgusted with present 
methods, so to meet the need, we have had printed a large quantity of gummed stickers, 
which the salesman can paste where they will do the most good, preferably on the old 
tank where it will stare him in the face every time oil is drawn. The above isa reproduc- 


tion of one of the stickers of which there are three; the other two show different outfits, a 
cut 19, type ‘‘B,’’ and a cut 42, Long Distance. These are put up in pads of twenty-five 


and each salesman will be furnished a supply, which we want him to use to such good ad- 
vantage that one will be found in every oilroom where he think a merchant needs a new 
outfit. ‘‘Keep on keeping on.’’ 
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To a salesman, a Merry Christmas depends on the amount of business he has done, 
the orders secured. No business may mean a glum Christmas. We want you to have a 
merry Christmas, every man of you, but to get the merriest kind means three weeks of 


good, faithful plugging in Maine and California, in Canada and Mexico and in every state 
between. 


Che RBOWSER. 
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) AP UGLINESS | 


If a man feels panicky he does not need an actual financial panic to make him feel the 
full effects of such an occurrence. | | 

If on the other hand the salesman is confident that things are coming out all right he 
is better prepared to instill that confidence in the minds of his customers and for him at 
least there is no panic. 
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PERSISTENCY 


OR EE TOA RESTO INES EE awe <h NTTH 


4 esr 
i POSTOFFICH COUNTY STATE SHIPPING ADDRESS 
Toronto es 2 york Ont. 
NAME ve “ BUSINESS : : RATING 
ee at Gro. Mm4 
OILS HANDLED PRESENT STORAGE 
l-l=bbl- Cut 1-$65,00 
SIZE, STYLE AND PRICE QUOTED a : SHOULD BE SEEN 


PION SR OO NC SOR CO ITER TAUREN apie Bony ed 


DATE : SALESMAN ae : REPORT 
9/10/06 A. EB. Moffatt | Going to interview some firms that have a 
Bowser, — — 
| 9/18/06 ‘A. E. Moffatt | Almost persuaded, et interview some of our 
users, Will surely buy 2 weeks from now. List, 
19/4; 06 A. E. Moffatt | waited a long ‘time but could not see Mr. a 
: will endeavor to get nie order next week, 
11/8/06 A. Ee Moffatt Has investigated 0. x, Wanted them, eee . 
| : 3 lyre, Leave itefor @ while, = 4 ae 
la/29,07 A. E, Moffatt — This is one of. the’ hardest ‘tasks I have had, 


put think I can. close him next week. 

4/ 24/07 A. E, Moffatt - | May phone in a few days, if not, I shall sell 
im some time this Summer, : 

10/14/,07| A,.E. Moffatt | Sold. See my order #99. as he thinks he 

411 surely get rid of me if he buys, 


The above is a reproduction of the card record kept at the office showing each call made on a certain 
prospect. It illustrates the value of “keeping at it” and demonstrates the truth that because a man fails to 
sell at the first call is no reason why he should not call again. After the above card was called to our atten- 
tion we asked our record clerk if the report were an unusual one. He pulled a bunch of cards at random 
from which we selected several showing that similar instances were happening right along. 

A card on a merchant in Grand Rapids reads as follows: 


DATE. SALESMAN. REPORT. 
B=2 5-00). geet HS OWEM as eters In the fall. And another in Indiana :— 
40293-0055 0S. (az ROm ets weet teaert Now now. 

10-30-06...... Wm. Johnston....... Will call again. DATE, SALESMAN. REPORT. 
{1-.6-0077..<. Wins johnston<7i ..% Call again. 1-<5°067 eb Bs Deardiae e.eee Price too high. 
3-20-07...... Wins ohnstons= ace Interested. 6-7 1-062. 0,5 M. Bartling =. Not justified. 
A= 10-0 Jie Wm. Johnston....... Interested. 7-30-00. . .F)B: Homsher?. a2: Not interested. 
4-19-07...... Wr. Johnston... 4. Interested. 2317-07... 2» He Bo FlOMSReL scan Cost too high. 
BF HOF saves Wm. Johnston....... ater 6-13-07.2 ..4B..rlomsher ee. Not interested. 
5-17-07...... Wm. Johnston....... Interested. Io- 1-07....F. B. Homsher..: .. Sold 2-bbl. Cut 19. 

Q-20-07...... Win. Jokastons.. =.s Sold. 


These cards plainly prove that even the man who seemed hopeless as a prospect at the first calls may 
later on be sold and that it pays to call on every merchant every trip. 
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Systematic Working of Territory 


Primeval man had no system oi life; he hunted and fished not by any schedule, but 

at the dictate of a hungry stomach, possibly aided by his angry spouse, indignant at 
his laziness. Gradually, civilization took him in tow, enlarged his sphere of use 
fulness, gave him work to do and by degrees, he has become imbued with the truth 
that the helter-skelter, hit or miss principle is not the way to win financial success. 


System has grown with civilization. 


In every field as business has become more strenuous, the selling of goods a 
science instead of an accident, the need of system in every line has become more ap- 
parent and universally used. 


Just as system has been successfully applied to the running of a business, to the running of our own 
business, so can it be, with equal success, applied to the individual salesman, and that’s one of the things we 
want each Bowser salesman to seriously consider during the holiday season—how to more systematically 
work his territory, and an excellent New Year resolution can be summed up in the one word: “‘Systematize.” 

Do you ask what is meant by systematically working a territory? It means using a calling list and calf- 
ing and reporting on every name listed there; it means covering your territory very closely and-it means 
taking enough time to do it thoroughly, to make it unnecessary to slight a single possible buyer. It is better 
to miss a train than a sale. 

Is it possible for any man to sit down, pull out a map and the calling list of a certain county. and then 
and there, at his own fireside, accurately determine just whom he is going to sell? Assuredly no. Such abil- 
ity would be an asset of incalculable worth, and the salesman possessing it could set his own price, on his 
services, for that man could eliminate all unnecessary expense. 

On the other hand, is not the exact reverse true that you cannot determine this even after you have 
entered a store, sized up the place and met the proprietor—not until you have left the place is the sale made 
or lost. . 

The least prepossessing prospect often proves the best buyer and surest payer, and any salesman of 
experience will agree that some of his most profitable sales have been where he least expected to secure an 
order. Most assuredly is it necessary to call on every prospect, if you would secure the maximum business. 
Of course, merely calling will not sell, but it’s sure the man who does not even call will not do the selling. 

We furnish you with a calling list containing the names of the prospects in each county, their financial 
standing and the kind of tank they use, where we have that information. 

A second reason for thoroughly working a territory is fourd in the fact that it is the only way a sales- 
man can inform himself of conditions in that territory. If froma personal visit, you know the status of. every 
prospect in your territory, the advantages are obvious. 

Another reason also presents itself. It is an economy to cover territory carefully instead of jumping 
from this point to that point and back again. If of three towns, A and B are three miles apart and ‘C jis 
forty miles away, it’s less expensive to make A and B, and then C than to skip from A to C and come bacék 
to B, when you find there is some one who can be sold. 

A second point in regard to systematically working is found in the caution not to travel too fast. ‘Fhe 
man whose chief aim is to get over the ground as fast as possible is apt to pass up the prospects that do not 
look good to him; the man who is determined to spend all the time necessary, has time to call on every one 
on his list and often runs across a new man not on his list, but referred to him by some one with whom he 
had time to talk. 

W. C. Holman, in one of his famous Ginger Talks, says :— : 

“A salesman’s territory is like a corn field; it won’t yield a harvest without cultivation. Weeds are the 
only crop that will come up of themselves. The Indian squaw who used to scratch over the soil in the tribal! 
corn patch with a stick, drop a few casual grains of corn here and there and go off in the wake of a hunting 
expedition until harvest time, never needed any towering granaries to contain the crop she raised... If her 
pack of starveling pappooses got a dozen square meals all around as a result of her entire season’s farming 
they could count themselves lucky above the ordinary lot of red-skinned youngsters. ot 

“It is the same way with a salesman’s cultivation of his territory. The man who expects to secure 
results in his field must get out into it promptly at sun up, and stay until sun-set.. He must be willing to work 
on occasion by the light of the moon. He must do a lot of preparatory plowing and harrowing among. his 
prospective customers. He must have the,right kind of argument for. seéd, and:throw it out with both: hands. 
He must coax the reluctant soil with daily caressing touches of an ingratiating and vigorously wielded.‘hee. 
When he gets his crop started he must sprint all over the field early and late to keep the weeds down... The 
amount and quality of the harvest he gathers will depend entirely on the amount and quality of the effort: the 
expends in bringing it up. There is absolutely no other factor that counts in the result.” 

That's all. The calling list, of course, is being used, but some are not using it to their best interests, 
and we want them to think about it carefully and it will find its reward in a better, bigger business for 1908. 
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Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editors. 


Selling Arguments Hot from the Field 
’ Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 
‘To keep this feature active will require new contributions 
right along so if you’ve some good selling or closing arguments, 


some answer that meets the occasion, send it inand let it serve 
to help some one else. 


: 


PILFERING, 


-«¥ou sell oil. A small boy comes into your store 
for a gallon. You go out into the back room, draw 
this oil, you leave the store empty. The boy sees some 
fruit or candy and in one look is tempted to steal it 
and succumbs to the temptation. You have no right to 


put temptations in the way.of the boy, and by doing so 
you,may start him on the road to being a regular thief. 

.:det’s remove these temptations, let’s do all we can 
to, keep ‘temptations out of the boy’s way until he is 
old enough and strong enough to resist them.—GEo. 
R. HANCE. 
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DON’T SELL ENOUGH OIL. 


-‘he man who says he don’t sell enough oil to jus- 
tify:the investment will probably agree to the proposi- 
tien that he would not handle any oil at all, because of 
the disagreeable features ot ‘t, if the only considera- 
tien was the profit in the oil soid. He handles oil be- 
cause it is one of the things some of the customers 
must have, and he don’t want them to have to go else- 
where to get it. The Bowser tank is the solution of the 
problem for him. It does away with all of the dis- 
agreeable features and the profits on every sale will 
finally pay for the outfit. 


EES Saab .@-O M Ek 


QUOTING THE PRICE, 


One of the most difficult things for a salesman to 
overcome when he is making a demonstration is that 
of giving the price before he is ready for it. Your 
prospect is apt to break in at any time with the re- 
mark, “What is the price?” The following ways to 
avoid a direct answer were brought out in the post 
graduate class. 

The question of price depends entirely upon the 
kind of Outfit you cought to have. In just a moment 
we will be ready to go-into your requirements very 
carefully so as to quote just the right Outfit. 

Second, act as if you had not heard the question 
and instead make some particularly strong statement 
regarding some features of the Outfit. In other 
words, avoid giving the price until you have explained 
every feature of the Outfit, that is, until all the evi- 
dence is in because in that way you are better able to 
prepare the man for the price and when he does get it, 
it will not seem high. 


A POINT IN THE DEMONSTRATION. 


As you demonstrate the small accessories, the Dis- 
charge Register, Nozzle, Double Valve, etc., put them 
back into your grip instead of leaving them out on the 
counter. If you leave them out, you give your pros- 
pect something to divert his attention. 

Keep the drip tube out of sight unless you are dem- 
onstrating the Adjustable Measure Cabinet. Keep the 
little model can in your pocket, excepting when you 
want to use it and then make it a point of the fact that 
it represents the customer’s can. 

a 
BOOS Tease Lie 
‘flere! you discontented knocker, 
Growlin’ ‘bout the country’s ills ; 
Chloroform yer dismal talker ; 
Take a course o’ liver pills. 
Stop yer durn ki-o-tee howlin’, 
Chaw some sand an’ git some grit ; 
Don’t sit in the dumps a-growlin’, 
Jump the roost 
An’ boost 
A bit! 


Fall in while the band’s a-playin’, 
Ketch the step an’ march along 
‘Stead o’ pessimistic braying 
Jine the halleluyah song! 
Drop yer hammer—do some rootin’, 
Grab a horn, you cuss, and split 
Every echo with yer tootin’— 
Jump the roost 
An’ boost 
A bit! 


Ed, Note-—We are not responsible for this and 
don’t know where the author lives or why he is al- 
lowed to live. Ne ee 

ee ood 

The nervy salesman is not the successful one, nor 
is he the one that makes the best impression. A man 
with tact, diplomacy and perseverance, backed up by 
knowledge and initiative, cannot be defeated at any 
game.— Master Printer. 
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No. 1.—To some merchants the first cost of the tank blinds them to the profits to be derived from it. 
No. 2.—If a grocer has to keep his oil out back somewhere the price of a tank can easily be lost in the 


pilfering that goes on while he is after oil. 


No. 3.—No woman likes to carry a dirty oil can. 
handed back to her clean, i. e., where there is a Bowser. 


a dirty oil tank loses a good customer. 


Tf she has to burn oil she buys where the can is 
Where she buys oil there she buys other things and 


No. 4.—Bowser Tanks keep the oil clean and pure—dirty oil makes smoky lamps and discontented 


customers. 


No. 5.—Contaminated groceries result from inadequate oil storage. No customer will long stand for 


the smell of oil in groceries and meat. 


INSTRUCTION TO SALESMEN OF SAPOLIO. 


Enoch Morgan’s Sons Co., manufacturers of that 
well-known soap, Sapolio, publishes a list of “Instruc- 
tions to Salesmen’” which are equally applicable to 
Bowser salesmen. ‘These rules-are given here in full 
and by substituting “Bowser” or “oil” for Sapolio they 
contain excellent advice to the men selling our pro- 
ducts. In the following we have revised the copy, 
putting the revisal in brackets. We are indebted to 
Mr. P. F. Cashman for a copy of these intsructions. 


INSTRUCTIONS TO SALESMEN OF SAPOLIO. 


Talk CLEANLINEss—Constantly keep before those 
whom you approach the relation which cleanliness 
bears to Life. Health, happiness, success largely de- 
pend upon it. Self-respect dwells not in dirty houses 
with careless people. The first commandment of social 
Nie is: “Be Clean.” 

Talk CHEERFULLY—You represent a good article— 
offer it with a confident smile. The great public are 
our friends. Success can afford to smile. Leave des- 
pondency and complaints about the weather, dull times 
and reluctant buyers, to the peddlers of imitations and 
cheap substitutes. It is hard work for them to “reflect 
a shining countenance.” Tell the storekeeper that it is 


a good rule never to buy goods from a grumbling 
salesman—his discontent advertises the fact that his 
wares do not sell readily. 

_ Talk Farr Prices—The best stores will be your 
best customers, because they are themselves clean. The 
grocer who keeps dirt down can keep his prices up. 
Many a dealer buries his profits under the dust in’ his 
store, and then vainly tries to keep up his trade by 
selling cheaper goods. 

Talk EcoNomy—Less wasté is our greatest 
national need. Cheapness is rarely economy. Our an- 
cestors left us solid’6ld furniture because there were 
no cheap installment systems in their days. Sapolio 
(Bowser Oil Tanks) may cost a trifle more than cheap 
substitutes, but it outlasts them. 

Talk ConripbeENtLy—Every sensible dealer keeps 
Sapolio (Oil) in stock. The public prefers honest, 
well-known goods. Urge the grocer not to load his 
shelves with experiments, and to listen to no sugges- 
tions that he can substitute anything for Sapolio 
(Bowser )—it is a losing game. He will not do it if 
he respects himself—he will not do it if he wants the 
respect of his customers. 

EnocH Morcan’s Sons Co. 


6 THE BOWSER BUSINESS BOOMER. 


NOZZLES 


The above illustration shows the sixteen 
styles of nozzles which are furnished as stand- 
ard with our various pumps These nozzles 
are made in sizes as noted and are regularly 
used with the pumps designated. 

No. 1. Portable Shut-off Nozzle, cut 131, 
for end of rubber hose when used with wheel 
tank, cut 121. 

No. 2. Portable Shut-off Nozzle, cut 131, 
for end of rubber hose when used with cut 
No. 41 pump. 

No. 3. Portable Shut-off Nozzle, cut 131, for end of metallic 
hose wherever used. 

Nozzles No. 1, 2 and 3 are alike excepting for the hose connec- 
tion. Each has %” tip. 

No. 4. Shut-off Nozzle for cut 121, Wheel Tank, with rubber 
hose connection. The metal hose connection is similar to the 
hose connection in No. 10. 

No. 5. Cut 39 Shut-off, used with cuts 38 and 39. 
threaded for 14” pipe, also provided’ with screw tip 4%" hole. 

No. 6. Heavy Oil Shut-off, used with cuts 9, 15, 31 38, 39 and 
41 for Linseed, Turpentine, Varnish, Shellac, Rubber Cement and 
similar heavy non-lubricating oils, etc. Shut-off at end of tap- 
tapped for 1" pipe with tip 14" outside, 2” inside for cuts 38 and 
39 tap 13” tip 14” outside, 1” inside. 

No. 7. Regular Shut-off for light oils used with cuts 9, 10, 15 
and 41 for gasolene, kerosene and similar light oils, also for lu- 


bricating oilson same pumps. Tapped }" for cut 10. Tapped 1’ 
tip £"; for railroad use tip }". 


14 tap 


No. 8. Quick Acting Shut-off for Lubricat- 
ing oils, used on cut 152 and adaptable to all 
shop pumps, cuts 50, 63, etc , if specified and 
the additional price secured, tapped #", tip 2’. 

No. 9. Cement Can Shut-off for Cut No. 28, 
shut-off at end of tip same as No. 6. 4" tap, 
tip 1,;" outside. 


No. 10. Little Giant Shut-off used with cut 
47. 4%" tap, tip threaded for #” rubber hose. 
&" inside. 

No. 11. Drug Pump Shut-off, used with 


cuts Nos. 500, 501, 502, 503, 70 and 72, on 
Tap +". Tip >°;" or 75" if specified. 

No. 12. Anti-drip Nozzle for heavy lubricating oils, used with 
cuts 25, 26, 32 and 33. 1” tap, #” tip. 

No. 13. Anti-drip nozzle for cut 49, 2” tap. End threaded for 
#” hose connection. 

No. 14. Anti-drip Nozzle for light oils, used regularly with 
cuts 1 and 19, all their several adaptations and on all shop pumps, 
cuts 50, 63, etc Tap %". Tip %” for light oils. Tip ;"for 
lubricating oils. ‘ 

No. 15. Anti-drip Nozzle for drug pumps, used regularly with 
cuts 70, 72, 500, 501, 502 and 503. 4” tap, #” or ,5,” tip. 


No. 16. Quick Acting Shut-off for Power Pump, cut 150. 13’ 
tap’ tip threaded for pipe connection as required. 

It will be seen that nozzles are divdied into three classes: the 
anti-drip, the shut-off, which also has the anti-drip feature, and 
thd quick acting. 

Illustrations + actual size. 
In ordering any but the regular equipment, specify by number. 


volatile oils. 
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THE DANGER OF GASOLENE. 


A LINE oF ARGUMENT SUGGESTED FOR USE IN SELLING 
GASOLENE EQUIPMENT. 


The clippings on this page are extracts from a rec- 
ord kept by one of the leading Insurance Companies 
and demonstrate forcibly the fact to which we are daily 
trying to educate the public—that there are but-two 
places where gasolene can be relied upon to be Salcei, 
e., a BOWSER TANK and the tank of the gasolene 
engine. Some people learn more slowly than others 
but the average intellect, after an experience of this na- 
ture, rarely has difficulty in comprehending what we 
mean when we say “Store your Gasolene in a BOW- 
SER TANK until you are ready to use it and then 
pump it into your automobile with a BOWSER 
1A GDB ete 

Most people will be found to show very great re- 
spect for gunpowder but with Gasolene they are gen- 
erally found to be unduly familiar. The reason for this 
inconsistency is not far to seek. Gunpowder is a very 
ancient commodity and its latent power and danger is 
quite generally understood. It has a long record be- 
hind it—it has moved the world and made history. 
Gasolene is a comparatively new source of power and 
its universal and increasing use cause many to handle 
and treat it as utterly inert until sprayed into the cylin- 
ders of the engine. It too is making history and some 
of it is disastrous. 

As compared with gunpowder, Gasolene is the more 
dangerous of the two and for the following reason: 
The powder of commerce is in a granulated or kernel 
form and unless handled extensively and roughly, it 
gives off but little dust. When powder dust does accu- 
mulate, it is highly inflammable and explosive and re- 
quires but a spark to develop its power. On the other 
hand, the powder itself may be approached by a flame 
very closely and so long as the flame is not brought in 
direct contact with the powder and sparks are absent, 
the danger of an explosion is not immediate. 

‘In the case of Gasolene it is the vapor thrown off 
that is the cause of danger. This gas cannot be seen 
although it may at times be detected by its character- 
istic odor. Gunpowder may be easily seen when lying 
loose and avoided by those who understand the precau- 
tions necessary to take. The vapor of Gasolene is sel- 
dom detected until the frightful flash ensues, an- 
nouncing to the world at large that somebody is again 
to pay the penalty for carelessness or ignorance. 

Gasolene vapor is of a low gravity and, like water, 
will find a lower level if it can do so. An insurance 
official of high standing in Massachusetts related to us 
recently a typical example of this fact. Ina large fac- 
tory, a barrel of Gasolene which was on the ground 


Garage and Automobile Fires 


THEIR CAUSES, AS COMPILED BY A LARGE FIRE INSURANCE | 
COMPANY—MANY FIRES DUE TO CARELESSNESS OF EM. | 
PLOYES AND SOME TO UNUSUAL CAUSES—EXTRAORDIL- 
NARY CARE NECESSARY IN HANDLING GASOLINE, 


estas A: o Eee 
Employe was filling car tank from vessel of the watering 
pot type. A portable Jamp hanging on the car to light the 
Operation fell and broke. The rapidly consumed filament 
ignited the gasoline fumes. | OSS, $75,000. 


: Employe stepped on match which had fallen on Saturated | 
floor, Bad fire resnited os a : 


-. Man stepped on a match, igniting waste. Negro boy mis- ” 
_ taking pan of gasoline for water threw it on the fire. Garage 
destroyed. ies hea a 


- Careless. dropping of match, in garage ignited inflammables 
_ on floor and-caused $15,000 loss. Same cause resulted in bad 


: Workman in automobile repair room. stepped on a match’ 
which ignited inflammables, _ Entire building destroyed, 


: Ze [Sie 
__Employe struck ‘a match to light lamps while tank was 
“being filled. The explosion and subsequent fire ruined build- 
dng and contents: o.oo : 


‘Burning brush in rear of a stable ignited fumes of tank. 
___ belonging to adjacent garage, destroying the latter, j 
Ramm . Les nae 
— : ain ignited by employe who smoked near 
zasoline dripping from machine was ignited by | o 
7as0 P , amp with 
ventilating openings which had heen placed on nd day. 


floor sprung a leak during the night. The liquid 
flooded the floor to a considerable extent and the pow- 
erful vapor was speedily formed. In the basement be- 
low, the fireman on going home at night had banked 
his fires and, as is customary, left the furnace door 
ajar. The gas formed on the floor above soon began 
to seek its level and in due course of time began to 
“roll” down the basement stairs. Arrived at the open 


boiler door there was the resultant flash and explosion, 
the building was partially wrecked and a serious con- 
flagration ensued. Had a barrel of gunpowder been 
left on the first floor instead of a barrel of gasolene, 
the disaster here mentioned would hardly have hap- 
pened. 
The moral of all this is obvious—store your gaso- 
lene in a BOWSER TANK and encourage others to 
take the same precaution. The man who rocks the boat 
and his colleague who points the unloaded ( ?) gun 
have for years merited the execration of their SANE 
fellow men. The man who handles his gasolene in 
anything but a BOWSER outfit. will soon take rank 
with the first mentioned worthies. When the truth is 
known, the world will have little use for him. 
——o 

A traveler in the dining car of a Georgia railroad 
had ordered fried eggs for breakfast. “Can’t give yo’ 
fried aigs, boss,” the negro waiter informed him, “les- 
sen yo’ want to wait till we stops.” “Why, how is 
that?” “Well, de cook he says de road’s so rough dat 
ebery time he tries to fry aigs dey scrambles.”’—Life, 
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Telacwene Ramee en see 
Sete te meme a orem 


faris béarmay Typed Crago 


THE OLIVER TYPEWRITER COMPANY 
Bae ee age 
OLIVER wa 


Typewriter. 


Yr. 0. 4. D. - RR. Bov. 81, 1907. 


em ames Orrvcees 
Tree OUvar Treewr Tar Bui mee 


Gite xwao , Mov. 21, 1907. 
business as ws whole has undoubtedly suffered, 
like every other business, I believe that the 
secret of our success and our growth and 
inorease of businege, despits corditiona, ia 
entirely and wholly because of the superiority 


Mr. C. aA. Dunkelberg, Tresn., of the Oliver Organization and its capacity of 
S. F- Bowser *% Co., : placing before the public the real merft of 
Fort Wayne, Ind. our product. 
My dear Mr. Dunkelberg! I 6 to see you soon again 
: here im Ohicage and with bert wishes and my 
Returming herer‘th the very intrrest- regards, am 
{ng communication of T. J. Collins, addressed 


to you on letter which we sent him, I want to Very cordially you 
thank you for giving me an opportunity to repeat 
whot I have alwaye elaimed as true, to wits 
that our distribution of thousanda and thovsande 
of letter heade carrying the advertiaerente of ae 
our friendea must necersarily be beneficial to Assjetant General Manager. 
such f rme. Tr this connection you will be 
glad to know that wa have. distributed about 
a quartor of a million of ynur lotter heade at 
different timaa and that this distribution has 
not been confined to the Unite! States but haa 
been general. TI want to say to you that jin mang 
cases we have redeived assurnncarg that an 
article endorsed by a firm like yours must be 
good. Therofors, T am proud to estat» that we 
too hava beon vary much bennfited by tha eanmeets on. 
I know that you mill think IT ama 
son of Ananias when !n anawer to your question 
T tell you that wa havo done the largest bueinesa 
thie month thut wa have aver done In our hintory. 
T have a fealing that in times like thease a-e . 
alleged to he it 1a the wetght of organization 
and the strenuth of thse selling povar bahind 
the gooda that. counte, and while the typerritor 


IN EXPLANATION 


In 1904 we wrote the Oliver Typewriter Co., a leter acknowledging the satisfactory 
service received from the Oliver machines we were using. This letter they have repro- 
duced and distributed broad cast. In November of this year we received a request written 
on the bottom of one of these testimonials sent out by the Oliver Co. resulting in the above 
reply. 

We are reppoducing the entire letter because it so strongly proves what we have’ 
been contending that on the condition of the selling force depends in large part the effect 
that the money stringency of the last few weeks will have. 

The incident is also a proof of the value of advertising and the fact that all the 
returns are not those that come immediately but that advertising of which circularizing is 
one style has an accumulative value for future business. 


THE BOOMER EXTENDS TO EVERY ONE OF YOU ITS SINCEREST WISH THAT 
THAT YOU MAY ENJOY A MERRY CHRISTMAS AND A HAPPY NEW YEAR. 


ME 
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A Knowledge of the Game 


If you are a devotee of the alleys, you have often seen the steady consistent bowler 
win out against the fellow who now and then made a strike but fell down on the next 
frame. Watch the steady consistent bowler, he may not get the ten pins on the first ball 
but he makes good use of his second. If he gets into a difficult situation, gets a ‘‘split,”’ 
he carefully gauges the alley, decides the best place to send the ball and with well calcu- 
lated precision sends it down the alley and makes his spare. 

The erratic bowler makes a ten strike and is all puffed up. He follows it up in the 
next frame with a poor ball and goes up in the air. If he does not get all on the first ball 
-he is lost, for he has no science in reserve. He is like a lot of socalled salesmen. If they 
cannot sell the man at first shot they are allin. The good salesman on the other hand 
fortifies himself with reserve shots, knows the game thoroughly, knows just where and 
how to deliver each argument so as to overcome difficult situations. The strike bowler is 
sometimes sensational, but he seldom averages high. It’s consistent, persistent, insistent 
effort that wins in sales as in bowling. 
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TO_OUR SALESMEN: 


Fort WayNnE, Inp., U.-S. A., Dec. 30, 1907 
Gentlemen :— 

We are now in about the same frame of mind as 
the passengers on a great steamer, that has crossed 
the ocean and is just pulling up to her dock: In like 
manner, we have passed through another year, and 
are just pulling up to land on the shores of a New 


Ss. F. BOWSER 


Year. And as we are halting now for a little rest and 
interchange of ideas, at such a time we tell what hap- 
pened on our voyage through the year that has just 
passed. 

Now, as to this year that has just passed, I am 
most happy to report that it has been a very satisfac- 
tory one from a business standpoint. We have had 
most excellent business along the general line. It has 
far exceeded any previous year in our history. Some 
of the boys made bigger money for themselves than 
has even been made heretofore. There has been a gen- 
eral grading up of the goods to a higher standard; and 
there is a satisfaction all along the line, both to the cus- 
tomer and the salesmen alike, quite in excess of any 
previous year. We certainly have reached a point so 
near, if not perfection itself, that there is but little 
room left for suggestion or complaint. And with this 
condition the entire energy and force of our selling 
department has been bent upon doing business, and I 
assure you they have done a lot of it. 

As to our factory trade, we have had quite a satis- 
factory business along that line; and our railroad trade 
as well. It has come up in nice shape. But during the 
year we had prepared many plans and specifications for 
large contracts, and they were coming in in nice shape, 
but just at the time that we were about to reap our 
greatest harvest the little money flurry came to the 
surface, as you know, and this put a check on a great 
amount of work that would otherwise have come in 
during the latter part of the year. And this flurry also 
checked our general trade somewhat, but not to an ex- 
tent anything like it did the heavier work. 

I have said it has been a year of very satisfactory 
trade on the whole. And you must know that we feel 
satisfied, for as you undoubtedly are aware, we started 
out at the beginning of the year to do $1,500,000.00 of 
business ; and the business exceeded this rate up to the 
little flurry, at which time it dropped down, as above 
stated, and yet we have practically reached our aim. 
We will fall only from fifteen to twenty thousand dol- 
lars below the million and a half mark; so you must 


know that business came along in fine shape, and our 
line especially did not drop out by any means when the 
reverse struck the general run of trade; but we kept 
right on, doing from sixty to seventy-five per cent. of 
our normal business. We tried our very best: Men 
were written, wired, talked to and pushed along all that 
we could do to make it a few thousand over our mark, 
rather than under it. Our boys rallied to our support, 
and did their best with the result as above stated. Of 
course we all would like to have said that we made it, 
but on the other hand, isn’t there a lot of comfort in 
saying that we very nearly made it, in the face of the 
odds that sprung up so unexpectedly against us. Sure- 
ly we all feel very thankful to all our salesmen, who 
have put their shoulders to the wheel, and done what 
they could. 

We are satisfied that you have done your best, and 
in behalf of the firm and all of our managers, want to 
thank each and every one of our salesmen for the 
hearty way in which you did your part when we asked 
you to put’ forth an extra effort. I assure you that 
there is a great feeling of appreciation among the 
management towards our men for their loyalty. 

As I have before stated, our aim was for a million 
and a half. This figure we considered the limit, and 
yet we were running a pace that would have beaten 
this mark somewhat; and in the face of all that has 
happened, to fall short not to exceed $20,000.00 is a 
thing that not any of us would have dared to predict. 
So it shows what there is to do. The country is full of 
business in our line for good live men. As I have said, 
this year men have sold more goods and made more 
money for themselves than any previous year. And, as 
we believe, and as the signs are unmistakably pointing 
to the fact, normal conditions are fast returning, 
and early in the New Year there will be a hearty re- 
newal of business activity, very satisfactory indeed if 
not entirely equal to the year that. has just passed, not- 
withstanding it being a campaign year. But we be- 
lieve that this campaign year will be very much like 
the last campaign year ; it did not cut much figure with 
business. Business men were too busy to fool away 
their time talking about political gossip. There is 
nothing in the world existing to keep business down, 
and it is not keeping it down. As I have said before, 
it is fast returning to normal activity. The country is 
blessed with greater crops than it has ever had. Sta- 
tistics show that there is more money value in the crop 
this year than in any previous crop. And the railroads 
are unable to take care of the freight offered them in a 
satisfactory manner. Take our own Pennsylvania 
yards, here in Fort Wayne, they are so blocked with 
freight just now that they cannot do the switching. 
Just last week they made up three large trains out of 
the yards here, and ran them nine miles west and 
shoved them in on a siding to make room so they 
could do their switching and make up their through 
trains. And this seems to be to a great extent the 
conditions existing in many places. And the papers 
gave us the other day the names of the firms and the 
number of men that each was going to put to work 
January 6th in the Pittsburg District, the aggregate of 
which was something in excess of 48,000 men. And 
this condition is also true all around us. Thousands of 
men are being put back to work. The money situ- 


Concluded on page 4 
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FOR 1908--BE IT RESOLVED 


| [gation 
= | Outi 


Systematize 


Standardize 


i CIRC 


("Zs 


Circularize 


The salesmen who in 1908 are going to make the most money for themselves and the house are the 
men who will systematize their business, standardize their sales and circularize their territory. If you do not 
make another resolution for 1908 make this one—To SYSTEMATIZE, STANDARDIZE and CIRCULARIZE. 

By systematize we mean working territory in a systematic method, calling on, demonstrating to and 
reporting on in regular order every prospect in your territory. 

By standardize we mean sell Gallon No. One Outfits on Standard Terms. 

By circularize we mean notifying us three weeks in advance of entering a territory and ordering it 


circularized. 


Systematize, Standardize, Circularize. 


Let that be the slogan for 1908. 


MISCELLANEOUS IMPROVEMENTS. 


PUSH BUTTON DISCHARGE REGISTER. 


After February 1, 1908, the Discharge Register will 
be designed so that after each operation, by pushing a 
button, the registering dial returns to zero. 


CUT NO. 8I CABINETS. 


The following has been adapted as standard for the 
Cut No. 81, Combination, Long Distance and Lubri- 
cating Oil Cabinet:—All pumps will be finished navy 


style, i. e— a3 
Cut No. 41, Pump, Polished Brass. 
Drip-pan. 


Cylinder Bottom. 
Suction Pipe through floor. 
Surface of Cylinder-head. 
Quantity Lever. 
Shut-off Check Valve. 
Discharge Register. 
Meter. 
Crank Handle. 
Acorn. 
- Ball Cap. 
Adjustable Measure Quart Pumps. Polished Brass. 
Tank Plate. 


Quantity Lever. 
Crank Handle 
Elbow. 

Discharge Register. 


Nozzle. 

Acorn. 

The balance of the pumps being black enamel. The 
Cabinets themselves will be standard, in weathered oak. 


METAL GAUGE STICKS. 


Instead of the plain iron metal gauge sitck, all 
metal gauge sticks are now galvanized; this having 
been found to be a most decided improvement, both in 
appearance and utility. 


TYPE “B’’ TANK, LEAD BOTTOM. 


It has been decided unnecessary to furnish lead 
bottoms in Type “B” Tanks, so that henceforth no 
Type “B” Tanks will be so equipped. 


MANHOLES IN FIRST FLOOR TANKS. 


Five-barrel and larger First-floor Type “B” Tanks 
will be standard with 15” round manholes and patented 
self-acting covers. First-floor Tanks, Type “B,” small- 
er than five-barrel and larger than one-barrel can be 
equipped with this manhole but it is not standard and 
an additional price must be secured. ; 
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THE BOWSER 
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Published by 
S. F. BOWSER & CO., Inc. 
Fort Wayne, IND 


H. B. HARPER, EDITOR 


On the First and Fifteenth of each month. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editors. 


Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 

To keep this feature active will require new contributions 
right along so if you’ve some good selling or closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 


aan 
i= = 


Ss 


~ ——————— = — 
——— = a 


We have aimed to make this page the Salesmen’s 
Page, devoting it to contributions sent in by them. We 
are running low and need new contributions. We want 
to receive some of the arguments you have worked up 
—effective methods of meeting objections, demonstra- 
tion points, hints on approach, closing arguments, etc, 
A salemsan is the mots resourceful man on earth and 
the way he meets emergencies makes interesting, in- 
structive reading. Don’t hesitate because you are not 
a natural letter writer, send in the argument and we 
will dress it up for you. 

REGARDING Price H. W. Mason Says:—When a 
prospect compares the price of my tank with that of 
something else he can get, I ask him to compare a 
twenty dollar gold piece and a silver dollar. They are 
about the same size, from a distance they look very 
much alike, differing only in color, but the purchasing 
power of one is twenty times that of the other. The 
value of the gold piece is twenty times that of the sil- 
ver piece, because it will accomplish twenty times as 
much. There is the same difference in tanks. 

“Gornc Out oF Business.”’—The reason why a 
man who is trying to sell out his business should buy a 
Bowser Oil Tank aside from the returns it will give 
him while he remains in business, (which by the way, 
is likely to be longer than he anticipated), is the same 
that prompts the man who makes a business of buying 
places of business fix them up, clean up the stock and 
put it in shape and buy some of the up-to-date fixtures, 
thus improving the appearance of the store and at- 


tracting customers. He knows that the thing the pros- 


i 


pective buyer will consider most and that will make — 


him anxious to pay 100 cents on the dollar for the 


stock besides the bonus for the business, instead of the 
possible 80 cents that the stock of the dead business 
was bought for, is the profitable business that the store 
seems to be doing. And business activity that will be 


given the place by up-to-date methods will bring him 


splendid returns on the investment.—F. H. Olds. 
PILFERING.—At the Summer School, one of the 

salesmen related an incident which dwells on the pil- 

fering proposition. A grocer in his territory had a 


steady cutsomer for a while who chewed tobacco reg- 


ularly, but never bought any tobacco from him. 

This grocer kept his tobacco in the front part of 
the store and his oil in a room at the rear.. One day 
he determined to verify his suspicions and arranged a 
peep-hole to which he took himself when the old man 
came for oil. He saw the man reach over and take 
several pieces of fine cut plug tobacco. He filled the 
oil can, handed it to the fellow and just as he was 
about to leave said to him, “Hold on there, you haven’t 
paid for that tobacco,” and the old man paid for nearly 
a pound. 


TO OUR SALESMEN. 
Concluded from page 2. 


ation is easing up very greatly. And, as I have said 
before, everything points to a very satisfactory condi- 
tion in the early part of the New Year. 

And I wish to make one. other statement before 
closing, and that is I am sure that every gentleman 
who reads this article will agree with me that under 
ordinary conditions the business of each individual 
salesman is actually about the amount of the business 
that that individual salesman has in his mind. If we 
have any men that are so very short-sighted and un- 
wise as to live back in the last part of the old year, it 
is dollars to doughnuts that they will have just that 
kind of trade, for a while at least, until they get waked 
up. And the man that will go out fully alive to the 
bright, cheery conditions that are beginning to open 
up, and who himself will be in a bright, cheery mood, 
we are very satisfied with the result, and. I, personally, 
such a salesman will be rewarded with a trade in ac- 
cord with his attitude. I am sure, as I have said be- 
fore, that all will agree with this. So let’s take the 
brightest possible view of things, and go after business 
in due time with a bright, cheery determination that 
we are going to surpass the year just closed, and it will 
be done. 

I will state that we have already settled on a 
million and three-quarters for 1908. We expect to 
exceed it rather than fall short. This will mean a good 
year for each salesman, as well as for the house. We 
hope, and earnestly ask, for your hearty co-operation 
and best efforts, and may your personal reward be 
greater than any previous year. Wishing you all a 
Happy and Prosperous New Year, I am 

Most sincerely yours, 
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Selling Arguments Illustrated 
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The advantages of the Bowser and the disadvantages of other tanks as seen by the artist. Each pic- 
ture shows a condition that actually exists. No attempt at exaggeration has been made, for none is neces- 
sary. There is no article on the market today that so revolutionizes conditions and is so decidedly of advan- 
tage to the merchant as is a Bowser Tank. 
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CROPS ARE THE BASIS OF PROSPERITY. 


Stock-broker—Where were you, Rube, 
struck?” 
Williams, in the Philadelphia Public Ledger. 


when the cyclone 


It is impossible to have good crops and hard times 
—just as it is impossible to avoid a panic in the face of 
continued crop failures. If the cotton crop is good, the 
South is rich; if the wheat crop is good, the North is 
happy; if corn is plentiful, if the oat or rye crop is 
bounteous, if tobacco, fruit and vegetable yield has 
been large, the community in which they are raised 
has money to spend. 

This is bound to be so. Fifty per cent. of the pop- 
ulation is made up of farmers. Sixty per cent. of the 
commerce of the United States is in farm produce. 
One hundred per cent. of the population subsists on the 
- products of the farm. ‘If leather is scarce, and the 
price of shoes advances, we can get along with one 
pair‘less< if hat prices¢o up, last year’s hat can: be 
made to answer ; but; regardless of the cost of eatables 
we must have food, and if food prices are high because 
of a crop shortage, times are hard. 


When the farmer has money, he pays off his mort- 
gage to the banker, giving the banker money for the 
manufacturer ; the manufacturer enlarges his business, 
pays better wages, increases the number of employes ; 
the farmer buys machinery, automobiles, wagons, and 
builds new barns when he has had a good crop—he has 
given employment to men of all trades and the money 
secured for the crop is put into circulation. 


With abundant crops we supply the world with food 
and clothing, taking their gold in exchange, so that 
in good crop years the balance of trade is always in 
our favor—the export balance in our favor for the 
three years ending with 1907 is 1,364,780,302—six 
times the balance for the three years prior to the panic 
of 1893. 


The crops for 1907 have been good. The value of 
the 1907 yield estimated to November Ist: 


1,375,000,000 
Nearly two hundred million greater than 
than the year before. 
WW Heat 7 iaic ec. ius aevokemets cu art Sea a ea een ae 538,000,000 
Twelve millions more than the year before. 

Osis. Aor ee en ec eee 333,000,000 
Thirty-three million more than the year before. 
Othéer minor Products: 7.) ee sae ae ee 1,717,000,000 
A hundred millions greater than the year before. 
An increased value over 1906 of $324,000,000. 

You recall how much ado was made over the gold 
imports in October, but, only $46,000,000 in all was 


received. The farmer put eight times as much addi- 
tional currency into circulation. You recall how en- 


thused we were over the action of Morgan and Rocke- 
feller in lending $25,000,000—our farmers added 
fifteen times that sum this year. Secretary Cortelyou 
authorized the minting of gold to the amount of $55,- 
000,000, only one-sixth the amount of the agricultural 
increase. 

Count in cotton, tobacco, etc., which are really 
farm products, and the total value of farm products 
for 1907 amounts to the vast sum of seven billion dol- 
lars. This amount is two billion three hundred million 
dollars greater than the crop of 1900 and this increase 
of 1907 over 1900 almost equals the entire crop of 1890. 

Seven billions of dollars is nine times the total 
banking capital o fthe United States, almost one half 


of the total investment in railroads. 
now the importance of the farmer? 

So crops have been good, and as confidence is re- 
turning fast the foolishness of the past few weeks is 
becoming more and more apparent. The country is on ~ 
a solid basis,—a basis that spells prosperity, and will 
never be on any other basis as long as we even approx- 
imate the above figures. 
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Do you realize 


FOOLOsSOPE 


ROBERT CARLTON BROWN. . 

The honest man has never been found—but most of us 
feel that we have been very clever in avoiding 
discovery. 

When a man is successful, the quality through which 
he “struck” is always called his “luck.” 

Rather wear holes in the bottom of your shoes than in 
the seat of your trousers. 

A man can get along without his neighbor’s approval, 
but not without his own. 

Life’s an elevator, and it sometimes drops with its 
load. 

Never let conscience prick twice in the same place. 

The weakest man often has the strongest breath. 

Things don’t always pan out as you plan out. 

The way to pave the way is to save the pay. 

Saving has been the saving of many a man. 

More men walk past the bank than stop in. 

There’s a just retribution for substitution. 

A grand-stand play will seldom pay. 

Do business or business will do you. 

Promise pays nothing. 


THE BOWSER BUSINESS BOOMER ih 


ER86! 


To prove that November was not an accident, J. 
THEO. SmitH piled up 270 points in December before 
Christmas. Smith’s finish for the year has been an ex- 
cellent one and improved from the day the financial 
trouble started. 


E. M. Denton wound up with six splendid orders, 
the last few days before Xmas, two orders being for 
Wheel Tanks. 


W. E. JenKinson’s December business was a fit- 
ting climax to a successful year. He secured 316 
points prior to Xmas. 


FP. B. Homsner is receiving congratulations over 
the advent of a new member to his family. We are 
glad to report that both mother and baby are getting 
along famously. 


Witt McCatx thought Bowser & Company needed 
the business and was sure he did so sent in five orders 
on the 16th, three on the 19th, three on the 21st, and 
one on the 23rd, a fine record, and incidentally making 
his quota. Here’s hoping he feels similarly inclined all 
this year. - 


T. D. Marnuers persuaded a Jersey dealer in paint 
oils to present himself with a. Xmas gift in the form 
of a I10-point tank order. . That’s where everybody’s 
pleased, Santa Claus Mathers and the merchant, too. 


J. M. Srrron’s banner month closed December 31 
and the orders secured were a considerable help to 
our arriving at so fine a showing as we made in 1907. 
Mr. Sitton reports conditions improving rapidly and 
splendid prospects for.this year. 


That other Texas ranger, A. G. Rartirr, lassoed 
130 points in December and in addition roped in eight 
orders for future shipment. 


Mr. J. G. RopMAn on the 20th of December, was 
seen figuring desperately and shaking his head despair- 
ingly. Something desperate had to be done, Christmas 
coming, etc., etc. So “Rod” just naturally digs up 48 
points that day and so ends a splendid year. 


That Canadian, THos. Cracc, helped out fine with 
IIo points. Thanks, Tom. So did an other one, W. 
Ropertson, of Newfoundland, with practically the 
same amount up to the 28th, when six orders more for 
50 points came in. The Canadian force as a whole, 
had a splendid year’s business. 


Most of Rosser McCrure’s orders were secured 
the last week, the week when “Its impossible to sell 
tanks.” For the month, he passed the 110 point mark. 


Another man who needed the money as Xmas ap- 
proached was V. E. Ostryver, and so he went out and 
got it the last few days, bringing his total up to a very 
satisfactory amount for the month. 

C. P. Law by working right up to the end sent in a 
go point order on the 28th. 

Just as we go to press a 250 point order from 
MEEGAN is received. And New York is where the 
trouble started, too. 


GHA SBACK. TO VBUSINESS. 


We do not deny that the recent money stringency 
has affected conditions in your territory, nor have we 
intended to imply that your troubles of November and 
December were imaginary. We agree that in many 
locations conditions are considerably different from 
those of a few months ago and if for the next few 
weeks business does not come quite as fast as it did 
in the fall, due allowance will be made. We want also 
to heartily thank every man who kept right on working 
up to the close of the year regardless of conditions, 
those men are made of the right stuff and their efforts 
are appreciated. 

We have made a careful survey of the field and find 
that everywhere the cloud is lifting fast, for really, 
gentlemen, there is not a vestige of legitimate reason 
for a panic—and as confidence returns, orders will 
follow. 


If there is a tendency on the part of any salesman 
to defer returning to his territory, we want to say to 
him that S. F. Bowser & Company expect every man 
to be at work by January 13th. Get back to business 
—you cannot get orders if you do not get after them. 
It will require harder work for a while but this work 
will pay you. The return to normal conditions should 
find you working, not waiting. 


There is an old story told of a traveler who was 
making his way out of the city of Bagdad. A short 
distance beyond the gates he met The Plague, with 
whom he had some moments of interesting conversa- 
tion. Asked as to his mission in the city, The Plague 
answered: “I am going into Bagdad for the purpose 
of kllling three thousand persons.” A month or so 
later, when the traveler returned to the city, he again 
met the unwelcome visitant, who was leaving the de- 
populated town behind him. Said the traveler: “I 
see that you did not keep to your promise in this mat- 
ter. You said you were going in for the purpose of 
killing three thousand people. From reliable informa- 
tion I have received you have killed thirty thousand.” 
“No,” responded The Plague, “I adhered very closely 
to my proposed programme. I killed but three thous- 
and people; fear killed the rest.” 


CUT 147 


CUT 160 


CUT 161 


CUT 162 


CUT 169 
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FILLER BOXES 


We are now listing five styles of fill boxes as standard, each intended to 
answer certain requirements. We illustrate the five here and briefly explain the 
intention of each to assist you in correctly specifying on your orders. 


Cur No. 147 Filler Box is the one listed in Catalog No. 2. It is the one 
most commonly used as it is designed to protect the fill pipe of the Type “C” 
Tank buried directly in the earth. The cover is supplied with a hexagon screw 
holding cover in place. A wrench is furnished with each to loosen cover suf- 
ficiently to permit filling. Cover cannot be entirely removed. This box can be 
set flush if desired—dimensions box proper 8” wide, 33g” deep—dimensions of box 
over all, 9/2" wide, 8” deep...) 


tg = 

Cur No. 160 Floor Fill Box, originally intended for use inside buildings or 
on platforms, has a loose lid and sets flush with floor. For filling purposes has 
been largely superseded by Cut No. 169. Cut No. 160 is also used as a “suction 
pipe box,” i. e. Where a tank in the basement comes so close to the floor above that 
there is no room to work, this box is placed in the floor above the suction pipe — 
flange. This permits of repairs, etc., if necessary. Cover is screwed™on same as 
with Cut No. 147 except it can be entirely removed. Dimensions of box proper, 
outside, 714x714x21%4"; dimensions of box over all, 11x11x234”. 


Cur No. 161, Sidewaik Fill Box, for use where fill pipe comes up under 
sidewalk or alongside the curbing. Also used in concrete courts, brick paved al- 
leys, etc., has hinged cover with catch which works with a wrench (also fur- 
nished). Cover falls into place when not in use. Dimensions of box proper, out- 
side, 7144x714x244"; dimensions of box over all, 11x11x234”. 


Cur No. 162, Stop Cock Box, designed to be used wherever the insurance 
requirements specify a stop cock in the fill pipe. New York City installations 
require this box. Dimensions, box proper, 834x1114x1014” deep; dimensions of 
box over all, 1134x1344x1014” deep. 


Cut No. 169, Floor Fill Box with Reducer. With the Cut No. 160 Floor 
Fill Box, a 214” vertical fill pipe had to be bushed down to-connect with the 2” 
line. This new box includes an 8” sleeve loosely supported by the web in the 
box. This sleeve is 3” at filling end, but is tapped for 2” at the bottom, so makin 
a direct connection with the pipe line. Dimensions of box proper, 744x74x414” 
deep ; dimensions of box over all, 11x11x414” deep. 


These Fill Boxes are intended as a protection to the fill pipe and not to 
serve as a funnel. 
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One Good Salesman is Worth a Dozen Poor Ones 


———-— 


oT Ay: 


A man’s sales govern his salary and any man can increase his sales if he will apply 
himself to the job of doing that thing. To-day salesman are made, not born, a reversal 
of the old conditions. Study to be a better salesman this year than last, analyze yourself, 
separate your weak points from your strong ones and then tone up until you feel that 
you are strong throughout. You can make yourself worth a dozen poor salesmen to 


the house and to yourself. 
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Be Convincing 


If you meet a man on the street and in a careless 
drawl he greets you and adds that “It’s going to 
snow,” you “Guess it will,” forget about it and when 
the snowing commences are surprised that you had not 
noticed that it looked like snow. But let another man 
approach you with the greeting “Good morning, John, 
it’s going to snow sure, see that cloud in the North, 
that spells snow—coming right this way. Just had a 
telephone message from my brother who lives three 
miles north in the country, and it’s snowing there now.” 
Then you order the snow plow. 

Be convincing—do not talk for the sake of saying 
something to fill up time. Show by the light in your 
eye, the tone of your voice, the earnestness of your 
manner, that selling tanks is business with you—that 
you know what you are talking about, and that it’s a 
pleasure to tell what you know. 

You cannot be convincing unless you are brim full 
of the thing you are selling. You must know the tank 
business from A to Z. Know tanks, know oils, know 
local conditions, know your prospect’s requirements, 
know more about all these than the man to whom you 
are talking, and then, know how to impart your infor- 
mation to him. 

A man’s success as a salesman does not depend on 
the number of words he can say in sixty seconds. 
Business men dislike a wind jammer. Nor does it de- 
pend upon the grammatical construction of his sen- 
tences and the distance between periods or the number 
of words. A single nail hammered into a board will 
do more to hold that board in place than a keg of nails 
dumped out on top. 


A salesman must know so much about his proposi- 
tion that he immediately sizes up the situation, the 
proper arguments spring up before his mental vision— 
the right method of presenting them is comprehended 
in an instant and the whole energy of the man is 
thrown into the sale. Drive home every argument, 
leave nothing misunderstood as you go along. Carry 
your prospect along with you step by step, do not leave 
him floundering behind, because the force of some ar- 
gument has not been apprehended by him. 

Perhaps you are not convincing because of lack of 
preparation—certain it is that without preparation you 
cannot be convincing. In your spare time go over 
your demonstration, your selling talks, your closing ar- 
guments, try to improve them, review the failures, 
study out how you might have improved some oppor- 
tunities. 

The time spent with possible purchasers is a very 
small part of the entire day. You can make or lose a 
sale in ten minutes actual conversation, then why put 
all the work into so small a part of the time. To make 


that comparatively limited time, which you are privi- 
leged to spend with the merchants count for the most 
it is essential that the time between calls be utilized for 
study. 

It used to be said salesmen were born, not made. 
That was when few were required and sales methods 
were crude. The demand rapidly exceeded the sup- 
ply of ready made salesmen and the made to order 
salesman is now recognized as the superior type. The 
hard, consistent, persistent, insistent plugger, whose 
entire time is spent in selling or revising and improy- 
ing his selling methods, is in this day of keen compe- 
tition recognized as the man who fills the bill. That 
man is naturally so plumb full of his work, so earnest 
in his manner, so thoroughly convinced in his own 
mind of the merits of his goods, that he sort of sheds 


enthusiasm and by the force of his personality which 


knowledge of his business has given him, wins orders, 

Such a man makes his approach in a pleasing man- 
ner, his demonstration interests his prospect, his sell- 
ing arguments are not the old, hackneyed stories of a 
score of drummers who have preceded him, but are 
carefully selected truths that apply straight to the case 
at hand, and when he is through his customer feels 
safe in acting on the advice of a man who is so thor- 
oughly posted. 


CAME DAILY FOR OIL, 


Chicago Boy Looted Cash Drawer While 
Grocer Went Into Basement— 
Is Sent to Workhouse, 


The game that Anton Irman worked 
‘upon Grocer John Schramek, 922 Thirty- 
fifth street, was worthy of a hetter 
eause. For some time past Irman, who 
came from Chicago, provided himself 
with spending money by ealling daily 
almost at Schramek’s store with a 
kerosene can, having the grocer 
go into the basemen. where he kept thle 
oil to fill the can, and meanwhile help- 
ing himself to the contents of the cash 
drawer, 

This happened so often that Schramek 
Kegan to believe that the place was be- 
witched, never suspecting the smooth 
Chicago boy. He appealed to the police 
and Detectives Seehawer and O’Gorman 
were given the case, They examined 
the premises, and suspecting Irman be 
causé of his daily visits for oil, gave the 
eroces instructions about the thief’s -cap- 
ure. 

The next time Irman Mrs. 
Schramek locked the front from 


called, 
: ] door 
outside while her husband went into the 


basement. The police officers were then 
called and found Irman with several 
clearing. house checks which he had tak- 
en from the drawer. It is a peculiar fact 
that he never took cash, but elearing 
house checks. On a charge of vagraney 
Irman was sent to the workhouse for 
ninety days, © 


MILWAUKEE EVENING WISCONSIN 
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One Million Seven Hundred and Fifty Chousand Dollars. 


The 1907 quota of $1,500,000.00 looked like easy money right up to the time of 
the slump in the money market, and in spite of the handicap of November and December 
final figures show that we were less than $10,000.00 short and finished 43 per cent. ahead 
of the biggest previous year, 1906. 

In setting the quota for 1908 at $1,750,000.00 Mr. Bowser has shown his faith in 
the selling force and his confidence in the nation’s prosperity. This decision is the result 
of a lot of careful figuring and arrived at only after a minute review of the entire situa- 
tion. To say we expect to make the quota, then, is no idle jest; with your co-operation 
we are bound to make it. 

The business is to be had, go after it hard. 


Changes in the Sales Department 


The following refers to notice or general letter, which has recently been mailed all salesmen, and 
explains recent changes in the Sales Department. : 

We believe that with the changes made the Sales Department will be in a better position to look after 
that end of the business than it has ever been. ; 

Mr. Taylor, with his genial smile, we are sure will be a Manager the Boys will all want to co-operate 
with with all their might. Mr. Taylor has been up against the proposition himself and knows what it means 
and we are sure that our Sales Force will present a more solid front during 1908 than ever before. 

Mr. Worrall is well known to you all and has now been with us for some length of time. He has 
filled a number of different positions since he came with the firm and is one of the most capable men in its 
employ today. He can sell goods by mail; he can go out on the road and make the whole bunch hustle; he 
gives our competitors that tired feeling when he bumps up against them; he can edit the Boomer and we 
doubt not could make a real good job at washing windows in the office and he would just as willingly do that 
as anything else if he thought it would help the Bowser business along. 

Mr, Schulze is so well known to you that it is unnecessary to say anything of his work except that he 
is heart and soul in the business and if the men under him do not make the balance hustle, it will not be Mr. 
Schulze’s fault as he makes things go and go right. Mr. Shulze has sold tanks himself, sold them right, 
_lots of them and can do it again. 

Last fall Mr.-Zahrt, who has so acceptably filled the position of Sales Manager and who is especially 
fitted for Office Manager, in addition to the duties he has been performing was given charge of the Office. 
It was known at the time that it would be an impossibility for Mr. Zahrt to fill the position and look after the 
Boys on the road as well but be consented to do the best he could in both positions until further changes in 
the Sales Department could be made. This now having been done, Mr. Zahrt’s duties will now be those of 
Office Manager and with the hundred people or more in the Office, Mr. Zahrt will have no leisure time on 
his hands. By the appointment of Mr. Zahrt to the position of Office Manager our Office Force in its differ- 
ent Departments is becoming more efficient than ever before, which is to the interest of salesmen as well as 
the firm. 
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THE INTEREST OF THE SALESMEN 
OF 


S. F. BOWSER & CO., INC. 
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Hy B. BARPER; 


EDITOR 


On the First and Fifteenth of each month. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at the discretion of the editor. 


Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 

To keep this feature active will require new contributions 
right along so if you’ve some good selling or closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 


SHORT WEIGHT MEASURES. 


C. V. SmirnH talks savings and uses this argu- 
ment:—‘“In the time that I’ve been selling Bowser 
Tanks, I’ve had occasion to test a large number of 
gallon measures and I have found that they average 
six ounces short to the gallon. On a hundred gallons, 
your weekly sales, this amounts to 75 cents per week, 
or over $40.00 per year, which the Bowser will ac- 
tually save for you.” 


SO 
INSURANCE. 
A. F. NAytor:—“T find it advisable, when selling 


gasolene tanks especially, to work very close to the in- 
surdtice companies. I always post myself on their re- 
quirements, make a special effort to explain the Bow- 
ser to them and get their recommendations wherever 
there is any room for argument. I find it is a lot easier 
to comply with their wishes if you see them before 
rather than after the installation.” 

Ed. Note—This has always been recommended by 
us. The Insurance Companies are your best friends if 
you show a willingness to defer to their wishes. S. F. 
Bowser & Co.’s strong hold on the tank business is due 
ina measure to the fact that we have always worked 
as closely as possible along lines acceptable to the In- 
surance Authorities. 


SELLING THE-FACTORY “CRA: 


“Do not be in a rush to close the sale of a factory 
prospect. Take time to investigate his wants. After 
you have learned all you can about his requirements 
you will be surprised how much better the arguments 
line up. I always make it a point to learn enough 
about my prospect’s business to be able to sit down and 
figure for him in dollars and cents what I can guaran- 
tee the Bowser will save him in his factory. That’s 
what he wants to know—not how much some one else 
saves, but how much it will benefit him. You can do 
this in every case if you take the time to study it out.” 
—J. J. CONNELLY. 

©) 
PROM FMS KING: 


Order No. 343 was taken under such peculiar cir- 
cumstances that I feel like telling you about it. 

I called on this party and his first remark to me 
was that he handled seven kinds of oils. As he has a 
large hardware store, I concluded his consumption was 
heavy, and as he added that he had an immediate en- 
gagement and would be glad if I would return after 
dinner, in order to make a big impression as to the im- 
portance to him of the coming interview, I asked that 
he instruct his bookkeeper to make out a statement and 
have it ready for me showing the annual consumption 
of each as it was necessary in order to save time in dis- 
cussion later, the subject being a big one. 

I got in after dinner and the clerk said he would be 
ready in a few minutes and in the meantime, I showed 
model, cuts, etc., not mentioning prices. The clerk 
came up and handed in list to Mr. Netzer, which I en- 
close. He glanced at it and passed it to me with the 
remark that it was very much less than he had sup- 
posed and that an investment would not pay him. 

I looked at it and felt I was down and out at the 
first glance. But, I made up my mind I would have a 
try at any rate and quickly shoving list in my pocket, 
began to talk about the Laredo onion farms, rain, the 
San Antonio Fair, etc., for about ten minutes, and then 
went back to the oil business in the most general way, 
showing the “Boomer” cartoons, Wheel Tanks and any 
old thing I could find to interest him and divert his 
mind from his consumption. 

Then I handled gasolene, its dangers, and wastes, 
and finally closed him and without boring him. 1 
could hardly believe it, but I guess he is satisfied, and 
I am. 

The next time I want an estimate, I shall dig it out 
quickly from a junior clerk and not bring it up until I 
know I can make it sell. 

Yours faithfully, 
F. M. Kine. 

Here’s what was on the slip: 

Sales of gasolene, 250 gallons a year. 

Sales of raw linseed, 4 barrel a year. 

Sales of boiled linseed, 10 gallons a year. 

Sales of machine oil, 1 barrel a year. 

Sales of cylinder oil, 1% barrel a year. 
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The Demonstration 


CLOSING A SALE 


In back of the store, away from the cash register 
and cheese-cutter and the scales, I’ve gotten the pro- 
prietor away from the confusion. I know already 
where he keeps his oil, the kind of tank, the condition 
of the oil room and.the price of the oil. 

“Mr. Smith, I have here a model of a Bowser Oil 
Tank. A tank which will enable you-to reduce your 
oil bill, save time and labor and eliminates the danger 
and inconvenience usually accompanying the handling 
of oil. Having a basement, with a tank of this kind, 
you could store the oil in the cellar and place the pump 
_ here in this corner, out of the way and yet, easy to get 
at. Now, when your customer comes in for a gallon 
of oil, you take the customer’s can (use model can) 
hang it on the nozzle like this, (while talking raise the 
cog-bar, filling the cylinder) give one stroke of the 
handle, like this, an accurate gallon is drawn, price 
15c shown here. You hand the can to the customer 
and proceed to get out the rest of the order. Time, 
thirty seconds.” 

TANK. 

“The tank is made of very heavy galvanized steel, 
riveted and soldered inside and out, and painted with 
three heavy coats of mineral paint. The tanks are 
made in any size and are guaranteed to remain in per- 
fect working order for three years. 

PUMP. 

“The pump is self-measuring and computing. By 
adjusting the quantity lever like this, a full and accu- 
rate gallon is drawn and measured at a stroke. Notice 
the accuracy. A half gallon or quart is drawn in the 
same way, by simply changing the adjustment here. 
Try it and see how simply its done and then test the 
accuracy. Draw me a quart, now a second, another 
and another, four quarts, one gallon—the measure’s 
full. The real article is just as accurate as that model. 
Now draw a full gallon (let the merchant do this). 
Did you note the time it required to draw a gallon? A 
full gallon of oil for a customer could be drawn in the 
same time, as the model is proportioned so as to ac- 
complish similar results. 


COMPUTER. 

“T have shown you how a full gallon, half-gallon or 
quart is drawn. Sometimes you have a call for odd 
amounts. To fill up the pail that some girl wants, or 
to sell ten cents’ worth of oil at fourteen cents a gallon. 
You order an odd quantity, (orders 9c worth). I 
raise the handle and the needle is opposite the figure 
nine in red, then pump and there’s your nine cents 
worth of oil. 

Or, here’s an odd sized can or jug to be filled. I 
pump until it’s full, I can stop at any point instantly, 
and the black figure shows the money value—eleven 
cents. With every retail outfit we furnish this com- 
puter, and just to show how one checks against the 
other, I'll draw three cents’ worth, five cents’ worth, 
two cents’ worth, five cents’ worth of oil at fifteen 
cents a gallon and my measure is just full.” 

ANTI-DRIP. 

“Notice how the flow of oil shuts off instantly with- 
out drip—that is accomplished by means of this anti- 
drip nozzle.” (Show it and explain.) 

DISCHARGE REGISTER. 

“You have a call for oil in five gallon lots and you 
draw it a gallon at a time. If your attention is dis- 
tracted, you run a chance of losing count and if you 
draw a gallon too much, oil is spilled on the floor. 
With this discharge register (show it), you need pay 
no attention to what you are doing, each gallon is tal- 
lied for you, one, two, three, four, five and soon. You 
appreciate the value of this. You may be alone in the 
store and oil is wanted. The pump being right here, 
you do not leave the store. Hang the can in place, 
set the indicator, and pump—mistakes impossible. 
Meanwhile, you keep up your end of the conver- 
sation.”’ 

GAUGE. 

“The gauge shows approximately the amount of 
oil in your tank. You can tell at a glance the amount 
on hand, determine the quantity needed ,and check the 
delivery when made. According to the gauge, you 
have fifteen gallons in the tank. You order fifty gal- 
lons, the indicator shows sixty-five gallons. It prevents 
mistakes on the part of the oil man and keeps you from 
running short through ignorance of amount on hand.” 
“Ts it absolutely accurate?” “As near as can be made, 
taking into consideration the effect of change of tem- 
perature on oil, etc. It is accurate enough for all prac- 
tical requirements, and will be found a decided con- 
venience.” 

QUALITY. 

“Tet me emphasize the high grade character of the 
outfit. The entire equipment, tank and pump and all is 
made of heavy metal and is practically indestructible. 
Not a particle of wood or glass is used anywhere. The 
cylinder and valves are of brass. The valves, as you 
will notice by examining this one are heavy and so de- 


(Continued on page 6) 
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All Metal Stand for Little Gem 
Cabinets - 


Cut No. 168. 


The Little Gem Cabinets, to be operated, must be 
set.on a table, bench or other support so’as to raise the 
handle to the right height. 
nient and the tank cannot always be placed just where 
To 
overcome this we are now prepared to supply the above 


This is not always conve- 
it is wanted because there is no table, etc., there. 


stand. It is intended for use with Cuts Nos. 70, 72, 


500, 501, 502 and 503. 


O 


The Good Enough Oil Tank 


W. J. Fitzpatrick sends this in as an illustration of 
what one of his prospects considered a “pretty good oil 
tank.” It will 
be noticed that the grocer prefers that the outfit be 


It’s a tin faucet tank in a sugar barrel. 


placed on his neighbor’s property. 


The Wheel Tank as a Trade Getter 


The Pittsburgh Plate Glass Company, of Atlanta, 
Georgia, purchased through C. W. Hoffritz, a wheel 
tank for gasolene, and then in a little leaflet published 
in the interests of Pattons Sun Proof Paints, they illus- _ 
trate and describe it as follows: 


“We have had manufactured for us a special 
gasolene tank wagon adapted for quick service 
in the interest of our Atlanta automobilists. 
This wagon will be stationed all day at the front 
of our retail store, No. 30 South Pryor street, 
and the rapid filling of your automobile reser- 
voirs with our high grade gasolene will be the 
chief feature, thereby causing you no delay. 
This wagon is equipped with an automatic self- 
measuring pump which is in full view of the 
customer. From the cut shown opposite you 
will readily see how easily and quickly we can 
place the gasolene in your car without any dan- 
ger of scratching or marring the finish in any 
way. 

We are also carrying a stock of “Vacuum 
A Mobile” oil, and will appreciate your order 
for this commodity. 

Inspect our retail store where you will find 
everything in the way of Paints, Varnishes, 
Floor Waxes, Waxing Brushes, Floor Stains, 
Gold and Silver Paint, and we retail. 

A visit to our Electric Mirror Room is a 
treat. 

Promptness in deliveries. 

PITTSBURGH PEAT EAGLASSsee 

R. S. WESSELS, LOCAL MANAGER, 
Bell Phone 627-628-629. Atlanta Phone 556. 
ee 


The Demonstration 


(Continued from page 5) 


signed that they cannot fail to seat themselves after 
each operation. Notice the double valve arrangement. 
If anything gets into one valve, the second working 
independent of the first, accomplishes the desired re- 
sult, the obstruction is then washed out by the oil flow- 
ing through, and the valve is cleaned. This is one of 
the features that makes it possible for Bowser & Com- 
pany to guarantee that the pump will continue to 
measure accurately no matter how long you have it, or 
how much you use it.” 

WORKMANSHIP. 

“Then here is a sample of the tank. Note the 
weight of the steel, the closely spaced rivets, a quarter- 
inch rivet, every inch, spaced and punched by machin- 
ery and the riveting done by pneumatic rivetters. No- 
tice the clean, regular rivet heads, note the solder in- 
side and out and worked through. That’s an oil tank. 
Do you wonder that many that we sold fifteen years 
ago are in use today?” 

In future issues we may run other demonstrations 
such as are used by our successful salesmen. The 
Editor would be glad to secure criticisms from the 
salesmen regarding the foregoing. 
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Fuels 


Practically speaking, the choice of fuels for inter- 
nal combustion motors is limited to gasolene, kerosene, 
alcohol, benzol, and producer gas, with the general al- 
ternative of the steam engine, in whose generator any 
of these fuels may be used. Producer gas implies the 


use of coal as fuel, and coal is thus brought into the 
field as a serious competitor of the liquid fuels. 


KEROSENE, 


Kerosene, which is distilled from crude petroleum, 
varies somewhat in composition, and for this reason the 
heat of combustion of kerosene varies between 22,000 
sene is five times as heavy as air, a pound of vapor oc- 
and 24,000 B. T. U. per pound The vapor of kero- 
cupying 2.27 cubic feet. Its economic and practical 
use in the internal combustion motor is still an un- 
solved problem to a great extent, however, for it pos- 
sesses some troublesome characteristics. Air carbu- 
retted with kerosene is liable to pre-ignition when sub- 
ject to pressure, and for this reason seems incapable of 
a high degree of compression. If the liquid is not 
thoroughly vaporized, the minute particles, coming in 
contact with the hot metal of the engine cylinder, 
valves and other parts, will decompose by a “cracking” 


process and the result will be a deposit of hard car- | 


bon. The cure for this is to heat the vaporizing de- 
vice to a temperature nearly equal to that of a red 
heat, and to maintain this temperature as the mixture 
passes to the cylinder. 


GASOLENE. 


Gasolene vapor is considerably lighter than that of 
kerosene, being 3.05 times heavier than air, a pound of 
gasolene vapor occupying 4.06 cubic feet at 32 degrees 
temperature. The calorific value, like that of gasolene, 

differs with the composition and ranges from 18,000 to 

20,000 B. T. U. Gasolene vapor is explosive when 
mixed with air in proportions varying from 5 in 100 to 
12.5 in 100, the most powerful results being obtained 
with about 11 per cent. of vapor. It is a curious fact 
that gasolene, placed in a barrel, will not cause the 
wood to swell and the joints to tighten, as will water 
under the same conditions; the same is true of kero- 
sene. Gasolene, when finely atomatized, will become 
completely vaporized without the addition of heat. 
There is no difficulty in starting a cold motor on gaso- 
lene, an impossibility with kerosene, and its rate of 
combustion is rapid, giving excellent results even at 
very high speeds. 


ALCOHOL. 


Commercial alcohol commonly contains 10 per cent. 
of water which, as well as the oxygen, has the unde- 


sirable effect of reducing its calorific value. Pure al- 


cohol has a calorific value of 19,000 B. T. U., which is 
decreased with hydration commonly to about 12,000 


Beet tae 

Alcohol is a little more readily vaporized than kero- 
sene, but much less so than gasolene, which is an ad- 
vantage in one way, for it will not evaporate sponta- 
neously to any great extent when exposed to the air in 
open vessels. 

e 
PRODUCER GAS. 


Producer gas may be said to be in the field as a 
motor fuel for commercial vehicles, experiments hav- 
ing been carried on in France with vehicles carrying 
three-ton loads with results that appear to be satisfac- 
tory. Briefly, a producer, as the generator is called, 
contains a grate on which is laid a layer of coal which 
is ignited and air, steam or a mixture of both drawn 
by the suction of the motor piston through the fire. 
The chemical composition of the gas produced varies 
with the fuel used; if air alone is used the gas will dif- 
fer from that produced if air and steam are mixed. A 
cubic foot of ordinary producer gas has a calorific 
value of from 110 to 125 B. T. U., and a pound of 
bituminous coal will produce about 80 cubic feet of gas. 


BENZOL., 


Abroad considerable attention is being paid to ben- 
zol. This fuel is a by-product of illuminating gas 
plants.. In Germany, where gasolene sells at about 50 
marks per 100 kilograms, benzol may be bought for 20 
marks per 100 kilograms when taken in barrel lots. So 
far as heat values are considered, benzol is superior to 
gasolene, the thermal values per gallon being 163,680 
and 157,142 B. T. U. respectively. A German engi- 
neer who has made road tests of this fuel claims to 
have observed a considerable increase in motor power 


over gasolene. 

The specific gravity of benzol is .88, and it is not 
so volatile as gasolene, yet the road tests made seem to 
indicate that the carburetion problem can be satisfac- 
torily solved. The present low price is due to the fact 
that there is now little practical use for the liquid, its 
application being limited to such purposes as the re- 
moval of grease spots from clothing, etc. One ap- 
parent disadvantage of benzol is that it solidifies at the 
freezing temperature of water, but as it readily dis- 
solves in alcohol, any trouble from this cause could 
probably be obviated by using such solutions during the 
cold season. 

Motorists having connections with gas plants might 
advantageously make a test of this fuel in their cars. 
It is claimed that no sooting of the cylinder walls oc- 
curs, and by separating the lighter proportions of the 
crude benzol, the sulphur compounds, which might 
possibly attack the metal surfaces, can be removed.— 
Motor, Dec., 07. 
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From the Advertising Dept. 
proclamation issued by Presi 
,| Crea some time since at Phila 


LACK of BOWSER TANKS ON. GARAGES EASY ie 
CAUSED $1,800,000 LOSS ~ PREY FOR FLAMES. 


a), NEW YORK, Nov. 24X1n the last 
ipon| twelve months the losses iA the United 


ucCOrueance 


Lh 
mo. 


© be| States from the destructioggpf garages Stov 

Did you pay your share of this tribute to the fire fend? You may have been spared : the| by fire amount to nearlyQ$1,800,000.) 7oat, 

. beh aten-| Gasoline naturally enough is chiefly re- Plate 

in the past but you must take precaution for the future. avor | sponsible for this great loss. It is often| Steve 
asolene is a powerful ally of the fire fiend, but it can be made harmless. ith) handled carelessly, or else it is stored| this 


&;| in a receptacle not suitable for it. It} pm, 
ro-| may pe ne Giaspettorpe a chauffeur or} hand 

the|@ spark from his pipe, or a_ short-|comp 
The law demands the Bowser way of| circuited electric current that sets the | Way: 
flames a-going. In most cases the | fifty 


damage came to only a few thousand | left & 
Because when stored in a Bowser tank gasolene cannot cause a fire or explosion. Geta % ollaret but it Coron three it anounteal mene 
Bowser and you can know you are safe. There's a reason-—It’s in catalog Ask for it dea ix ‘figures. As one4runs down the | 25s0cie. 


we will send it free with prices on all the different styles. 


tax 
a The. buildihe regulations of New York| Colon 
ede «|have been made very strict in regard) cy v 
j.to the storing of gasoline. Now it has Valle 

to be kept outside of the building, in aj elsh 
|preproof receptacle sunk into the| Set 

|. ground. it 
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NEW YORK. 


CHICAGO 


Those Stickers The Secret of Success 


Are you using them? Big help in getting busi- NIXON WATERMAN. 


ness. A daily reminder to the merchant that he can 


One day in huckleberry time, when 
little Johnny Flails 

And half a dozen other boys were 
starting with their pails 

To gather berries, Johnny’s pa, in 
talking with him said 

That he could tell him how to pick 
so he’d come out ahead. 

“First find your bush,” said Johnny’s 
pa, “and then stick to it till 
You've picked it clean. Let those go 
chasing all about who will, 

In search of better bushes ; but it’s 
picking tells, my son— 

To look at fifty bushes doesn’t 
count like picking one.” 


get what he needs from Bowser. Here’s what some 


“Splendid idea. Just the thing. Send me a bunch 
right away, which will not be wasted but used to the 
best advantage. My personal thanks to the genius 


who thought of it.’"—F. M. Kina. 


“Stickers will be fine, 


TYNER. 


send me some.’—S. C. 


“Poster idea is fine and should serve purpose better 
than anything else. 
Beate TiAVES. 


Send me a supply at once.”— 


And Johnny did as he was told; 


“Have been using a similar idea for a year or more. and sure enough he found 


Can use any that you see fit to send.”—R. B. Lires. 


“Glad you got these—send me fifty of each,”— 
GEO. CORNELL. 


“This is one of the best schemes of advertising you 
A. G. RATLIFF. 


ever tan across.’— 


In short, the men on the road who have given the 
matter thought consider these stickers mighty effective 
advertising—and it is, too. Try it, if you haven’t al- 


ready. Prove it for yourself. 


By sticking to his bush while all 
the others chased around 

In search of better picking, ’twas 
as his father said ; 

For, while all the others looked, he 
worked, and so came out aheatls 

And Johnny recollected this when 
he became a man; 

And first of all he laid him out a 
well-determined plan ; 

So while the brilliant triflers failed 
with all their brains and push, 

Wise steady-going Johnny won 
by “sticking to his bush.” 


Does this issue of the Boomer suit you, or do you see where it could be improved. 


If you do not like it, say so,—criticize it freely for we want it to be a salesman’s paper 
and the salesman should know what he wants. 


Che Bows ER, 


S.F. BOWSER & Co. INC. 
PUBLISHERS 
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Don't ! 


wl 


Don’t be in a hurry to get away from a prospect; take all the time necessary, its better 


to miss a train than a sale. 


Never look at your watch; it suggests that your tine is limited 
aud offers to the prospect a chance to put you off. 


It also antagonizes him for you are 


asking him to spend his hard earned money and he feels that he shouldn’t be hurried. 
This does not mean that loafing is to be recommended—when you are through, quit, 
but be sure you are through and don’t let a train schedule regulate the time spent with a 


prospect. 


Some Interesting Figures 


During 1907 we used in the manufacture of Bow- 
ser Tanks material of various kinds in the following 
amounts : 

GALVANIZED IRon.—We used 1,000 tons, 2,000,000 
pounds of galvanized steel, enough to make a single 
Type “B” Tank, ten feet high, ten feet wide, and two 
miles long, with a capacity of eighty million gallons. 

RIVETS AND SOLDER.—11,200 pounds of rivets 
have been used and 30,000 pounds solder, enough to 
rivet together two strips of metal forty miles in length 
spacing the rivets with one-inch centres and solder 
same inside and out. 

Castincs.—In castings for pump parts, flanges, 
etc., we used one million three hundred and fifty thous- 
and pounds. 


* LumBer.—The lumber we used would make a 
board walk two feet wide, from Fort Wayne to Chi- 
cago for it totalled 1,452,000 feet. 


Brass Tupinec.—In cylinders alone, we used 


10,000 pounds of seamless brass tubing. 


A Correction 


Page 4, January 15—‘“‘Short weight measures” 
should be “over weight measures” and “short” in line 
5 should be “over,” 


PASS THE GLAD AND: 


“Pass the glad hand.” 

It is the heading over a unique list of rules for 
clerks in a big Minneapolis retail establishment. 
Here is-the rest of it: 

“Be cheerful until 10:30 a. m.; the rest of the day 
will take care of itself. 

“You are paid by the day. Spend all the time with 
each customer that he will devete to business. 

“Don’t look out of the window while your cus- 
tomer is looking at goods. Be enthusiastic yourself or 
your patron will cease to be interested. 

“Don’t express relief when your customer has made 
a selection. See if he doesn’t want to look further. 

“Act as though you appreciated the stranger’s busi- 
ness—not as though you were doing him a favor by 
taking his money. 

“Pass the glad hand.” 

“Smile—it costs you nothing. 
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Improvements in Wheel Tanks 


Two important improvements will hereafter be in- 
corporated in the Cut No. 121 Portable Wheel Tank; 
first, the rivetted tank will be succeeded by a welded 


- tank, and second, the wheel will be made with pressed 


steel discs instead of wire spokes. 
First.—For the purpose of welding we have in- 
stalled at a very considerable cost an Ovxy-acetyline 


System of Autogenous Welding. With this equipment.a 
flame having a temperature of 7,000 degrees F. is ap- 
plied to any joint and when completed the joint is actu- 
ally stronger than the plate itself. This flame is se- 
cured by a combination of acetyline gas and oxygen 
properly mixed, and creates the hottest flame possible 
to obtain. The result is that the wheel tank is a seam- 
less tank as if made from a single piece of steel. A 
leak is an absolute impossibility. 

SEconD.—In regard to the new wheel. 

The most expensive, strongest wire spoke wheel we 
could buy would not stand up against repeated bump- 
ings by heavy automobiles. To overcome this diffi- 
culty, we have contracted with the Indestructible Steel 
Wheel Company of Chicago for a pressed steel wheel 
equipped with New Departure bearings. This wheel 
will stand 25,000 pounds crushing strain and 8,000 
pounds side strain and is made of two steel discs 
pressed together with slight corrugations to represent 
spokes. They add very materially to the solidity of 
the outfits. Cuts Nos. 121 and No. 152 outfits are 
to be equipped with those new wheels as soon as we 
can secure delivery of the first consignment, which will 
be about March Ist. 


With these new wheels, the outside dimensions of 
the Cut No. 121 tank will be changed, the new dimen- 
sions being: Length, 28”; width, 19”; heighth, 24”— 
width over all from outside of hub to outside of hub, 
42". 

The all metal hose described in Nov.-15th issue of 
The Boomer is standard with the Cut No. 121 Wheel 


Tank. 


How Gasoline is Made 


A big fire is built beneath a large cylinder tank 
holding 500 or 1,000 barrels of petroleum. Petroleum, 
or crude oil, while cold retains all its gases and va- 
pors in a liquid state. When the crude oil begins to 
heat, the light gases rise and enter a large funnel- 
shaped hood at the top of the tank. From the small 
end of the funnel runs a coil of pipes surrounded by 
running water. The first vapor to arise is the high- 
est test gasolene. The object of the running water 
within the pipes is to cool this vapor, thus changing it 
back to a liquid form, and it enters a second tank or 
mixer in liquid form. 

This liquid, however, is full of impurities, and is 
especially impregnated with carbon, and to remove this 
carbon it is necessary to give it a bath. This is done 
in the mixer, the lower end of which is funnel shape. 
An air pipe is brought up through the bottom, and at 
the top are a small number of pipes filled with small 
holes. Through this pipe fresh air is forced with high 
pressure. A second pipe is brought into the tank from 
the top, through which is run sulphuric acid, which is 
The air 


forced through the pipe at the bottom of the tank keeps 


much heavier than the liquid in the tank. 


the sulphuric acid dancing back and forth until it has 
mixed in with every drop of the gasolene. Particles 
of carbon and other impurities are separated from the 
oil and absorbed by the acid. When the sulphuric 
acid has washed out all the impurities the air is shut 
off, and the acid sinks to the bottom of the tank and 
is drawn off. 

The next move is to rinse the mixture and remove 
the sulphuric acid remains. 

An alkali mixture is poured into the tank and the 
The alkali is 


washed back and forth until every part of the remain- 


air pipes are again started to work. 


ing sulphuric acid has been gathered up. Then the 
air pumps are stopped and the alkali sinks to the bot- 
tom of the tank. A stop-cock is opened and the mix- 
ture of alkali and sulphuric acid is run to waste, and 
only pure gasolene remains within the tank. 

From the bottom of the tank leads another pipe, 
with several stop-cocks attached. An expert opens 
the stop-cock and tests the gasolene as it comes out. 
The various grades—76 degrees, 74 degrees, 68 de- 
grees, etc.—are all conducted to their respective tanks, - 
where each is stored—Moror, Sept., ’07. 
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OF 


S. F. BOWSER & CO., INC, 
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On the First and Fifteenth of each month. 


Issued solely for the benefit of the Bowser Salesmen. 
Copy for insertion must reach the editor ten days in advance of publication. 
Contributions are invited from every representative and employe of the com 
pany, to be used at-the discretion of the editor. 


Selling Arguments Hot from the Field 


Under the above head, each issue will appear arguments actu- 
ally used by successful salesmen to meet objections raised by pros- 
pective customers. 

To keep this feature active will require new contributions 
tight along so if you’ve some good selling or closing arguments, 
some answer that meets the occasion, send it inand let it serve 
to help some one else. 


‘2 SS 
SS 


aS = 


Mr. 
nished with a tube which runs to the bottom of the 
tank, consequently there is exposed to the air an oil sur- 
face of only about five-eighths of an inch in diameter. 


—, the drip pan with our outfit is fur- 


This ‘means that in the two barrel tank, less than 
1-1100 of the surface of the oil is exposed. The rest 
of the surface is absolutely free from all chance of 
evaporation—R. B. LIpes. 


GEE INGFAd TE POR BAT REASON, 


If you have difficulty in closing an order be sure 
before you leave him that you get his true reason. He 
may put you off by saying that he is not ready for a 
tank, or is thinking of moving, has chances of selling 
out, or he does not handle enough oil, any one of a 
hundred or more excuses may be offered and all the 
time he may be holding back on the out and out real 
reason. 

Mr. C. F. Hatmaker, one of the most successful 
salesmen we ever had, used to advocate this. He 
showed genuine disappointment at not securing the 
order and preliminary to closing the discussion looked 
up at the prospect and expressed regret that he had 
not explained the equipment in the proper manner. 
Instantly, the prospect is on his side, tells him that 
there is nothing that he could have done that would 


have changed the situation, and nine times out of ten, 
he then will give you the true reason. He is short of 
money. Now, you are in a position to commence all 
over again, knowing his reason you know just how to 
get around him and you stand an excellent chance to 
land him by offering him a slight extension of terms or 
something of that kind. 


As ODA TY alee 


Mr. Geo. Hance advanced a favorable and con- 
vincing argument on comparative values as follows: 

Take an old plow horse and a high class race horse. 
They are both horses, each has four legs, a head and 
a tail, and at first glance you are getting more for 
your money out of the plow horse than the race horse, 
but you cannot get them for the same money, and the 
man who wants a race horse is not going to be fooled 
into buying the plow horse. If he wants a race horse, 
he is mighty glad to put up the difference because he 
is buying the horse for what it would do in that line 
and not for the difference in weight and appearance. 
Editor of Boomer: 

You ask me for a few lines from my pen in re- 
gard to experiences in selling Bowser Tanks. The 
field is such a large one that I hardly know where to 
begin, so I think I shall write you in regard to my first 
sale and by the way, it was to the first man to whom I 
attempted to sell, that did not have one. 


I had not, at that time, had the good fortune to 
meet any of the Factory Force, had not been ‘‘drilled’”’ 
by any old salesman, or received any like helps, so I 
left home for my territory with grave fears as to my 
ability to sell the goods and “get the price.” 


Arrived on territory, I was in doubt as to what 
town to start work in, decided that a small town would 
be best for me to talk Bowser Tanks in. En route 
to Sheldon, N. D., I made myself a promise that I 
would sell the first merchant I found who did not have 
a Bowser Tank. 


The first merchant I called upon had a five barrel 
First Floor Bowser, was well pleased, claimed had 
used it eighteen years, as good as new, then told me 
every dealer in town had a Bowser, but that there was 
one merchant who did not handle oil whom he thought 
should get a Bowser and keep oil. I called on said 
merchant at once, 10:30 a. m. He informed me that 
he did not handle oil—too dirty—no money in it. 
“Tanks cost so much that no merchant could ever get 
them to pay for first cash.” “Did not handle oil, 
would not handle oil, etc., etc.” 


I stayed until he went to dinner, 12:30 p. m., no 
prospect of a sale. Left my grip in his store and took 


Continued on pages 
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At the Factory Meeting 


January 10 and 17, 1908 


Top Row reading from left to right—Geo. A. Sill, H. C. Worrall, A. H, Pierce, Roy Walker, J. L. Rhoades, 


Pe oParcer, Bh. H, Holtz, BF: 


ViogMestany As), Wyccon, ©. GC. Carpenter, J: 'L. Handy Ges ee 


Williamson, C H. Bunting, W. W. Barkalow, T. D. DeVilbiss, C. A. Carrel. 

Second Row—F. T. Sloan, R. S. Johnson, G. M. Porter, C. P. Law, R. G. Shulze, J. N. Dietch, W. E. Jen- 
kinson, F. A. Knoche, W. A. Pitcher, J. M. Sitton, J. J. Connelly, F. F. Davis, G. W. Bigelow, W. 
T. Simpson, J. L. Holmes, E. M. Caskey, E. J, Murphy. 

Bottom Row—S. F. Taylor, W. R. Hance, J. W. Runyan, C. A. Dunkelberg, Allen A. Bowser, S. F, Bowser, 
A. Z. Polhamus, S. B. Bechtel, E. M. Savercool, D. A. Corey, W. T. Hatmaker. 


Selling Arguments 


Continued from page 4 


a hard earned luncheon myself. At I p. m. was again 
in his store, stayed with him until the hour for his 
evening meal. When he was not waiting on custom- 
ers, | was endeavoring to show him now necessary it 
was for him to handle kerosene, and that there was 
only one right way to handle it, and that was with a 
Bowser Outfit. 

When he went to his evening meal, I did likewise, 
leaving my sample case in his store purposely so that 
I would have a good excuse for returning. He had 
told me at least fifty times that day that he would not 
buy our outfit. 

After the evening meal I found him in his store, 
customers lacking, and I commenced on him anew, I 


working for the order and he reiterating his state- 
“T will not handle oil, [ do not intend to handle 
oil the coming year and I will not buy your tank,” 
ClGerete 


ment. 


Mr. Editor, I wish to assure you that at least a 
dozen times during the forenoon, afternoon and eve- 
ning, I mentally gave up the battle, but, each time, 
after considering the question from its many stand- 
points, I would return to the battle with the determina- 
tion to sell him. 


Result, at 11:30 p. m. I walked out of his store with 
an order No. 1 for a First Floor 3-barrel Outfit, and 
the records at the factory will show whether I “got 
the price” or not. Respectfully, 

A. B. CorNELL. 


P. S—lI believe this was my hardest as well as 
first sale. 
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Gasolene Tank Sales 
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Are you awake to the possibilities of selling gaso- 
lene tanks to merchants already using a Bowser for 
kerosene. Some of the men do and fifty per cent of 
their sales are for gasolene tanks. One of our men, a 
man who stands among the leaders every month, cov- 
ering a territory that has been systematically worked 
for twenty-two years, sold 109 gasolene outfits out of 
a total of 186 outfits sold in a certain period. He real- 
izes the importance of the gasolene business, but do 
you? 

The use of gasolene is daily increasing; automo- 
biles, stoves, lighting systems are calling for more and 
still more gasolene. The drug stores formerly monop- 
olized the retail gasolene business, now nearly every 
grocery and hardware store deals in it, or would if he 
felt it safe to do so. 

In selling a Bowser user an outfit for gasolene, the 
battle is half won before you start in. His kerosene 
tank bears witness to the quality and utility of Bowser 
goods. It may be out of date, old style, etc., but it 
works right and has given the merchant perfect satis- 
faction. 


If the merchant handles gasolene, his interest is 
easily aroused in “a tank for gasolene made by the 
same people that made the kerosene tank’’ and permis- 
sion is readily granted to demonstrate improvements, 
safety, etc. 


If the merchant does not handle gasolene, ten to 
one its not because he has no call for it, but because he 
is afraid of it and is entirely willing to learn how it 
may be handled safely and as conveniently as he now 


handles oil. Some merchants have to be shown that 
a gasolene trade is desirable and that it can be un- 
creased by the use of a Bowser Tank. Any profit- 
able trade is desirable, if it is not attended by too many 
disagreeable features. With no commodity can more 
money be made in a year on so small an initial expense 
as can be made in the sale of gasolene and other oils. 
A ten dollar investment can make a twenty per cent. 
profit every week in the year, for ten dollars’ worth of 
gasolene a week can easily be sold in almost any 
location. Te 

That a Bowser Tank adds to gasolene business has 
been demonstrated right here in Fort Wayne. There’s 
a certain druggist here who formerly had all the gaso- 
lene business in his section. We sold three grocers in 
that vicinity gasolene outfits—today each grocer is 
selling 150 gallons a week, at a profit of 3 cents a 
gallon, and the druggist sells practically none. _ 

If a merchant has a Bowser for oil, do not grace- 
fully back away from him, but go after him hard for 
a gasolene tank. If you sell a merchant a Bowser 
for oil and cannot at that time interest him in a gaso- 


lene tank, just put that man down in your book as a 
good prospect for a gasolene tank on your next trip. 
We figure territory by population and the number of 
possible customers. You can double your territory by 
working the gasolene end. 

Try this plan now, on this trip, for the gasolene 
season starts with a whirl as soon as the winter is 
over. Spring brings out the automobiles, summer the 
gasolene stoves. Get the merchant to prepare for this 
increased trade by buying now. . 2 
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VY. E. Osteyee started the year with a telegraphic 
order for six Cut No. 15 Outfits for a hardware store 
in Cairo, Georgia. This emphasizes the importance of 
this class of trade, while it again demonstrates Os- 
teyee’s ability to sell the best there is. 


Circularized two counties in Kentucky for J. M. 
TYNER and received seven inquiries within a few days. 
If only three are sold, and that’s a small proportion, 
Tyner has paid for his circularizing for the next couple 
of years. 


Four inquiries the result of circularizing two coun- 
ties in Illinois have just been sent to Mr. J. R. 
Harper. Mr. Harper says he finds he can usually 
sell four out of five who make inquiries and is an en- 
thusiast regarding circularizing. 


R. S. Jounson, factory representative in Cleve- 
land, sold a 210 point order early in the month. He 
says prospects for 1908 are immense and expects to 
double his 1907 business. 


We dApp’s-order No. .ait. calls fot ‘a Cut No. 
121 Wheel Tank for the private garage of Andrew 
Carnegie, the “Lord of Skibo,” for use at his New 
York City residence. A recent mail order specified the 
same style for the private garage of the Countess of 
Yarmouth for her summer home. The countess is a sis- 
ter of Harry Thaw. These two orders are mentioned 
as illustrative of the fact that where the best is wanted 
the Bowser is sold. 


The bank deposits of the United States amount to 
$13,000,000,000.00, of which the savings banks alone 
show $3,090,078,945.00, a gain of 561,000 individual 
depositors and an increase of $207,941,727.00 in de- 
posits over the most prosperous previous year the 
country has ever seen—1900. 


It is with considerable regret that we have to 
chronicle the death of our Mr. Knoche’s father, who 
passed away on the 2oth at the advanced age of seven- 
ty-seven years. In his bereavement Mr. Knoche has 

the sympathy of every Bowser man. The old gentle- 
man had lived a life of usefulness, had passed the al- 
_ lotted span of life and has now gone home. 
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Hats off to the ten highest men for 1907. 
order of their total business was: 

F. W. Meegan, New York. 

R. S. Johnson, Ohio. 

W. E. Jenkinson, California. 

C. E. Saunders, Florida. 

_W. Robertson, New Foundland. 

J.N. Dietch, Buffalo. 

W. H. Ladd, New York City. 

K. F. Hessenmueller, Chicago. 

W. C. Smith, Washington. 

H. T. Purdy, Mississippi. 

GrorceE DuBots, a new man with part of Tennessee 
as a territory, starts in splendidly with four orders 
taken the first week. 


The 


R. E. McInrosu achieved distinction in January 
by sending in six orders in one day, following two or- 
ders mailed the day before. 

A 160 point order secured by Mr. Runyan 
from one of the largest steel companies in the United 
States is one of the indications we have of the return 
of things to a normal basis. 


Good-bye and Success to You 


Today the Editor severs his connection 
with S. F. Bowser and Company to take 
up the work of advertising manager for the 
Ford Motor Company, Detroit, Michigan. 
In parting he desires to thank you for the 
courtesies and kindnesses of the past three 
years. The friendships made he will not 
soon forget, the assistance rendered will al- 
ways be remembered. -He owes much to S. 
F. Bowser and Company, and his only re- 
gret is that in going he cannot take 
them with him. He will always be deeply 
interested in the welfare of his friends here 
and that includes every employee of the 
company. May the future contain for each 
of you the greatest prosperity you have 
ever known. Bigger orders and more of 
them, health, wealth and happiness, may 
they all be yours, and now and then remem- 
ber the editor. 

Good bye and success to you. 
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FILLING DEVICES 


The various methods employed to transfer the oil from the barrels to the Bowser are here illustrated and 


briefly described. 


How to get the oil into the tank is one of the first questions the purchaser asks and it is therefore 


advisable to understand all the different arrangements as each is intended to meet some particular requirement. 


ammo GD 


CUT 3 
Perfection siphon—lInsert the Brass pump end in bung hole 
of barrel, the other end in drip pan of cellar outfit or in fill.pipe— 
a few up and down strokes of pump starts the flow which then 
continues until barrel is empty, 


cuT 5 


Transfer Pump—for transferring light oils—cut 20 for heavy 
_ oils and volatile oils—cut 20 is, closed at top and plunger works 
throngh ‘a stuffing box—cut 17 is same as cut 20 except made 
entirely of brass. 


CUT 130 


First floor Barrel Drainer--used with cut 134 angle faucet. 
The barrel is raised on to the drainer and wheeled into place along 
side of the tank to be filled with the bung hole on the top side, the 
angle faucet is clamped into place so that when the barrel is turned 
the other end of the faucet is in filling hole. Then open the faucet. 


CUT 132 
Taper bung faucet—used where barrel is elevated over man- 
hole or filling hole—is inserted in bung hole then the barrel turned 
and.when ready for the faucet is opened and the contents of the 
barrel run out by gravity. 


CUT 133 


Barrel drainer—formerly called the Meegan sets over the drip 


pan of a cellar or Long Distance outfit. The barrel is rolled up 
into position and when bung’is removed the oil flows through bung 
faucet, cut, 132, into drip pan or fill pipe. 


CUT 135 
Combination skid and Barrel drainer formerly called the Scot- 


land drainer. The barrel of oil is rolled up the handles, the bung 
removed and the barreffurned so that contents run out. The front 
is high enough to prevent spilling—roller bearings permit of turn- 
ing the barrel easily, and as the bottom of the drainer is funnel 
shaped the oil naturally drains into drip pan or fill pipe. A screen 
in the drainer keeps out dirt, etc. 


CUT 139 


Track wagon Barrel drainer—for use where a battery of tanks 
are set back to back and one rail of the track is set on each tank. 
The wagon runs along the track and an angle faucet, cut 134, is 
used to transfer the oil same as with cut 130. With this outfit a 
cradle and hoist is also used. 


Barrel track cradle and hoist—Batteries of Type B tanks to be 
complete should include the track cradle and hoist. When sold for 
Batteries tanks are made long and narrow and 2 bbl and larger can 
be equipped with track—one barrel tanks if larger can not be 
sold, can be equipped as shown in cut 139 as with one traek on 
tank the other separately supported back of tank. . 
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